By Michael Vizard 
SANTACLARA,CALIF. 


Looking to counter the influence of 
Microsoft Corp. and its Object 
Linking and Embedding interface, 
seven leading developers formed a 
consortium last week that will as- 
sume responsibility for 
developing their object- 
oriented operating sys- 
tem standards. 

Called the Component 
Integration Laboratories, 
the so-called mutual ben- 
efit association’s founders are 
IBM, Novell, Inc., Apple Computer, 
Inc., Taligent, Oracle Corp., Word- 
Perfect Corp. and Xerox Corp. 

The advantage for information 
systems managers is twofold. In- 


object 
pe men 
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Consortium may loosen 
OLE’s grip on market 


stead of facing a dizzying array of 
object standards from a host of 
vendors, they will most likely have 
two to choose from: OLE and what- 
ever the consortium comes up 
with. Two standards of equivalent 
weight could provide a counterbal- 
ance that would ensure that both 
standards maintain an 
open posture. The stan- 
dards will be used for ob- 
ject-oriented develop- 
ment and the creation of 
compound documents. 
The consortium’s oth- 
er primary mission is to “define 
the plugs” that will ensure that ap- 
plications built using object tech- 
nology are compatible with one 
another, said Jed Harris, the con- 
Consortium, page 8 








Compaq, Novell to team 
on multiprocessing nets 


By Michael Fitzgerald 


HOUSTON 


that the forthcoming 
version of NetWare is 





clustering. 


® Officials from Compaq Computer Corp. and 
Novell, Inc. tomorrow will announce a partner- 
ship that will develop a version of NetWare 
thatruns on multiple processors and supports 


an asymmetric ap- 
proach, but it will run 
on symmetric multi- 
processing boxes or 
even in clustered con- 
figurations. 


By Elisabeth Horwitt 
NEW YORK 

Novell, Inc. is expect- 
ed this week to out- 
line a strategy for 
dominating the cor- 
porate distributed 
computing market by 
hitching together its 
two system software 
platforms, NetWare 
and UnixWare. 

“The intent will not 
be to announce funda- 
mental new products, 
[but to] describe the 
relationship of Unix 
System V Release 4, 
UnixWare and Net- 
Ware and [to answer] 
a whole slew of inte- 
gration questions 
around that, plus in- 


terfaces,” said Bob 
Davis, vice president 
of Novell’s Unix Sys- 
tems Group. 

Novell will present 
a dual-platform strat- 
egy: UnixWare as the 
powerful, stable envi- 
ronment corpora- 
tions need for verti- 
eal, mission-critical 


?) 
Novell’s Ray Noorda: ‘/t’s 
our job tounify Unix’ 
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Novell taps Unix | 


NetWare link with UnixWare to address distributed gaps 


applications; and Net- 
Ware in its customary 
role of “horizontal” 
network server, opti- 
mized to support 
global messaging, 
local- and wide-area 
connectivity and di- 
rectory services, said 
Novell Chief Financial 
Officer Jim Tolonen at 
a briefing last month 
[CW, Aug. 9]. 

More dramatically, 
Novell is said to be 
on the verge of taking 
the high ground on 
the openness issue by 
turning control of the 
Unix brand name and 
interface over to stan- 
dards body X/Open 
Co. (see story page 
14). 


Novell is seeking to 
differentiate Unix- 
Ware from other Unix 
System V Release 4 
platforms, and from 
Microsoft Corp.’s 
Windows NT. It will do 
this by integrating 
UnixWare servers 
more closely with Net- 
Ware. In particular, 
Kanwal Rekhi, execu- 
tive vice president of 
Unix Systems Group, 
cited the ongoing roll- 
out of NetWare ser- 
vices such as global 
directory and authen- 
tication, Global Mes- 
sage Handling Ser- 
vice and the NetWare 
Management System. 

This integration 

Novell, page 14 








DCE: Ready ...set... 0? 


By Jean S. Bozman 





Early users of the Open Software Foundation’s 
Distributed Computing Environment are find- 


The resulting tech- 
nology should give 
NetWare users a way 
to improve the perfor- 
mance of NetWare 
LANs by adding pro- 
cessors, something 
they can do with Unix 
and Microsoft Corp.’s 
Windows NT. 

Ray Noorda, No- 
vell’s chairman, pres- 
ident and chief execu- 
tive officer, hinted at 
tomorrow's _agree- 
ment in his Compaq 
Innovate ‘93 keynote 
address last week. He 


ANN ARBOR 





Newspaper 


said Compaq and No- 
vell will cooperate in 
the future on develop- 
ing multiprocessing 
NetWare and special- 
ized servers and will 
more closely coordi- 
nate their sales ef- 
forts. 

Separately, Gary 
Stimac, Compaq’s se- 
nior vice president 
and general manager 
of the server division, 
confirmed the an- 
nouncement. Drew 
Major, Novell’s chief 
scientist, explained 


MI 48103 


Major said Novell 
and Compaq will “‘fo- 
cus primarily on 
asymmetric multipro- 
cessing” develop- 
ment efforts because 
SMP configurations 
experience a signifi- 
cant drop-off in per- 
formance somewhere 
between the four- 
and eight-processor 
range. Adding proces- 
sors incurs additional 
hardware costs for 
memory and band- 
width. “Client/server 
is inherently oriented 

Compaq, page 12 
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ing that the technology requires a commitment 
to a new method of application development. 
And many who waited for DCE tool kits to be 


delivered this year have yet to put DCE applica- 


tions into production. 


Even so, early users said they have high 
hopes for the nascent technology. They expect 
client/server systems to benefit from DCE, 


which ensures consistent file handling and se- 


curity throughout an enterprise network. 


Networks of distributed com- 
puters — including Unix-based 
boxes, PCs and mainframes — 
will be able to share files and the 
computational work load as DCE 
servers match user requests to 
available system resources. 

Although production systems 
built on DCE are still relatively 
rare, users said many pilot 
projects are under way at large 
commercial and technical sites 
worldwide. Early adopters come 
from universities, science lab- 
oratories and government, but 
some large companies such as 
Citicorp and The Boeing Co. also 
plan to use DCE in next-genera- 
tion client/server systems. 





However, some early users 


have gotten bogged down in the complexity of 
DCE source code. In its purest form, DCE re- 
quires programmers to learn more than 400 


system calls. 


And for every user building with DCE code, 
there are several others waiting and testing for 


bugs. 


“Conceptually, we all like it,” said David 
Truch, a senior technical specialist at BP Ex- 
ploration Alaska, Inc. in Anchorage. His BP unit 
has more than 100 Unix systems but plans to 
wait to develop with DCE. “We have built our 
own tools and protocols, our own quirky way of 


DCE, page 15 
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= Despite executive shufflings and recentral- 
ization of some key decision-making, IBM 
leaves profit and loss control with business 
units. Page 4 
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ferring the flexibility of a “best-of-breed” ap- 


proach. Page 119 


IN DEPTH 


IS executive Larry Runge says thinking and 
acting like a monopoly is damaging IS credibil- 
ity. Some of his peers tell him he’s all wet. Page 


139 @ 
QUOTE 

CAREERS “The Statue-of 

= Computer-based training is Liberty kind of 

a good start, but it may leave manager, who says 

you wanting more. Page 143 ‘Brin g me any 


MARKETPLACE computer to take 


; _ care of,’ will have a 
@Low-risk client/server mi- 


gue net tn 4 job in a year. Those 
ation strategies? You do 
have some options. Page 155 who [think] the onty 


‘real’ computers are 
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big iron will not.” 
age 28 
=Outdated federal export (pag ) 

= The Clinton medical reform plan avoids dic- guidelines are penalizing U.S. 


H. William R. Townsend, 
s ‘ Air Products 
tating information technology directions. Page —~ Mize BEL power : 4 data encryption suppliers. 
16 2 xpensive. Page _ Page 161 


and Chemicals, Inc. 
COMMENTARY 


# Announcements clarify IBM’s enterprise net- 
work management strategy. Page 4 


=Chicago, Microsoft’s next-generation ver- 
sion of Windows, will run on 386 PCs with 4M 
bytes of memory. A character-based version of 
DOS 7.0 is also in the works. Page 6 


= Borland groupware strategy finds consider- 
able support. Page 8 


# Oracle users will lob hard questions at com- 
pany executives during the annual conference. 
Page 10 BUYERS’ 

Ay VERY g Lea git) 
=Users of Lotus’ CC:Mail say client/server SCORECARD 
would be nice, but they'd like service on current 


products. Page 12 


UNQUOTE 


@Charles Babcock says component servers 
are bringing unprecedented capabilities to the 
desktop. Page 6 


=Lotus won't bend on a runtime version of 
Notes, so customers are looking at alterna- 


tives. Page 20 LARGE SYSTEMS 


@IBM’s decision to eliminate mainframe list 
pricing has worked out just fine for big-iron 
buyers. Page 93 


@Unisys unveils its first CMOS-based main- 
frame. Page 28 


DESKTOP COMPUTING 
@IBM’s ThinkPad 750 is garnering acclaim and 


@Wang is back from Chapter 11 with a new 
lease on life, but reincarnation is no guarantee 
of success, Paul Gillin writes. Page 40 


may be hard to find. Page 43 


WORKGROUP COMPUTING 
@Microsoft’s new tiered technical support 
plan finds favor with many corporate IS man- 
agers. Page 53 


ENTERPRISE NETWORKING 

= Discount retailer Target Stores brings even 
its smallest trading partners into its EDI trad- 
ing family. Page 79 


APPLICATION DEVELOPMENT 


= Data replication becomes a must-have for 
database makers, with Ingres delivering on an 
earlier promise and Oracle leaking plans. Page 
105 


®Runtime licenses for application develop- 
ment tool packages may be on the way out. 
Page 105 


MANAGEMENT 


= CIOs resist the idea of one-stop shopping, pre- 





# We'll have asoftware maintenance nightmare 
on our hands in a few years, unless we impose 
some controls now, Jerrold Grochow warns. 
Page 41 
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On the other hand, when vendors 
agree to agree about certain as- 
pects of technology, the out- 
come isn’t necessarily all that 
advantageous to the customer. 
In his column this week, John 
Gantz argues that consortia- 
backed APIs, like standards, 
usually come with so many op- 





Executive Briefing 


Does vendor unity really serve your best interests? When 
you're struggling to keep a variety of product and ser- 
vice providers moving in lockstep on your re-engineer- 
ing project, it assuredly does. That’s why Bob Habig, 
IS chief at Pepsi-Cola North America, wouldn’t sign up any 
vendor for his current wide-ranging re-engineering ef- 
fort unless it would agree to his rule: “We all wear Pepsi 
uniforms or we don’t do business together.” Page 119 


tions that conformity means lit- 
tle. And, he says, they’re also 
usually formulated with scant 
user input. Page 41. Unix users 
might agree. While applauding 
the recent formation of a coali- 
tion to develop common APIs, 
many are saying that what’s real- 
ly needed is agreement and joint 


action on critical items such as 
heavy-duty systems manage- 
ment and security products. 
Page 14 


On the whole, no-holds-barred, 
no-alliance competition often 
seems to serve the customer 
best. And there’s still a lot of that 
going on: 


Lotus has beefed up its Smart- 
Suite in hopes of beating Micro- 
soft’s Office. Page 44. Cyrixis 
jumping into competition with 
intel with the release of three 
486DX-class processors, a devel- 
opment that could cut prices. 
Page 46. Novellis promising a 
strategy for uniting UnixWare 
and NetWare, a development that 
many see as a direct challenge to 
Microsoft's Windows NT. Page 1 


While all of this action, reaction and 
speculation swirls, some compa- 
nies are pushing ahead with to- 
day’s products. Flora Plenty, a re- 
tail flower chain, turned a 
struggling global order fulfill- 
ment service, 800-Flowers, into an 
industry leader with customized 
telemarketing software and is 
about to lauch a $250,000 WAN 
project to improve information 
flow. Page 83. DynCorp, a highly di- 
versified worldwide professional 
and technical services firm, 
jumped off mainframes and into 
client/server with both feet back 
in 1990. Now it plans to connect 
its 11 LANs via a frame-relay 
WAN from Sprint. Page 84. And 
Houston-based Conoco has creat- 
ed a virtual bulletin board to link . 
employees at five global sites us- 
ing Ingres’ Replicator. Page 116 
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IBM leans toward 
recentralization 


By Johanna Ambrosio 
ARMONK,N.Y 





IBM’s move last week to recentral- 
ize some key management func- 
tions drew cautiously optimistic 
reviews from customers and ana- 
lysts, who said it indicates a signif- 
icant change of direction for the 
company. 

Under the new structure initiat- 
ed by Chairman Louis V. Gerstner, 
a committee of 12 senior execu- 
tives will be charged with oversee- 
ing the product plans and cross- 
business integration activities of 
IBM’s divisions, as well as leverag- 
ing manufacturing and other econ- 
omies of scale companywide. 

The individual lines of business 
will retain responsibility for their 


financial success or failure. 

These changes contrast with the 
“eut-’em-loose” philosophy of for- 
mer Chairman John Akers, who 
encouraged lines of business to be 
almost fully independent from one 
another and from corporate man- 
agement (see chart). 

The main goals this time, an IBM 
spokesman said, are to shorten 
products’ time to market and toim- 
prove communications among the 
divisions to ensure that IBM prod- 
ucts work together and are not re- 
petitive. 

Key to the success or failure of 
the new structure, however, will be 
how much the committee hastens 
IBM’s response to customers’ 
needs. “To the extent they can help 
reduce expense and eliminate re- 





_ tered to reflect that change. 





Client/server nod 


The overall theme of last week’s IBM reor- 
ganization was weighted toward client/ 
server, as four people who had headed indi- 
vidual product units were named group ex- 
ecutives overseeing more than one line. 

The primary responsibility of these four, 
however, will be to look to the good of the 
whole company, not just their own units. 
Their compensation packages have been al- 


Clients are handled by James Cannavino, 
who oversees all the PC and workstation 
businesses; IBM’s traditional mainframe 
and minicomputer servers are the purview 
of John Thompson; and the networking and 
software “glue” are the domains of Ellen 
Hancock, formerly in charge of networking 
systems. The fourth new group executive is 


Deck shuffling 
IBM's Corporate Execu- 
tive Committee is 
staffed by Chairman 
Louis V. Gerstner and 
11 others, including 
chief technology strat- 
egist Bernard Puckett; 
Vice Chairman Paul 
Rizzo; marketing gurus 
Ned Lautenbach and 
Bob LaBant; and prod- 
uct line heads James 
Cannavino, Ellen Han- 
cock and John Thomp- 
son. IBMalso an- 
nounced a worldwide 
advisory council and 
an executive reshuf- 
fling. Some divisions 
were also renamed: 
Programming Systems 
is nowthe Software So- 
lutions Division, and 
Enterprise Systems is 
now the Large Scale 
Processors Division. 


Pat Toole, who had headed corporate opera- 
tions and now adds semiconductors, print- 
ers and storage systems to his roster. 


Dave Thomas is nowin charge of the 


AS/400 group, Thompson’s old stomping 
ground. Hancock and Bob LaBant, former 
head of the U.S. and Canadian marketing 
groups and also a group executive, will 
name replacements for their daily duties. 
Thompson’s elevation came at the ex- 
pense of Nick Donofrio, head of the compa- 
ny’s mainframe unit. Although he retains 
his title, Donofrio reportedly lost his bid at 


the group executive slot because his group 


did not listen to customers fast enough to re- 
tool the mainframe in time to stop the reve- 
nue slide. “If you had a business whose rev- 
enues went from $13 billion in 1990 to $6.5 
billion in 1993, would you expect to make it 
to the top cut?” asked John Jones, an ana- 
lyst at Salomon Brothers. 

—Johanna Ambrosio 





Wim Ue mila 
How the IBM corporate picture is changing 


AKERS’ LAST DAYS 


Near-total 
independence for 
business units. 


Business units very 
competitive: fought for 
money, power, customer 

mind-set. 


Different business units did 
not communicate so products 
were often repetitive or 
conflicted. 


ADVANTAGE: Decentralization 
gave business units control 


ented vendors. 





responsible for financial results, 
but the Corporate Executive 
Committee sets interbusiness 


oe 
‘ra 


over their destinies and allowed 
them to compete more effectively 
with niche-ori 


ie] i 1a: 


Individual businesses are still 


strategy and acts as a project 
clearinghouse. 


Focus is on external competi- 
tors—the likes of Microsoft— 
rather than units battling 
it out amongst themselves. 


Product plans will 
be coordinated. 


ADVANTAGE: Increased 
centralization will leverage 
IBM’s pieces to ensure 
cooperation and reduce 
redundancy. 








dundancy, that’s great. But if they 
add a level of bureaucracy and 
complexity that was not there be- 
fore, that would certainly cost IBM 
at this stage,” said Philip Fasano, 
an information technology direc- 
tor at Bankers Trust Co. in New 
York. 

Sam Albert, an independent 
consultant in Scarsdale, N.Y., add- 
ed, “Gerstner has come to the con- 
clusion that what the customer 
needs is a total solution and not 
piece-parts. This committee is a 
check-and-balance mechanism... 
with a heavier emphasis on the 
balance than the check.” 

John Jones, an analyst at Salo- 
mon Brothers, Inc. in San Francis- 
co, said he sees the move as an at- 
tempt to leverage IBM’s strengths 
as a broad-based supplier. “It is a 
challenging task, but given where 
they were three years ago, they 
know what they don’t want.” 

Not all see the new structure as 
a plus. “They say the committee 
will not make operational deci- 








Big Blue fleshes out SystemView plans 


By Elisabeth Horwitt 
ARMONK,N.Y 





IBM last week finally put some 
mainframe-based meat onto the 
skeletal body of its SystemView 
network management architec- 
ture. In the process, it hopes to 
bury a growing industry percep- 
tion that it intends to replace 
mainframe NetView with the dis- 
tributed, AIX-based, SNMP-com- 
pliant NetView/6000 platform. 
This latest raft of announce- 
ments clarifies the roles of IBM’s 
three-pronged enterprise network 
management strategy: OS/2-based 
LAN NetView and the AIX-based 
NetView/6000 manage distributed 
LAN installations via Simple Net- 
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work Management Protocol 
(SNMP), while NetView/390 acts as 
focal point, data warehouse, cor- 
relator and central administrator 
across the various network man- 
agement domains. 


Finally satisfactory 
IBM’s blueprint found favor with 
customers. “This [plan] says, ‘We 
finally have our act together, and 
we now understand that network 
management systems can either 
be workstation-based, distributed 
or centralized,’ ’’ said Trav Wal- 
trip, director of telecommunica- 
tions at The Travelers Corp. 

IBM also continued to groom 
NetView/6000 as an enterprise 
manager: Last week the AIX- 
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based system gained the ability to 


sions, but it doesn’t look that way. 
These are the same people who got 
IBM to where it is today,” said Bob 
Puffer, an analyst at Gartner 
Group, Inc. in Stamford, Conn. 


Divided opinions 

Customers contacted were split on 
what effect the reorganization will 
have on them. “We've learned to 
see how it works out before we 
come to judgment,” said Colin 
Crook, senior technology officer at 
Citibank in New York. 

Denny Knell, manager of infor- 
mation technologies at Delta Air 
Lines in Atlanta, said, “At this 
point, it doesn’t sound like it will 
directly affect me.” 

Tom Loane, vice president of 
data processing at Alamo Rent A 
Car, Inc. in Fort Lauderdale, Fla., 
said the new organization is ‘one 
ofthe best decisions” Gerstner has 
made. “IBM can be successful if it 
keeps its act together.” On the oth- 
er hand, he said, “any committee 
can be a dangerous animal.” 





Highlights 


eNetView 2.4 features 


monitor SNA networks through a 
link to NetView/MVS. However, 
IBM, users and one analyst all 
agreed that NetView/MVS is not 
likely to be replaced in a hurry. 

“You have to keep in mind that 
there are between 14,000 and 
20,000 licenses of mainframe Net- 
View” managing millions of nodes, 
said Jill Huntington-Lee, principal 
at Brandywine Network Asso- 
ciates in Cinnaminson, N.J. And 
while IBM is continuing to scale up 
NetView/6000 to handle thousands 
of nodes, “they'll tell you right 
away that it has nowhere near the 
ability to handle the 20,000- or 
100,000-node networks’ main- 
frame NetView can.” 


management of IBM 
Advanced Peer-to- 
Peer Networks and 
cuts installation from 
days to hours. 
eNetView MultiSystem 
Manager MVS/ESA: 
management hooks to 
Novell, Inc. NetWare 
and LAN Network 
Manager; NetView/ 
6000 to come. 
eNetView/MVS man- 
agement of AS/400s. 
*AIX SNA Manager/ 
6000: NetView/6000 
can monitor SNA via 
NetView/MVS. 


“We run all of our mainframes in 
darkened data centers, so we need 
host NetView,” Waltrip said. The 
insurer is looking at deploying 
NetView/6000 and LAN NetView to 
manage LANs and to forward sta- 
tistics to NetView/MVS, where 
they can be stored cheaply. 

IBM is also providing tighter in- 
tegration between remote sys- 
tems and NetView/MVS services. 

The host system’s Resource Ob- 
ject Data Manager will provide a 
common repository for distributed 
management systems to store and 
exchange management statistics, 
IBM said. The NetView Graphics 
Monitor Facility will provide a 
common view across different 
management domains. And Net- 
View Automated Operations pro- 
vides a vehicle for initiating re- 
sponses to network events. 
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Charles Babcock 


Anew class 
of computing 


As the appetite for proprietary mainframes 
wanes, a new source of concentrated process- 
ing power is springing up — the component 
server. These servers, which incorporate an in- 
creasing number of mainframe concepts in 
their design, aren’t cheap. But their prices are 
lowrelative to mainframes — typically $30,000 
to $500,000 — because they are built from off- 
the-shelf, standardized parts. 

Two pioneers in this area are Tricord Sys- 
tems in Plymouth, Minn., and NetFrame Systems in Milpitas, Calif. 
Both firms were founded by engineers coming out of supercom- 
puter and mainframe computer design. 

Tricord, for example, uses auxiliary 386 processors on astorage 
subsystem. Mimickinga mainframe design concept, the Intelligent 
1/0 Processor off-loads 90% of the disk I/O processing from the 
CPU. Two I/O subsystems may be added to a server, offering the 
option of disk striping with RAID-0 on one subsystem and disk mir- 
roring to a backup set of drives (RAID-1) with the other. 

High availability or fault tolerance was typically among the most 
expensive features when supplied by Tandem or IBM. Tricord and 
NetFrame, by employing mass-produced hard drives, have added 
ahigh-availability feature to their servers without sending prices 
into no-man’s-land. In the event of the failure of a low-cost drive, 
Tricord’s Intelligent I/O Processor automatically switches to the 
mirrored disk, forestalling a system crash. 

But there’s more to the direction these servers are taking than 
just lowering prices. Due to the power of the components from 
which they are built, Tricord and NetFrame are producing systems 
that can be easily adapted to today’s PC-intensive environments. 

With their Intel-based processors, for example, these servers 
run multiple operating systems, including Novell’s NetWare, Ban- 
yan’s Vines, IBM’s OS/2 and Unix. NetFrame is also committed to 
supporting Microsoft’s Windows N'T. 

NetFrame has designed an intelligent multiprotocol message 
handling layer between the CPU and storage system. This soft- 
ware layer intercepts calls from the operating system to device 
drivers, translates them into the proper message format, depend- 
ing on the devices for which they are intended, and passes the mes- 
sage along to the disk controller. 

This layer, dubbed Concerto, “decouples the physical affinity be- 
tween a device and the operating system. The affinity is a logical 
rather than a physical connection,” said Carl Amdahl, a veteran of 
the former Magnuson Systems Corp. and Trilogy Ltd. 

The addition of Concerto means that many of the differences in 
32-bit operating systems are neutralized by the server. A user can 
run twoor more operating systems concurrently on the server, and 
the subsystem can handle ihe varying I/O traffic. 

In asimilar fashion, NetFrame has provided a centralized sys- 
tem for managing multiple NetFrame servers. A manager at are- 
mote location can call up a window from the graphical user inter- 
face on each server, drag and drop icons of available peripherals, 
and in that manner reconfigure it to meet current needs. 

In this respect, the NetFrame server has crossed over from the 
world of PC component server into a newrealm, which can’t be 
described as a wanna-be imitator of the mainframe. Rather, it is 
moving toward a new class of computing, far above an entry-level 
PC server and adeptly serving the PC users surroundingit. 

These firms are giving PC suppliers ideas. Both Compaq and Dell 
offer servers as an adjunct to their high-volume PC business, and 
these servers offer parity, error checking, etc. 

As Tricord and NetFrame continue to innovate in the field of 
component servers, the PC firms are likely to follow suit. The result 
will be a growing body of servers with more and more mainframe 
characteristics but submainframe prices. 





Babcock is Computerworld’s technical editor. His MCI Mail address is 575-2737. 
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Desktop operating systems 


Microsoft’s Chicago to provide 
easier Windows navigation 


By Michael Vizard 
SANTACLARA,CALIF 


The forthcoming release of Microsoft Corp.’s 
next-generation 32-bit, preemptive multitask- 
ing implementation of Windows, code-named 
Chicago, will run comfortably on 80386-based 
PCs with 4M bytes of memory, according to 
Doug Henrich, Microsoft group manager for de- 
veloper relations. 

Chicago, which was designed to 
run on Intel Corp. platforms only, 
will run a “large subset” of the ap- 
plications created using the full 
32-bit Windows application pro- 
gramming interface, Henrich said 
at last week’s Windows Solution 
conference. 

Applications created with the 
full Win32 kit run on Microsoft’s 
Windows NT operating system, 
which requires 16M bytes torun ef- 
fectively. A more limited subset im- 
plementation of that kit, called 
Win32s, allows applications to run on both 32- 
bit and 16-bit implementations of Windows. 

Henrich described the Chicago project as the 
successor to both Windows 3.1 and Windows 
for Workgroups. He said it will include built-in 
networking and a complete redesign of the Win- 
dows interface using a document-centric met- 
aphor that will make it easier to navigate 
through Windows. It will support the Plug and 
Play initiative [CW, Sept. 13], wireless commu- 
nications and synchronized updates of files. 


Same dog, new tricks 
A key component of the redesigned interface 
will be the merging of the File Manager and Pro- 
gram Manager functions in Windows. “We want 
everything in Windows to look and interact 
similarly, as opposed to requiring people to es- 
sentially learn different applications for each 
component of Windows,” Henrich said. 
Chicago has recently gone into limited beta 
testing but is not expected to be delivered until 
1995. The company may be further along in its 
delivery schedule, however. Steve Ballmer, vice 


Microsoft’s Steve Ball- 
mer: Chicago will be 
aneasy adjustment. 


president of Microsoft’s sales and support 
group, said he expects the product to be deliv- 
ered by mid-1994. 

The next beta release is set for late October 
or November, Ballmer said, adding that there 
will be other changes to the interface over and 
above those made in the first limited release. 

“[Chicago] will still employ the desktop met- 
aphor, but when users take a look at it they are 
probably going to say, ‘Hmm, this 
is a little different look,’” Ballmer 
said. “But I think it will be an easy 
adjustment.” 

Henrich advised developers last 
week to pay attention to the guide- 
lines Microsoft issues as Windows 
evolves because some elements 
may disappear in the next release. 
“We issue guidelines, but we 
haven't been [user interface] po- 
lice for application developers,” 
he said. 

In addition to its Chicago proj- 
ect, Henrich said Microsoft will 
showcase an initial implementation of its Cairo 
object-oriented operating system this Decem- 
ber at its Professional Developers Conference. 


Cairo features 

Henrich said Cairo, a server operating system 
that is due in late 1995, will provide transparent 
access to files and a seamless view of all re- 
sources on a network. The completely object- 
oriented system will include the Object Linking 
and Embedding interface, the base plumbingin 
NT, a distributed file system and the ability to 
run applications on idle processors strewn 
across a network. 

Microsoft’s future for client/server operating 
systems is clearly the Cairo/Chicago combina- 
tion. Despite Windows 3.1’s lavish commercial 
success on the desktop, the company will not 
drag its feet in replacing 3.1 with Chicago in 
client/server environments. 

“Chicago will not be held a second longer 
than it needs to be. When its ready to go, it’s 
gone,” Ballmer said. 

Ed Scannell contributed to this story. 


Windows 4.0: Crowd pleaser? 


Microsoft will make a character-based ver- 
sion of DOS 7.0 available, but company offi- 
cials said Chicago, or Windows 4.0, which 
combines DOS and Windows functions, will 
prove much more popular. 

Chicago — a 32-bit, multitasking, multi- 
threaded version of Windows that will not 
require DOS to run — is in beta testing. It is 
not expected to ship until mid-1994, accord- 
ing to Steve Ballmer, vice president of Micro- 
soft’s sales and support group. 

“There will be a DOS 7.0 that can be surgi- 
cally removed [from Chicago] and sold sep- 
arately for those who want to only run char- 
acter-based applications,” Ballmer said. “I 
don’t think it will be as popular.” 

Many users and analysts said a charac- 


ter-based DOS 7.0 will be much more popular 
among users than Ballmer is willing to ad- 
mit. They said Microsoft may be pushing us- 
ers too hard and too soon toward Windows. 
Sales of character-based DOS 6.0, re- 


leased last April, have already exceeded 


4 million copies, makingit one of the com- 
pany’s best-selling products despite mixed 
reviews. 

“There is alot of industry focus on Win- 
dows because thatis where the action is. But 
there is a sizable-based business with DOS. 
Ihave to believe that [DOS] is still a very im- 
portant business to Microsoft,” said Ed Iac- 
obucci, chairman of Citrix Systems, Inc. in 
Coral Springs, Fla. 

— Ed Scannell 
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Here’s what our cust mi sayi g Pout Oracle?: 
“It’s the driving force behind our most sophisticated applications.’ 
“You cant break it, it just keeps running and running.” 
“It’s the best Client/Server solution out there.” 
“We needed a truly open solution: Oracle7 is it.” 
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News Shorts 


Windows SNMP standard progresses 
NetManage, Inc. and Microsoft Corp. said they have 
developed a standard application programming in- 
terface (API) for developing Simple Network Manage- 
ment Protocol (SNMP) applications in the Windows 
environment. The standard is said to be the first API 
for developing applications across multivendor SNMP 
network management systems as well as the first to 
incorporate SNMP Version 2. The API has been for- 
mally adopted by the Windows SNMP Task Force. 


Packard retires as HP chairman 

David Packard last week retired as chairman of the 
board of Hewlett-Packard Co., the $16.4 billion com- 
pany he co-founded in 1939 with William R. Hewlett. 
Packard, 81, cited advanced age as the reason for his 
retirement. He will be succeeded by HP President and 
Chief Executive Officer Lewis Platt. Packard’s retire- 
ment was part of a broader shuffle of the HP board. 
Three other directors also retired. 


SIM to honor leading users 

The Society for Information Management (SIM) will 
present its coveted Partners in Leadership Award to 
JC Penney Co. and Nalco Chemical Co. at SIM’s 
annual conference in Washington, D.C., this week. 
Dallas-based JC Penney will be cited for a $200 million 
automated inventory replenishment system that im- 
proved inventory handling. Nalco, based in Naper- 
ville, Iil., will be honored for deploying notebook PCs 
and homegrown software in the field to boost sales 
and customer satisfaction [CW, Sept. 13]. 


Convex to market tape libraries 

Hunting for new revenue sources outside its usual 
technical supercomputer domain, Convex Computer 
Corp. plans to start marketing file server systems for 
commercial customers to use in managing data 
stored in tape libraries. Convex has added low-end 
models based on minority investor Hewlett-Pack- 
ard’s workstations to go along with existing file serv- 
ers built around its own C Series hardware. Prices for 
the systems, now called the DataSeries line, start at 
$150,000 for a workstation setup aimed at depart- 
mentswith 10 to 20 users. Convex said it wants tojump 
into commercial markets to help offset sales declines 
in its base technical-compute server business. 


CRS operators to unite systems 

Having announced plans to merge last March, com- 
puterized reservation system operators Covia and 
UK-based Galileo last week formed Galileo Interna- 
tional. The new company will consolidate Galileo’s 
Swindon, UK, data center with Covia’s Denver facility 
at the end of this month. The resulting single-image 
system will serve nearly 30,400 automated travel 
agencies worldwide. 


3Com unites internetwork products 
3Com Corp. last week announced Transcend, a soft- 
ware architecture for managing the full gamut of 
3Com hubs, bridges, routers and adapters. The prod- 
uct reportedly enables users to define and manage 
logical workgroups as a single network system, even 
when some network nodes are on separate hubs. 


SHORT TAKES NCR Corp. and Oracle Corp. have an- 
nounced NCR’s LifeKeeper FRS Clusters, fault-resil- 
ient software designed to incorporate Oracle’s Paral- 
lel Server software.... MasterCard International, 
Inc. and Europay International SA plan to develop a 
global transaction processing network to support all 
payment-services products between the companies. 
News shorts, page 16 
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Vendors back Borland plan 


Apple, MCI, WordPerfect to support groupware framework 


By Michael Vizard 


NEWYORK 





Borland International, Inc. last 
week announced its groupware 
strategy to a chorus of support 
from third-party vendors and in- 
formation systems organizations 
alike. 

Among the heavyweights pledg- 
ing varying degrees of support for 
Borland’s Object Exchange 
(Obex) facility were Apple 
Computer, Inc., MCI Com- 
munications Corp., Word- 
Perfect Corp. and Novell, 
Inc. 

Obex is an object store fa- 
cility that allows users to 
selectively share data be- 
tween their applications 
without using a _ specific 
central server, database, 
electronic-mail or network 
protocol. Borland will incor- 
porate Obex into all of its 
Windows office products. 

In addition, Apple plans 
to use Obex to link its forthcoming 
PowerShare groupware effort to 
Windows applications. Also, un- 
der an agreement with MCI, sup- 
port for MCI Mail has been precon- 
figured in the Workgroup edition 
of Borland’s Quattro Pro spread- 
sheet. 

Similarly, Novell plans to make 
its Message Handling Service 
(MHS) compatible with Obex, and 
WordPerfect will support Obex in 
its namesake word processor as 
well as its WordPerfect Office 
E-mail package. 

To showcase the capabilities of 
Obex, Borland last week demon- 
strated a SQL query from a Para- 
dox database to both an Oracle 
Corp. and Sybase, Inc. relational 
database management system. 
That data was then transferred in- 


Consortium 
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sortium’s acting executive manag- 
er. 

As part of this effort, the consor- 
tium plans to deliver a developer’s 
kit in the first quarter of 1994 for 
Windows, Macintosh and OS/2 sys- 
tems that will meld into a cohesive 
development environment the fol- 
lowing components: IBM’s System 
Object Model; Apple’s Bento object 
storage format and Open Scripting 
Architecture language; and the 
OpenDOC software architecture 
announced earlier this year by 
IBM, Novell, Apple, WordPerfect 
and Borland International, Inc. 

OLE, meanwhile, is the corner- 
stone of Microsoft’s plans for de- 


to Quattro Pro, a Microsoft Corp. 
Excel spreadsheet and WordPer- 
fect using a publish-and-subscribe 
approach. Publish and subscribe 
allows users to share data without 
using a central server. 

“Borland has tightly linked the 
object technology with its SQL in- 
terface so that you don’t feel like 
you are exiting Paradox to make a 
SQL query using a separate mod- 


Universal access 


Borland’s Object Exchange connects a variety of 
LANs, WANs and global communications channels 


Source: Borland International, Inc. 


ule,”’ said Dan Robinson, president 
of Bright Light Consulting, Inc., an 
independent developer in San 
Francisco. 


Independent move 

To help software developers add 
support for Obex to their applica- 
tions, Borland has made available 
a Workgroup Enabling Kit based 
on Obex and plans to provide Obex 
libraries for major applications 
such as Excel. 

The move means Boriand will 
not be dependent on support from 
Microsoft or Lotus Development 
Corp. in its bid to push Obex as a 
standard. 

Obex will also become a key 
component of Borland’s suite ini- 
tiative once WordPerfect delivers 
Obexin its applications. Borland is 


veloping the Cairo object-oriented 
operating system. 

“When you have a vendor that is 
as dominant as Micro- 
soft is, it will be hard 
for [the consortium] 
to be successful. The 
market defines what 
the de facto stan- 
dards are,” said Jona- 
than Seybold, presi- 
dent of Seybold 
Seminars in Malibu, 
Calif. 

As evidence of the 
extent of Microsoft’s 
strength in this arena, he said 
WordPerfect will deliver a mecha- 
nism for transferring data be- 
tween OpenDOC and OLE as part 
ofthe standard. 

To counter Microsoft, CIL will 


The consortium 
TLS Tem iiraelg sone 
rated as an inde- 
Pena tla] 
that will provide 
a certification 
process for ap- 
plications by the 
end of this year. 


expected to deliver an updated 

version of Borland Office later this 

year (see story page 44). 

General Motors Corp. plans to 
use Obex to roll up Quattro Pro 
worksheets and Paradox databas- 
es from offices located throughout 
the U.S., Europe and Mexico, ac- 
cording to Alton Danks, a GM se- 
nior systems analyst. 

Borland was careful not to posi- 
tion Obex as a direct com- 
petitor to Notes and in fact, 
the products are structured 
very differently. 

Borland Chief Executive 
Officer Philippe Kahn char- 
acterized Notes as simply 
another transport service 
for Obex-compliant applica- 
tions. 

“Notes is a heavy-duty in- 
frastructure system that 
has to be deployed and 
maintained. If you need 
that, we'll take advantage of 
that,” Kahn said. 

Dharien Rao, a systems 
analyst at Price Waterhouse in San 
Francisco, said his firm is looking 
forward to Borland’s promised ini- 
tiative to support Obex running 
over Notes. “Having Obex inte- 
grated with Notes will be truly 
great,” Rao said. 

However, industry analysts said 
Borland must move quickly if it 
hopes to make Obex, which has 
been under development for three 
years, astandard before rivals can 
respond. 

“Tt will probably take them until 
the end of the year to get Obex fully 
in place. All I can say is they better 
hurry,” said Esther Dyson, editor 
of the “Release 1.0” newsletter in 
New York. 

Kahn said Borland will ship 
1 million copies of Obex-compliant 
products within a year. 


stress the multiplatform approach 
it will take using the technology in 
OpenDOC. 

For example, Mi- 
crosoft’s OLE ap- 
proach currently sup- 
ports only the 
exchange of objects 
across a single Win- 
dows system, and a 
network-aware im- 
plementation of OLE 
is not expected until 
Microsoft delivers 
Cairo in 1995. 

In contrast, Open- 
DOC makes use of IBM’s imple- 
mentation of the Common Object 
Request Broker Architecture 
standard, which is the basis of 
IBM’s Distributed System Object 
Model. 





The HP Windows Client meets 
user and system administration 
needs that once seemed worlds 
apart 


The Hewlett-Packard Windows Client is 
ideal for organizations that want the desk- 
top power of PCs — plus the control and 
convenient system administration that 
terminals provide. 


Designed for performance and network- 
ready, the HP Windows Client is an 
Intel486 -based client, bundled with 
licenses for MS-DOS" 6.0, Microsoft 
Windows 3.1 , and Walker Richer & 
Quinn Inc.’s Reflection terminal 
emulation and networking software. 


More power for users 

For users, the HP Windows Client offers 
486 power on the desktop with windows- 
based terminal sessions, a friendly graph- 
ical interface, and silent, worry-free 
operation. 


Simplified administration 

For system administrators, the HP 
Windows Client offers client/server com- 
puting with centralized administration of 
PC software and data for faster, easier 
backup and simplified management of 
applications. The elimination of disk 
drives from the desktop enhances data 
security and control of the software envi- 
ronment, while reducing the risk of data 
theft and virus infections. 


*Configuration: 25 Mhz 486SX, 4 Mb RAM, 1024 x 768 local bus video, 16-bit LAN, keyboard, mouse, and software licenses. Price does not include monitor. ¢ 


Intel486 is a tere 


rark of Intel Corporation, Microsoft and MS-DOS are registered trademarks of Mic 


sration, Windows is a trademark of 


Microsoft Corporation, and Reflection is a registered trademark of Walker Richer & Quinn, Inc. ¢ © Hewlett-Packard Company 1993 


Low cost of ownership 

With its small size, low power require- 
ments, high reliability, bundled software, 
and central administration, the HP Windows 
Client is the ultimate in low-cost desktop 
computing. In fact, the U.S. list price is 
only $895"! 


A world of difference 

For more information on the HP Windows 
Client, contact your local HP sales office 
or HP authorized reseller, or call HP at 
1-800-637-7740 (1-800-387-3867 in Canada). 
It could make a world of difference to 
your organization. 
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Users wary of Oracle support, focus 


By Kim S. Nash 
REDWOOD SHORES, CALIF 





Oracle Corp. executives will get an earful 
next week when a crowd of about 8,000 
Oracle users are expected to descend on 
Disney World in Orlando, Fla., for Inter- 
national Oracle User Week. Users last 
week said concerns range from technical 


support for development tools to philo- 
sophical questions about Oracle’s prod- 
uct focus. 

Oracle may be juggling 
too many balls, some ob- 
servers said. Since signing 
a pact with US West in June to supply 
massively parallel databases for the tele- 
phone company’s foray into interactive 


television, Oracle Chief Executive Officer 
Larry Ellison has been touting plans to 

team up with any and all 
a -e media carriers. 

» : While Oracle may have 
INTERNATIONAL ORACLE USER WEEK 1993 the technological prowess 
to pull it off, some users wondered what 
is init for them. 

“T’m sure they will make a lot of money 





BUSINESS SOFTWARE SHAPED BY OUR MOST SUCCESSFUL CUSTOMERS 


Achievement in business 
requires a partnership of comple- 
mentary strengths and experience, 
led by people pulling together for 
a shared goal. For Software 2000 
and its successful customers, like 
entertainment leader MCA, that 
goal is an information system that 
powerfully drives new corporate 
strategies while efficiently 
implementing current ones. 
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Our applications for financial 
Management, human resources, 
materials management, environ- 
mental management, and process 
manufacturing are integrated 
seamlessly with each other and 
with your solutions, so you can 
share information across your 
entire enterprise, 
even if it extends 
around the world. a 


Our focus is always the next 
generation of technology. Recently, 
we've “rightsized” over two 
hundred companies on the IBM 
AS/400°, for superior performance 
and substantial savings, and 
today we're implementing and 
maximizing the value of the latest 

client/server, 
technologies. 


al (508) 778-2043, and discover 
how your business objectives and 
our solutions will make a winning 
partnership. 
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off this stuff ... but it better not be at my 
expense,” said Michael Abbey, chairman 
of Affinity, an advisory group of major Or- 
acle users. He suggested that Oracle hire 
workers dedicated to interactive TV ven- 
tures so as not to take away from existing 
technical support services or product 
quality. 

The company has not done any signifi- 
cant hiring but recently rearranged re- 
sources to focus on multimedia database 
projects. Chairman Jim Abrahamson is 
charged with cutting deals with phone 
companies, while Terry Garnett, senior 
vice president of marketing, is now re- 
sponsible for partnering with informa- 
tion providers such as movie companies 
and news services. 

Other users said they were optimistic 
that any research and development Ora- 
cle may do for phone companies will 
trickle down to core products. Oracle 
“would be remiss if they didn’t translate 
all that effort — especially in object tech- 
nology — back to the business user’s da- 
tabase engine,” said Mark Farnham, da- 
tabase architect at Burlington Coat 
Factory Warehouse Corp. 


Indemand 

Just to be sure Oracle does not take its 
eye off the ball, users last week cited sev- 
eral features that they want Oracle to en- 
hance or add to various products: 
*Security, tuning and administration 
features for very large databases of 20G 
bytes and up. 

«Imaging capabilities in Oracle 7. 
*Greater flexibility in accounting appli- 
cations to handle exception situations, 
such as cutting multiple checks to a sin- 
gle supplier during one pay cycle. 

A handful of users also noted the same 
concern: They want Oracle to state defin- 
itively whether it will support its new Co- 
operative Development Environment 
(CDE) tools against the Oracle 6 data- 
base. CDE products have been tested and 
certified against only Oracle 7. 

“That’s part of why we may have to 
speed up migration from 6 to 7,” said 
Dave Heck, a unit manager at Nation- 
wide Life Insurance. The Columbus, 
Ohio, insurer wants to use CDE tools for 
a half-dozen major development and re- 
engineering projects planned for the 
next 18 months, Heck said. 


Meeting tips 


What to look to for ai Oracle’s 
user conference next week: 
«Enhancements to database repli- 
cation features. 

Demonstrations of interactive 
TV applications, such as full-mo- 
tion video and CD-like sound, man- 
aged by a massively parallel ver- 
sion of the Oracle database. 
«Announcement that key pieces 

of CDE tools are shipping. 
¢Blueprints for Oracle’s group- 
ware plan, based on improve- 
ments to Oracle Office electronic- 


mail package. 





When Americas largest 
utilities develop Client/Server 
solutions, who provides the 
resources? 


The power players agree: Micro Focus products 
are key to getting new business software down the line, 
faster and more efficiently. 

In fact, eight of the top ten companies in 
Computerworld’s Premier 100* the country’s most 
efficient users of computer technology, develop 
applications with Micro Focus products. 

Micro Focus Client/Server Solutions have been 
extensively used by utility companies across the 
country to move applications and information closer to 
the customer and employees. Using Micro Focus tools, 


“Computerworld Premier 100 Survey, September 14, 1992. Micro Focus is a registered trademark of Micro Focus, Inc 


“Micro Focus” 


the transition to client/server is accomplished without 
sacrificing the investment in existing staff and software 
resources. Advanced communications and data access 
technologies coupled with industrial-strength GUIs, 
reduce complexity of the architecture and speed 
applications into production. 

But then Micro Focus solutions have been proven 
in the most demanding environments. From 
client/server computing, offloading mainframe 
development and downsizing, to cross-platform and 
PC-based applications. 


GSA Contract Number GSOOK93AGS6403. 
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So, today, when you see the world’s leading 
corporations turning software development into 
productivity, chances are Micro Focus is in the picture 
For more information on putting the Micro Focus 
Client/Server Solution to work for you, call 
800-872-6265. 


MICRO FOCUS 


Micro Focus Inc. 2465 East Bayshore Road, Palo Alto, CA 94303. Tel. (415) 856 4161 
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IBM, Compag duel over server strategy 


By Michael Fitzgerald and 
Stephen P. Klett Jr. 





Recent server announcements by the 
IBM PC Co. and Compag Computer Corp. 
underscore the differences between the 
Top 2 PC server makers by highlighting 
the fact that IBM continues to lag in the 
client/server arena, which should be its 
birthright. 

Compaq, which is No. 1 in 
the market, rolled out Pro- 
Liant, a family of high-end 
servers with large-system- 
like functionality. The PC Co., 
meanwhile, will today re- 
lease new versions of its 
Server 85s and 95s designed 
to pull it ahead of the feature 
set in Compaq’s low-end Pro- 
Signia and midlevel System- 
Pro/XL products. 

In a blow to the PC Co.’s 
strategy, the company’s 
planned refresh ofits 195 and 
295 high-end servers, which 
it intended to deliver as a competitive 
counter against ProLiant [CW, July 19], 
will not appear until the first quarter of 
1994. Brian Sanborn, product manager 
for the Server 85 and 95, blamed the 
missed target date on IBM’s delay in 
readying MP NetWare, asoftware compo- 
nent that optimizes Novell, Inc.’s Net- 
Ware to run on the multiprocessor Serv- 
er 195 and 295. 


Compaq CEO Eckhard 
Pfeiffer stressed the 
open nature of the 
ProLiant line 


“MP NetWare was slated to be ready in 
July, but it’s been pushed back to Octo- 
ber, which has impacted our hardware 
development,” Sanborn said. 

An overly ambitious release schedule 
and bugs encountered during compati- 
bility testing have contributed to the de- 
lay as well, said David Saxby, manager of 
server systems at the PC Co. in Boca Ra- 
ton, Fla. 

“It was a very aggressive 
schedule that assumed a lot 
of success along the way, 
and some problems in test- 
ing have taken time to cor- 

ect,” Saxby said. “We won’t 
sacrifice the quality of a ma- 
chine for the sake of meeting 
aschedule.” 

In contrast, Compaq’s 
server efforts have sailed 
smoothly to market. With 
ProLiant, Compaq has 
thrown down the gauntlet in 
front of the PC Co., analysts 
said; the question is when 
and if the IBM PC Co. will be ready to rise 
to the challenge. 

Eckhard Pfeiffer, Compaq’s chief exec- 
utive officer, said the ProLiant was an im- 
portant part of Compaq’s effort to sur- 
pass IBM in the PC market and stressed 
that these were open systems. 

“We've been a flag carrier of open stan- 
dards since we were founded,” he said. 

“Compaq has just introduced boxes 








Compaq, Novell team up 
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Client/server 


that beat the Model 95 on price but 
are in the performance class of the 
295,” said Leslie Fiering, an ana- 
lyst at Gartner Group, Inc. in Stam- 
ford, Conn. 

She said a strong point in the 
Compaq announcement is the 
large-systemlike functionality it 
offers through a newversion of the 
Insight Manager tool and Smart- 
Start. This offers users a CD-ROM- 
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based installation script that can 
cut in half the time it takes to install prod- 
ucts such as NetWare. 

Analysts said the PC Co. continues to 
retain a solid No.2 spot in the server mar- 
ket because of its large systems pres- 
ence, but some wondered if the market 
will slip away from it because of Com- 
paq’s far more aggressive approach. 

The PC Co.’s “lack of aggressiveness 
could start to hurt them,” said Jeffrey 
Henning, an analyst at BIS Strategic De- 
cisions in Norwell, Mass. 


Missed opportunity 
While many have said IBM could domi- 
nate the client/server market because of 
its experience with support, systems in- 
tegration and distributed computing, 
“they forfeited their birthright in the 
server market when the [Compaq] Sys- 
temPro came out and they didn’t re- 
spond. And they have continued to miss 
opportunities,” Henning said. 

“T am impressed with Compaq’s new 


technology and price points,” said W. B. 
Soper, director ofinformation systems at 
Chevron Canada Ltd. in Vancouver, Brit- 
ish Columbia. Soper said he had intend- 
ed to upgrade to the 295 follow-on but 
now expects, 40 move to the less expen- 
sive Compaqmachines. 

However, dnalysts said the PC Co. 
could come back to pose a real threat to 
Compaq in the budding arena of client/ 
server hardware. The PC Co. created a 
separate server brand only two months 
ago, and for the first time is free to go af- 
ter IBM’s bread-and-butter minicomput- 
ers and RISC servers. 

Users responded positively to the 
products the P€ Co. did announce, par- 
ticularly the high-end Server 95 with the 
option of built-in redundant arrays of in- 
expensive disks. 

The PC Co. said it will release a version 
of its server management tool, Maximum 
Availability and Support System/2, for 
the 85 and 95 lines in January. 


Users want less proprietary CC:Mail 


toward multiprocessing, but users don’t care if the 
processors are in one box or multiple machines,” Major 
said. 

Users said they were interested in multiprocessing-capa- 
ble NetWare, though some were displeased that Novell will 
relegate SMP to second-class status. 

“Everything [Major] said [about SMP’s drawbacks] is 
true, but I would prefer he do an SMP version first because 
in a single box, if you want faster performance, you get it 
from SMP,” said Louis Kahn, chief of computer operations 
at the Centers for Disease Control and Prevention’s Divi- 
sion of Immunization in Atlanta. 


More performance 

Major pointed to the SMP efforts of companies such as Tan- 
dem Computers, Inc. and Sequent Computer Systems, Inc., 
saying that at a certain point all their extra processors are 
configured in a loosely coupled (asymmetric) configuration 
because that is the only way to get extra performance out of 
additional processors. 

While Unix and Windows NT both support SMP, a scalable 
NetWare will allow users to theoretically gain performance 
in large-scale multiprocessing systems. However, Major 
said Novell will continue to push its UnixWare as an SMP 
offering and will build an SMP NetWare only if customers 
demand it. 

Despite user frowns, analysts said the move by Novell and 
Compaq makes sense. 

“There’s a huge, critical mass of users that cannot truly 
benefit from their applications until they get to plug into in- 
cremental performance, such as that you would get from 
a scalable NetWare,” said John Dunkle, president of Work- 
Group Technologies, Inc. in Hampton, N.H. 
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By Lynda Radosevich 


Lotus Development Corp.’s ex- 
pected announcement this week of 
an X.400-based message server 
based on Notes will give CC:Mail 
customers a much-needed migra- 
tion path to client/server comput- 
ing. However, customers and ob- 
servers said they really want to 
hear that Lotus will be- 
come less proprietary 
about the CC:Mail tech- 
nology and will improve 
its delivery record. 

The server, to be un- 
veiled at Lotus’ annual 
CC:Mail user conference in San 
Francisco, will support a new 
client/server version of CC:Mail, 
Notes, non-Lotus client software 
and multiple back-end transports, 
including Novell, Inc.’s Message 
Handling Service and X.400, a 
source said. It is meant to be a 
“universal” messaging transport 
along the lines of Hewlett-Packard 
Co.’s OpenMail, according to the 
source, however even with the new 
server, Notes and CC:Mail will con- 
tinue to use different message 
stores and directories. 

Currently, Notes and CC:Mail 


have separate methods of trans- 
porting messages and documents. 
“The problem with having two 
transports is that it requires sepa- 
rate groups to manage them,” said 
Felice Curcelli, a CC:Mail product 


manager. 
Additionally, Lotus will unveil 
plans for enhancements to the 
Vendor Independent Messaging 
= (VIM) interface and to its 
Organizer group calen- 
| daring package, accord- 
ing to sources close to the 
company. 
Ed Brill, an electronic- 
mail administrator at 
U.S. Robotics, Inc. in Skokie, II1., 
said he is looking forward to a 
client/server version of CC:Mail 
because it will allow more robust 
forms and work-flow applications 
to be created than those now sup- 
ported by CC:Mail’s current flat- 
file database. 

However, the success of Lotus’ 
overall mail strategy depends on 
Lotus taking a more open ap- 
proach to CC:Mail, according to 
both John Dunkle, president of 
WorkGroup Technologies, Inc., a 
consultancy in Hampton, N.H., and 
Rick Kirkland, a senior computing 


analyst at South Carolina Electric 
& Gas in Columbia, S.C. Lotus 
should provide technical manuals, 
similar to IBM’s manuals, that pro- 
vide detailed information on data- 
base structure, transport technol- 
ogy and all aspects of CC:Mail, 
Kirkland said. 

A source within Lotus said that 
VIM is being enhanced to allow 
such development. 

Delivery dates are another 
sticking point. “I want to talk to Lo- 
tus about their delivery sched- 
ules,” said Bob Stratton, a techni- 
cal adviser for Gulf Canada 
Resources in Calgary, Alberta. 
“When I come back and tell my 
user community that Lotus says 
we will have this, that and the oth- 
er thing, and it doesn’t happen, the 
users get pretty hostile.” 

For example, Gulf Canada is in 
the beta program for the Organiz- 
er’s group scheduling program but 
still has not received the beta copy 
for the Macintosh version. 

Also at the conference, Lotus is 
expected to announce the “Se- 
quoia” updates to the current file- 
shared CC:Mail, including com- 
mon features across different 
CC:Mail client platforms. 
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i. “ | mark92 rating of 60 for integer performance and 70 for float- 
In Unix gap & | performance, speed get kudos ing point. These results outstrip those of an Intel Corp. Pen- 
tium by roughly 30%, analysts noted. . 

By Ed Scannell and Michael Fitzgerald The speed improvements are achieved by a combination 

By Thomas Hoffman of two key advances: the raw processing power of the sys- 

tem, which is said to use nine chips, and what one source 
described as a “graphics performance breakthrough.” 

“This stuff (new PowerPC-based systems) should put DEC 

in some deep yogurt [with Alpha] in terms of performance,” 

said Frank Dzubeck, president of Communications Network 


Architects, Inc. in Washington, D.C. “IBM is 


getting numbers [benchmarks] out of this ar- 
THE OPEN SYSTEMS SHOW 








IBM this week will roll out its first PowerPC-based systems, 
which are said to be targeted at the lower end of the work- 
station market. 

The systems will be powered by 66-MHz versions of the 
601 PowerPC chip. The base system’s configuration consists 
of 16M bytes of RAM, two Micro Channel Ar- 
chitecture slots and one local bus graphics 
slot, sources close to IBM said. 

Pricing on an entry-level system without a 
monitor starts at just under $4,500. A configu- 
ration with a 19-in. monitor, a 1G-byte drive 
and three-dimensional graphics capabilities goes for rough- 


= Users who two weeks ago watched the Unix 
community rally around a set of common ap- 
plication programming interfaces (API) de- | 
signed to run applications across a multitude 
of Unix operating environments have a few 
other Unix bones to pick [CW, Sept. 6]. 
chitecture that makes Crays look like toys.” 

IBM will also introduce a new version of AIX 
that slightly improves the speed and perfor- 
mance of DOS and Windows applications over 
what they can do in their native environments. 


Despite giving the common API specification | 
a warm reception, users said they are still anx- 
iously awaiting a similar consensus centered 
around industrial-strength systems manage- 


ment and security products. They need these 
capabilities to run mission-critical applica- 
tions on Unix with the same stability users are 
accustomed to with their legacy systems. 

“Systems management and security are 
clearly the two issues that need to be addressed 
up front as we move forward with Unix,” said 
Donna Maria Krasner, manager of technical 
services at Chesebrough-Ponds USA Co. in 
Trumbull, Conn. 

While several vendors have ushered systems 
management products into the fray, including 
Computer Associates International, Inc. and 
Tivoli Systems, Inc., users are awaiting a com- 

prehensive set of systems 

management APIs to ad- 

dress multiple Unix envi- 

ronments simultaneously. 

Several industry groups 

have tried to devise their 

own solutions, including 

the Object Management 

Group with Common Object Request Broker Ar- 

chitecture and the Open Software Foundation 

(OSF) with Distributed Management Environ- 

ment (DME). But DME, slated for arrival no ear- 

lier than the end of 1994, may be superseded by 

the efforts of the Common Open Systems Envi- 

ronment (COSE), an ad hoc vendor group that 

is attempting to accelerate 
among Unix environments. 

ACOSE working group is reviewing systems 
management requirements, but its direction is 
unclear, analysts said. It may adopt systems 
management interfaces from packages such as 
CA-Unicenter, the Tivoli Management Environ- 
ment, IBM’s SystemView and Hewlett-Packard 
Co.’s OpenView. Or the group may integrate the 
best-of-breed features within packages sup- 


ported by the OSF, Unix International, Ine. and | 


leading systems management vendors. 


Meanwhile, the DME framework has been de- | 


layed by shifting objectives and disagreement 


DME, the OSF released prices for a limited num- 
ber of DME components at Interop 93 August. 


é s : | 
But some said the window of opportunity for 


DME is closing as products such as OpenView 

and NetView/6000 vie to be de facto standards. 
Other major factors contributing to the sys- 

tems management dilemma include the variety 


develop a de facto systems management proto- 
coland the political infighting occurring among 
vendors, said David Smith, an analyst at Inter- 
national Data Corp. in Framingham, Mass. 
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ly $9,000, the sources confirmed. 


The price/performance characteristics of the PowerPC- 
based systems, according to sources, is impressive. 


Sources said IBM will also show its PowerPC-based note- 


Austin, Texas. 








Novell taps Unix 
CONTINUED FROM PAGE 1 


will take place in a two to three years, 
Rekhi added. 

By integrating UnixWare with Net- 
Ware, Novell should finally be able to 
stem the rising tide of its major users 
migrating to some other vendor’s 
Unix/RISC platform when their critical 
business applications outgrow Net- 
Ware, said Paul Bandrowski, manager 
of advanced technology at Sara Lee 
Corp. The Chicago company has been 
experimenting with UnixWare. 

Novell’s plans for providing Unix- 
Ware with NMS support and NetWare 
4.01’s global directory services means 
“everyone can share everyone’s every- 
thing,” according to Charles Tilbury, 
network analyst at the University of 
Texas M.D. Anderson Cancer Center. 

Right now, NetWare integration con- 
sists mainly of Novell IPX running on 
UnixWare clients. What Sara Lee 
wants is to have UnixWare servers and 
clients participating fully in Novell’s 


| enterprise directory and network 


management services in a “plug-and- 


| play architecture” that would include 


both Novell’s IPX and TCP/IP as under- 
lying transports, Bandrowski said. 


Not worth it 
But so far Novell has not added enough 


| value to its Unix system to make it 
about specifications among vendors in the 
OSF’s working groups. To boost interest in | 


worthwhile to stop using Hewlett- 
Packard Co. and Sun Microsystems, 
Inc. RISC/Unix platforms, according to 
Bandrowski. 

UnixWare clients support TCP/IP as 
an add-on; Novell is expected to an- 
nounce bundled TCP/IP for UnixWare 
shortly. And while Novell will continue 


| to support Unix System Laboratories, 
of technical issues that need to be addressed to 


Inc. OEMs, it hopes to reap major prof- 
its by selling packaged UnixWare to 
end users. 

Novell is also rumored to be working 


| with Oracle Corp. on a UnixWare ver- 


book, which was developed by Tadpole Technology, Inc. in 


Novell may give Unix to X/Open 


By Elisabeth Horwitt and 
Jean §. Bozman 
NEWYORK 


Reports swirled through the Unix 
industry last week that Novell, Inc. 
will bow to pressure from its major 
Unix OEM customers and turn over 
its Unix interface specification and 
brand name to X/Open Co., the UK- 
based Unix standards body. Novell 
bought its Unix from AT&T iess 
than a year ago for $320 million. 

The move will let Hewlett-Pack- 
ard Co., Sun Microsystems, Inc. and 
IBM continue buying Unix from No- 
vell without the fear of Novell mak- 
ing the system proprietary. 

The immediate effect of handing 
the Unix trademark over to X/Open 
would be price cuts in the major ver- 
sions of Unix such as Sun's Solaris, 
IBM’s AIX and HP’s HP/UX, industry 
sources said. With royalty-free ac- 
cess to Unix, vendors would no 
longer have to pay Novell for the 
right to use the Unix name. 

Kanwal Rekhi, executive vice 
president of Novell’s Unix Systems 
Group, confirmed that the company 
was working out details of ‘“‘provid- 
ing the industry with the use of our 
brand name” and ensuring a con- 
sistent, open Unix interface. Novell 
wants to “build on the Unix API 
work” that a number of key Unix 


sion of the Oracle database with a 
built-in transaction monitor, which will 
provide a tightly integrated SQL data- 
base environment. This would provide 
the equivalent of the Sybase, Inc. im- 
plementation on NT, which shipped 
this week. 

While UnixWare will go head-to- 
head with NT and the big Unix players 
in the application server arena, Novell 


vendors announced earlier this 
month [CW, Sept. 6], Rekhi said. 
Novell sees X/Open as a “good 
company to administer’ the Unix 
brand name and interface; however, 
whether Novell will make the an- 
nouncement this week was still up 
in the air at press time, Rekhi said. 


Trumpcard 

“This is Novell’s trump card to get 
the fractious computer industry to 
rally behind Unix and Novell's vol- 
ume Unix strategy — to wit, Unix- 
Ware,” said Maureen O’Gara, pub- 
lisher of the “Unigram-X”’ weekly 
newsletter, which first reported the 
Novell activities last week. 

The announcement would put 
some bite into Novell Chief Execu- 
tive Officer Ray Noorda’s claim last 
week at the Technologic Partners 
Conference in San Francisco that 
the industry’s “job is to unify Unix.” 

If Noorda does indeed turn the 
Unix brand name and interface 
specification over to X/Open, that is 
emphatically ‘‘not giving Unix 
away,” stressed Sun CEO Scott 
MeNealy. “We've been talking about 
this for 11 years: the whole strategy 
of having open interfaces but pro- 
prietary implementations,” he said. 
“Everyone wants to make money on 
their own implementations of 


Zap 9% 


Unix. 


has by no means abandoned NetWare 
as an application environment, 
spokesmen said. 

Indeed, several works in progress at 
Novell are aimed at making NetWare a 
more robust application platform and 
will promote application portability 
across NetWare and UnixWare, ac- 
cording to Michael DeFazio, senior vice 
president at Unix Systems Group. 











DCE: Ready, set... 


CONTINUED FROM PAGE 1 


moving things around,” he said. 

But Truch said he sees many potential 
uses for DCE because parts of BP Explo- 
ration’s sprawling operations are all 
over the globe. “‘With DCE, you can solve 
some of the problems relating to the high 
cost of software licensing at multiple 
sites and of load-balancing between net- 
worked machines,” he said. 

The slow DCE ramp-up is similar to 
what happened with the OSF/Motif 
graphical user interface, OSF President 
David Tory said. “It wasn’t until a year 
[after release] that the value-added so- 
lutions started coming out,” Tory said. 

That is no consolation to many users, 
who said they are still looking for inde- 
pendent software houses to provide DCE 
support for mainframe, minicomputer 


Close-up: DCE architecture 


The OSF/DCE architecture is a series of network 
services for distributed ——- designed to 
| allow many computers to share in the cooperative 


| 
computing tasks | 
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and PC operating systems before they 
start any DCE projects. 

Others with Unix environments have 
started DCE development for those plat- 
forms only. 

“Apple doesn’t yet have DCE support, 
nor is there DCE support for Windows,” 
explained Kenneth Blythe, director of ad- 
ministrative systems at Pennsylvania 
State University in State College, Pa. 
“Unless you're working with a Unix ma- 
chine, you probably can’t use DCE yet.” 

However, IBM is working on MVS and 
VM support, he said, and has shipped 
OS/2 support. And Gradient Technol- 
ogies, Inc. in Marlboro, Mass., is one sup- 
plier of desktop PC support for DCE. 

But this summer’s shipment of DCE 
tool kits by IBM, Hewlett-Packard Co. and 
others for Unix systems should boost op- 
erational DCE-based applications by 
1995, users said. Other tool kits are being 
shipped by Gradient, Ellery Systems, Inc. 
in Boulder, Colo., the Open Computing 
Environment in Cambridge, Mass., and 
Transarc Corp. in Pittsburgh. 

Some users are trying workarounds 
until DCE becomes a proven technology. 
Some are turning to relational databases 
as a stepping-stone to DCE because da- 
tabase engines generate their own data- 
base-specific remote procedure calls. 

“The database companies do a marvel- 
ous job of client/server computing, but 
they do it in a proprietary format,” 
Blythe said. “If you go for one of them, 
you've got to stick with them throughout 





all your applications.” He is working 
with DCE to develop standard applica- 
tions that can be shared among the Big 
10 universities. 

Others are waiting for a new project 
before applying DCE technology. That is 
because DCE requires a wholesale 
change in the way computing is done in 
an enterprise, users said. “You don’t use 
DCE piecemeal,” said Steven Jenkins, a 
software architecture engineer at the Jet 
Propulsion Laboratories’ Deep Space 


Unix Expo 








Network in Pasadena, Calif. 

For some sites, DCE’s promise of unit- 
ing a mixed-vendor computing envi- 
ronment is compelling. Citicorp, for ex- 
ample, is evaluating DCE with several 
server platforms and on-line transac- 
tion processor monitors, according to 
Harriet Schabes, a vice president at Citi- 
corp’s corporate technology office in 
New York. 

Mainframe applications will also be in- 
tegrated into DCE networks, said Ted 


Hanss, president of the OSF End-User 
Steering Committee and director of the 
Center for Information Technology Inte- 
gration, part of the University of Michi- 
gan’s information technology division. In 
many cases, the mainframes will be 
transformed into servers on open sys- 
tems networks, he said. 

“Everything’s a natural extension of 
the desktop interface,” Hanss said, ‘and 
you don’t have to know where the physi- 
cal servers are.” 
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News Shorts 


AST ships Pentium server 

AST Research, Inc. last week started shipping its 
first Pentium-based server. The Premium SE P/60 in- 
cludes Intel Corp.’s 60-MHz Pentium microprocessor, 
16M bytes of RAM expandable to 128M bytes, 256K 
bytes of Level 2 cache and eight Extended Industry 
Standard Architecture expansion slots. The server 
can accommodate up to 8G bytes of optional internal 
storage. Pricing starts at $5,449. 


Sun to finalize WABI 

Sun Microsystems, Inc.’s SunSelect business unit 
said last week it will announce a final version of its 
Windows Application Binary Interface (WABI) for 
Windows applications at this week’s Unix Expo show 
in New York. The “golden master’’ WABI 1.0 release 
will support Unix systems from IBM, Hewlett-Packard 
Co., Novell, Inc. and Sun, allowing Windows applica- 
tions to run on those computers. Vendors will be able 
to ship the WABI with their Unix software products by 
year’s end, SunSelect said. 


Digital to ship Windows NT on Alpha 
Digital Equipment Corp. said it plans to start ship- 
ping the Alpha AXP version of Microsoft Corp.’s Win- 
dows NT operating system this week on its DECpe 
AXP 150 PC. More than 500 Windows NT applications 
are expected to be available for the Alpha architec- 
ture by the end of the year, according to Digital offi- 
cials. 


IBM broadens LAN/host gateway 

IBM is shipping an updated gateway between its 
mainframe-based OfficeVision line of office automa- 
tion software and LAN-based electronic-mail soft- 
ware. The IBM Mail LAN Gateway/2 adds support for 
ObjectVision/VM and Professional Office System on 
the host side and Microsoft’s Mail, WordPerfect 
Corp.’s Office, Da Vinci Systems, Inc. mail products 
and others on the LAN side. 


SQL Server for Windows NT ships 
Microsoft and Sybase, Inc. started shipping last 
week a Windows NT version of their jointly developed 
SQL Server database. Prices range from $845 to 
$14,995, depending on configuration. IBM OS/2 users 
can get a special discounted price of $995 for a 10-user 
system when they trade in OS/2-based versions of SQL 
Server, according to Microsoft. 


SHORT TAKES Lotus Development Corp. will official- 
ly fulfill its long-standing commitment to deliver Notes 
on Unix at Unix Expo this week, releasing a version 
for SCO Unix from The Santa Cruz Operation. Ver- 
sions for Sun, HP and IBM are expected to follow by 
the first quarter of 1994. A Unix version of Lotus’ Ami 
Pro word processor will also be announced.... Re- 
mote networking vendor Shiva Corp. appointed for- 
mer Lotus executive Frank Ingari as president and 
chief executive officer. Ingari served two hitches with 
Lotus, most recently as vice president of marketing. 


Gateway 2000, Inc. announced an Intel Pentium- 
based PC with a Peripheral Component Interconnect 
local bus, which is said to transfer data up to 15% fast- 
er than VESA bus designs. The P5-60 desktop PC 
comes with a 424M-byte hard drive, 16M bytes of RAM, 
a CD-ROM drive and a monitor for $3,595.... Apple 
Computer, Inc. is offering a new version of its Power- 
Book laptop PC through several mass market outlets. 
The PowerBook 145B is based on a 25-MHz Motorola 
68030 chip and offers 4M bytes of RAM and an 80M- 
byte hard disk for $1,500. 
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Health care reform sets IT goals 


Plan will propose, not 
mandate, standards 


By Mitch Betts 


WASHINGTON, D.C 


When Chief Information Officers 
John Glaser and Larry Grandia 
testified before the Clinton admin- 
istration’s health care reform task 
force in March, theyrecommended 
that Uncle Sam take a limited, 
standards-setting role in the re- 
form process rather than becom- 
ing technology czar for the health 
care industry. 

As it turns out, President Clin- 
ton’s reform plan, set to be an- 
nounced this week, closely follows 
their advice. The plan relies heavi- 
ly on the private sector to deploy 
information technology in the 
quest for more cost-effective 
health care. 

For example, the Clinton plan fo- 
cuses on setting data exchange 
standards rather than mandating 
a particular information systems 
architecture. Both Glaser, vice 
president of information systems 
at Brigham and Women’s Hospital 
in Boston, and Grandia, CIO at In- 
termountain Health Care, Inc. in 
Salt Lake City, argued against 
broader federal IS mandates. 


Database nixed 

Early versions of the Clinton plan 
had called for a nationwide, dis- 
tributed database of medical 
records, but that idea was ‘“‘wa- 
tered down” out of fear it would be 
too costly and difficult to quickly 
implement, according to Alan F. 
Dowling, national director of 
health care IS consulting at Ernst 
& Young in Cleveland. Still, “read- 
ing between the lines, there still 
are some incentives to move in 
that direction,” he said. 

“There are a lot of practical 
problems to overcome, including 
cost, confidentiality and data stan- 
dards, before they can mandate 
it,” said Doug O’Boyle, editor of 
“The National Report on Comput- 
ers & Health,” a Rockville, Md.- 
based newsletter. 


The Clinton plan is expected to 
contain the following information 
technology elements: 
¢A “health security card” for ev- 
ery American, most likely a mag- 
netic-strip card, containing basic 
administrative data but not a full 
medical record. 

*A new National Health Board 
that must settle on electronic data 
interchange standards for elec- 
tronic claims, payments and re- 
mittances within one year of en- 
actment of the reform legislation. 

°A still-fuzzy notion of communi- 


Grandia said. 

But Charles J. Singer, a Wake- 
field, Mass., consultant specializ- 
ing in health care IS, said it is a 
competitive necessity for hospi- 
tals to aggressively find the money 
for IS investments. “Why is it they 
can find $50 million to build a new 
wing but not $5 million for a new 
information system?” he asked. 

As a general rule, the move to- 
ward “managed competition” is 
triggering profound changes inthe 
health care marketplace, experts 
said. On the “managed” side, hos- 
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ty-based information networks 
that would allow doctors to ex- 
change clinical data about pa- 
tients on an ad hoc basis. 

For some IS chiefs, the plan is 
rather anticlimactic. “We’re being 
forced to do these things anyway, 
due to business and state [regula- 
tory] pressures,” Glaser said. 

One big question is whether 
cash-strapped hospitals can af- 
ford to build the kind of IS struc- 
ture envisioned by reformers. 
Grandia said the federal govern- 
ment should provide financial in- 
centives for IS investments that 
produce efficiencies but have long- 
term paybacks. 

“The government can’t ratchet 
down our reimbursements and 
then ask hospitals to invest more,” 


pitals will have to provide reports 
of their own cost-effectiveness to 
federal and state regulators and 
regional health cooperatives, 
which will then provide consumers 
with a “report card” on providers. 

On the “competition” side, in- 
dustry consolidation is expected 
to accelerate. The survivors will be 
those hospitals that can use infor- 
mation technology for competitive 
advantage. 

For example, the winners will 
use their databases of patient in- 
formation for targeted marketing 
campaigns, improving customer 
service and monitoring which ser- 
vices are profitable, said Yvonne 
Lederer-Antonucci, assistant pro- 
fessor of management at Widener 
University in Chester, Pa. 


Programming error delays Medex payments 


Blue Cross/Blue Shield of Massa- 
chusetts last week confirmed that 
a programming snafu in the com- 
puter system used to process Med- 
ex claims caused a three-month 
delay in delivering reimburse- 
ment checks for medical bills to 
3,500 subscribers. 

Medex provides the elderly with 
supplemental health coverage for 
prescription, hospital and doctor 
bills that are not covered under 
Medicare. Subscribers must pay 


the bills up front and then submit 
claims to Blue Cross. 

Last year, BlueCross contracted 
outsourcer Electronic Data Sys- 
tems Corp. to condense its nearly 
40 computer systems into one in- 
formation systems infrastructure. 

An EDS spokeswoman said the 
error was caused by “typical post- 
implementation problems,” in- 
cluding a holdup in implementing 
quality control procedures. “We 
have encountered a few bugs in the 


transitions, which have resulted in 
delays in processing a small num- 
ber of claims, but they have been 
fixed,” the spokeswoman said. 

Blue Cross confirmed that the 
error caused roughly 9,000 claims 
— all filed by retirees of Polaroid 
Corp. — to be processed improper- 
ly, resulting in no payments. The 
delinquent payments will be sent 
out starting today, aceording to a 
Blue Cross spokesperson. 

— Stephen P. Klett Jr. 
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Are you about to 


get burnt buying 
the wrong tool? 


Choose the wrong business computer and you may 
end up taking some heat. 

That's why |/S professionals like you are moving 
to the right tool for the job: workstations. 

And when you look at workstations, you'll see that 
only one comes from a company 100% committed to 
the needs of business. 

Axil Workstations. 

Wei like no other workstation company around. 
The difference is our focus. Weie delivering SPARC 
systems built specifically to drive the productivity of 
businesspWhich wefe now doing for hundreds of 
Customers worldwide. 

All through quality, American-made workstations 
with business features. Not to mention our modular, 
upgradeable design that protects your investment. 

And it all backed by the service and support of 
both Axil and our dedi 
cated VAR partners. 

Plus you can run all 
your existing software. 

Axil guarantees it. For 

proof, theres our 90-day SPARC Compliant money- 
back guarantee. And our Executive Membership in 
SPARC Intemational. 

So call 800-284-AXIL. Discover the new worksto- 
tion company that’s backed by Hyundai” and dedicated 
to getting your business done to perfection. 


The business engine 


Axil 


WORKSTATIONS 
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Getting all the beasts to behave 
takes real expertise. 


Computer networks come in many different species, and they don’t always get along. 

Conflicts between multivendor networks can turn your business into a real zoo. 
Things got this way because networking standards evolved on separate paths for 

reaching different goals. But today’s goal, especially in client/server environments, is to 


pull things together, and nobody can help you do it better than IBM. We've built more 





networks than anyone (over 200,000), and we’ve built all kinds. And we support all 


the leading standards, not just with words, but with solid products and services. 

So if you have a DEC’ system in one department, Appletalk’ in another, IBM 
checkout lines in stores and a supplier with UNIX’ workstations, we can make them a 
team. And we'll not only integrate your networks, we can help you manage them, too. 

For the future, we're forming alliances with many of our competitors. You want 
products that communicate after you buy them, so we're talking to each other now. 

We'd also like to hear from customers like you. For Caterpillar, IBM NetView’ is 
managing fourteen kinds of networks as if they were one. For ADC’ Telecommunica- 
tions, were designing a network of [BM mainframes, PS/2s, Macs and DEC VAXs, 
plus Sun’ and HP’ workstations, using such diverse protocols as TCP/IP, SNA and 
Appletalk, over Ethernet and Token-Ring. 


To learn more about how we can help you, call us at 1 800 IBM-6676, ext. 725. 


There’s never been a better time to do business with 
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Millipore may take Notes from Beyond (Mail) 


By Lynda Radosevich 





Lotus Development Corp.’s decision not 
to offer a runtime version of its Notes 
groupware application at this time [CW, 
Sept. 6] has pushed some customers into 
considering an alternative to the prod- 
uct’s high price tag. 


For instance, Millipore Corp., a Bed- 
ford, Mass.-based filtration equipment 
manufacturer, uses Notes for electronic 
mail and to let salespeople access cus- 
tomer information. However, it is looking 
into a less expensive approach to E-mail 
for companywide use. 

High on the list of contenders is Be- 


yond, Inc.’s mail package, BeyondMail. It 
features an added facility called Beyond 
Notes Connection that gives users ac- 
cess to Notes databases, said Kevin Da- 
nehy, a senior business systems analyst 
at Millipore. 

“Beyond lets you share and contribute 
to Notes engines without a Notes license. 
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IMPLEMENT A WIRELESS DATA SYSTEM 
WITHOUT ARDIS, AND PROBLEMS WILL 
SURFACE ALMOST IMMEDIATELY. 


Worry lines 

form when connections 
between your comput- 
er and your wireless 


network fail. 


Frown lines 
appear as the hard- 
ware you've chosen 
for field workers 
proves difficult 


to use. 


Bill Jones, MIS, age 38 


Hair loss 

occurs as users com- 
plain the system is 
costing them time, 


not saving it. 


Bags under eyes 
take shape from long 
hours spent attempt- 
ing to connect your 
wireless network 


and LAN. 


New technology is never easy to implement. Period. And we don’t intend to convince you that a wireless data sys- 


tem is any different. That’s why you need ARDIS. > ARDIS has implemented more wireless data systems than 


anyone. We offer proven end-to-end solutions that include hardware, software, airtime, maintenance and train- 


ing. > We handle everything — connectivity issues, software compatibility questions, even trzining difficulties. 


You’re not forced to organize and work with multiple vendors, so your system gets installed on budget, in less 


time and with no glitches. 


> When you choose a wireless data network, go with ARDIS. And look wise beyond 


your years, not worn beyond them. For worry-free wireless data implementation, call 1-800-662-5328 ext. 200. 
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Real-time information solutions for 
real-life business problems.” 
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It’s abig money saver,” Danehy said. 

For example, out of 1,000 users who 
need access to Notes databases, only 100 
might need to create those databases. 
The other 900 would need just regular 
E-mail and perhaps occasional access to 
information in a Notes database. At 
roughly $350 (street price) per seat for 
Notes vs. $100 for BeyondMail with the 
Notes connection, the savings would 
amount to $225,000, Danehy explained. 

List price for BeyondMail with the 
Notes connection is $140 and $495 for the 
Notes client user license. 

“Thear customers asking for aruntime 
version of Notes, but Lotus said they have 
no plans to of- 
fer one, so the 
Beyond Notes 
Connection fits 
in there,” said 
Jeff McDonnell, 
a partner at 
Northwest Net- 
Com, Inc, a 
Portland, Ore.-based consulting compa- 
ny. “The main reason is cost. A lot of us- 
ers are paying for, but not using, Notes 
development capabilities at people’s 
desktops.” 


Bi it-leee- ic 
500,000 Notes 
users in 2,000 

companies, 
according to 
Lotus. 


Get connected 

Besides cost, one advantage to the Notes 
connection is that it permits users to 
gather only the record that matches cri- 
teria in the BeyondMail forms, providing 
an added level of security for the Notes 
database, said Arthur Geffen, director of 
technical services at Veritas Technol- 
ogies, Inc. in Dallas. 

Additionally, users could find the Be- 
yond product a better option for receiv- 
ing updates while on the road or at home 
because it sends only the records that 
the user is interested in, rather than re- 
quiring the user to replicate entire data- 
bases, as Notes does, Beyond President 
Chuck Digate said. 

To use the Beyond Notes Connection, 
customers must have a Notes server and 
BeyondMail. The software allows Be- 
yond users to create forms that look like 
Notes database forms. Users can query 
the Notes database for records that 
match rules-based criteria in the form, 
and the matching records are sent to 
their BeyondMail mailboxes. Or users 
can add to Notes databases using the Be- 
yond form. 

However, the software is not meant to 
replace Notes. Users cannot create 
Notes databases, scroll through records 
in the Notes database or receive rich text 
messages, including image and sound 
objects, as Notes users can, Digate said. 

Also, any of the Notes database links 
into other Windows-based applications 
are unavailable to the Beyond Notes us- 
ers, he added. 

Neither product is easy on developers 
because both Notes and Beyond’s forms 
and rules utilities are complex, highly 
customizable applications that require 
significant development time, Geffen 
said. 





6 The move to the desktop 
by our maintrame-based clients is an 
excellent first step in the transition to 
lent/server computing %) 


SHL Systemhouse® is the global leader in 
providing business transformation through 
client/server computing. 

As Chief Scientist of System Development 
Environments for SHL, Tim Nelson has made 
effective application development solutions his 
business. One of his proven recommendations to 
his clients is to offload development from the 
mainframe to PCs. 

“We can cost benefit the Micro Focus 
solution quickly as part of the System 
Development Environment, just by reducing 
mainframe charges: especially when you're paying 
real dollars for service bureau time. We've seen 


the tools being cost benefited in anything 


Piacoa CCUM Co ara ise ssc Ms eC CouliCucin 


between 6 and 18 months.” 

“With your own mainframe, you also save by 
deferring long-term upgrade costs. Productivity 
gains even continue after development is over, 
because you can test the end product to such a 
fine level of detail, the result is fewer defects 
during maintenance.” 

“We find that the use of the COBOL makes it 
a lot easier for mainframe programmers to feel 
comfortable with the environment on day one. 
The interesting side-effect is that once they start to 
use the tools, they become more comfortable with 
the workstation and begin to explore how to get 
the best from it. It works out to be a very good 


way to transition from a mainframe-oriented 


programmer shop into something that can tackle 
client/server development.” 

As the many customers of SHL can prove, the 
Micro Focus Offloading and Client/Server 
Solutions result in greater efficiency. And these 
days, that quickly adds up to considerable 
savings. 

When the world’s leading corporations 
demand “A Better Way of Programming;” they 
turn to Micro Focus. For a brochure on putting 
the Micro Focus Offloading Solution to work for 
you, call 800-872-6265. 


MICRO FOCUS 


Micro Focus Inc. 2465 East Bayshore Road, Palo Alto, CA 94303. Tel. (415) 856 4161 


Micro Focus is a registered trademark and “A Better Way of Programming” is a trademark of Micro Focus, Inc. All other trademarks are property of their respective companies 


GSA Contract Number GSOOK93AGS6403. 





The Client/Server Solut 


The SAS System for Information Delivery 
is a new concept in client/server software. It 
provides workable strategies for overcoming 
the barriers that stand between people and 
the information they need. For instance, the 
SAS System strategy for universal data 
access makes it easy to reach all your 
diverse “islands of information’— including 
host system files, flat files, &VOOOO8 
and corporate DBMS’s suct > 
as DB2? ORACLES 3 
and dBASE 


Supplier Capability Analysis for Last Yea 


An exclusive MultiVendor Architecture" 
is behind the SAS System’s strategy for 
hardware independence. Applications 
run the same way across PCs, workstations, 
and host systems — making true client/server 
computing a reality while exploiting the 
particular strengths of each platform. 

Address the needs of users at every level 
with the SAS System’s strategy for interface 
versatility. An EIS interface puts decision 
makers in command of the facts —when they 
need them. There’s also a task-oriented 
menu-driven interface for business 
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Enterprise Wide In 


ion for EIS and 


analysts... plus object-oriented and full- 
function programming environments for 
applications developers. 

The SAS System’s applications 
integration strategy provides one seamless 
solution for virtually any application that 
involves accessing, managing, analyzing, or 
presenting data. Choose integrated tools for 
decision support, reporting, financial @®@ 
analysis, market research, project 
management, quality improvement, 
and more. All backed by SAS Institute 
Inc., a vital force in the information 


oe 


Customer Management 
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| formation 


industry with a strong commitment to 
helping you succeed — and an unrivaled 
dedication to training, documentation, 
technical support, and consulting services. 

See for yourself how the SAS System 
of software brings out the best in your 
hardware and the people who use it. Just 
give us a call at 919-677-8200 for a free 
video, plus details about a free software 
evaluation. 


SAS Institute Inc. 
Phone 919-677-8200 
® Fax 919-677-8123 


SAS is a registered trademark of SAS Institute Inc 
Copyright ©1993 by SAS Institute Inc 





News 


FCC to carve up radio frequencies 


By James Daly chines need before sales can 
WASHINGTON, D.C take off. 

It’s about time. 

All eyes in the wireless networking com- While vendor commitment 
munity will be on the nation’s capitalthis and user interest in personal 
week: The Federal Communications digital assistants (PDA) re- bodies in Europe and Japan Research, Inc. in Bethesda, Md. 
Commission is expected to detail howit main high, the FCC has been has given competitors a head He said the FCC’s foot-dragging could 
will auction off the precious radio fre- criticized for being slow to displace the _ start in the race for wireless data com- prove costly to U.S. companies. Jackson 
quencies that lightweight portable ma-__ utilities, railroads and military bodies munications markets. estimated that the decade-long delay in 
carving off more spectrum for emerging 
technologies has already cost U.S. firms 
thousands of jobs and billions of dollars 
in lost business — for example, for infor- 
mation service providers who would of- 
fer the applications and provide the data 
users would pay to tap into. 

That may be changing. Last year, the 
FCC voted to release 220 MHz of radio 
spectrum for a gray area it dubs Personal 
Communication Services (PCS), but it al- 
located just 20 MHz of radio spectrum for 
use in wireless networks. 

While even an extensive wireless net- 
work might sop up only a fraction of that 
bandwidth, if wireless communications 
really takes off, 
the FCC could 








“The usefulness of wireless, light- 
weight computers depends upon the gov- 
ernment reallocating available radio fre- 
that havelongused these fre- quencies among new and existing 
quencies for microwavecom- communication services in a timely and 
munications. efficient manner — two qualities the feds 

Meanwhile, spectrum allo- have never been known for,” said Chuck 
cation activity by regulatory Jackson, a principal at Strategic Policy 








DON’T PAY FOR SOFTWARE 
NO ONE 
IS USING 








find wireless 
vendors bang- 
ing on its door. 
And last 
week, the FCC 
conducted a 
lottery to par- 
cel off the air- 
waves for use 
in interactive 
television. The 
move had many 
in the informa- 
tion systems 
community sal- 
ivating for a 
quick repeat of 
a similar lot- 


Taking flight 


When the FCC auctions 


off the frequencies 
needed for PCS, the fol- 
lowing technologies 
could take off: 
Wireless laptops 
incorporating cellular, 
LAN and wide-area 
data transmit/receive 
capabilities. 

PDAs — handheld 
machines capable of 
remote electronic mail, 
fax or database access. 
Personal phones — 
cordless flip phones 





tery for PCS. with data screen. 

But analysts 

such as Rich- 

ard Shaffer at the New York-based Tech- 

nologic Partners consultancy said they 

do not see that happening before next 

' . ? year at the earliest. 

4 a” . \ ers RSE This week the agency is expected to 
} a Ce ; | announce how much frequency will be 

available, how many licenses it will 

award, the size of the service areas, the 

number of carriers per service area, the 

cash requirements for bidding in the auc- 

tion and other particulars. Once those 

parameters have been established, the 

way is cleared for the airwave auctions. 

Meanwhile, more than 250 companies 
have been conducting field trials under 
experimentallicenses issued by the FCC. 

Users, too, said they are looking for- 
ward to the potential of lightweight wire- 
less devices. 

“It’s an area with tremendous poten- 
tial,” said Peter Wild, electronic data pro- 
cessing audit manager at Melville Corp., 
a$10.4 billion retailer in Rye, N.Y. Melville 
manages more than 8,000 retail stores 
such as Marshall’s and CVS. Wild said 
wireless PDAs could quickly track goods 
received or record when deliveries are 
made. 


Are you paying rental or maintenance fees for MVS 
mainframe software you're not using anymore? Are 
only a few people using a product that takes a lot of 
time and effort to support? Do you have software 
on one system just because it’s on another system? 
SoftAudit answers all these questions automati- 
cally! Without interfering with normal operations, 
SoftAudit tracks and logs every execution of every 


load module on your MVS system, no matter how 
it’s invoked. 

With its extensive knowledge base, SoftAudit 
recognizes the products you have installed (both IBM 
and non-|BM), and tells you where they are, and 
how often and by whom they're used-if they’re used 
at all! For more information or a 30-day free trial, 
call Isogon Corporation today at (212) 967-2424 or... 


(800) 568-8828 
©ISOGON CORPORATION 
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LAN-TO-WAN 


Giving Your 
Users Access, 


No Matter 
Where They Are, 


Takes A Modem That 


Goes Above And Beyond. 


Racal-Datacom. 


The ALM 3226, the new fax- 
cellular-data portable modem from 
Racal-Datacom, is proof positive that 
good things come in small packages. 
Here’s why: 

* The only portable modem that 
operates over standard phone and 
cellular lines, and provides 14.4 Kbps 
facsimile capabilities 

* High speed fax (up to 14.4 Kbps) and 
data (up to 57.6 Kbps) transmissions 
dramatically lower costs 

* Cellular capabilities provide 
immediate access to network data 


© 1993 Racal-Datacom, Inc. All rights reserved 


* Complies with industry standards, 
including V.32bis, V.32, V.42, 
V.42bis, MNP Class 5 (data);.Group 3 
Class 1 and 2 (fax); Racal cellular 
and MNP- 10 (cellular) 

* Power options include a 9-volt 
battery and 110-volt outlet 

* Modem Manager™ feature for central 
control of remote modems 

Don’t let its small size fool you. The 

ALM 3226 offers a full range of features, 

unsurpassed flexibility, and superior 

performance. It allows even your most 
remote users to be more productive. 







Call us at 1-800-RACAL-55 
for information on the ALM 3226 and 
our complete line of high performance 
modems. At Racal-Datacom, we'll help 
you stay connected to your entire 
network — wherever it happens to be. 


The ALM 3226 connecting a laptop to a cellular phone 
(Approximate size is 1" X 2!/2" X 5'/4") 


RACAL 


Visit us at TCA Booth #1301. 
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Beaverton, 
Oregon, 
Boasts Iwo 
World Leaders. 


Welcome to Beaverton. 

Where you'll find the headquarters of the world leader in athletic footwear. As well as the head- 
quarters of another, slightly less well known world leader: Sequent® Computer Systems. 

Sequent leads the computer industry in mid-to-high end open computing systems. A fact recently 
confirmed by both IDC and Infocorp. 

Sequent's credentials include thousands of systems installed worldwide. The first commercial 
symmetrical multiprocessing servers. And new servers specifically designed for Microsoft's Windows NT™ 
operating system. 

In short, we know our technology. 

But just as important, we know the real world. We know our customers use our systems for mis- 
sion-critical business applications. And we know, from experience, that complicated, open, multivendor 
installations are the norm — with complex interdependencies between hardware and software. 

That's why everyone at Sequent is 100% committed to the complete success of every installation, 
and empowered to deliver it. Not just for our own hardware, but for everything in the system, hardware 
and software, no matter who the vendor may be. 

It's not a promise made lightly. But it sure is one that befits a world leader. 


To find out more, call us at 1-800-854-0428. 
a SEQUENT 


Our Business Is Your Success 


© 1993 Sequent Computer Systems, Inc. Sequent is a registered trademark and “Our Business Is Your Success” isa trademark of Sequent Computer Systems, Inc. Microsolt is a registered trademark and Windows NT isa trademark of Microsoht Corporation 
The ital baide logo isc egietered adesmcnt of inal Corporation, 
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Unisys seales price/performance curve 


New 2200/500 midrange system hailed as the first of lower-cost CMOS-based mainframes to come 


By Thomas Hoffman 
BLUEBELL,PA 





Last week’s introduction of a CMOS- 
based mainframe by Unisys Corp. 
marked the first in a series of 
planned steps by the vendor 
to deploy the cost-effective 
technology across all future 
high-end hardware. 

Not unexpectedly, users 
reacted favorably to the low- 
er-cost models, while several 
analysts said the new sys- 
tems have placed Unisys 
a solid year ahead of offer- 
ings expected from IBM and 
plug-compatible manufac- 


r) 
New York Clearing 


ably received by several 2200 and A se- 
ries customers, who said they are look- 
ing for any and all cost reductions they 
can find. “As long as it’s cheaper, I’m all 
for it,” said George F Thomas, senior vice 
president and director of 
data processing at the New 
York Clearing House, an A15 
shop. 

The Unisys 2200/500 mid- 
range machine, based on 
CMOS technology, is a more 
cost-effective on-line trans- 
action processor than stan- 
dard bipolar _ emitter- 
coupled logic (ECL) main- 
frames, according to ana- 
lysts. 


turers. 
All future 2200 and Unisys 
A series mainframes will in- 


House’s George F. 
Thomas: ‘As long as 
it’s cheaper, ’mall 


For example, Unisys exec- 
utives said early in-house 


corporate CMOS — comple- ae 


mentary metal oxide semi- 
conductor — _ technology, 
including a 2200/900-class 
unit scheduled to arrive in 
the next 12 to 18 months. 
Moreover, users will not be 
forced to amend their exist- 
ing operating systems or ap- 
plications software, Unisys 
said. 

The move to CMOS is part 
of an effort by Unisys to stem 
the flow ofits mainframe cus- 
tomers to cheaper distribut- 
ed computing models. 

Those plans were favor- 


Three’s company 


The Unisys 2200/500 
machines can be 
clustered with up to 
three CMOS and/or 
ECL-based 2200 
systems using the 
Extended Processing 
Complex, a multihost 
parallel processing 
hub Unisys 
introduced last April. 


testing results have indicat- 
ed that the 2200/500 can op- 
erate at a cost of less than 
$10,000 per transaction per 
second, or at one-fourth the 
cost of bipolar ECL-based 
2200 machines. 

Those price/performance 
levels also compare favor- 
ably with estimates for com- 
parable ECL-based IBM ES/ 
9000 machines, which ana- 
lysts placed in the $40,000 to 
$60,000 transaction per sec- 
ond range. 

Curtis R. Girod, a Unisys 
vice president, said the ven- 
dor plans to test the 2200/ 


500 under the Transaction Processing 
Council’s TPC-C benchmark by early 
next year. Analysts said IBM has not yet 
tested its ES/9000 mainframes against 
the TPC benchmarks. 

In addition, the Unisys 2200/500 is 
equipped with one to four precessors 
that can operate at speeds of 10 MIPS 
each. It is priced between $350,000 and 
$1.5 million, or nearly one-tenth the cost 
of ECL-based 2200 mainframes, accord- 
ingto Frank G. Brandenberg, acorporate 
vice president at the Unisys Computer 
Systems Group. 


Lower cost lucrative 

Still, the New York State Department of 
Social Services, which installed a pair of 
2200/9222 mainframes at each of 
its New York and Albany data cen- 
ters during the past year, is not 
quite ready to swap out for the 
CMOS-based machines. But the 
lure of implementing cheaper 
2200/900 machines has grabbed 
the attention of David Prager, the 
project director for computer op- 
erations and support at the agen- 
cy. 

“The CMOS 900 class would be 
very interesting. ’'m sure we'll be 
talking with Unisys when the time 
is appropriate,” Prager said. 

Most analysts said IBM and oth- 
er competitors are still at least 12 
months away from delivering 
comparable systems. “Unisys is 
farther along the price curve 





Data center operations 





Data managers ready for client/server 


AFCOM 


By Johanna Ambrosio 
LAS VEGAS 

Many of the data cen- 
ter managers at last 
week’s Association for Computer Opera- 
tions Managers (Afcom) meeting in this 
winner-take-all kind of town had one 
thing on their minds: what they stand to 
lose if they do not learn how to play in 
the client/server world, and quickly. 

The semiannual meeting of Afcom, tra- 
ditionally attended by the people who 
handle the care and feeding of the glass- 
house mainframe, featured speakers 
who are increasingly taking on respon- 
sibility for Unix-based and other kinds of 
servers. They urged operations manag- 
ers to seize the chance to expand the 
data center’s charter by going to their 
end-user organizations and asking what 
they might do for users. 

“The Statue-of-Liberty kind of manag- 
er, who says ‘Bring me any computer to 
take care of,’ will have a job in a year. 
Those who are convinced that the only 
‘real’ computers are big iron will not,” 
said H. William R. Townsend, manager of 
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computing services operations at Air 
Products and Chemicals, Inc. 

Townsend’s group, based in the com- 
pany’s main data center in Allentown, 
Pa., handles backup, di- 
saster recovery, plan- 
ning and other services 
for some 60 LAN serv- 
ers, about half of which 
are physically located 
in the data center. 

“Client/server is the 
No. 1 topic on members’ 
minds,” said Len Eck- 
haus, Afeom president. 
“It’s really up in the air 
about who’s responsi- 
ble for servers, and we'll 
see a lot of experimentation as compa- 
nies try to see what works for them.” 

In many cases, end-user groups are 
approaching the data center staff be- 
cause they are weary of administering 
the LAN in their department, or it has be- 
come too large and complex for them to 
do so. But data center staffs, in turn, have 
to go through a mighty learning curve in 
regard to Unix, PCs and the need to 
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Automation tiers 
In a recent ae 


to ceacach 
center’s level of automation 


a ; 
= though most com- 
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Source: Farber/La Chance, Richmond, Va. 


straighten out some issues such as what 
happens when the server goes down and 
who is responsible for what. 

At the same time, data center staffs are 
still struggling with 
a more traditional 
job: automating 
procedures such as 
troubleshooting or 
bringing the host 
machine back after 


7 IS managers 
erize their data 


crash. Even 
panies with main- 
frames have start- 
ed this process, 
many have hit 
roadblocks be- 
cause they are forced to adopt a piece- 
meal approach. Either they lack the peo- 
ple or management buy-in to implement 
the tools correctly or they lack the money 
to buy software or expertise. 

Atypical example is a Northeast insur- 
ance company, whose operations manag- 
er said, ““We’ve done a lot of automation 
projects, but we have five separate sets 
of people working on this problem [sepa- 


Scalable parallel 


where they need to be than some of the 
other proprietary companies,” noted 
Jim Johnson, chairman of The Standish 
Group, a South Yarmouth, Mass.-based 
transaction processing research firm. 

Furthermore, IBM is expected to have 
a more difficult time wrestling with the 
technical challenges involved in en- 
abling its MVS and other systems soft- 
ware to operate ona CMOS architecture, 
according to Wayne Kernochan, director 
of commercial systems research at Ab- 
erdeen Group, a Boston-based market 
research firm. 

“It’s going to require an awful lot of 
work to verify that [MVS] moves over to a 
CMOS architecture. That’s a major, ma- 
jor task,” Kernochan said. 
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No revision of software 
systems required for 
CMOS-based systems. 


Extended Processing 
Complex: Ability to link 
up to four 2200 
systems. 


NOVEMBER 1993 


2200/500: A faster, 
cheaper CMOS-based 
mainframe. 


1995 


Scalable parallel 
processing. 


No DATE 


processing. 


rately]. We’re so big, we have no idea 
where it belongs.” He said he is trying to 
get management to stop buying products 
and commit three or four people to a 
team so they can straighten it all out. 


Time to refocus 

That is exactly the tack taken by West- 
pac Banking Corp. in Sydney, Australia. 
A couple of years ago, the bank — one of 
the country’s largest — revamped its 
whole approach to data center automa- 
tion. “We needed to reassess what we 
were doing,” said Stephen Moller, man- 
ager of operations automation. “We had 
a lot of products, which we had modified 
beyond belief — to the point where the 
vendors would no longer support us. We 
lost sight of where we were going.” 

Where before it had focused on prod- 
uct development, the bank instead start- 
ed looking at its processes to see where 
things were breaking down. In addition 
to switching over to more off-the-shelf so- 
lutions, the company implemented a 
cross-functional team approach to auto- 
mation throughout the bank. 

The results have been good so far, Mol- 
ler said, and include better communica- 
tions among the data center staff, a two- 
hour increase in the batch window each 
day and 800 hours of manual work elimi- 
nated per week. 
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BEFORE YOU BUY YOUR WINDOWS APPLICATIONS, 
WE SUGGEST YOU GET A FEW QUOTES. - 


Thousands of DOS users who wouldn't move 
to Windows™ for Microsoft* Excel are jumping for 
Lotus® |-2-3* Release 4. As are many who already 
use Windows 


And theyre getting a spreadsheet that's not only 


much easier for them to use, but a lot more powerful 
in a lot of ways 

The new 1-2-3 is the first spreadsheet designed 
to help people work the way they want to work. Which 
is often together 

A raft of powerful new usability features makes 1-2-3 
easy to learn and a pleasure to use. These include a 
context-sensitive user interface. A Live Status Bar. In-Cell™ 


Editing. One-step charting. A completely new graphical 
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Mercury Profit Analysis 


‘WS Forecast X Tramers Warm-Ups Sport Bags 
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interface for database queries. And Worksheet Tabs 
for 3D spreadsheets that make labeling and manipu- 
lating the work much easier. 


Lotus 


Working Together’ 





The close integration of 1-2-3 with other 
Lotus Windows desktop applications lets you 
easily transfer 1-2-3 information, formats and 
processes to other applications where you need 
them. But it's the Version Manager, and other 
Working Together® features, that turn the 1-2-3 
spreadsheet into a potent workgroup tool by 
letting people share and track information in 
new ways. 

See for yourself. Visit your Lotus Authorized 
Reseller or call 1-800-TRADEUP. ext. 9079* to 
upgrade for just $119 direct from Lotus. Or ask for a 
free demo disk. But first, turn the page and let's talk 
word processors. 


“In Canada. call 1-800-GO-LOTUS. °1993 Lotus Development Corporation. 55 Cambridge Parkway, Cambridge, MA 02142. All rights reserved. Lotus, 1-2-3 and Working Together 





Windows Spreadsheet Ratings 
“|-2-3 Release 4............00 7.8 


“Excel Release 4.0............- 6.9 ‘The Smarticons in 1-2-3 for Windows are 
“Quattro Pro Release 1.0......6.5° smarter and Lotus's approach to swapping 
InfoWorld 10/92, 8/93 different tool-bars in and out beats Excel's 

and Quattro Pro's’ 


"|-2-3 
LEAPFROGS 
EXCEL 


‘Lotus's version manager blows 
away similar features in Excel 
and Quattro Pro’ 

Walter S. Mossberg, 

Wall Street Journal 7/29/93 


QUATTR 


—PC World 6/93 


PC/Computing 6/93 


‘Users who often collaborate on developing 
and refining worksheet data...will find Release 4 
indispensable’ 

PC Week 5/3/93 


‘|-2-3 for Windows has always had 
more powerful database features than 
Excel or Quattro Pro and now these 
features are also easier to use’ 

BYTE 6/93 


are registered trademarks and In-Cell is a trademark of Lotus Development Corporation. Microsoft is a registered trademark and Windows is a trademark of Microsoft Corp. 
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Software reviewers and industry experts have 
convincingly and consistently chosen Lotus* Ami Pro* 
as the best word processor over both Microsoft* Word 
and WordPerfect® for Windows™ 

Again, in the August, 1993 PC/Computing Face-Off 
Ami Pro soundly beat Word, and swept both DOS and 
Windows versions of WordPerfect in 8 out of 8 categories 

If youre in the least nervous about leaving 
WordPerfect. or think Word is the easiest way to 
face Windows, Ami Pro will feel like a breath of 
fresh air. Because no one comes close to Ami Pro 
for making even the most complex documents fast 


and easy. Using customizable, editable Smarticons* 


Eile Edit View Text Style. Page Frame Tools Window Help 
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A newsletter for Mercury Sports Retailers 


ERCURY INTRODUCES 1993 PROMISES TO BEA LANDMARK YEAR 
ror Sports Reraners. 


Teamwork and drivel That's what makes 
our retailers so successful and our forecast so 


Gossamer running shorts and jerseys 
¢ Puff-Lite rung shoes with sprin 


that give you one-click access to most tasks, and 
a SwitchKit that takes any trauma out of leaving 
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Working Together’ 


WordPerfect, youll understand why new Ami Pro 
users rarely bother to open the manual. 

Then consider the advantages of Ami Pro's 
tight integration with 1-2-3° and the other Lotus 
applications. With Ami Pro, you can not only 
exchange data, charts and functions with the 
other applications in a click, you can easily 
create hot links between applications. 

Enough words. Visit your Lotus Authorized 
Reseller or call 1-800-TRADEUP. ext. 9079* to 
order. Or ask for your free, full featured working 
model. Meanwhile, how happy are you with your 
presentation graphics software? 


*In Canada. call 1-800-GO-LOTUS. °1993 Lotus Development Corporation, 55 Cambridge Parkway, Cambridge. MA 02142. All rights reserved. Lotus, 1-2-3, Ami Pro and Smarticons are registered 





‘AMI PRO 


‘You can learn to use Ami Pro, the 


“Ami Pro 3.0 comes close to 
Lotus word processing program for 


being perfect...It stands above 

Word and WordPerfect in both Windows, in about a day. Put the 

its function and in its speed.” manual in a drawer as a first step’ 
Forbes 2/1/93 


S THE 


Home Office Computing 1/93 


LEAD 
OSOFT 


AS THE WINDOWS 
WORD PROCESSOR 
TO BEAT hic 9/28/92 


‘Usability, features, and performance - 
Ami Pro is the overall winner: "Users moving to Windows from 
PC/Computing 8/93 DOS can fearlessly choose the 
latest Ami Pro version’ 
PCWorld 3/93 


trademarks of Lotus Development Corporation. WordPerfect is a registered trademark of WordPerfect Corp. Microsoft is a registered trademark and Windows is a trademark of Microsoft Corp. 





Year after year, Lotus* Freelance Graphics* has 
dominated both Harvard Graphics* and PowerPoint® 
in industry awards. This year, Freelance Graphics 2.01 
has again set new standards, winning top ratings 
from InfoWorld, PC/Computing, BYTE and 
Windows Sources 

Historically, building professional looking 
presentations, even with the best software, has been 
time-consuming work. But with Freelance Graphics 2.01 
it's so simple and so fast that people are now punching 
out charts for small presentations and even for hand- 
outs used at informal meetings 


One click is all it takes to access some of the 


*In Canada. call 1-800-GO-LOTUS. 'V 
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most powerful features in Freelance Graphics, like 
more than 65 SmartMaster™ design sets, 500 


Lotus 


Working Together’ 


symbols and 100 chart styles. And when youre 
done, you can turn four-color overheads into black 
and white hand-outs with just one click. 

The integration of Freelance Graphics with 
other Lotus applications is so complete that if you 


bring your |-2-3° data into a Freelance presenta- 
tion, and you later change a number in your 1-2-3 
spreadsheet, it will be instantly reflected on the 
Freelance chart. 


For your own live presentation, visit your Lotus 
Authorized Reseller. Or call 1-800-TRADEUP, 
ext. 9079*for a free full featured working model. 


By the way, have you ever used a database? 


me 10, Number 6 issue of Software Digest Ratings Report. °1993 Lotus Development Corporation. 55 Cambridge Parkway, Cambridge, MA 02142. All rights reserved. Lotus, 1-2-3 and Freelance Graphics are 





‘Creating a presentation of even (100 slides) is absurdly easy - - ‘Freelance is as close to presentation perfection as 
and much easier in many ways than with competing products... youll find on any shelf” 
PC Week 2/15/93 Windows User 8/93 


“FREELANCE 
SCORED AN 
AWESOME 
989 QUT OF 


A POSSIBLE 


POWERPOINT 3.0 SCORED 
836, HARVARD GRAPHICS 2.0 
eee SCORED 804”. /Computing 9/93 


‘Lotus Freelance Graphics 


kkk kk 
Microsoft PowerPoint 
kk 
Software Digest 7/93' 
“The users in this study were more productive, more 
effective, and more satisfied with Freelance Graphics than 
‘(Freelance Graphics) outclasses the competition PowerPoint...PowerPoint users took 64% more time to 


in features and ease of use’ complete their presentations. 
InfoWorld 6/21/93 Usability Sciences Corp. 3/93 


registered trademarks and SmartMasters is a trademark of Lotus Development Corporation. PowerPoint is a registered trademark and Windows is a trademark of Microsoft Corp. Harvard Graphics is a registered trademark of Software Publishing Corporation. 





Award-winning Lotus® Approach™ defines a whole 
new database category: the full powered client/server 
relational database for the general business PC user. 

No longer do you have to be a programmer, or think 
like one, to experience the everyday advantages of a 
relational database 

Now you, yes you, can build and use your own 
databas ily as you build and use your own 
spreadsheets. For sales reporting, invoicing, project 
management, customer tracking, mailmerge or 
hundreds of other uses. Now PC users can enjoy 
easy, one-click, high-performance access to com- 
pany data stored in all the major formats (including 
dBASE® Paradox® FoxPro” Oracle® SOL, SQL 


Style Window Help 
Acie 


a or __ recom 
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lionaire Club 90,039 © $8,688,790 


$1,716,400 
$1,799,980 
$2,142,350 


44,102 $3,087,140 


$691,040 
$695,100 


Server and DB2*’) across all popular networks. 


If you've never worked with a Windows™ database, 


DOH 


Working Together’ 


or if you bought Paradox or Access™ only to find they 
were unworkable, Approach will change everything. 
An independent study found that Approach users are 
up-to-speed and producing real results in two hours.** 

And because Approach is designed to share 
with other Lotus Windows applications, using 
Approach databases to mailmerge with Ami Pro,” 
to share data with 1-2-3° spreadsheets, or to 
simply report on data is something anyone 
can do. 

What a difference a database makes. Visit your 
Lotus Authorized Reseller or call 1-800-TRADEUP, 
ext. 9079* Or get the whole suite and save a few 
hundred bucks. 


ia call 1-800-GO-LOTUS **Market Probe International May 1993. Requires MicroDecisionware Gateway. Reprinted from Windows Magazine with permission. °1992 by CMP Publications, Inc, 600 Community 
and Microsoft Access are trademarks of Microsoft Corp. Approach is a trademark of Approach Software Corporation. a wholly-owned subsidiary of Lotus Development Corporation. dBASE and Paradox are 





‘..Approach offers much easier-to-use database-creation tools 
for individual users, and easier access to big-time databases 
than either Microsoft Access or Paradox/Windows...Approach 
is a big, big winner: 


PC Week 6/28/93 


"APPROACH... 
IS BOTH 
PRODUCTIVE 


*..Approach 2.0 is one of the few 
(software) packages... for which 
it's truly possible to never open 
the manuals’ " 

Windows Magazine 12/92 


HIGHLY 
SABLE, Sane 


— InfoWorld 1/17/93 


“Best Buy Approach is the simplest and most 
straightforward relational database’ 
PC World 6/93 


“The most usable Windows relational database ever. 
PC/Computing 8/93 


Drive. Manhasset. NY 11030. °1993 Lotus Development Corporation, 55 Cambridge Parkway. Cambridge. MA 02142. All rights reserved. Lotus, |-2-3 and Ami Pro are registered trademarks of Lotus Development Corporation 
registered trademarks of Borland International Inc. FoxPro is a registered trademark of Fox Holdings. Inc. Oracle is a registered trademark of Oracle Corporation. DB2 is a registered trademark of International Business Corp. 





The new Lotus* SmartSuite™ 2.1 is the most 
complete desktop solution for Windows™ users. It 
brings together 1-2-3* Release 4, Ami Pro® Release 3.01 
Freelance Graphics® Release 2.01, Approach™ 2.1 and 
Organizer™ 1.1 at an irresistible price (upgrade for just 
$299***), But its much more than a deal on an all-star 
collection of Windows applications 

The applications in SmartSuite 2.1 are closely 
integrated, sharing a consistent appearance and 
behavior. This reduces the time it takes for a user to 
learn each application. For example, the three most 
used applications in SmartSuite share 26 common 
Smarticons® (In Microsoft® Office, they share 3). 

Far beyond anything possible with Microsoft Office 


Lotuss integration also simplifies the process of 


switching between applications, sharing information 
across applications and using functions from one appli- 
cation while working within another. 

For example, you can easily edit 1-2-3 charts 
from within Freelance Graphics. Or use 
Freelance, or 1-2-3 functions within 
Ami Pro. All work easily with the 
Approach database. And all support 
industry standards, so theyll work with 
offerings from other vendors as well. 
This makes working in each applica- 
tion, and the entire Windows platform, 
easier and more productive than ever before. 

SmartSuite is also designed for working in groups 
in ways Microsoft Office can't. All applications are 


Lotus 


Working Together’ 


| 
| 
| 


Lotus SmartSuite also includes a personal 
information manager, the award-winning 
Lotus Organizer. 
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network ready and mail-enabled with ccMail™ The 
results of Working Together® are easily manageable 
through 1-2-3's Version Manager. And each applica- 
tion features additional enhancements for full 
integration with Lotus Notes®** 

Unlike Office users, SmartSuite 
users can call a single toll-free 
number for support. 

For the whole story, visit your 
Lotus Authorized Reseller. Until 
12/31/93, you can upgrade from 
any Lotus or competitive product 
to SmartSuite 2.1 for just $299*** Or 


for a SmartSuite demo disk, call 1-800-TRADEUP 


ext. 9079? 





LOTUS 
SMARTSUITE 
REDEFINES 


‘Lotus now has a top rated product in “When you buy...SmartSuite, the pieces 
each of a half a dozen categories... really work together! ... The point: There's 
Moreover, Lotus products have come to more to a suite than cramming four boxes 
share a great deal of genuine integration...” into a suitcase and cutting the price’ 
Soft*Letter 5/21/93 PC/Computing 8/93 


APPLICATIONS 
SHOULD WORK 
TOGETHER” 


—PC Letter 6/7/93 


‘The level of integration in the 
SmartSuite makes complicated, cross- 
application tasks easier for users and 
lets them take full advantage of...the 
Windows environment’ 

Dataquest 6/15/93 


*in Canada. call 1-800-GO-LOTUS. **Consult your Lotus Representative for more information on how to incorporate Lotus Notes and ccMail into your communication strategy. ***S299 direct from Lotus. Offer expires 12/31/93. Qualifying competitive products are: Microsoft Excel Borland Quattro* Prc 
(not including SE} Microsoft Word. WordPerfect. Wordstar® DisplayWrite* Microsoft PowerPoint. Harvard Graphics, Corel Draw. WordPerfect Presentation. Aldus* Persuasion. Qualifying Lotus products include 1-2-3 (excluding 1-2-3 for Home}, Symphony.* Ami Pro, Freelance Graphics, ccMail and 
Graphwriter® Lotus Notes Symphony and Graphwriter are registered trademarks and SmartSuite and Lotus Organizer are trademarks of Lotus Development Corporation. ccMail is a trademark of ccMail Inc. a wholly owned subsidiary of Lotus Development Corporation. Quattro is a registered 
trademark of Borland International. Inc. Wordstar is a registered trademark of Wordstar International Inc. DisplayWrite is a registered trademark of International Business Machines Corp. Aldus is a registered trademark of Aldus Corporation. 
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Starting over 


Apart from Ebenezer Scrooge anda 
few people in supermarket tabloid 
articles, none of us gets the chance 
to preview our own death and return 
to tell the tale. However, Wang Labs, 


which hopes to emerge from Chapter 11 bankruptcy 
protection this week, has done the business equiva- 
lent during the last 13 months and is returning asa 
smaller, wiser and more focused company. 

Wang President Joe Tucci winced last week when I 
used the term “miracle of Chapter 11” during a visit 
to Wang’s Lowell, Mass., headquarters. But bankrupt- 
cy really can be a miracle worker, considering that 
last summer Wang was staring down a black hole. Col- 
lapsing under the weight of a half-billion dollars in 
debt, 10-year leases on unused buildings, a sharehold- 
er revolt and mass customer defection, Wang’s sur- 
vival prospects looked dim. 

But the Wang that emerges from bankruptcy this 
week will have a nearly spot- 
less balance sheet, buttressed 
by $150 million in cash. Its 
debt/equity ratio is down from 
90% to 1%. The company 
walked away from many ofits 
lease obligations and turned 
creditors into shareholders. It 
plans a public offering in the 
fall, and the Wang family will no 
longer call the shots. 

The reborn Wang sees itself 
as a software firm targeting the imaging and office 
work-flow markets. It will continue to support and 
even enhance its VS series of minicompuiters while 
moving those customers smoothly onto something 
else until it brings its line of imaging and work-flow 
software up to speed. And like everyone else in the 
industry, Wang plans to be anetwork integration firm. 

But whether this self-proclaimed “billion-dollar 
start-up” can make a go ofit as a software company is 
questionable. Certainly, Wang has the financial 
wherewithal to move ahead and its products are 
world-class. But some of the luster has worn off the 
imaging market in the past year as high expectations 
were not met. Wangis also counting on service dollars 
from its installed base for nearly half its revenue next 
year. With many Wang users running, not walking, 
away from the VS platform, that figure is sure to de- 
cline pretty quickly. 

Will office software, which will constitute only 
about $100 million in Wang sales this year, be there to 
make up the difference? Maybe, but in an industry in 
which you can still count the number of billion-dollar 
software firms on one hand, that’s a stretch. 

Wang's got a chance to start over, which few com- 
puter companies ever do. The important thing during 
the next six months is to make a splashy return, keep 
existing customers happy and show some growth. I 
don’t doubt Wang can take care of the first two items 
on that agenda. I hope its business plan is on the mark 
to handle the third. 


LM” 


Paul Gillin, Editor 
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Ramsey’s ghost: An optical illusion? 


You have caused me to write to you 
about your editorial “Ramsey’s 
ghost” [CW, Aug. 30]. You are do- 
ing well in the stirring-up trouble 
department. To disagree with you 
is my purpose in this letter. 

To compare that action as a sim- 
ile for the Justice Department ac- 
tion on Microsoft is in poor taste. 
You tainted Ramsey Clark, the 
Democratic Party, the Republican 
Party, the Federal Trade Commis- 
sion (FTC), the Clinton adminis- 
tration, the Bush administration 
and others with character assas- 
sination. 

Since you do not perceive the 
point of law, I suggest that you in- 
terview your laywer on the topic of 
antitrust and deceptive trade 
practice laws. Then I suggest you 
review past actions by the ac- 
cused. See if you can find suspect 
actions that might justify action. 

You should not compare past le- 
gal actions without stating the 
root causes. In your article you did 
cite a base motive as the cause for 
the IBM investigation. You sug- 
gested the same base motive for 
the Microsoft investigation while 
expounding on the deadlock at the 
FTC. Since you did not state the al- 
leged causes for the Microsoft in- 
vestigation, you unjustly painted 
Microsoft as a victim. 

William L. Hartzell 
Garland, Texas 


In regard to your Aug. 30 editorial, 
one question that keeps plaguing 
me: Why aren’t you working for 
The National Enquirer? 

The time has come to get your 
head out of your GOP and take a 
good look at reality. In the past six 


months, there has been a rash of 
articles and editorials written on 
just what went wrong for IBM. 
However, the thought that IBM’s 
current problems could ever be at- 
tributed to Ramsey Clark and the 
Democrats is the most ludicrous of 
all. 

You and I seem to recall the 70s 
differently; I don’t remember IBM 
as being a great and innovative 
company, just alarge and dominat- 
ing one. What you want to call 
IBM’s “bunker-mentality” was 
viewed by many as IBM’s elitist at- 
titude. 

IBM’s current problems are are- 
sult of its underestimating the in- 
telligence and needs of its consum- 
ers. Your inability to recognize this 
is understandable in light of the 
fact that you seem to have the 
same failing. 

Michael McFarlin 
Newfane, Vt. 


Your excellent editorial on Micro- 
soft was very good. However, don’t 
you think that the expression 
“deja vu all over again” has been 
overused too many times? 

When it was originally used for 
the first time, it was an amusing 
phrase which was funny, since it’s 
repetitious in its redundancy. 
Don’t you think that enough is 
enough is enough? 

PS. This letter was written using 
a RAID disk array. 

Gary McGath 
Penacook, N.H. 


Your editorial on the forthcoming 
Microsoft/Justice Department in- 
vestigation implied that the 11- 
year IBM/Justice Department suit 


was a waste of time and effort. 
Nothing could be further from the 
truth. 

Within six months of the suit, 
IBM unbundled its software prod- 
ucts, except for operating sys- 
tems. In 1979, the company unbun- 
died its operating systems soft- 
ware. 

During the period of the suit, 
IBM was careful not to prean- 
nounce hardware and software 
products and kept its pricing com- 
petitive. 

The suit encouraged the EEC 
suit of the early 1980s, which re- 
sulted in IBM agreeing to disclose 
all hardware and software inter- 
faces at time of first delivery. 

Without that suit we might not 
have a wide choice of operating 
systems, a competitive hardware 
and software environment or the 
ability to have open systems. 

Martin A. Goetz 
President 
Goetz Associates 
Teaneck, N.J. 


@ COMPUTERWORLD WELCOMES COMMENTS 
FROM ITS READERS. LETTERS MAY BE EDITED 
FOR BREVITY AND CLARITY AND SHOULD BE 
ADDRESSED TO BILL LABERIS, EDITOR IN 
CHieF, COMPUTERWORLD, P.O. Box 9171, 
375 COCHITUATE ROAD, FRAMINGHAM, 
Mass. 01701. Fax NuMBER: (508) 875- 
8931; MCI Mait: COMPUTERWORLD. 
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Viewpoint 


Tidal wave approaching 


ou thought we already had a crisis in 
software maintenance? You ain’t 
seen nothin’ yet. 

For the past decade, we have been 
trying to deal with the maintenance of 
software in arelatively stable, techno- 
logically contained environment. By 

and large, applications used the same technol- 
ogy: They ran as monolithic systems on large 
machines accessed by text terminals over a 
single type of network. (Of course, there were 
many manufacturers, but you typically used 
only one.) 

If you were writing business applications, 
you wrote them in Cobol. Programmers fol- 
lowed fairly well-understood methods and 
standards. And the development staff all 
worked for the same organization — the cen- 
tral IS department. 

Now consider the kind of environment tak- 
ing shape around us today. Application devel- 
opment methods are in turmoil. We are being 
asked to develop applications that use many 
different operating systems and user interface 
protocols and that connect over many types of 
networks. We are rushing headlong into dis- 
tributed processing, where some parts of an 
application run on one computer and some on 
another (possibly incompatible) computer. 

Because we are being told to use the right 
programming language for each job, we often 
have multiple languages in simultaneous use. 








Jerrold M. Grochow 


Tool vendors are popping up everywhere with 
development environments that promise 
amazing levels of productivity improvement 
but that often use proprietary languages. And 
now application developers are scattered all 
over the organization as end-user depart- 
ments seek more direct control over their ap- 
plications. 

Where will all this lead? 

If we don’t do something soon, it will lead to 
total chaos in software maintenance over the 
next five years. 

Here’s a nightmare to consider: It’s 1998. 
End-user departments have decided that the 
maintenance of the applications they have 
been creating is really the responsibility of 
central IS. So suddenly it’s your job to enhance 
systems that were built using some of those 
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very productive but also very proprietary code 
generators that were so popular a few years 
back. Unfortunately the vendors of these tools 
no longer exist so you can’t expect any help 
from them as you struggle to get the resulting 
systems to work with new types of user work- 
station environments, such as Microsoft's fol- 
low-up to Windows NT. 

I don’t believe for a moment that the “new” 
languages are “self-documenting” or that 
there will be so few lines of code in each proce- 
dure that everyone will be able to figure out 
what its original developer intended to do. Nor 
do I believe that object technology will, in and 
of itself, make systems so modular that making 
changes will be as simple as switching one ob- 
ject class method for another. 

Our only hope is the rapid institutionaliza- 
tion of common architectures and standards 
across the organization. That isn’t something 

we've been very success- 
ful at, but that has to 
change and change quick- 
ly. We really don’t have a 
choice about keeping 
things in control this time. 
This time, we have tomake 
it work. 





Grochow is chief technology officer and director of the 
American Management Systems’ Center for Advanced 
Technologies. 








The false promise of APIs 


FIRE WATCH by John Gantz 


e are awash in application pro- 

gramming interfaces, consortia 

to develop them and false hopes 

about what they will do for us. 

There are API groups for every- 

thing these days, from E-mail, mes- 

saging and calendaring to network 

middleware and wireless communications. 

Trouble is, consortia-backed 

APIs don’t really help anyone 

except the participating ven- 
dors. 

APIs may have the cachet of 
openness, but they are really 
instruments to advance pro- 
prietary interests. By devel- 
oping these interfaces jointly 
or jumping on existing bandwagons, vendors 
may cut development costs and increase their 
universe of prospects, but they aren’t going to 
solve user compatibility and portability prob- 
lems any time soon. 

Since the industry now consists of Microsoft 
and all others, we generally see two competing 
sets of APIs for just about any computing func- 
tion you can imagine — Microsoft’s and those 
offered in opposition by a consortium. 

The Unix vendors, for instance, began work 
earlier this year on a common set of APIs that, 
at least theoretically, will allow applications 
(with recompile) to run on different Unix plat- 


Committee-developed 
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forms. Six of the major Unix vendors led the 
charge spurred on by visions of Windows NT 
marching through their developer bases. Now 
75 are on board. The group is known as the 
Common Open Software Environment (COSE) 
coalition, and already there are 1,170 specific 
APIs in the COSE spec. 

Another good example is Common Object 
Request Broker Architecture 
(Corba), a specification devel- 
oped by the Object Management 
Group that will compete with Mi- 
crosoft’s Object Linking and 
Embedding (OLE) technology. 
There are already two anti-Mi- 
crosoft camps developing OLE- 
like APIs based on Corba. 

Now, I ask you... do you really think that all 
75 of those Unix vendors will adopt the same 
subset of those 1,170 APIs in the COSE suite 
and do it in the same way? Do you honestly be- 
lieve your programs will be able to run on any 
Unix operating system with a simple recom- 
pile? (And és there such a thing as a simple re- 
compile?) And how much would you be willing 
to bet that those two camps of OLE competitors 
will offer interoperable APIs? Let’s face it: It’s 
tough enough for a single vendor to have its 
own products adhere to a single set of common 
APIs. 

My beefs with committee-developed or band- 


sto 
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wagon APIs are the same as my beefs with oth- 
er standards. They are usually developed out 
of a political process with minimal input from 
users. They are generally completed long after 
the market has found another solution. They 
come with enough options for implementation 
as to contradict the idea of a standard. There 
is always a hidden cost to convert. And there is 
no assurance of forward compatibility. 

APIs free us from writing programs to spe- 
cific operating systems or hardware specs but 
not from writing to thousands of APIs, each 
with multiple options for implementation. 
There is only one Windows NT, but there are 
three different programming APIs for it 
(Win32, Win32s and Win32c). Writing to the No- 
vell NetWare 286 API didn’t mean applications 
would run on NetWare 386. 

As long as vendors com- 
pete, consortia-developed 
APIs will be designed to 
the lowest common de- 
nominator: They'll offer 
enough commonality to 
compete with the market 
leader, but not much more. 





Gantz is senior vice president of International Data 
Corp., where he is responsible for all research and con- 
sulting in desktop automation and workgroup and of- 
fice computing. 
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Notebook computers 


IBM ThinkPad 750s 


Desktop Computing 


late but weleomed 


By Michael Fitzgerald 
NEW YORK 


The IBM PC Co.’s new ThinkPad 750 fam- 
ily of notebooks offers a complete rede- 
sign. The result is a product that weighs 
significantly less than most, promises 
dramatically longer 


terms of meeting demand. 

“We do not expect to catch up to our 
demand in the fourth quarter,” said Mi- 
chael Coleman, the PC Co.’s vice presi- 
dent of brand management and market- 
ing. However, he insisted the company 
would produce more ThinkPads this 

quarter than last, 





battery life and has 
features such as mul- 
timedia support, ex- 
tensive communica- 
tions options and 
easy upgradability. 
But the 750 carries 
the burden of its pre- 
decessors, which 
were well-received 
but suffered availabil- 
ity problems. 

“We've hit a home 
run with this one,” 
said Bruce Claflin, 
president of PC Co. 
Americas, and ob- 
servers appeared to 
agree. Claflin compared this ratingto his 
rating the popular ThinkPad 700 as a 
“double.” 

Still, a promising big hitter offers only 
potential if it cannot deliver, and PC Co. 
officials seemed to concede the company 
may remain in the minor leagues in 


New ThinkPad 750 will provide a 
cellular communications option 


which may help re- 
duce supply prob- 
lems. 

Also, the Model 
750C, a unit outfitted 
with what IBM de- 
scribes as a_ high- 
quality, passive-ma- 
trix color screen, has 
a late November ship 
date. IBM said the 
750C is a way to si- 
phon demand from its 
hard-to-get active- 
matrix color Think- 
Pads. 

Shipping or not, the 
new 750 line has 
enough features to make competitors sit 
up and take notice, analysts said. 

“Tt’s hot, and I think it'll force the other 
vendors to address its features,” said 
Randal Giusto, an analyst at market re- 
search firm WorkGroup Technologies, 
Inc. in Hampton, N.H. 





Lower-cost Digital Alpha AXP awaits vendor support 
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The ThinkPad’s sophisticated array of 
multimedia features includes a built-in 
16-bit stereo audio subsystem, which has 
a speaker and I/O jacks. Also, Mwave, an 
analog-to-digital converter chip from 
IBM and Texas Instruments, Inc., resides 
on the motherboard. These features will 
allow users to run television images on- 
line or do full-motion video. 


Your choice 


Needed extras 

While analysts such as Jef- 
frey Henning at BIS Strate- 
gic Decisions in Norwell, 
Mass., said these features 
would appeal “to a distinct 
minority of notebook us- 
ers,” at the same time it 
could not hurt the PC Co. to 
add the extra technology 
since it has kept pricing ag- 
gressive. 

And users whose sales 
forces give many presenta- 
tions said the multimedia 
capabilities are attractive. 

“Under the right circum- 
stances, [multimedia] is 
something we'd like to do,” 
said Ron Edwards, director 
of sales operations at Nike, Inc. in Bea- 
verton, Ore. Edwards stressed he has not 
seen the new ThinkPads but would like 
to give Nike sales representatives the 
ability to put 30- to 60-sec. full-motion vid- 
eoclips into sales presentations through 
Microsoft Corp.’s PowerPoint or Asymet- 
rix Corp.’s Compel application. 

Victor Mutnick, vice president of cor- 
porate information systems at New York 
Life Insurance Co., said the ThinkPad’s 
multimedia capabilities mean that the 
big insurer will start looking into devel- 


The 5.5-pound 
ThinkPad Model 750 
costs $3,199 with a 
170M-byte hard drive 
and $3,749 witha 
340M-byte hard drive. 
The 6.2-pound Model 
750CS costs $3,899 
and $4,449, 
respectively, forthe 
same configurations. 
The 6.4-pound Model 
750C costs $4,699 and 
$5,249, while the pen 
and keyboard Model 
750P costs $3,749 and 
$4,299. 


oping multimedia applications. 

“We do find [multimedia] interesting, 
but it’s probably a year or two ahead of 
us, and we don’t see investing in hard- 
ware now when you know there'll be 
something better then, probably from 
IBM,” Mutnick said. 

The ThinkPad’s design also appears to 
give it a step up on the com- 
petition. The keyboard flips 
up to allow users to easily 
upgrade the hard disk and 
change the battery. It also 
lets users remove the floppy 
drive, either to lower the 
traveling weight or to addin 
some optional modules 
such as a wireless modem 
or, in the first quarter of 
next year, a cellular digital 
packet data wireless mo- 
dem or TV Tuner module. 


Users doubtful 

Some users questioned 
whether the PC Co. was ac- 
tually serious about up- 
gradability, given the en- 
tirely new form factor and 
design of the ThinkPad 750. 

“Tm a little annoyed on the 750 be- 
cause it is a completely different form 
factor, which I think means they’ve for- 
gotten about upgradability,” Mutnick 
said. 

PC Co. officials said that while hard 
drives from older models will not fit into 
the newer ones, the company will at the 
same time build versions of the 340M- 
byte hard drive for its 700 and 720 prod- 
ucts and will also build versions of the 
wireless modems and other module add- 
ons for its older products. 








Double or 
nothing 


By Craig Stedman 
MAYNARD,MASS. 


Following the recent introduction 
of a lower-cost Alpha AXP micro- 
processor, Digital Equipment 
Corp. said it hopes in the next six 
to nine months to start enticing 
any major PC vendors besides it- 
self and business partner Ing. C. 
Olivetti & Co. to commit to building 
Alpha-based systems. 

Kevin Fielding, senior product 
marketing manager for the DEC- 
chip product line, noted that Digi- 
talis talking most seriously at this 
point with second- and third-tier 
vendors. These companies “are in 
danger of going out of business” 
because they face fierce competi- 
tion in the market for X86-based 
PCs and need to find alternate rev- 
enue sources, he said. 

Fielding would not comment 
specifically on any negotiations 


but cited Northgate Computer Sys- 
tems, Inc. and Everex Systems, 
Inc. as examples of the type of ven- 
dor that Digital might be able to 
snag in the short term. The cream 
of the PC crop — companies such 
as IBM, Compaq Computer Corp. 
and Dell Computer Corp. — are 
maintaining a wait-and-see aiti- 
tude toward Alpha, he added. 

Digital needs support from oth- 
er vendors to help ship the 4 mil- 
lion to 5 million chips it said are 
needed per year to fund its Alpha 
investments, analysts said. A lot, 
therefore, is riding on the new 
DECchip 21066, which is targeted 
at PCs that run Microsoft Corp.’s 
Windows NT and cost as low as 
$2,500 [CW, Sept. 6]. 

“It’s very critical for them to get 
this chip out and have it be suc- 
cessful,” said Linley Gwennap, se- 
nior editor of the “Microprocessor 
Report,” a newsletter in Sebasto- 


pol, Calif. Digital needs increased 
volume to attract not only other 
hardware makers but also soft- 
ware vendors, he added. 

Thus far, Digital has signed up 
several small PC vendors in addi- 
tion to its own PC unit and Olivetti, 
in which Digital is a minority inves- 
tor. Included is Carrera Comput- 
ers, Inc., a Laguna Hills, Calif., ven- 
dor that recently started shipping 
a deskside PC based on the origi- 
nal DECchip 21064 device. 


Guiding hand 

A potential drawback to getting 
more companies to join the fold is 
that lower-tier suppliers pressed 
by the PC price wars “don’t have a 
lot of design resources” available 
for an Alpha project, Fielding not- 
ed. As a result, Digital will sell Al- 
pha-based motherboards or pro- 
vide sample board designs as a 
“development guideline,” he said. 


The 21066, which runs at clock 
speeds up to 166 MHz and uses 21 
watts of power, is scheduled to go 
into volume production in the first 
quarter of 1994. Due out late next 
year, meanwhile, is a 21066 deriva- 
tive that will be targeted for use in 
portable machines running Win- 
dows NT, Fielding said. 

That device should require less 
than 2'2 watts of power on a con- 
tinuous basis, according to Field- 
ing. He said, though, that Digital 
does not expect much ofan NT por- 
table market to develop for at least 
the next few years. 

Larry Stiefvater, research prin- 
cipal at the Kraft General Foods 
Research Technology Center in 
Glenview, Ill., said Kraft’s technol- 
ogy demonstration workers, who 
travel regularly, might benefit 
from an Alpha-based portable. But 
most users do not need that much 
power, he added. 
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Digital also plans to 


release a faster version 
ofits flagship DECchip 
21064 microprocessor . 
before the end ofthe 
year. Kevin Fielding, a 
manager for the 
DECchip devices, said 
clock speed should be 
50% faster than the 
first version of the 
21064, which would 
put it up in the 
300-MHz range. 
Performance is 
supposed to get an 
even bigger boost: The 
size of the dual 
memory caches on the 
21064 will double to 
16K bytes each, 
Fielding added. 
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Software suite wars 


Lotus takes offensive against Microsoft 


By Michael Vizard 





After virtually ceding the 
PC software suite market 
to its archrival for the past 
two years, Lotus Develop- 
ment Corp. is putting the 
finishing touches on a 
makeover of its Smart- 
Suite offering. The changes are intended to 
give Lotus enough muscle to compete for the 
first time with Microsoft Corp., which owned an 
estimated 77% of the suite market last year. 
The latest Lotus move consists of adding a 
version of the Approach database, which Lotus 
acquired earlier this year, toSmartSuite. At the 
same time, Lotus is dropping the CC:Mail client 
software from the suite, which essentially al- 
lows the company to add Approach without 
raising the price, and 


of Microsoft’s Object Linking and Embedding 
(OLE) interface for Windows. 

Complementing this move is the addition of 
Approack, which has been updated to support 
the Smarticons included in all Lotus applica- 
tions. The database strategies, alongwith their 
respective electronic-mail efforts, differentiate 
the two companies’ suite offerings. 

Lotus’ Approach was designed to be an easy- 
to-learn database without a programming lan- 
guage for end users who, Lotus said, typically 
do not need to develop applications. 

Microsoft countered that Access, which in- 
cludes Visual Basic as its programming lan- 
guage, provides an end-user tool that can scale 
upward as needs increase. “The trick is to pro- 
vide an easy-to-use database that can scale up- 
ward,” said Hank Vigil, Microsoft director of 
marketing for applications. 

For example, Ad- 


Playing its trump card 


ne of the cards Lotus has yet to fully play is the integration 
of its applications with its Notes groupware environment. 
With the last release of SmartSuite, all Lotus applica- 
tions can use a common implementation of Version 1.0 of 
Microsoft’s OLE facility to communicate with Notes. But 
Lotus has not yet moved to bundle Notes into a suite offer- 
ing, which would simplify the purchase process and provide a price 
break to sites that standardize on Lotus applications and Notes. 
A.J. Dennis, an industry analyst at International Data Corp., 
suggested that Lotus bundle Notes client software with Smart- 
Suite and then raise the price of the Notes server edition to make 
up for lost revenue. By doing so, Lotus would introduce customers 
to Notes on a wide-scale basis while providing a suite offering that 
rivals could not duplicate, Dennis said. 
“Lotus has the potential to use SmartSuite to hook users into 


enhancing the inte- 
gration of its 1-2-3 
spreadsheet. 

The arrival of this 
version of SmartSuite 


Suite-talking 


Users expressed concerns about quality degradation 
and compatibility with other software when 
shopping for packaged productivity tools 


Top-rated considerations 


vanced Communica- 
tions Technology 
Corp. in Minneapolis 
opted to replace Ap- 


Notes,” said Krystyna Filistowicz, an industry analyst at Data- 
quest, Inc. in San Jose, Calif. 

Lotus has indicated that it intends to offer a SmartSuite edition 
that includes Notes but has given no time frame for that move. 


will give Lotus an of- i 
: : rasan) 

fering that for the first 

time does not imitate Perceived loss of “best 
Microsoft Office. A of breed” products 
$795 SmartSuite 
package will consist 
of Approach, Ami Pro, 
1-2-3 Release 4.0, 
Freelance Graphics 
and the Organizer 


Ending up with 
unneeded products 


Loss of flexibility/ 
limited to one vendor 


Hardware drain 





proach with Access 
three months into a 
development project, 
said John Cavan- 
augh, a senior vice 
Cost president at the tele- 
communications con- 
sulting company. 
Cavanaugh said 
his firm found that 
the query facilities in 


cei miata ec) 


Compatibility with 
existing software 
Features 


Maintenance and 
support policies 





personal information 
manager. 

In contrast, a $750 Microsoft Office package 
includes the Excel spreadsheet, Word word 
processor, PowerPoint presentation graphics 
and a client license for Microsoft Mail. Micro- 
soft also has a $950 version of Office that in- 
cludes the Access relational database. 

Until the arrival of 1-2-3 Release 4.0 earlier 
this year, Lotus’ ability to compete in the suite 
market had been hamstrung by a poor Win- 
dows implementation of its flagship software 
package. Last week, Lotus moved to supple- 
ment 1-2-3 with an upgrade that adds support 
for Lotus’ Application Exchange Field facility, 
which is an implementation of Version 1.0 


Source: International Data Corp. Framingham, Mass. 


Approach were too 
limited for its needs. 

He also said that while Approach is definitely 
easier to use than Access, the Microsoft data- 
base has more to offer. In addition, Microsoft is 
expected to deliver an easier-to-use Version 2.0 
of Access later this year. 

On the E-mail front, Lotus said its research 
has found that the people who purchase E-mail 
are not the ones who purchase PC applications. 

But Vigil said E-mail will be an important 
part of Microsoft’s still unfolding groupware 
strategy, which justifies continuing to put Mi- 
crosoft Mail client software in the suite. 

For Lotus to compete in the suite arena 
against Microsoft, which has sold more than 





Will Reynolds, Lotus development manager for SmartSuite, said 
Lotus maintains an edge over rival applications in a Notes envi- 
ronment because it builds applications with Notes integration in 
mind. Lotus is also expected to further leverage Notes by deliver- 
ing a document management system for Notes later this year. 

—Michael Vizard 


2 million suite licenses worldwide to date, it will 
have to focus heavily on getting 1-2-3 for DOS 
customers to adopt the entire Lotus suite. 

For example, Holland America Line- 
Westours, Inc. in Seattle is looking at moving 
from 1-2-3 for DOS and Professional Write from 
Software Publishing Corp. to SmartSuite. 

Scott Brady, data resource manager, said the 
potential move to SmartSuite is being driven 
by economics and the firm’s reliance on 1-2-3. 
He said Lotus has a more flexible licensing 
structure that supports concurrent users. 


Whata feeling 
In general, industry analysts credit Lotus with 
having an edge over Microsoft in terms of pre- 
viding a well-integrated suite offering because 
all Lotus applications support OLE 1.0 and 
share a common code basis that allows them to 
have the same look and feel. 

“With SmartSuite 2.0, it just feels right,” said 





Banding together 


While Microsoft and Lotus have been 
playing up the integration benefits of 
low-cost application suites, industry 
rivals that do not possess the same 
breadth of software have been band- 
ing together to deal with users’ grow- 
ing interest in suites. 

Acase in point is Borland Interna- 
tional, Inc.’s move to market Borland 
Office, which combines Borland’s 
Quattro Pro spreadsheet, its Para- 
dox database and WordPerfect 
Corp.’s WordPerfect word processor 
into a single offering. 

But for Borland and WordPerfect 


to be successful, users said they will 
have to prove their software offers 
substantial benefits over the individ- 
ual components that Microsoft and 
Lotus have included in their suites. 

For example, WordPerfect is about 
to ship Version 6.0 of its namesake 
word processor for Windows. Word- 
Perfect users said they are confident 
the company’s plans to support Ver- 
sion 2.0 of Microsoft’s OLE will pro- 
vide sufficient integration capabili- 
ties. 

“We've looked at WordPerfect’s in- 
tegration plans. I think the suite in- 
tegration issue is alot of marketing,” 
said Harris Televitz, director of tech- 
nology at Skadden, Arps, Slate, 
Meagher & Flom in New York. 


“For us, suites will be provided by 
two vendors [Borland and WordPer- 
fect] under one umbrella,” added 
Rock Blanco, vice president of infor- 
mation systems at Garber Travel 
Services in Boston. 

Enticing WordPerfect users to its 
SmartSuite offering may prove chal- 
lenging for Lotus. Thus far, its Ami 
Pro software has only a 10% market 
share, and WordPerfect has just 
shipped a new release. Microsoft, 
meanwhile, has the top-selling word 
processor for Windows. 

However, Lotus should be able to 
gain market share against WordPer- 
fect by leveraging suite sales, said 
Krystyna Filistowicz, an industry 
analyst at Dataquest, Inc. 


A.J. Dennis, an industry analyst at Internation- 
al Data Corp. in Framingham, Mass. 

The challenge for Lotus will be whether it can 
leverage that advantage as corporate shops 
move from DOS to Windows before Microsoft 
delivers Microsoft Office 4.01 this fall. That ver- 
sion will add OLE 2.0, a common macro lan- 
guage and intelligent agents to the suite. 

In fact, Lotus has been moving too slowly for 
some customers. K. C. Madden, a business de- 
cision-support consultant at Kraft General 
Foods, a subsidiary of Phillip-Morris Corp. in 
Hawthorne, N.Y., reported that his division is 
eschewing 1-2-3 in favor of Microsoft Office. 

“We made the decision before 1-2-3 Release 
4.0 came out. We’re going to stick by our deci- 
sion because the vendors keep leapfrogging 
each other. Microsoft has a new generation of 
applications. We may look at it again in two 
years,” Madden said. 
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ewlett-Packard computer systems 
helped Spalding’s worldwide revenue grow 
four times faster than the industry average. 


“Our HP 3000s have taken the 
worry out of daily operations and 
Suture growth. They leave us free to 

concentrate on customer service.” 


Bard White, Spalding’s CIO and 
Worldwide Director of MIS 


Biwea of investing in main- 
frames, Spalding looked for a 
better way to manage its growing 
business. A way that would make 
the 115-year-old sporting goods 
company more responsive to cus- 
tomer demands around the world 
and save money at the same time. 


So HP developed a networked 

solution built around powerful 

HP 3000 Business Systems ina 
dozen data centers and distribution 
hubs worldwide. This gives Spalding 
instant global access to management 

information, helping them react quickly 
to changing consumer needs, and 
deliver products faster. 


rn 


To learn more, call 1-800-637-7740, Ext. 
7460 for our free video, Strategic 
Computing, starring some on- 
the-ball business leaders. It 

shows why you might want 

to rethink your company’s 

game plan. 


Think again. 


|G HEWLETT 


PACKARD 


1993 Hewlett-Packard Company CSY9306 
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Cyrix competes with Intel in 486DX class 


By Michael Fitzgerald 
RICHARDSON, TEXAS 





Intel Corp. today is expected to gain com- 
panionship in the market for its high- 
margin [486DX2 clock doubler, which 
could result in lower prices. Cyrix Corp. 
is scheduled to release three 486DX- 
class processors, including one that 


competes with Intel’s 25/50-MHz DX2. 

In other news, Cyrix landed its biggest 
customer to date, with the announce- 
ment by Zenith Data Systems Corp. of 
three new notebooks based on Cyrix’s 
33-MHz 486SLC part. The Z-Star 433VL 
family, which is priced starting at $1,399 
for monochrome and $2,399 for passive- 
matrix color, is aimed at the low end of 


the market. Cyrix officials said Hewlett- 
Packard Co. will use the SLC part in its 
OmniBook subnotebook, although HP 
would not comment on that claim or In- 
tel’s own claim that HP will use its SLC. 
Cyrix officials said they do not expect 
to put more than 100,000 486DX units on 
the market this year, so it will not outship 
Advanced Micro Devices, Inc. in the 486 





A NETWORKING TECHNOLOGY COMPANY 


YOU’RE LOOKING AT THE ANSWER TO YOUR COMPANY’S 
NETWORK OUTSOURCING NEEDS. 


Actually, you won't find the answer on this piece of 
paper. At least not yet. And that’s exactly the point. 

Your business is different from everyone else’s. Your net- 
working needs are unique. So why is it so many companies 
already have a pre-packaged, one-size solution to your net- 


services. 


Custom Network Solutions provide the foundation for your 
data, voice and video network requirements from re-engi- 
neering through implementation and management. We also 
offer many other value-added outsourcing opportunities 
including a full range of remote computing and messaging 





working problems, even before they've asked you a question? 
At Advantis™ we believe the only real answer is to start 
with a blank sheet of paper. We'll sit down with you and dis- 
cuss your specific requirements. Then we'll recommend a 
solution that’s designed for your company. 
No one is more capable of handling your networking 
needs, because networking is our only business. Our 


© 1993 Advantis. All rights reserved. TM Advantis is a trademark of Advantis 
TM IBMMAIL is a trademark of International Business Machines Corp. 
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So if you're tired of pat answers or blank stares, let us 


start with a blank sheet of paper. Call the 
networking experts at Advantis: 


1-800-775-5808 or send an elec- 
tronic message to USAVTADV at 
IBMMAIL™ today. 


A NETWORKING TECHNOLOGY COMPANY 


market, or approach Intel’s multiple 7- 
figure unit volume. However, analysts 
said the Cyrix chip could still impact In- 
tel’s DX2 pricing. “The large majority of 
Intel’s profits come from the DX2, so if 
somebody nips at its costs, Intel will 
probably have to drop prices,” said Kim- 
ball Brown, an analyst at Computer In- 
telligence/InfoCorp in Santa Clara, Calif. 

An official at one systems vendor, who 
asked not be identified, said, “Anything 
that lets us go to Intel and plead competi- 
tion can only help us.” 

Cyrix has added an 8K-byte cache to its 
DX2 and tweaked the instruction set so 
it will run certain instructions more 
quickly than Intel’s chips, though Cyrix 
officials said they were unsure of the per- 
formance gains users might achieve. 


Utilities shakeout 
gains momentum 


By James Daly 
CUPERTINO, CALIF. 





Symantec Corp.’s purchase of Fifth Gen- 
eration Systems, Inc. begins the consoli- 
dation of the competitive utilities field, 
which was sparked last March when Mi- 
crosoft Corp. introduced the refreshed 
DOS 6.0 operating system featuring a 
passel of new utilities. 

Symantec officials said they will ac- 
quire the Baton Rouge, La., utilities soft- 
ware maker in a stock swap worth about 
$44 million. The move is subject to gov- 
ernment and shareholder approval and 
is slated to be completed within 30 days. 

The companies said the acquisition 
will give them the chance to focus on the 
distributed computing market. “The 
stand-alone utilities market is not a 
growth market anymore,” said Ellen 
Taylor, general manager at Symantec’s 
Peter Norton Computing Group. “The 
real opportunities lie on the networks.” 

That realization was sharpened after 
the introduction of DOS 6.0. Many in the 
field said they felt that Microsoft’s inclu- 
sion of utilities such as compression into 
DOS 6.0 could force producers of other 
utility products out of the market. 

Fifth Generation President Barry L. 
Bellue said this spring that the DOS 6.0 
utility additions caused a 35% drop in 
sales of utility applications among all 
manufacturers in a recent quarter. 

In addition, Stace Electronics, Inc. al- 
ready faces tough financial straits and 
has laid off nearly 20% of its work force. 

Nine-year-old Fifth Generation devel- 
ops utilities for DOS, Windows, OS/2, 
Unix, Macintosh and Novell, Inc. Net- 
Ware operating platforms. Its products 
include the FastBack backup utility and 
the Untouchable antivirus software. 

Taylor would not comment on specif- 
ics. Bellue, however, will stay on report 
to Symantec President Gordon E. Eu- 
banks Jr. while Fifth Generation is ab- 
sorbed into the Peter Norton Computing 
Group. 

Taylor noted that the two companies 
will focus much of their energy on deliv- 
ering network-based utilities. 





Rightsizing? 
Think Belore You Leap, 


Information Builders And Sun Microsystems Give You Rightsizing Solutions With Minimum Risk. 


Are you thinking about rightsizing but worried — of UNIX workstations and servers, offers computin 
about oie a data don your ae systems? strategies that work with your existing aaa : ee 
How do you make your hardware, operating And, Information Builders has the software To help you understand the challenges and 
systems and protocols appear as a single resource products, FOCUS and EDA/SQL, to help rewards of rightsizing, the Hurwitz Consulting 
to your end users? And, how do you satisfy all SPARCstation’; SPARCserver™ and SPARCcenter™ Group has prepared a white paper, “The Road to 
these requirements in a client/server architecture? _ users implement productive open systems solutions. _Rightsizing: Planning a Proactive Approach” 
—_—_—_____________________ Fo, the world’s most widely installed 4GL, It might be just the right thin 

A PROACTIVE APPROACH TO RIGHTSIZING gives you the tools you need for client/server to oul you back cin the : 

Before you leap into Rightsizing, talk to application development and decision support. edge and put you in control 
Information Builders and Sun Microsystems. EDA/SQL, the data access standard, provides of your rightsizing strategy. 
We understand the problems and the needs of access to all data on any platform. For your FREE copy... 
companies facing these tough questions, and With Information Builders and Sun, youcan 
have been providing solutions to the Fortune design a seamless migration strategy fora een eared 
1000 for years. structured rightsizing plan—without a major Ro 


Sun Microsystems, the world’s leading supplier disruption of your business. | _anicooytons information 
Computer Corporation 
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FOCUS and ——=} EDA/SQL are trademarks of Information Builders, Inc., 1250 Broadway, NY, NY 10001 2 EW oe Oy: y 





PETER NORTON WANTS 


YOU 10 Seit 


CONTROL Of 


THE NETWORK. 


Access Rights 


Available: 
ae ANALYSTS 
& APP_123WIN 
PP_EXCEL 
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@e FIELD SALES 
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ye MANAGERS 
Se MARKETING 


It seems Windows was designed to make 
everyone's life easier. Everyone, that is, save 
for today’s network manager. 

Saving that manager is exactly what Peter 
Norton has in mind. With Norton Desktop’s 
Network Menuing Admin Pack 2.2 (NMAP for 
short), you now have the power to take complete 


Peter Norton 


the leader in Windows 


control over access to network’ applications. 
utility software Peter recognized that there may be hundreds 
of Windows users with varying skills, needs and preferences. And 
then there is you, expected to maintain corporate desktop standards, 
control the free flow of information and handle the stream of panicky 
requests from your users. 

With NMAP as a seamless add-on to Norton Desktop for Windows 


ding Novell Netware, MS- 


ed trademark of Symantec Corporation. All other 


LAN Manager and Banyan Vines. 


ie EXECUTIVES 
@ LGILMOUR 

@ MANAGERS 
@ PNORTON 


2.2, you get centralized security and menu control over all the 
applications on your network. You can also easily customize your users’ 
interface, without taking away the individual flexibility they demand. 

NMAP’s unique Administrator's Mode makes restricting access to 
applications fast and simple because it’s based on existing network 
privileges. Best of all, you can exercise all this control without ever 
leaving your desk. 

Of course you might miss the old adrenaline rush of higher support 


costs, breached security, lost productivity sm 
and panicky phone calls. But Peter's betting =NORTON 
you won't. DESKTOP 
To order NMAP 2.2 or to find the reseller NETWORK MENUING 
ADMIN PACK 
SYMANTEC, 


nnn 


nearest you, Call us direct at 1-800-628-4777 
ext. AB87. 


For more information in Europe, call 31-71-353111. In Australia, call 61-2-879-6577. In Canada, call 1-800-667-8661 


ducts are trademarks or registered trademarks of their respective holders. ©1993 Symantec Corporatisn. All rights reserved. 
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Now you can discover why data warehousing is the most cost effective way to obtain 


decision-support information. To register, mail us this response card or call 1-800-995-2928 
to reserve by phone. But don't wait. Seating is limited. 


LJ Columbus, OH, Hyatt Regency, Oct 6 C) Santa Clara, CA, The Westin Hotel, Nov 11 
Minneapolis, MN, The Registry, Oct 7 C) Dallas, TX, The Westin-Galleria, Dec 2 
Toronto, Canada, SAS Exec Briefing Center, Oct 19 C Chicago, IL, Sheraton Chicago Hotel & Towers, Dec 8 
Newark, NJ, Sheraton Woodbridge, Nov 2 OC) Orlando, FL, The Orlando Marriott, Dec 16 
New York, NY, Tandem Exec Briefing Center, Nov3 (1 Philadelphia, PA, Sheraton-Valley Forge, Jan 19 

C} Los Angeles, CA, LAX Renaissance Hotel, Nov 10 C) Pittsburgh, PA, Pittsburgh Hilton & Towers, Jan 20 
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According to Belanger, the most signif- 
icant features in FrameMaker are an un- 
derlying programming language that al- 
lows him to save file descriptions, the 
ability to change portions of a document 
and then have that document automati- 
cally reformatted and an indexing and 
table of contents facility that is automat- 
ically linked to specific areas of text. 

FrameMaker runs on Windows, Macin- 
tosh and Unix platforms. Pricing starts 
at $895. 


Frame lures word processing users 


By Michael Vizard 
SANJOSE,CALIF 


Also included is a facility that provides a 
detailed comparison of two versions of a 
document and an application program- 
ming interface that allows customers to 
link custom applications with Frame- 
Maker. 

“FrameMaker gives us the ease of use 
of a word processor and the technical 
strengths of a document publishing 


package,” said Francois Belanger, direc- 
tor of electronic publishing at GDC et As- 
socies in Montreal, which translates 
textbooks from English into French. 

In contrast, he said word processing 
packages are not robust enough to han- 
die large documents, while high-end doc- 
ument publishing packages take up too 
much space on desktop systems. 


Looking to shore up its ongoing cam- 
paign to entice word processing users to 
move over to an integrated desktop pub- 
lishing package, Frame Technology 
Corp. last week released Version 4.0 ofits 
FrameMaker software. 


For the past two years, Frame Tech- 
nology has been positioning FrameMak- 
er, which bundles a word processor with 
a desktop publishing software package, 
as an offering that already provides the 
desktop publishing features suppliers of 
word processing packages have been 
gradually adding to their wares. 

In the new release, the company said, 
it has enhanced FrameMaker with 100 
new or updated features, including an 
improved automated page layout facility 
and more easily defined hypertext links. 


A Watermark decision 
Document imaging vendor Water- 
mark Software, Inc. has entered 
into a distribution agreement with 
Law Cypress, which will immedi- 
ately begin selling Watermark’s 
Discovery Edition product. The 
Discovery Edition is a Windows- 
based application that embeds 
document image objects into any 
Object Linking and Embedding- 
compliant Windows application. 
The two firms also plan to educate 
and train value-added resellers 
about Watermark’s product line 
and develop bundled programs. 


CDS to sell Acer prods 
Control Data Systems, Inc. has 
signed a one-year agreement to 
sell Acer America Corp.'s PCs and 
network servers as part of its sys- 
tems integration business. 





Battery charge 

AER Energy Resources, Inc. last 
week licensed Westinghouse Elec- 
tric Corp.’s cathode technology, 
which AER Energy hopes to use to 
build longer-running rechargeable 
batteries for portable notebook 
and pen computers. 


Jeppesen goes electronic 
Jeppesen Sanderson, a subsid- 
iary of The Times Mirror Co. that 
publishes navigation charts for the 
airline industry, has adopted the 
DynaText electronic delivery sys- 
tem from Electronic Book Tech- 
nologies, Inc. 


SHORT TAKES NCR Corp. said it 
would sell its PCs through direct 
mail. ...Corel Corp. has launched 
its fifth annual $1 million Corel- 
Draw World Design Contest 








Ghent servers, giant servers and main- 
frames alike will all accommodate a data 
warehouse, given the right software. That's 
where Bill Inmon comes in. 

Bill created PRISM Warehouse Manager,” 


a data warehouse automation tool that’s 


eS f 


business trends will be much easier 


BUILDING A WAREHOUSE 
On THE SERVER 


PRISM Warehouse Manager automates 
the entire warehouse building process. It trans- 





directory, so you can track information as it 
changes over time. 

And only PRISM offers 20 Inmon Generic 
Data Models"—named after Bill, of course— 
for specific corporate functions and industries. 


These templates determine how information 
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proving indispensable to high-level decision 
makers. Now he's taken Warehouse Manager 
one step further, making it fully compatible 
with IBM, HP DEC, NCR and most other 
servers running Oracle, Sybase, DB2 and 


RedBrick databases. 


ORGANIZED INFORMATION 
AT YouR FINGERTIPS 


Today's operational databases simply 
werent designed for information processing. 
Typically, data is stored in various applications 
on several databases. So converting raw data 
into usable information takes forever. 

A data warehouse, on the other hand, 
stores data in a single, integrated informational 
database. In one consistent format. And in 
one easy-to-find location. A warehouse will 
put years of historical information at your 
fingertips. Responses to your information 
requests will be quicker You'll get a clear pic- 
ture of overall business activity. And analyzing 
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forms data from current operational and legacy 
systems into accessible, historical information. 
Data is automatically extracted, summarized 
and restructured, then loaded into either a 
mainframe or server environment. 

Warehouse Manager wont disrupt oper- 
ational activity. It simply scans and copies 
information before moving it into the data 
warehouse. Data sweeps take little time and 
are conducted when processing activity is 
minimal. To modify the warehouse, just change 
a few parameters. The data is automatically 
regenerated in minutes, a feature that speeds 
up prototyping. 


A WorRKING WAREHOUSE 
In A Few SHort Days 


With Warehouse Manager's Metasource™ 
on the same target relational database as the 
data warehouse, information is easy to organize 
and maintain. Metasource keeps a record of 


transformations and serves as a historical 





Bill Inmon, creator of the data warehouse 


is structured within the warehouse. And 
they eliminate the time-consuming task of 
developing a custom data model. 

Building a data warehouse will take longer 
than you can afford to wait, unless you use 
Bill's shortcut. Since Warehouse Manager is 
fully automated, you won't waste time writing 
code by hand or learning new languages. And 
with your staff spending more time analyzing 
information, and less time searching for it, 
your productivity can increase tenfold or more. 

Call us. We'll send our specialists to help 


you build your own trial warehouse. 


Call 1-800-995-2928 for more 
warehouse in a few short days, or to get a 
free Tech Topic entitled “Data Warehouse 

And Chent/Server Processing.” 


PRIS M™M 


© 1993 PRISM Solutions, Inc., 440 Oakmead Parkway, Sunnyvale, CA 94086 (408) 481-0240, PRISM Warehouse Manager and Metasource are trademarks of PRISM Solutions, Inc. Inmon Generic Data Models is a trademark 
‘ of Forest Rim Technologies. All brand or product names are trademarks or registered trademarks of their respective holders. 
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Carole Patton 


Killer apps 
a rare breed 


The PC world is bulging with Windows 
apps that aspire to be “killers,” but only 
a handful are destined for greatness. 

One of those few that seem marked for 
success is Replica from Farallon Com- 
puting, Inc. in Alameda, Calif. Replica 
creates a TrueType document, including 
all fonts. The idea here is solid. You cre- 
ate one file (an RPL file) and send it. 
Then, whether the recipient has a Macin- 
tosh ora PC, he can open this file with a 
reader, view it and print it. It’s a univer- 
sal format that circumvents one of to- 
day’s biggest problems: distribution. 

Replica costs $79. The reader software 
is provided free to any and all recipients 
requiring it, which gives the product a big 
leg up on Adobe’s Acrobat, which charg- 
es $50 for its Viewer software ($19 forvol- 
ume orders). 

Another of Replica’s appealing fea- 
tures is that there’s no learning curve. If 
you can print from Windows, you already 
know how to use Replica. Like the cur- 
rent crop of fax software, Farallon has 
set up Replica’s interface to look like an- 
other printer driver. In fact, you create a 
Replica document without even starting 
the program. You use it from your word 
processor by going to the printer setup. 

The only “gotcha” is that Farallon de- 
cided to use its own printer technology 
rather than Windows drivers. As aresult, 
the print quality isn’t quite as good and 
documents can change depending on the 
fonts chosen. 

Another promising new product is 
E-Mail Connection from Connect Soft- 
ware, a division of the Redmond, Wash.- 
based contract programming firm Ado- 
nis, which was started by a group of 
ex-Microsoft programmers. They wrote 
this product because they were frustrat- 
ed with the technical mumbo jumbo us- 
ers needed to access E-mail services. 

E-Mail Connection has avery simple 
setup. Users walk through, telling the 
program where they live (it knows what 
CompuServe access phone numbers are 
needed) and the speed of their modem (it 
sets the baud rate). However, if you think 
E-Mail Connection is a communications 
program, you're wrong. Actually, this is 
asmart front end for something every 
Windows user already has on his desk- 
top: Windows Terminal. 

E-Mail Connection has a built-in data- 
base for storing messages and folders 
you can name. Best of all, the rules for 
routing information are built-in. This 
means you can send an Internet message 
from a service such as CompuServe with- 
out having to remember a long, esoteric 
address. No other communications pro- 
gram does that. 

A couple of cautions: This product is 
not a front end for CompuServe like Tap- 
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sis is, and it doesn’t handle message 
threads. Also, there is no way to import 
address lists. But for $99 (street price), 
this program is a breakthrough. 

Finally, there is one product that rais- 
es the question of whether star quality is 
enough. Ecco, a personal information 
manager (PIM) from Arabesque Soft- 
ware, Inc. in Bellevue, Wash., is an excel- 
lent package that may have missed its 
big moment. What Arabesque did with 
Ecco is clever. It combined two ways of 


- 
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looking at information — a spreadsheet 
view and a database view — and created 
a PIM that also includes an outliner. The 
product is still selling for the introduc- 
tory price of $99. 

The only problem is that corporate 
purchasers tend to be heavily net- 
worked, and network vendors are build- 
ing PIMs right into their E-mail. Lotus’ 
CC:Mail just added The Organizer, a very 
nice PIM. WordPerfect Office already has 
a great little to-do list and a calendar 


built-in and seamlessly integrated. And 
Microsoft has Scheduler, which could be 
interesting with a little work. 

My guess is that stand-alone PIMs will 
sell to the corporate market only if they 
include special-interest extras such as 
time and billing or contact management. 
Patton is president of the Mendham Technology 
Group in Mendham, N.J., which produces 
Client/Server Summits for corporate strate- 
gists. Her MCI Mail address is 401-4869. 


a ehy ea G2 
RLD’S BIGGEST 
DATABASE COMPANY 





AD35 RY 


products from other vendors: 


[hat doesn't sound very safe, does it? 


How do you safely manage your data in the age of open systems? That 
question concerns a lot of people. 

So, out of uncertainty, many companies are becoming just as 
dependent on their database vendor as they once were on proprietary 
hardware vendors. Is that a bad thing? It depends on which database 
vendor you choose. 

What if you choose the world’s largest database company? Well, 
Molt nr Aas ene Te Mant emai opareloreltreaarnn: nVOLerera ED combined with 


[hat means you los¢ the negotiating power open systems were 
supposed to give you. Look closely—you- may even find that thei 
products eka you to change the Way you do business. 





Symantec Corp. has introduced Version 
4.0 ofits Q&A for Windows database soft- 
ware. 

According to the Cupertino, Calif., 
company, the product features a fully in- 
tegrated word processor, a familiar 
spreadsheet view and a built-in personal 
assistant called “Do Anything Very 
Easily.” 





Desktop Computing 








Q&A for Windows allows users to cre- 
ate graphical forms of their data and is 
fully interoperable with Q & A for DOS. 

An IBM PC or a 100%-compatible PC 
running Windows 3.1 or higher in en- 
hanced mode is required. 

Q&A for Windows costs $249.95. 

» Symantec 

(408) 253-9600 





Claris Corp. has announced FileMaker 
Pro 2.1 for Windows and Macintosh, an 


end-user, cross-platform database. 

Expanded peer-to-peer networking 
support and productivity enhancements 
have been included in the offering. 

FileMaker Pro 2.1 supports the stan- 
dard NetBIOS application programming 
interface and is compatible with Novell, 
Inc.’s NetWare, Microsoft Corp.’s Win- 
dows for Workgroups and LAN Manager, 
Banyan System, Inc.’s Vines and Artisoft, 
Inc.’s LANtastic networks. 

According to the Santa Clara, Calif.- 


based company, support is provided for 
Novell’s MacIPX, a tool that offers 
streamlined peer-to-peer integration be- 
tween FileMaker Pro 2.1 Windows and 
Macintosh users without needing any 
special configuration of server-based 
data files and applications. 

FileMaker Pro 2.1 for Windows costs 
$129 through January 1994. FileMaker 
Pro 2.1 for Macintosh costs $399. 

» Claris 

(408) 987-7000 





BUT CHOOSING 
NUMBER TWOIS 
BETTER FOR 


YOUR BUSINESS. 


Which database software is really the safest to build your business 
on? Well, it’s a fact that INGRES® software has always been ahead of 
the pack technologically. 

We created the first client/server database in 1982. And intro- 
duced graphical development tools in 1990. So, while every database 


company promises you innovations, our innovations have been working 
for our customers longer. 


Want to exploit client/server technology to improve perfor- 
mance? INGRES databases are already doing it. Want to protect your 
investment in legacy data while you migrate to new technologies? 
We're doing that too, for companies around the world. 

Another reassuring thought: INGRES software comes from The 
ASK Group. So, you not only get more proven technology. You still 
get the safety of working with a worldwide company that has an 
impeccable reputation for service and support. 

But don’t take our word for it. Ask for our portfolio of customer 
case studies. Just call 1-800-446-4737. 


hen Ingres 


THE ASK GROUP 


Based on reported revenue as of 12/31/92 


©1993 INGRES Corporation, part of The ASK Group. INGRES is a trademark of Ingres Corporation. GA-1332 
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Pacific Crest Technologies, Inc. has in- 
troduced CardGrabber, a business card 
scanner system designed for Windows- 
based PCs. 

The product unites a compact scanner 
with an address book for Windows soft- 
ware that organizes, files, stores, re- 
trieves and prints business card images 
and data. 

By using optical character recogni- 
tion, images from a business card are 
converted into computer text and stored. 

According to the Newport Beach, 
Calif., company, built-in artificial intelli- 
gence software searches for data suchas 
company name, address and telephone 
and fax numbers and automatically puts 
the information into the corresponding 
database field. 

CardGrabber costs $395. 

> Pacific Crest Technologies 

(714) 261-6444 





Kensington Microware Ltd. has intro- 
duced Expert Mouse 4.0, a programma- 
ble trackball for IBM PCs, PS/2s and com- 
patible computers. 

According to the San Mateo, Calif., 
firm, the product features advances in 
software that include slow cursor tech- 
nology, programmable mouse com- 
mands, custom acceleration and appli- 
cation sets. 

Expert Mouse 4.0 is available in a seri- 
al version for $149.95 and a bus version 
(includes serial card) for $179.95. 

> Kensington Microware 

(415) 572-2700 


Product short 





Cardinal Technologies, Inc. has intro- 
duced the Cardinal Sensory System I and 
the Cardinal Sensory System II multime- 
dia kits. The products feature Cardinal’s 
Digital Sound Pro 16 Soundcards, dou- 
ble-speed CD-ROM drives for faster data 
access and Windows/DOS multimedia 
presentation software. Cost: System I is 
$599; System II is $699. Cardinal Technol- 
ogies, Lancaster, Pa. (717) 293-3000. 








CAREERS 
ON-LINE 


508 879-4700 
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Introducng ¢ 
PC DOS 61 4 


It’s the new PC DOS 6.1 
from IBM. And it one-ups 


MS-DOS" 6 for a lot of reasons. ae 
For one, it’s got improved memory man- 

agement. The Memory Optimizer not only gives 

users more memory, but also a configuration 

watcher to run the system more efficiently. 
It’s got utilities you don’t get with MS-DOS. 


For instance, you get a Program Scheduler 


MS-DOS 6.0 


for any program or DOS command, and a new editor that 
allows you to edit files at the same time. 
It’s got features you don’t get with MS-DOS. Such as support 
for PCMCIA Card Services (i.e., hot plugability for portable users), 
and the industry's leading 
Pen support for DOS. 
And there’s one more 
reason that goes beyond the 
software—PC DOS 6.1 
is backed by superior service and support, including a 24-hour 
helpline you can actually reach. What’s more, the first 60 days 
of support are free. 
So if you haven't got PC DOS 6.1, get it from your local 
software dealer. Or call 1 800 342-6672. 


MS-DOS 
ikea tabaednabe Poe (In Canada, call 1 800 465-7999.) 


High-speed When you consider all it’s got, PC DOS 6.1 from IBM 
floppy disk support = is definitely the one to get. 

Approximate number of 

viruses that can be detected 


— 

configuration optimizer 

[POMCIATIsuppen | 

[Programschesur TT * 


IBM is a registered trademark of International Business Machines Corporation. MS-DOS is a 
registered trademark of Microsoft Corporation. © 1993 IBM Corp 
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LANs 
SERVERS 
SOFTWARE FOR GROUPS 


David Coursey 


Charges will 
limit NT trials 


Microsoft’s new paid sup- 
port programs Should have 
them cheering in Provo. 
That’s because support for 
asingle $495 (list) copy of 
Windows NT costs $7,500 
per year or $150 per call. 
Which is a real kick in the 
teeth for those who'd like to do some tire-kick- 
ing of the Mother of All Operating Systems. 

Of course, the support cost is the same 
whether you're using vanilla Windows NT or 
the $1,495 NT Advanced Server and whether 
you have one or 100 copies. Still, at a time when 
Microsoft ought to be callingits NT customers 
weekly just to spread good karma among the 
masses, this isn’t a smart move. Anything that 
makes NT less attractive than NetWare is a 
case of Microsoft shooting itself in the foot. 

Microsoft counters that Novell also charges 
$150 a call for support, but this overlooks all 
those Certified NetWare Engineers who have 
been trained over the years to make low or no- 
cost NetWare support fairly easy to come by. 

Under pressure, Microsoft’s original plan — 
to include 30 days of free installation support 
with copies of NT purchased before the end of 
the year — has been extended until next June. 
But that still isn’t enough to help NT become a 
real competitor for NetWare, Unix and other 
network server architectures. 

This is just a first level of fault-finding. Mi- 
crosoft has created a support plan of almost 
biblical complexity (which befits the size of its 

Coursey, page 54 
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Support plan well-received 


By Ed Scannell 





Corporate information systems managers interviewed 
seemed to welcome Microsoft Corp.’s recently announced 
tiered technical support program, saying it offers more flex- 
ibility for users of products including Windows NT. 

The Microsoft Support Network program, scheduled to go 
into effect Oct. 1, is the company’s attempt to get away from 
the one-size-fits-all approach of previous support pro- 
grams, according to some IS managers. 

It is anecessary evolution, 
in their opinion, if the com- 
pany is to entrench NT as a 
standard for the develop- 
ment of mission-critical cli- 
ent/server-based applica- 
tions. 


Three levels 
The program has three cate- 
gories of support, with Pre- 
mier Support — the highest 
level — aimed at Fortune 
1,000 accounts and third- 
party developers. 

Premier Support prom- 
ises personalized technical 
support and 24-hours-a-day, 


Microsoft support options 


~ | Priority comprehensive: $7,500 per year; 
~ | $995 per 10-pack; $150 per incident 


There are two versions of Premier Support: Comprehen- 
sive Support, which assists Fortune 1,000, education and 
government accounts in system administration and in- 
house development; and Premier Development Support, 
which focuses more on commercial developers and OEM 
adaptation issues. 

Both programs carry a base fee of $20,000 per year, which 
could go higher depending on the number of systems an ac- 
count has. 

The programs’ price tags do not appear to be a deterrent 
to the IS managers inter- 
viewed. 

“When you look at what 
we are paying for software 
and support across the 
board, $20,000 is a bargain. 
For us it is not even an is- 
sue,” Hassell said. 

“Pricing on their previous 
support was in the same 
ballpark. We need to inves- 
tigate more the impact of 
what we must pay above the 
base charge of $20,000,” 
said Scott Russell, a senior 
technical consultant at 
Georgia Pacific Corp. in At- 
lanta. 





seven-days-a-week priority 
access to Microsoft techni- 
cians. 

Each corporate account is 
assigned a technical ac- 
count manager who has de- 
tailed knowledge of that account’s technical needs. 

“We like this agreement because we are writing mission- 
critical applications that will run on PC networks,” said Rob 
Hassell, general manager of MIS at Freightliner Corp. in 
Portland, Ore. 

“What I think is unique about this program is I have a 
name to call who knows our suite of software and what we 
are doing. I don’t know of any other program that has that,” 
Hassell said. 








Stacia 


Despite the promise of ATM switching, 
shared-media networks such as Token 
Rings are expected to survive 
Network adapter shipments 
(in millions) 


‘astTips, KnowledgeBase, CompuServe, Internet, 
MSDL, subscriptions to TechNet, MSDN 


By Lynda Radosevich 

Token Ring equipment vendors 
are aiming to split the market into 
two distinct segments, one for 
client workstations and one for 
servers. For instance, in June, IBM 
introduced separate versions of 
its LANStreamer Token Ring line 
targeted specifically for client or 
server workstations. 

Now, Madge Networks, Inc. is de- 
livering its Token Ring adapter 
line optimized and priced for client 
workstations. 

The idea is to provide users with 
a higher-cost, higher-performance 
adapter suitable for servers run- 


ning multitasking operating sys- 
tems such as OS/2 and Microsoft 
Corp.’s Windows NT; and a lower- 
cost, lower-performance version 
suitable for client computers run- 
ning single-tasking operating sys- 
tems including DOS and Windows. 

The Madge client adapter, called 
16/4 ISA Client Ringnode, is a $560 
card that has a programmed I/O 
method for transferring data be- 
tween the adapter card and the 
host system. 

“A lot of the tie-up on the net- 
work is the communication be- 
tween the card and the node. Pro- 
grammed J/O is increasing the 
speed between the card and the 


Ethernet Token 








Source: Computer Intelligence/InfoCorp, La Jolla, Calif. 


node,” said Stan Schatt, director 
of LAN research at Computer In- 
telligence/InfoCorp in La Jolla, 

Token Ring, page73 





While Microsoft is charg- 
ing for support at the high- 
est levels of the program, 
company officials said they 
do not see support as a ma- 
jor profit center. 

“We are not looking at this to be a profit center. In other 
words, we are not expecting to make back what it actually 
costs to run the business,” said Deborah Willingham, Micro- 
soft’s general manager of product support services. 

“We are focused on doingrepeat business with customers 
with software products, not added services,” Willingham 
said. 


NA: Not applicable 


Spreading its wings 

Microsoft will extend the program’s reach through about 
2,500 third parties called Solution Providers as well as 
through a new group located in Authorized Support Centers 
(ASC). 

The ASCs will offer multivendor support, consulting ser- 
vices and advisory and diagnostic assistance. ‘Microsoft 
can’t be the sole answer to people’s support problems with 
so many customers mixing and matching third-party hard- 
ware and software,” Willingham said. 

“It also gives us more time to become a better friend to 
the channel,” she added. 

In addition to Premier Support, the Microsoft Support 
Network offers Standard Support, which gives desktop ap- 
plication users free telephone support from 6 a.m. to 6 p.m. 
Monday through Friday. 

Users with personal operating systems, such as DOS 5.0, 
6.0, Windows and Windows for Workgroups, get 90 days of 
no-charge telephone support. 

Microsoft’s Priority Support allows users of desktop ap- 
plications and personal operating systems to choose among 
payment options. Users can pay $195 a year for unlimited 
priority access to technicians, $25 per incident using a cred- 
it card or $2 a minute over a 900 number with a $25 per inci- 
dent cap. 

Through June 1994, NT users will receive 30 days of free 
support. 
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product line), and there’s lots to pick on. 
But while Redmond’s plan has problems, 
the Fortune 500 won’t encounter them as 
quickly as smaller businesses. 

If youre a big customer, a $20,000 
check sent to Redmond each year will get 
you all the support you need, provided all 


Workgroup Computing 





that support can be delivered to only four 
of your employees. Each additional con- 
tact is $3,000. That money buys round- 
the-clock, year-round access to someone 
who is supposed to know how to solve the 
thorniest of Microsoft-related problems. 
If you can afford that, stop reading be- 
cause it’s the simplest of Microsoft’s sup- 
port options. 

If you’re on the other end of the scale, 
unlimited free support is available for 
desktop applications via phone (actually, 





it’s a toll call) or various on-line or fax- 
back services. Purchasers of desktop op- 
erating systems and development tools 
get 90 days of free support, limited or not 
to installation questions, depending on 
who you talk to. 

If you’re the lucky buyer of an ad- 
vanced system like a mail server or even 
the remote dial-up software that picks up 
your mail from the server, you'll pay from 
the moment the software is installed or 
whenever you decide to call, whichever 





“Wow, that’s what I call 
pushing the boundaries...” 


Entity-relationship 
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Application Generation System 
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AD/Adyantage 


AD/Advantage generates client/server applications thousands of times faster than programmers can write them. And with our 
new AD/Advantage for Windows, you'll push the boundaries of speed and productivity. Fully-portable applications can be 
developed and/or deployed on IBM MVS, VSt (CICS and IMS/DC) and VM; most UNIX systems; Digital OpenVMS and OSF/1; DOS 
and OS/2. And AD/Advantage supports strategic data bases including SUPRA, DB2, SQL/DS, DL/1, Rdb, Oracle and others. 


To find out more about AD/Advantage and to receive a free poster call 1-800-543-3010. 


¢ 


4 
a 
CINCOM’S 
APPLICATION 
GENERATOR 


€O.CINCOM. 


The SmartChoice” 


MICROSOFT 
COMPATIBLE 


© 1993 Cincom Systems, Inc. The following are registered trademarks of Cincom Systems, Inc.: CINCOM, SUPRA, AD/Advantage, and The Smart Choice. 
All tradé names referenced are the trademark or registered trademark of the respective manufacturer. 
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is first. Windows NT is an advanced sys- 
tem, although I've already talked about 
the free “promotional support” Micro- 
soft has decided to offer as an entice- 
ment. 

If they want more service than Micro- 
soft is willing to give, desktop application 
and personal operating system custom- 
ers can sign up for a $195 annual support 
contract. The investment will get you 24- 
hour-a-day and weekend access over a 
toll-free line. Other options are $25 per 
incident on an 800 number or $2 per min- 
ute via a 900 number. (OEM versions of 
Microsoft apps and operating systems 
will continue to be supported by the 
OEMs.) 

Developer support after the first 90 
days is much like that for applications, 
except it costs a lot more — $1,495 a year, 
$95 an incident or $2 a minute. This in- 
cludes all the development tools, with the 
exception of the forthcoming Visual Ba- 
sic for Applications (different from the 
standard Visual Basic) and Microsoft’s 
databases, Access and FoxBase, both of 
which are conveniently considered ap- 
plications. 

Considering Microsoft's roots as two 
guys with Basic, I would have expected 
some special support deal to help begin- 
ners learn to program. 

Microsoft does deserve credit, though, 
for its willingness to get out in front on 
the issue of unbundling support from 
software. Over the next six months or so, 
you can expect all the major publishers 
to weigh in with paid support plans of 
their own. And shortly thereafter a wave 
of price cuts will probably come as soft- 
ware companies seek to use these pro- 
grams for competitive advantage. If pos- 
sible, customers should watch and wait 
until things shake out early next year. 


Coursey is editor of “P.C. Letter,” a San Mateo, 
Calif., industry newsletter. His MCI Mail ad- 
dress is 558-4460. 


Motorola releases 
modular servers 


TEMPE,ARIZ. 


The Motorola Computer Group last week 
announced a family of systems and serv- 
ers designed to provide snap-together 
modularity and expandability. 

The company, based here, said the Se- 
ries 900 computers allow a user to recon- 
figure or expand a system in minutes 
without tools or the need to change inter- 
nal cabling, wiring or jumpers. 

Based on the Motorola MC88110 Sym- 
metric Superscalar RISC computer mi- 
croprocessor, the Series 900 machines 
are intended for use as servers or as mul- 
tiuser Unix systems supporting as many 
as 1,000 users. 

The computers are sold in stackable 
modules that are plugged together to 
achieve various configurations. 

Pricing for the CPU modules start at 
$4,200 for a 33-MHz CPU, while the VME 
bus-based expansion modules start at 
$1,600. 





YOUR 


1993 
19946 
1995 
1996 
1997 
SERVER. 


Talk about upgradeability. 

Although we introduce new Dell’ 
server technology each year, you may 
not need another server until youre 
old and grey. Because a Dell 4066XE 
server gives you a lot of room to 
grow. Year after year after year. 

But how much room do you get? 

Well, how does 8GB of internal 
storage or 57GB of total storage 
sound? What’s more, you can even 
upgrade to Pentium™ technology or 





DELL 4066XE i486” DX2 66MHz SYSTEM 


$7,247 | §2817M0. 


© PENTIUM UPGRADE AVAILABLE 
© 16MB RAM © 128MB MAX RAM 
© 128KB CACHE MEMORY 


‘tel 
* 8 EISA EXPANSION SLOTS ante e e 
(6 AVAILABLE) ins! 
© 1GB (9.5ms) SCSI HARD DRIVE | 
* ADAPTEC 1740A EISA SCSI 
HOST BUS ADAPTER 
© EAGLE NE3200 EISA ETHERNET NETWORK ADAPTER 
© LOCAL BUS VIDEO WITH 512KB VRAM 
* VGA 800 MONITOR (14" COLOR, 800 x 600, 39mm} 
© LEXMARK 101 KEYBOARD 
© 3.5" DISKETTE DRIVE 








the incredibly reliable Dell SCSI 
Array. And years from now, you will 
still be able to upgrade to new 
processor technology and new Dell 
reliability features. No problem. 

But what's the point of having 
all this upgradeability if it takes 
eight hours and a jackhammer to 
upgrade it? That’s why our server 
was designed so you wontt have any 
trouble getting inside to service it. 
You'll find snap-in disk drives and 
cables that are extremely quick and 
easy to access. And a system board 
that you can easily remove without 
removing your expansion cards. 

Or your hair. 

If your office desperately needs 
a new server and you're concerned 
about your company outgrowing it, 
there’s a much smarter way to go. 


-Call the number below and order 


a new Dell server. 

You wontt have to worry about 
buying another one next year. 

Or the year after. 

Or the year after that. 


D@LL 


TO ORDER, CALL 


800-433-7857 


HOURS: MON-FRI 7AM-9PM CT SAT IOAM-6PM CT SUN 12PM-SPM CT 
IN CANADA? CALL 800-668-3021. IN MEXICO CITY* 228-7811. #11HF2 


*Prices valid in the U.S. only. Some products and promotions not available in Canada or Mexico. “Business leasing arranged by Leasing Group, Inc. The Intel Inside logo is a registered trademark and i486 and Pentium 
are trademarks of Intel Corporation. Dell disclaims proprietary interest in the marks and names of others. ©1993 Dell Computer Corporation. All rights reserved 








Catalog Showcase 


Call today for your free catalogs 


CODFAK PRESS 


¢ Modems to 115kbps! 

« DSU/CSUs 

e Multiplexers & Pads 
When you do business with Codex 
Express-— the direct ordering division 
of Motorola Codex— you're assured 
excellent service, price/performance 
and great product selection. We offer 
a 30-day customer satisfaction guar- 
antee and industry leading network 
planning assistance and service. So 
call today for your free catalog sub- 
scription. 


MOTOROLA 
COOeX 


1-800-870-5066 


MICRO FOCUS® 


Software and Publications 


Get two catalogs for the price of one... Free. 

Call Micro Focus Publishing and receive the latest Micro 
Focus software catalog covering COBOL Workbench™ 
and all our professional development tools and client- 
server solutions on OS/2, DOS and UNIX. 

You'll also receive the new Micro Focus Publishing cat- 
alog with a full range of books, videos and computer- 
based-training products to help you learn and use 
Micro Focus software. 

« Computer-Based -Training Products - Workbench 
Tutorial, Object Oriented Analysis and Design 
courseware 

¢ Videos - Technical education from our developers to 
yours 

* Books -including the new Object Orientation: An 
introduction for COBOL Programmers by Raymond 
Obin of Micro Focus 


View Micro Focus Publishing as your Number 1 Source 


for information to enhance your Micro Focus Better 
Way of Programming Experience. 


1-800-551-5269 


Showcase Your Catalog 


@ SunExpress 


A Sun Microsystems, inc. Business 


One Call Buys All 


Meet your Information Center, Systems 
Development, Network Administration, Data Center 
or Server based needs with over 1,000 products 
available worldwide. 


SunExpress is the most convenient way for the MIS 
professional to get Sun and brand name third-party 
products. Our knowledgeable and experienced tele- 
sales teams will work with you to understand your 
requirements, rec6mmend solutions and take your 
order. Our catalog contains everything from portable 
SPARC workstations, development software and net- 
working and connectivity products to storage, memo- 
ry and spares products. All available at our competi- 
tive, low catalog prices with same day shipping and 
free freight. 


Call today toll free for a free catalog. 


U.S. U.K. FRANCE GERMANY JAPAN 
TELEPHONE: 800-USE-SUNX 0800898888 05906157 0130816191 0120-33-9096 
FAX: 800-944-0661 0800 898887 05906158 0130816192 0120-33-9097 


FROM A SINGLE 


The BLACK BOX® Catalog 

Filled with over 6,000 products ranging 
from LANs to line drivers, modems to multi- 
plexors, switches to spoolers, and cables to 
converters, it’s the handbook of connectivity. 

And it’s available to help you find the right 
products. Right now. 

Count on extras like 45-day money-back guar- 
antees, trail evaluations, and long-term warran- 
ties — plus 24-hour expert technical support. 

We process orders the day they’re received— 
shipping 98% of the equipment the same day. 

So call us today at 800-552-6816, and ask for 
operator 10 to get the latest BLACK BOX® Catalog. 
And give your network the support it deserves. 


Black Box Corporation 
The Source for Connectivity- 


1-800-552-6816 


With Computerworld’s new Catalog Showcase, you can dis- 
play a four-color photo of your catalog, along with descrip- 
tive copy and a prominent 800 number for readers to call. 
The new feature, published eight times in 1993, provides an 
efficient mechanism to generate a pre-qualified audience of 


potential buyers. 


Requirements: 
35mm, 21/," or 4" x 5" Transparency (4/color) 
Printed cover will be accepted if chrome is not available . 


1-800-343-6474 ext 744 


Call Today 


for more information. 
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PowerPC: 


The New Generation 
of Computing 


DATAPRO 





White Paper 


“Eventually, the PowerPC will be an all-encompassing 


processor family. This family will be scalable to everything 


from embedded controllers in automobiles, to printers, 
to graphics coprocessors, to personal digital assistants 


to desktops, to supercomputers.” 


This White Paper was written by Jim Lardear, analyst, workstations, at Datapro Information Services Group, Delran, NJ. 
Datapro is a provider of objective and analytical information on computer, communications and 
office technology products and markets. 





White Paper 


Introduction 

> During the late 1970s and early 1980s, the defining characteristic of the em- 
. \ bryonic personal computer market was chaos. The market was populated 
ed by a host of proprietary fiefdoms and hindered by the lack of a unified di- 
rection. Several competing 8-bit microprocessors, including Motorola’s 
6800, Zilog’s Z80, and Intel’s 8080, were vying for leadership. The operating system 
market was less turbulent, with Digital Research’s 8-bit CP/M sitting, at least momen- 

tarily, on top of the heap. 


At that time, the market, in need of a catalyst, had failed to reach its full potential 
and PCs were considered little more than novelties. Then, everything changed. Into 
the void rode IBM. On August 12, 1981, IBM introduced its Personal Computer and 
brought the credibility of a corporate icon to a desktop computer market that was 
primed for explosive growth. 


By virtue of IBM’s strong reputation and presence in the corporate marketplace, 
the IBM PC became an instant de facto standard. In the process, IBM crowned Intel 
and Microsoft heirs apparent by basing its PC on the 8088 8-bit processor and the 
MS-DOS operating system. 


With IBM’s announcement that its PC architecture would be opened for develop- 
ment to third-party hardware and software vendors, the market rallied around a sin- 


gle hardware (8088) and software (MS-DOS) standard. This spawned the develop- 
ment of an aggressive clone market and the evolution of microcomputing as we know 
it today. 


In the years since Intel’s 8088 was thrust into this position of prominence, die 
(chip) sizes and prices decreased, while overall performance dramatically increased. 
As a result, the average consumer and price-sensitive corporate buyer can now acc 
a wealth of floating-point and integer performance with inexpensive desktop and 
portable computers. 


Today, the battle for control of the desktop is being waged primarily in two proces- 
sor camps. On one side, there is the PowerPC from Motorola, IBM and Apple. On the 
other side, there is the Pentium from Intel. Both sides are feverishly working 
to generate the ground swell of support necessary for their platform to 
control the market now, and into the next century. That market will 
undoubtedly evolve to include other high-tech products that are cur- 
rently in their early stages of development. 


As Motorola, Intel and a host of rival RISC vendors take turns try- 
ing to pull the sword from the stone, there is an important caveat to 
consider. Leaders are crowned by the people — only in this case, they 
voie with dollars instead of ballots. 


All rights reserved by CW Custom Publications, 375 Cochituate Road, Framingham, MA 01701. 








PowerPC: The New Generation of Computing 


An epic American business battle is about 
to be joined. Its corporate combatants are 
inalterably opposed; there can be no re- 
treat, no accommodation. They may both 
survive, but one will likely emerge tri- 
umphant and the other vanquished. It 
seems ironic that such a gargantuan battle 
is to be waged for control of the market for 
miniature microprocessors. 

Motorola, IBM and Apple have aligned 
themselves behind the PowerPC. 
Intel will meet their thrust with 
the Pentium. PowerPC ver- 
sus Pentium. Strength 
versus strength and 


no holds barred. Only P 

the market, the great PowerPC; 

mitigator, can step 

between them. The New 
This impending \ Generation of 


confrontation is a di- 
rect result of the mar- ' 
ket pressures and Computing 
trends of the 1990s. 
Foremost among those 
trends are downsizing, compat- 
ibility, the graying of lines between 
PCs and workstations, and new 32-bit op- 
erating systems. Victory — in the form of 
processor market share — hinges on each 
vendor’s unique ability to address user re- 
quirements in these key areas. 

Downsizing from mainframe and 
midrange hosts forces systems in the lower 
end of the market to pick up the processing 
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slack. Since PowerPC, Pentium and 
other Reduced Instruction Set Com- 
puting (RISC) processors offer 
enough raw compute power to han- 
dle this task, the server market is 
sure to be hotly contested. 
Historically, RISC vendors fo- 
cused on the high-margin, low-vol- 


vendors see Windows NT as their 
best chance to wrest mainstream 
desktop market share away from 
Intel. The two leading PC manufac- 
turers, Apple and IBM, have other 
operating systems and plans based 
on PowerPC. No matter which op- 
erating system eventually dominates 


WHERE THE INDUSTRY HAS BEEN 
WHERE THE MARKET IS GOING 


Intel 8086* 


1978 


16MHz 
29,000 

3 microns 
16-bit data 
20-bit (1MB) 


PowerPC 601 
1993 
50MHz/66MHz 
2.8 million 

0.65 microns 
64-bit 

32-bit (4GB) 


*Intel’s 8088 processor was used in the original IBM PC and PC/XT. 


ume technical and scientific markets. 
Until recently, they paid little atten- 
tion to the commercial desktops 
dominated by Complex Instruction 
Set Computing (CISC) processors. 

The high-volume 
commercial market is 
very attractive to RISC 
vendors who are now 
aggressively pursuing 
the under-$5,000 desk- 
top with workstations 
masquerading as PCs. 
Their road to success is 
blocked by high-perfor- 
mance PCs from the in- 
cumbent CISC vendors 
and their decade of 
dominance over RISC 
processors. To compete in this com- 
modity market, RISC vendors must 
rely on high volumes — not high 
mark-ups — to turn a profit. 

Of all the 32-bit operating sys- 
tems on the desktop today, RISC 


vendors 


-$5,000 
with 


tations 


Source: Datapro 


the market, it will require increas- 
ingly faster processors to fully ex- 
ploit it. Here, the PowerPC has a 
large advantage: processor-intensive 
applications such as graphics, multi- 
media and CAD/CAM currently 
running on CISC-based PCs will 
show the most improvement 
through its use. 

For the most part, users are un- 
willing to move to a new environ- 
ment at the risk of losing their exist- 
ing investment in software, 
hardware, and training. Migration, 
as opposed to merely upgrading, is a 
complex, demanding process that 
can take lots of years and lots of ag- 
gravation. Today, Pentium is viewed 
as an upgrade — advantage Pen- 
tium — while the PowerPC is per- 
ceived as a migration. But within the 
year, this will cease to be an issue, 
and a significant Intel advantage will 
be checked. 

No doubt, with PowerPC ship- 
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ments initiated, the playing field 
with Intel will begin to level. Al- 
though currently available, the Pen- 
tium does not have the optimized 
software necessary for users to realize 
any performance benefits, and Intel 
expects to ship only about 100,000 of 
the chips in 1993. As a result, the 
Pentium will not have much of a lead 
by the time the first PowerPC sys- 
tems hit the market in the third 
quarter of 1993. 


THE PowerPC ALLIANCE 

In October 1991, three distinct 
and diverse companies with similar 
visions for the future formed an al- 
liance to develop an open comput- 
ing platform based on the PowerPC 
architecture. The Motorola, Apple 
and IBM alliance came together 
rather quickly at the Somerset De- 
sign Center in Austin, Texas. The 
center, which employs more than 
300 engineers — mostly from Mo- 
torola and IBM — is aptly named 
because Somerset is the county in 
England where King Arthur’s 
knights planned their strategies at 
the round table. 

Motorola brings its manufactur- 
ing expertise to the table, and it will 
shoulder much of the marketing 
and manufacturing responsibilities 
in addition to the design. The firm 
will manufacture three members of 
the PowerPC family — the 603, 604, 
and 620 — at its new MOS11 sub- 
micron fabrication facility located 
close to Somerset. 

Apple supplies strong third-party 
software support and, more impor- 
tantly, its easy-to-use operating en- 
vironment. IBM contributes ad- 
vanced processor design, network 
connectivity technologies, third- 
party support and, despite its recent 
setbacks, the overall momentum of 
an industry leader. 

IBM also recently formed the 
Power Personal Systems Division to 
exclusively sell PowerPC-based sys- 
tems. These systems compete direct- 
ly with IBM’s own Intel-based sys- 
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tems, including ThinkPad note- 
books, ValuePoints and PS/2s. The 
formation of this new division al- 
lows IBM to concentrate on either 
the PowerPC or Pentium without 
mixing support for the two. 


THE PowerPC 
MICROPROCESSOR 
ARCHITECTURE 

The PowerPC 601’s aggressive de- 
velopment schedule was completed 
successfully due largely to the fact 
that it was based on IBM’s predeces- 
sor single-chip POWER (Perfor- 
mance Optimization With En- 
hanced RISC) processor technology. 
The POWER architecture, in various 
implementations, currently drives 
IBM’s RISC System/6000 POWER- 
station and POWERserver family as 
well as a similar line of systems from 
Bull HN. The name “PowerPC” re- 
flects this heritage. 

The most obvious difference be- 
tween the superscaler PowerPC and 
its forbearer is the fact that it offers 
a more scaled-back instruction set. 
A superscaler architecture enables a 
processor to execute more than one 
instruction in parallel per clock 
cycle. Engineers from Motorola, 
IBM and Apple enhanced the 
POWER architecture to better meet 
the combined low-cost and high- 
performauice goals of the alliance. 

The alliance is also developing 
the PowerPC 601, 604 and 620 to in- 
clude multiprocessing support miss- 
ing from IBM’s original POWER ar- 
chitecture. Both SunSoft’s Solaris 
2.0 and Windows NT are optimized 
for multiprocessing. 

The programming model and in- 
struction op-code assignments re- 
main fully POWER compatible. Any 
missing features can still be trapped 
and emulated to support existing 
POWER binaries. This is an impor- 
tant consideration, since the Power- 
PC will be able to access over 4,000 
IBM AIX applications upon its re- 
lease. 

The PowerPC’s floating-point 


unit is supported directly in the in- 
struction set architecture, resulting 
in a more tightly integrated system 
with improved floating-point per- 
formance. This is a significant im- 
provement since the high-end 
graphics applications of the techni- 
cal workstation market and other 
emerging applications, such as 
handwriting and voice recognition, 
require strong floating-point perfor- 
mance. 

In keeping with the utilization of 
existing technologies, the PowerPC 
601 bus interface unit (BIU) incor- 
porates much of the technology 
used by Motorola’s 88110 processor. 
The BIU currently supports a 32-bit 
address bus and a 64-bit data bus in 
the PowerPC 601. 

The extension to 64 bits is new to 
the POWER architecture. The Pow- 
erPC architecture will offer a full 64- 
bit processor in the PowerPC 620. 
All PowerPC versions, including the 
620, will provide backwards com- 
patibility to existing PowerPC-com- 


patible 32-bit software applications. 

Because they are so advanced, 
members of the PowerPC family are 
faster than the buses that support 
them. However, an 
on-chip clock di- 
vider provides easy 
interfacing to stan- 
dard buses. Those 
buses include ISA 
EISA and MCA. 
MCA and EISA run 
at just under 
32MHz, while the 
PowerPC 601 runs at either 50MHz 
or 66MHz. Other key system com- 
ponents such as 32-bit operating 
systems with graphical user inter- 
faces, multimedia, high-end grapl 
ics, networking and SCSI-2 disk dri- 
ves are also handicapped by the 
slower bus speeds. 

Because a system is only as fast as 
its slowest component, the PowerPC 
is designed to be bus-independent. 
It supports all industry-standard 
bus designs, including Intel’s emerg- 


PowerPC MICROPROCESSOR FAMILY ROLLOUT SCHEDULE 


System Performance 


1995 


Source: PowerOpen Association 


Simultaneous development work is being conducted on the 603, 604 and 620 microprocessors. 
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ing Peripheral Chip Interconnect 
(PCI) local bus. Since the local bus 


The PowerPC 603 


working simultaneously on the 603, 


connects directly to the processor, it 
will speed up networking applica- 


The Pow erP( : 
family will be 


a z 
scalable to 


everything from 


g 
embe dded 
controllers in 
automobiles to 


personal digital 


assistants. 


tions, graphics accelera- 
tors and hard disk con- 
trollers. Support for 
PCI will not only speed 
up important subsys- 
tems, it will also help to 
keep the PowerPC in 
step with Intel on the 
desktop. 


ALL IN THE 
PowerPC FAMILY 

In April 1993, Mo- 
torola’s RISC Micro- 
processor Division 
of the first 


began sample shipment 
member of its PowerPC family, the 
601. While the PowerPC 601 is 
being sampled by Motorola and 
IBM, the Somerset design center is 


604, and 620, all of which are target- 
ed at specific market segments and 
will be available within the next 18 
months. 

Eventually, the PowerPC will be 
an all-encompassing processor fami- 
ly. This family will be scalable to 
everything from embedded con- 
trollers in automobiles, to printers, 
to graphics coprocessors, to person- 
al digital assistants (PDAs) to desk- 
tops, to supercomputers. 


The PowerPC 601 

Although the superscaler Power- 
PC 601 is specifically optimized for 
use in low-range to medium-range 
desktop systems, it also supports 
high-end symmetric multiprocess- 
ing features. It is available with clock 
rates of either 50MHz or 66MHz, 
and includes a 32K byte on-chip 
cache. 


PowerPC 601 SCHEMATIC 


Instruction 
Unit 


32K Unified Cache 


Bus Interface 


System Bus j 


Source: PowerOpen Association 


The PowerPC 601 offers S0MHz and 66MHz speeds. 
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The next product family to be in- 
troduced will be the PowerPC 603. 
This chip will carry a lower price 
tag, while maintaining similar per- 
formance levels to those of the Pow- 
erPC 601. Particular 603 strengths 
include low power consumption 
and a power-down mode, as it is 
targeted for use in notebooks and 
low-cost desktops. 

The PowerPC 603 will also offer 
innovative power management fea- 
tures to further distance itself from 
the competition in battery-powered 
markets. 

Intel’s Pentium is too large, uses 
too much power, and runs too hot 
to offer any challenge to the Power- 
PC 603 in this market. 


The PowerPC 604 

The PowerPC 604 is designed for 
high-performance PCs, workstations 
and servers, and graphics-intensive 
applications. It will compete against 
Intel’s P6. This processor also sup- 
ports symmetric multiprocessing 
and will offer two to three times the 
performance of the PowerPC 601. 


The PowerPC 620 

The PowerPC 620 will be a full 
64-bit high-end processor for both 
uniprocessor and multiprocessor 
workstations, servers and supercom- 
puters. Performance is its major de- 
sign emphasis. As a result it will 
offer four to six times the perfor- 
mance of the PowerPC 601. Project- 
ed performance figures from Mo- 
torola put the PowerPC 620 in the 
200 to 400 SPECmark range. IBM 
will introduce AS/400s based on the 
PowerPC 620 sometime in 1995. 


THE PowerPC 601 
VERSUS INTEL’S PENTIUM 

The battle lines have been drawn. 
The troika of Motorola, IBM and 
Apple has chosen to take the fight to 
the extremely lucrative desktop 
market dominated by Intel’s proces- 
sors. Once representing two separate 
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ends of the desktop computing 
spectrum, RISC and CISC vendors 
are now competing head to head. 
Since the traditional technical RISC 
market does not offer the high vol- 
umes long enjoyed by Intel in the 
commercial market, this move is 
simply a matter of survival for mak- 
ers of RISC-based systems. 

PowerPC 601-based machines 
will not be the first RISC systems to 
specifically target this end of the 
market. Sun Microsystems’ SPARC- 
classic and Digital’s DEC 3000 
Model 300L AXP are already fishing 
in the waters below $5,000. Other 
vendors such as Hewlett-Packard are 
currently designing low-cost RISC 
based workstations. All major RISC 
players realize the importance of hit- 
ting the lowest possible price points 
with the most feature-rich systems. 

Designing competitive systems is 
not the problem. The problem is 
winning market share from the 
firmly entrenched Intel and getting 
ISVs to port their applications to 
these systems. 


PENTIUM 

Intel’s Pentium, formally an- 
nounced in March 1993, with actual 
system announcements in May of 
1993, will be used primarily in 
servers and high-end microcomput- 
ers — at least until its price starts to 
fall and next-generation operating 
systems such as Microsoft’s Win- 
dows NT, IBM’s OS/2 and NeXT’s 
NeXTstep gain in popularity. 

Most of the first Pentium models 
hitting the streets will be based on 
existing systems and have Pentiums 
added via daughter or processor 
cards. The first Pentium-optimized 
systems will be from vendors such as 
ALR, Compaq, Hewlett-Packard, 
IBM and NCR — vendors who are 
technologically capable of designing 

tems that fully exploit the Pen- 
tium’s potential and minimize its 
flaws. 

Pentium is available in clock 
speeds of either 60MHz or 66MHz. 


THE POWEROPEN ENVIRONMENT 
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Source: PowerOpen Association 


The PowerOpen environment consists of the combination of any binary-compatible PowerOpen 
multi-user, multi-tasking UNIX operating system and any PowerPC-based platform. 


The 66MHz version delivers perfor- 
mance levels of 112 MIPS, 64.5 
SPECint92, and 56.9 SPECfp92. Pen- 
tium includes 3.1 million transistors 
and an integrated floating-point 
processor to deliver three to 10 times 
the performance of a 33MHz i486. 
And it is fully compatible with the 
existing library of Intel x86 software. 

The major strengths behind 
Intel’s Pentium are, paradoxically, 
both momentum and inertia. Mo- 
mentum is a strength because users 
have been consistently moving from 
8080 to i286, i286 to i386, and then 
i386 to i486 throughout their com- 
puting lives. The next rung on the 
performance ladder is the step from 
i486-based systems to those powered 
by the Pentium. And one day the 
Pentium will yield to the P6 and P7. 

Inertia is a strength because 
Intel’s x86 is the premier processor 
architecture in the mainstream 
computing market, with over 50,000 
supported DOS/Windows software 
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titles and an installed base of over 
one hundred million PCs. The com- 
mercial market has wholeheartedly 
embraced the Intel/DOS/Windows 
computing platform, and is likely to 
remain inert in that posture. Also, 
users are unwilling to risk their 
heavy investments in 
software for moves to 
emerging platforms. 

However, this iner- 
tia will be less of an 
issue during upcom- 
ing months as Win- 
dows NT gains in 
popularity. Windows 
NT will be available 
on both Intel and 
RISC platforms, giv- 
ing users access to a broader selec- 
tion of processors while allowing 
them to remain in the comfortable 
Windows environment. 


will be from 


Superscaler Design 
Both the PowerPC and Pentium 
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PowerPC Brokers Union of Rivals 


A marriage of rivals that seemed destined for di- 
vorce court is, instead, moving harmoniously to- 


ward actual product fruition. 

In May 1993, Apple Computer showed 
off a Macintosh based on the 66MHz 
PowerPC 601. Shipments of PowerPC- 
based Macintosh systems tentatively slated 
for January, 1994 — the 10th anniversary 
of the Macintosh — were postponed until 
March. Although disappointing, the delay will 
not prevent systems from shipping during the first half 
of 1994, as promised by Apple. 

The eventual release of PowerPC-based Macintosh 
systems will herald a new dawn for Apple, as it be- 
gins its publicly committed transition from CISC- 
based to more powerful RISC-based computers. 

Apple Chairman John Scully predicts there will be 
shipments of over 1 million PowerPC-based Macin- 
tosh systems in 1994. More realistic figures come in 
at about half that number. Either way, the numbers 
still compare quite favorably with an estimated 
250,000 shipments of Intel Pentium-based systems 
for the same period. 

Apple has not made any announcements regard- 
ing the use of the Motorola 68060 and upcoming 
models. This is consistent with Apple’s transition from 
the 680XO architecture to a Macintosh line based 
only on the RISC architecture. 

By mid-1994, Apple could be offering a complete 
line of notebooks, entry-level desktops, and high-end 
multiprocessing RISC-based systems. But 680X0- 
based systems will continue to be the base system for 
the next several years during the RISC conversion. 

The PowerPC’s performance is enhanced by the 
larger 32K byte unified on-chip cache and 64-bit 
data bus, compared with only 4K byte data and 4K 
byte instruction cache, and 32-bit data bus on the 
68040. Both processors also include the added ben- 
efits of an integrated floating-point unit. 

The PowerPC will run Apple’s System 7 operating 
system and existing Macintosh software in emulation. 
On the down side, performance gains for PowerPC- 
based systems running traditional Macintosh soft- 
ware in emulation mode will be negligible. 

PowerPC systems will need to run native mode 
software if they are to provide any real-world perfor- 


mance increases over existing 68040-based sys- 
tems. Performance gains are also necessary to 
justify the purchase of a PowerPC-based sys- 
tem. Consequently, the Macintosh operat- 
ing system will be gradually converted to 
native PowerPC code. This will allow 
RISC-based Macintosh systems to get 
® faster as Apple releases new system soft 

Ww sware. 

Two other operating systems — 
PowerOpen’s version of UNIX and Taligent’s object- 
oriented offering — have also emerged from the 
Apple-IBM alliance. With three operating systems to 
choose from, users will be able to meet the require- 
ments of a variety of applications. 

Despite the general animosity created by their 
competitive GUI offerings and the spate of courtroom 
battles, Apple and Microsoft are co-dependent. 
Apple needs native applications to realize the full po- 
tential of the PowerPC. Toward that end, Microsoft is 
expected to release native versions of Word and 
Excel to coincide with the first-half 1994 release of 
PowerPC-based Macs. 

For Microsoft it all boils down to the bottom line. 
During 1992, analysts estimated that Microsoft 
earned upwards of $270 million dollars in revenue 
on worldwide sales of Macintosh software. 

As if the picture was not bright enough, Sun Mi- 
crosystems’ SunSoft subsidiary announced a version 
of its UNIX-based Solaris operating system for use on 
Apple’s PowerPC-based Macs. 

The endorsement from RISC-workstation leader 
Sun is significant for many reasons. First, it levels the 
playing field against Intel’s i486 and Pentium since 
SunSoft has already released a version of Solaris for 
use on this platform. Second, and most importantly, 
Solaris, via SunSelect’s Windows Applications Binary 
Interface (WABI) technology, will provide access to 
the massive Microsoft Windows applications library. 

Apple’s success will hinge both on maintaining 
compatibility with the existing installed Macintosh 
base of 4.5 million and the availability of PowerPC- 
optimized software. Apple already has the support 
of a number of leading software developers who 
offer versions of existing applications for PowerPC- 
based Macintosh systems. 
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Ever since 
Apple, IBM and 
Motorola 
formed their 


alliance, 
people have 
expected 


something big, 





Well, its not 
so big, but 


its amazingly 


powerful. 
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course of computing. 
The PowerPC family of microprocessors will bring unprecedented high performance 
to everything from handheld computers to desktop computers to supercomputers. It will 
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being developed for pen-based and object-oriented computing. In fact, PowerPC 
Microprocessors will play a pivotal role in the imminent convergence of computing, 
communications and lifestyle products. 

To take a closer look at the future of computing, call Motorola today at 
1-800-845-MOTO. We'll be happy to provide you with more information, including 
our free PowerPC Information Pack. 
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The PowerPC Microprocessors from Motorola. 


PowerPC Microprocessors. Changing the course of computing. For the better. 
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Pentium as announced by Intel, and Motorola's announced projected performance of the 66MHz version of the MPC601. Thermal comparison is based upon preliminary Intel specification for the 


66MHz Pentium, and the performance of samples of the 66MHz version of the MPC601 





And we'll show you the microprocessors that are changing the course of computing. 
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are based on superscaler architec- 
tures. The PowerPC 601 has three 
pipelined execution units capable of 
issuing and retiring 
three 32-bit instruc- 
tions per clock cycle. 
These instructions in- 
clude one integer, one 
floating-point, and a 
branch processing 
unit which can be ei- 
ther integer or float- 
ing-point. 

Each of Pentium’s 
two instruction 
pipelines includes an 
arithmetic logic unit, 
address-generation 
circuitry and data-cache interface. 
The Pentium’s dual pipelines can 
only process two integer or one 
floating-point instruction per clock 
cycle. This two-to-three difference 
in instructions per clock cycle rep- 
resents a definite performance ad- 
vantage for the PowerPC 601. 


Performance Enhancement 
Through On-Chip Cache 
Although both the PowerPC and 
Pentium include an on-chip cache, 
the Pentium’s 8K byte data and 8K 
byte instruction cache is only half of 


that offered by the PowerPC 601’s 
32K byte, eight-way, set-associative, 
physically-addressed unified cache. 
On-chip cache memory acts as a 
buffer for instructions and data that 
can be accessed at high speeds to 
avoid loading another segment from 
the slower main memory. A larger 
cache translates into a smaller wait 
state, which improves overall 
processor performance. 


Floating-Point Performance 

The Pentium’s floating-point 
processor, a redesigned version of 
that found in the i486, is still much 
slower than the PowerPC 601’s. Its 
eight-stage pipeline can execute only 
one floating-point operation per 
clock cycle. The Pentium’s 56.9 
SPECfp92 is almost 40% slower 
than the 81 SPECint92 found on the 
PowerPC 601. 

Strong floating-point perfor- 
mance is critical to both traditional 
technical applications and emerging 
technologies such as real-time video 
processing and voice and handwrit- 
ing recognition. 


Manufacturing 
and Chip Design 


Two of the most important is- 


COMPARING THE PowerPC WITH PENTIUM 


66MHz PowerPC 601 
66MHz 


60 
8] 
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8.5 watts 


$450 


we. 66MHz Pentium 


66MHz 
64.5 

56.9 

3.1 million 
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$965 


Source: Datapro 


Smaller die size, lower heat dissipation and less than half the price make the PowerPC a 


powerful alternative to Intel’s Pentium. 
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sues concerning microprocessor 
price/performance are chip tech- 
nology and the manufacturing 
process. The PowerPC 601 utilizes a 
smaller die size and a reduced 
number of transistors to lower costs 
and help undercut Pentium’s pric- 
ing structure. The PowerPC 601’s 
die size is 118.81 squared millime- 
ters, while the Pentium’s is a rela- 
tively mammoth 262.44 squared 
millimeters. 

Since the PowerPC is half the size 
of the Pentium, it maintains roughly 
a two-to-one manufacturing advan- 
tage. This disparity helps to keep 
costs down and allows the PowerPC 
to be priced at about half that of the 
Pentium. 

The PowerPC is based on a .65 
micron complementary metal oxide 
semiconductor (CMOS) technology, 
while Intel’s Pentium uses .8 micron 
BiCMOS (a combination of bipolar 
logic and CMOS) technology. The 
PowerPC 601 has four levels of 
metal wiring compared with three 
on the Pentium. The difference in 
technology favors Motorola’s Power- 
PC for a number of reasons: 


The Heat Is On 

With heat dissipation at 15 to 16 
watts, Intel is having problems with 
the 66MHz Pentium’s operating 
temperatures. This does not even 
take into account the heat generated 
by neighboring high-speed elec- 
tronics such as video cards and disk 
drives. Heat sinks and dedicated 
fans provide a workable solution, 
but in the Pentium’s targeted role as 
a server, it might not be enough. 
Server functions tend to be more 
processor-intensive and mission- 
critical than those of typical desktop 
applications. 

As a result, 66MHz Pentiums 
might not ship in 1993, and some 
systems previously marketed as Pen- 
tium upgradable may not be. Ven- 
dors must now verify that systems 
will actually accommodate the Pen- 
tium. Reliability concerns raised by 
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the chip running too hot will un- 
doubtedly delay the Pentium’s im- 
plementation. However, Intel will 
soon find a solution to this problem. 


Price/Performance 

Motorola is aggressively pricing 
the PowerPC 601 to undercut the 
Pentium. At about half the size of 
the Pentium, the 66MHz PowerPC 
601 is priced at $450 ($374 in quan- 
tities of 20,000), which translates 
into about 12.77 SPECint92 and 
17.23 SPECfp92 per dollar. By way 
of contrast, the 66MHz Pentium is 
priced at $965 in quantities of 1,000 
and offers only a meager 8.10 
SPECint92 and 7.11 SPECfp92 per 
dollar. 

These figures give Motorola and 
the PowerPC a significant price/per- 
formance advantage. Clearly, if the 
quest for supremacy boiled down to 
only price/performance, the Power- 
PC would be the runaway winner. 

No other RISC vendor is offering 
these levels of performance at this 
price point. But in many environ- 
ments, this might not be enough. 
Companies cannot change their 
technological direction in mid- 
stream. They usually continue to 
stick with their commitments to 
previously installed technologies. 


Competitive Summary 

In general, Pentium’s impact will 
be minimal during the remainder of 
1993. Its price will be too high, and 
its supplies too low for it to grab a 
big competitive lead. Most micro- 
computer buyers will find that 
Intel’s i486 processor family can still 
meet their price/performance re- 
quirements. This is especially true 
since most of the available Pentium 
systems will not be “new” Pentium- 
optimized designs. 

Availability of the PowerPC 601 is 

ected as early as September 1993 
with RISC System/6000 Powersta- 
tion 220s from IBM. Apple will fol- 
low shortly thereafter with Power- 
PC-based Macs in early 1994 (see 


sidebar). Pentium’s early lead will 
shrink as IBM and Apple boost the 
PowerPC, 

Intel shipped over 32 million 
CISC processors during 1992, while 
RISC vendors shipped only 500,000 
chips. This fact, coupled with Pen- 
tium’s access to millions of installed 
users, and a vast, albeit unopti- 
mized, library of software, is critical 
to winning “mind share” on desktop 
processors. 

But the PowerPC also has com- 
petitive advantages. One is its sup- 
port of new 32-bit operating sys 
tems, such as Windows NT, OS/2 
and Solaris. Another is its access to 
the vast Windows application base 
via Insignia Solutions’ SoftPC. 

The manufacturing and chip de- 
sign technology definitely favor the 
PowerPC in terms of price/perfor- 
mance. Motorola will push this ad- 
vantage further with the addition of 
the 603, 604, and 620 in 1994. The 
battle is just beginning. 


METAMORPHOSIS 
OF COMPUTING 

The digital revolution will meld 
computers, communications and 
consumer technologies into prod- 
ucts destined to become an indis- 
pensable part of everyday life. 

Elements of this technology al- 
ready exist. Other elements, such as 
application-specific software, faster 
buses, broader bandwidths and the 
necessary peripherals, are on their 
way. 

Motorola and the PowerPC fami- 
ly will play an increasingly impor- 
tant role in this revolution, especial- 
ly in the merging of computer and 
communications technologies. As 
smaller, more powerful computers 
are integrated with cellular commu- 
nications technology, the concept of 
the mobile office will become an ef- 
ficient and workable solution. 


SUMMARY 


Intel, the computing world’s 
crowned king, has ruled the market 


SPECIAL ADVERTISING SUPPLEMENT 


for the past decade. But now Mo- 
torola’s PowerPC is at the royal 
drawbricge. One day soon, systems 
based on both PowerPC and Pen- 
tium will be shipping and battling 
head to head. A few other RISC ven- 
dors will also join the fray. In this 
heated environment, the competi- 
tion for market dominance will be 
intense. Price/performance leader- 
ship will be measured in months or 
even weeks, not years. 

The PowerPC architecture and 
PowerOpen software are in the tech- 
nological vanguard. Unlike Intel, 
which ruled by default, the PowerPC 
will be popularly elected by a grass 
roots movement of users, ISVs, and 
OEMs. It will then lead computing 
into its next millennium. 


PowerPC-COMPATIBLE 
TECHNOLOGY 


SunSoft’s Solaris 
Novell NetWare 
abs ones 

Ready Systems’ VRTX/0S 3.0 


Emerging pen-based 
mobile computing OS's 


Source: Datapro 
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Wang imaging app 
to run on Sun server 


By Craig Stedman 
LOWELL, MASS 
Wang Laboratories, Inc. will dis- 
close plans next week for porting 
its Open/image imaging software 
to Sun Microsystems, Inc.’s 
SPARC-based server line, the third 
Unix hardware platform Wang 
has targeted in its effort to become 
an open systems software vendor. 
The Sun release of Open/image 
is scheduled to ship 
before year’s end, 
said Donald Casey, 
Wang's chief develop- 
ment officer. The new 
package will join ver- 
sions already avail- 
able for IBM’s RS/ 
6000 systems and 
Hewlett-Packard 
Co.’s HP 2000 hardware. 
Wang resells both the IBM and 
HP machines but does not plan to 
market Sun’s systems, Casey said. 
“It just didn’t make sense at the 
moment,” he noted, adding that 
Wang will rely on Sun resellers to 
handle the hardware end of sales. 
Casey would not comment on 
whether Wang’s additional open 
software products, including a 
promised work-flow package and 
its Pace application development 
environment, would also be moved 
to Sun systems. Analysts said they 
expect such a move eventually . 
Wang’s open systems business 
remains relatively small for now. 
Combined Unix software, hard- 
ware and services revenue was 
less than $100 million in the com- 
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pany’s last fiscal year, and Wang 
executives project that figure will 
come in at about $150 million dur- 
ing the next 12 months. 

The company hopesits expected 
emergence from Chapter 11 bank- 
ruptcy protection this week will 
help sales by removing doubts 
about its financial stability. But an- 
alysts noted that Wang also needs 
to round out its software portfolio 
more quickly than it has been able 
to manage thus far. 

“They’ve developed 
alot of products in the 
lab, but they’re still 
trying to roll them 
out,” noted Bruce Sil- 
ver, avice president at 
BIS Strategic Deci- 
sions, a consulting 
and market research 
firm in Norwell, Mass. “That busi- 
ness is very small right now, and 
they need to build it up,” he said. 

“Wang needs to talk less and do 
more,” added Priscilla Emery, an 
analyst at New Science Asso- 
ciates, Ine. in Southport, Conn. 
Open/workflow in particular “is 
dragging along a bit,” she said. 
Both Emery and Silver noted that 
the Sun port for Open/image would 
be a positive step for the company. 

Casey said Wang does not plan 
to port its software to other Unix 
platforms beyond Sun. He reiterat- 
ed, however, that the company is 
working on an Open/image release 
for servers running Microsoft 
Corp.’s Windows NT operating 
system, which Wang said would be 
ready by mid-1994 [CW, July 19]. 
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Storage format made more open 


By Stephen P. Klett Jr. 


RESEARCH TRIANGLE PARK,N.C 





Users have been slow to accept hierarchical 
storage management (HSM) technology be- 
cause of its proprietary nature. Alphatronix, 
Inc. last week unveiled an “open” HSM system 
called Emissary/HSM aimed at reversing this 
trend and winning cautious users’ hearts and 
wallets. 

Emissary/HSM, which is initially available 
for Unix networks running Sun Microsystems, 
Inc.’s Network File System (NFS), uses the 
standard file formats and directory structures 
native toSun environments. Therefore, files ar- 
chived with Emissary retain their original data 
format, directory structures and file names, 
said Brian E. Ritchie, vice president of market- 
ing at Alphatronix. 

Emissary also uses the host machine’s native 
storage device driver rather than a proprietary 
third-party driver. As a result, Ritchie said, 
data can be accessed without the Emissary 
software, removable media are portable to 
third-party drives, the system works with any 
backup software, and it can be installed with- 
out reformatting the network’s hard drives. 

HSM systems automatically migrate files 
from network hard drives to optical libraries 
and then tape libraries, using parameters set 
by the systems administrator. Files that are ac- 
cessed infrequently — up to 80% of files on the 
network, according to analysts — are moved to 
more cost-effective storage media, freeing ex- 
pensive hard disk space for more frequently 
used data. Migrated files are automatically and 
transparently restored to the hard disk when 
needed. 

While the initial release of Emissary/HSM is 
not a true HSM system because it does not sup- 
port tape libraries, it is the first system on the 
market to use a nonproprietary data format. 
Tape support is slated for the fourth quarter, 
Ritchie said. Currently, Emissary supports on- 
ly magnetic and optical storage media. 

Industry analysts said Emissary is an attrac- 


tive, viable alternative to proprietary systems 
that will help speed industry acceptance of 
HSM technology. 

“Emissary/HSM’s open architecture will al- 
low companies to start using hierarchical stor- 
age without redesigning their whole backup 
process,” said Michael Peterson, president of 
Peripheral Strategies, Inc., a market research 
firm in Santa Barbara, Calif. 

However, Peterson added that users have a 
risk/performance trade-off to consider when 
choosing an HSM system. “It is easier to re- 
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trieve data from an open HSM system if some- 
thing goes wrong, but generally files can be re- 
called faster on a proprietary system.” 
However, he said those users on the fence 
would be inclined to go with the open solution 
because it is safer. 

Emissary/HSM is available now starting at 
$4,800 for 20G bytes of secondary storage. The 
purchase of a $1,200 unlimited client license is 
also required. 

The first phase release requires the use of an 
Alphatronix Inspire optical jukebox, which 
starts at $14,900. Future releases will allow use 
of all third-party optical jukeboxes, Ritchie 
said, and versions designed for the IBM 
RS/6000 and Hewlett-Packard Co. HP/UX-based 
computers are due by early next year. Ritchie 
also said a version for Novell, Inc.’s NetWare is 
about to go into beta testing. 








Token Ring 
CONTINUED FROM PAGE 53 


Calif. “It isnot a cure for cancer, but it improves 
the function of the network and is a logical 
move for the market.” 

This spring IBM brought to the table the idea 
of separate lines of Token Ring adapters for 
servers and workstations, with an adapter line 
for servers that runs at near “wire-speed,” said 
Frank Dzubeck, president of Communications 
Network Architects, Inc. in Washington D.C. 

“Access to the server is differentiating itself 
because it has a need for increased speeds. The 
server version runs at wire-line speeds be- 
cause the server cannot afford degradation,” 
Dzubeck added. 


Sales still growing 

Despite competition due to improved technol- 
ogy and dropping prices from non-Token Ring 
network protocols such as Ethernet, “fast” 
Ethernet, Fiber Distributed Data Interface 
(FDDI) and Asynchronous Transfer Mode 
(ATM), Token Ring sales continue to grow, 
Schatt. said. That is mostly because Token Ring 








is seeded in the largest firms in the country, 
many of which are expanding their networks. 

“They are not throwing away their Token 
Rings,” Schatt said. 

However, Texaco Chemical Co. in Austin, 
Texas, did exactly that, in part because offi- 
cials at the firm saw a limited future for the To- 
ken Ring architecture, said Jim Huggans, a con- 
nectivity administrator at Texaco. 

Two years ago, Texaco needed to upgrade 
the links among 200 engineers on a 64-acre 
complex. In anticipation of upcoming graphic 
applications, Huggans said he decided to in- 
stall fiber cabling in the new building and re- 
place Token Ring adapters with a proprietary 
100M bit/sec. network technology called TCNS 
from Thomas Conrad Corp., also in Austin. 

“By the time we looked at the cost of imple- 
mentingToken Ring, including the limited num- 
ber of nodes per network segment and the lim- 
ited distance between repeaters, it made more 
sense to go with the proprietary, higher-speed 
cards,” Huggans said. 

At the time, FDDI costs were too high, Hug- 
gans said. Now he is looking forward to ATM 
technology, but he said he does not plan to mi- 
grate to ATM for three to four years because 
his network is fast already. 


Will ATM kill Token Ring? 


While IBM has said it plans to 
deliver 25M bit/sec. Asynchro- 
nous Transfer Mode (ATM) 
technology priced for the desk- 
top, observers say ATM will not 
replace Token Ring on desk- 
tops soon. That is because 
IBM’s low-end version of ATM 
addresses the small segment of 
the adapter card market that 
needs to run multimedia appli- 
cations now, analysts said. 
“The need for more band- 
width is not synonymous with 
multimedia. ATM is synony- 
mous with multimedia,” said 
Frank Dzubeck, president of 
Communications Network Ar- 
chitects. Furthermore, ATM’s 
“five-year cycle” or period of 
mass acceptance will not really 
begin until sometime between 
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1996 and 1998, he said. 

For Token Ring users in need 
of better network performance, 
installing high-performance 
adapter cards on servers — 
common for traffic bottlenecks 
— is one way to increase net- 
work speeds while retaining 
the investment in existing 
equipment, analysts said. 

Meanwhile, IBM is consider- 
ing a 64M bit/sec. version of To- 
ken Ring that “won't require a 
forklift upgrade for Token Ring 
users like ATM will,” said Bob 
Roth, manager of network ac- 
cess systems technical market- 
ing at IBM [CW, Sept. 6]. Other 
vendors, including Proteon, 
Inc., will explore technology 
proposals at an IEEE 802.5 com- 
mittee meeting next week. 





SEPTEMBER 20,1993 73 





4 


PowerPC: 


The New Generation 
of Computing 





Workgroup Computing 


Wang imaging app 
to run on Sun server 


By Craig Stedman 


LOWELL, MASS. 


Wang Laboratories, Inc. will dis- 
close plans next week for porting 
its Open/image imaging software 
to Sun Microsystems, Ine.’s 
SPARC-based server line, the third 
Unix hardware platform Wang 
has targeted in its effort to become 
an open systems software vendor. 
The Sun release of Open/image 
is scheduled to ship 
before year’s end, 
said Donald Casey, 
Wang’s chief develop- 
ment officer. The new 
package will join ver- 
sions already avail- 
able for IBM’s RS/ 
6000 systems and 
Hewlett-Packard 
Co.’s HP 9000 hardware. 
Wang resells both the IBM and 
HP machines but does not plan to 
market Sun’s systems, Casey said. 
“It just didn’t make sense at the 
moment,” he noted, adding that 
Wang will rely on Sun resellers to 
handle the hardware end of sales. 
Casey would not comment on 
whether Wang’s additional open 
software products, including a 
promised work-flow package and 
its Pace application development 
environment, would also be moved 
to Sun systems. Analysts said they 
expect such a move eventually . 
Wang’s open systems business 
remains relatively small for now. 
Combined Unix software, hard- 
ware and services revenue was 
less than $100 million in the com- 
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pany’s last fiscal year, and Wang 
executives project that figure will 
come in at about $150 million dur- 
ing the next 12 months. 

The company hopesits expected 
emergence from Chapter 11 bank- 
ruptcy protection this week will 
help sales by removing doubts 
about its financial stability. But an- 
alysts noted that Wang also needs 
to round out its software portfolio 
more quickly than it has been able 
to manage thus far. 

“They’ve developed 
alot of products in the 
lab, but they’re still 
trying to roll them 
out,” noted Bruce Sil- 
ver, avice president at 
BIS Strategic Deci- 
sions, a consulting 
and market research 
firm in Norwell, Mass. “That busi- 
ness is very small right now, and 
they need to build it up,” he said. 

“Wang needs to talk less and do 
more,” added Priscilla Emery, an 
analyst at New Science Asso- 
ciates, Inc. in Southport, Conn. 
Open/workflow in particular “‘is 
dragging along a bit,” she said. 
Both Emery and Silver noted that 
the Sun port for Open/image would 
be a positive step for the company. 

Casey said Wang does not plan 
to port its software to other Unix 
platforms beyond Sun. He reiterat- 
ed, however, that the company is 
working on an Open/image release 
for servers running Microsoft 
Corp.’s Windows NT operating 
system, which Wang said would be 
ready by mid-1994 [CW, July 19]. 











Storage format made more open 


By Stephen P. Klett Jr. 


RESEARCH TRIANGLE PARK,N.C 





Users have been slow to accept hierarchical 
storage management (HSM) technology be- 
cause of its proprietary nature. Alphatronix, 
Inc. last week unveiled an “open” HSM system 
called Emissary/HSM aimed at reversing this 
trend and winning cautious users’ hearts and 
wallets. 

Emissary/HSM, which is initially available 
for Unix networks running Sun Microsystems, 
Inc.’s Network File System (NFS), uses the 
standard file formats and directory structures 
native to Sun environments. Therefore, files ar- 
chived with Emissary retain their original data 
format, directory structures and file names, 
said Brian E. Ritchie, vice president of market- 
ing at Alphatronix. 

Emissary also uses the host machine’s native 
storage device driver rather than a proprietary 
third-party driver. As a result, Ritchie said, 
data can be accessed without the Emissary 
software, removable media are portable to 
third-party drives, the system works with any 
backup software, and it can be installed with- 
out reformatting the network’s hard drives. 

HSM systems automatically migrate files 
from network hard drives to optical libraries 
and then tape libraries, using parameters set 
by the systems administrator. Files that are ac- 
cessed infrequently — up to 80% of files on the 
network, according to analysts — are moved to 
more cost-effective storage media, freeing ex- 
pensive hard disk space for more frequently 
used data. Migrated files are automatically and 
transparently restored to the hard disk when 
needed. 

While the initial release of Emissary/HSM is 
not a true HSM system because it does not sup- 
port tape libraries, it is the first system on the 
market to use a nonproprietary data format. 
Tape support is slated for the fourth quarter, 
Ritchie said. Currently, Emissary supports on- 
ly magnetic and optical storage media. 

Industry analysts said Emissary is an attrac- 


tive, viable alternative to proprietary systems 
that will help speed industry acceptance of 
HSM technology. 

“Emissary/HSM’s open architecture will al- 
low companies to start using hierarchical stor- 
age without redesigning their whole backup 
process,” said Michael Peterson, president of 
Peripheral Strategies, Inc., a market research 
firm in Santa Barbara, Calif. 

However, Peterson added that users have a 
risk/performance trade-off to consider when 
choosing an HSM system. “It is easier to re- 
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trieve data from an open HSM system if some- 
thing goes wrong, but generally files can be re- 
ealled faster on a proprietary system.” 
However, he said those users on the fence 
would be inclined to go with the open solution 
because it is safer. 

Emissary/HSM is available now starting at 
$4,800 for 20G bytes of secondary storage. The 
purchase of a $1,200 unlimited client license is 
also required. 

The first phase release requires the use of an 
Alphatronix Inspire optical jukebox, which 
starts at $14,900. Future releases will allow use 
of all third-party optical jukeboxes, Ritchie 
said, and versions designed for the IBM 
RS/6000 and Hewlett-Packard Co. HP/UX-based 
computers are due by early next year. Ritchie 
also said a version for Novell, Inc.’s NetWare is 
about to go into beta testing. 
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CONTINUED FROM PAGE 53 


Calif. “It isnot a cure for cancer, but it improves 
the function of the network and is a logical 
move for the market.” 

This spring IBM brought to the table the idea 
of separate lines of Token Ring adapters for 
servers and workstations, with an adapter line 
for servers that runs at near “wire-speed,” said 
Frank Dzubeck, president of Communications 
Network Architects, Inc. in Washington D.C. 

“Access to the server is differentiating itself 
because it has a need for increased speeds. The 
server version runs at wire-line speeds be- 
cause the server cannot afford degradation,” 
Dzubeck added. 


Sales still growing 

Despite competition due to improved technol- 
ogy and dropping prices from non-Token Ring 
network protocols such as Ethernet, “fast” 
Ethernet, Fiber Distributed Data Interface 
(FDDI) and Asynchronous Transfer Mode 
(ATM), Token Ring sales continue to grow, 
Schatt. said. That is mostly because Token Ring 


is seeded in the largest firms in the country, 
many of which are expanding their networks. 

“They are not throwing away their Token 
Rings,” Schatt said. 

However, Texaco Chemical Co. in Austin, 
Texas, did exactly that, in part because offi- 
cials at the firm saw a limited future for the To- 
ken Ringarchitecture, said Jim Huggans, acon- 
nectivity administrator at Texaco. 

Two years ago, Texaco needed to upgrade 
the links among 200 engineers on a 64-acre 
complex. In anticipation of upcoming graphic 
applications, Huggans said he decided to in- 
stall fiber cabling in the new building and re- 
place Token Ring adapters with a proprietary 
100M bit/sec. network technology called TCNS 
from Thomas Conrad Corp., also in Austin. 

“By the time we looked at the cost of imple- 
mentingToken Ring, including the limited num- 
ber of nodes per network segment and the lim- 
ited distance between repeaters, it made more 
sense to go with the proprietary, higher-speed 
cards,” Huggans said. 

At the time, FDDI costs were too high, Hug- 
gans said. Now he is looking forward to ATM 
technology, but he said he does not plan to mi- 
grate to ATM for three to four years because 
his network is fast already. 


Will ATM kill Token Ring? 


While IBM has said it plans to 
deliver 25M bit/sec. Asynchro- 
nous Transfer Mode (ATM) 
technology priced for the desk- 
top, observers say ATM will not 
replace Token Ring on desk- 
tops soon. That is because 
IBM’s low-end version of ATM 
addresses the small segment of 
the adapter card market that 
needs to run multimedia appli- 
cations now, analysts said. 
“The need for more band- 
width is not synonymous with 
multimedia. ATM is synony- 
mous with multimedia,” said 
Frank Dzubeck, president of 
Communications Network Ar- 
chitects. Furthermore, ATM’s 
“five-year cycle” or period of 
mass acceptance will not really 
begin until sometime between 
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1996 and 1998, he said. 

For Token Ring users in need 
of better network performance, 
installing high-performance 
adapter cards on servers — 
common for traffic bottlenecks 
— is one way to increase net- 
work speeds while retaining 
the investment in existing 
equipment, analysts said. 

Meanwhile, IBM is consider- 
ing a 64M bit/sec. version of To- 
ken Ring that “won't require a 
forklift upgrade for Token Ring 
users like ATM will,” said Bob 
Roth, manager of network ac- 
cess systems technical market- 
ing at IBM [CW, Sept. 6]. Other 
vendors, including Proteon, 
Inc., will explore technology 
proposals at an IEEE 802.5com- 
mittee meeting next week. 
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Unisys seeks consistency with client/server unit 


By Thomas Hoffman 
SAN JOSE,CALIF 





Unisys Corp. recently laid out its strate- 
gy for the client/server business unit it 
created as part of its corporate restruc- 
turing last month. 

Unisys executives and analysts said 
the unit should provide customers with a 


more cohesive approach to dealing with 
the vendor for its range of U6000 Unix 
servers, CTOS workstations, PW2 Ad- 
vantage and Advantage Plus PCs and the 
related software and services Unisys 
provides to support Microsoft Corp.’s 
Windows NT operating system. 

The Unisys Client/Server Systems 
business unit will operate like an inde- 


pendent company but will be able to draw 
on Unisys’ corporate services and tech- 
nologies to satisfy customer needs. 

The unit will be headed up by Donald 
E. Coleman, who was president and man- 
aging director of Ventana Corp., a Tuc- 
son, Ariz.-based electronic meeting soft- 
ware developer, before he joined Unisys 
last March. 
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“If you’re looking at us from the out- 
side, two attributes will change,” Cole- 
man said. In the past, Unisys maintained 
separate divisions that focused on spe- 
cific products, such as the U6000 servers. 
For each division, there was also a stand- 
alone, product-oriented research and de- 
velopment team, manufacturing and 
marketing groups and geographically 
based sales organizations. 

Those once product-oriented divisions 
will now work together as a unified team 
of 2,500 staffers, Coleman said,: rting 
with a marketing approach aimed at sat- 
isfying Unisys’ four primary lines of busi- 
ness: financial services, telecommunica- 
tions, airlines and the public sector. 
Those sectors provided the vendor with 
80% of its $8.4 billion in revenue last year. 

In 1992, Unisys’ client/server hard- 
ware, software and services revenues to- 
taled $1.5 billion, Coleman said. He esti- 
mated those revenues would approach 
the $2 billion mark for 1993. 


Coordinated products 

Unisys’ “client/server approach is coor- 
dinated now,” noted Rich Schreiber, 
president of ATB Associates, a Wellesley, 
Mass.-based consultancy. Schreiber said 
the strategy will enable Unisys to deliver 
to its customers aset of “solutions” rath- 
er than aset of products. 

Schreiber said customers should ben- 
efit from the new unit by its more consis- 
tent set of products and services. Ser- 
vices are becoming increasingly impor- 
tant for user shops as they wade through 
their initial client/server efforts, Schrei- 
ber said. 

“The reality is that if you’re going to 
be putting in a new distributed system, 
unless it is a pilot, the requirement for 
the level of end-user sophistication gen- 
erally begins to spiral upward more than 
most organizations are budgeted or 
staffed for,” Schreiber said. 


Support from IBM 

IBM recently said it will boost the 
level of system integration and 
support it supplies to value-added 
resellers of its RS/6000 Unix sys- 
tems. The IBM RISC System/6000 
Express Support program pro- 
vides 800-number technical sup- 
port, custom configuration of sys- 
tems and on-line access to IBM’s 
product and support databases. 
The program will begin Oct. 1, 
IBM said. 


Porting to Unix 

Palindrome Corp. and Lachman 
Technology, Inc. announced plans 
to port Palindrome’s Network Ar- 
chivist automated backup soft- 
ware to Unix platforms. The initial 
release is to be for Sun Microsys- 
tems, Inc.’s Solaris in mid-1994. 





« Breathe the fire of ATM into 
your existing Kthernet network. 





ae PNR as network. Plus the unique ability 


TRY Cote Lo AIL mage] fella fe] to dynamically configure and reconfigure an 4 
i e your existing Ethernet almost unlimited number (up to 65,000) of és % 
“i on investment? Yes, — only with CMe MUL eM UM mle malts - 
. DragonSwitch™ and VNA ease — freeing you from the physical constraints 
from Ungermann-Bass. {ff The DragonSwitch for of shared networks. And all while delivering the 
Ethernet — combined with our unique Virtual industry's smoothest migration path to full ATM 
Network Architecture™ (VNA) software — implementation in the future. (fl. So if you need j 
eee Aa UM Lule eral ear) ATM benefits on your Ethernet network today, 
dedicated bandwidth, multimedia support and call 1-800-777-4LAN for a free VNA video and ee 
rat momo CULM CLL Cece) Mela cece your Dragon information kit. 
FOR et ee ere Re eee 


| Ql Ungermann-Bass = 


Your global network integration partner 








Fs - 








Developing client/server applications 
doesn’t have to be a nightmare. 


The issue isn’t whether to develop client/server 
applications-the question is ow. How do you combine the 
expertise of PC and mainframe developers into productive 
teams to deliver large-scale client/server systems quickly? 


INTERSOLV’s interchangeable, yet integratable desktop 
development solutions put your resources to work today 
building real-world client/server applications. Your teams 
can exploit new application architectures, including GUIs 
and cooperative processing, without retraining in new 
technologies or languages. Unlike other tools, 
INTERSOLYV solutions automate all of your real-world 
development needs: from GUI clients to enterprise- 
strength transaction management and host processing. 


INTERSOLV manages the complexities of distributing 
data and function across multiple tiers in a cooperative 


processing environment. Your workgroups are free to 
focus on more important things: designing friendly 
graphical interfaces and addressing the real business 
needs. All of which gives you the competitive advantage! 


INTERSOLV’s desktop development solutions give you 
secure, real-time information sharing via a LAN repository, 
flexible support for the way you work, and the ability to 
reuse your existing applications... and your nights free 
from the LU6.2 demons! 


For more information about Ea 
INTERSOLV products call 

TOLL-FREE 1-800-777-8858, 

extension 112. 


INTERSOLV 
Your Edge in Software Development 


Copyright © 1993 INTERSOLY, Inc. All products mentioned are trademarks and/or registered trademarks of their respective companies. 





Epoch Systems in Westboro, Mass., has 
announced EpochServ 6.0, a family of in- 
tegrated client/server data management 
software products that were designed 
for backup, file migration and volume 
management. 

Key enhancements to the product line 
include the ability of files to span optical 
volumes, support for multilevel staging 
and expanded peripheral support. 

Epoch officials claim the products are 
open, modular and portable. There are 
three integrated software products: 
EpochServ, client/server management 
software that includes three modules to 
implement a complete enterprisewide 
data management solution on a single 
platform; EpochBackup, software that 
automatically backs up and restores cli- 
ent files located throughout the enter- 
prise in heterogeneous environments to 
an EpochServ-based system; and Epoch- 
Migration, software that provides auto- 
mated, enterprisewide migration of cli- 
ent files located in heterogeneous 
environments to an EpochServ-based 
system, according to the firm. 

Pricing ranges between $20,000 and 
$60,000. 

> Epoch Systems 

(508) 836-4300 


Workgroup Computing 








Advanced Archival Products, Inc. and 
Cygnet Systems, Inc. have announced 
the availability of the Amass optical-dise 
jukebox file system for the Cygnet Series 
1800 expandable, 12-in. optical jukebox 
family. 

According to Advanced Archival in 
Greenwood Village, Colo., Amass is the 
only direct-access jukebox file system to 
provide a single-device, single-file sys- 
tem view of all models of the Cygnet Se- 
ries 1800 family. 

The series offers integrated functions 
such as high-speed, on-line index and 
magnetic disk caching. It also features a 
reliability rating of 425,000 mean ex- 
changes between failures, and its stor- 
age capacity ranges from 162.4G bytes to 
1.4T bytes. 

Prices start at $25,000. 

p> Advanced Archival Products 

(303) 792-9700 





Tangent Computer, Inc. has announced 
NetRun, a line of high-performance net- 
work workstations. 

The systems are said to offer 50% 
greater network performance than com- 
petitive units with typical Novell, Inc. 
NE2000 network interface cards, accord- 
ing to the Burlingame, Calif., company. 

The NetRun line provides a 32-bit in- 
terface with VL bus graphics accelera- 
tion. Two models are available, the VL 
NetRun and the Universal NetRun. Both 





come equipped standard with 4M bytes 
of RAM, a 40-MHz Intel Corp. 1486 CPU, 
16550 high-speed communications cir- 
cuitry, a 32-bit VL bus disk interface, a 
120M-byte, 19-msec hard drive, a 16-bit 
Parallel Tasking Ethernet interface, a 
1.44M-byte floppy and a 14-in. color mon- 
itor. DOS 6.0 and Windows 3.1 are prein- 
stalled. 

The VL bus version is called the VL Net- 
Run and costs $1,895. The Universal bus 
NetRun supports VL bus, XT/AT bus and 
most Extended Industry Standard Archi- 
tecture bus expansion cards; it has a 
base price of $2,195. 

> Tangent Computer 

(415) 342-9388 





Unisys Corp. has announced two entry- 
level Unix departmental servers for com- 
mercial users looking for network-ready 
systems. 

According to the Blue Bell, Pa., compa- 
ny, the servers increase performance 
while helping users manage the transi- 
tion from Intel Corp.’s 1486 to Pentium 
technology. 

The U6000/300 system employs a 60- 
MHz Pentium processor and was de- 
signed for high-performance server ap- 
plications. The U6000/100 uses a 66-MHz 
1486 DX2 processor; it is field-upgradable 
with a Pentium processor module to be- 
come a U6000/300. 

The servers offer a range of key fea- 


tures, including redundancy and data in- 
tegrity. These features enable the prod- 
ucts to be used in distributed applica- 
tions and transaction processing 
environments. 

The U6000/300 is priced from $12,750. 
The U6000/100 is priced from $8,800. 

p> Unisys 

(215) 986-4011 





Hadax Electronics has announced its 
LAN Access Unit (LAU). 

According to the Ridgefield Park, N.J., 
company, connecting one or two analyz- 
ers to the LAU enables the analyzers to 
access up to eight LANs for testing. 

Two LANs can be tested at the same 
time because both analyzers can operate 
simultaneously. The need for dedicated 
analyzers for each LAN and the act of 
physically movingtest equipment among 
the LANs is eliminated. 

The L210 Ethernet LAU is available in 
an eight-port model, offering connector 
options for either DB15 for AUI or keyed 
RJ-45 for 10Base-T. The L200 Token Ring 
LAU is available in an eight-port model, 
and its connector options are data con- 
nectors, RJ-45 or DB9 connectors. The 
product is 2% inches high and fits in a 
standard 19-in. rack. 

The L210 for Ethernet and the L200 for 
Token Ring each cost $1,395. 

> Hadaz Electronics 

(201) 807-1155 
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Are you tired of using COBOL maintenance techniques that 
haven't changed since the leisure suit? Would a product that answers 
your questions about your entire software system make your job, 
and maybe even your life, a whole lot better? We bet it would. 

Real Analytical Power. Revolve's Windows interface lets you 
point and click to look at source code from many perspectives, in- 
cluding views of physical components, logical execution sequences, 
and data layouts. Color graphics give you quick insights into a 
program's structure. 

Then Revolve goes even deeper, with a unique query capa- 


bility that lets you define your own questions with no limit to their 


BURL A SOFTWARE 


complexity. With the answers, Revolve generates the complete blue- 
print you need to understand an existing software system. Because 
it works on many programs at once, Revolve gives you the overall 
view you need to understand an entire application. 

Here's The Bet. If your data center meets a few simple quali- 
fications, we'll give you a copy of Revolve. Free. Forever. This is not a 
“trial offer.” 

We're betting that once you use Revolve in your own work 
environment, other programmers will want a new image, too. So 
be the first in your shop to take the bet, and call Burl Software at 
1-800-849-BURL today. You'll win a whole new image. 


7200 Falls of the Neuse Road, Raleigh, NC 27615, Fax 919-870-5789 
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Once you find a supplier who 
can manage your data, bill you 
in one currency, speak your 
customer’s language, and 
understand the technical and 
cultural difficulties of global 
business. ..suddenly your vision 


Global Vision ts Just the Beginning. 
Global Communications make Vision a Reality. 

has substance. And your job 

is easier. It happens, with BT™. 

It happens with all communica- 

tions—from engineering 


schematics or purchase orders, 
to financial transactions or 
balance sheets. 


BT’s portfolio of Global Network that for companies throughout 
Services can make communica- North America and around the 
tions the easiest part of your busi- world. To find out how BT makes it 
ness. Tell us about your challenges, happen, call for our Going Further, 
your goals. Then we'll know which Staying Closer brochure. 

of our resources are best for your 1-800-872-7654 in the U.S., 
business. We're doing just BT) 7 or 1-800-874-7654 in Canada. 


Going Further Staying Closer™ 


GLOBAL NETWORK SERVICES™ ¢ LAN INTERCONNECT ¢ VIDEOCONFERENCING ¢ EDI ¢ MESSAGING ¢ TRANSACTION SERVICES ¢ FINANCIAL TRADING SYSTEMS * GLOBAL NETWORK OUTSOURCING FROM SYNC@ORDIA™. 
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INTERNETWORKING 
SERVICES 
NET MANAGEMENT 


By Lynda Radosevich 
MINNEAPOLIS 


This summer Target Stores, Inc.’s pur- 
chasing department kicked the paper 
habit: It managed to get 100% of its trad- 
ing-partner transactions onto electronic 
data interchange (EDI) systems. 

Unlike retail competitors Kmart Corp. 
and Wal-Mart Stores, Inc., which mandat- 
ed in 1990 that all their trading partners 
move to the electronic exchange of busi- 
ness documents, Target waited for EDI 
systems to mature and its partners to 
naturally evolve to the technology. 

This meant that as of last January, al- 
most 86% of Target’s purchase volume 
had migrated to EDI. At that point, “it 
didn’t make sense to have a paper sys- 
tem in place,” said Jane Lucas, director 
of total quality and quick response for 
Target. 

The company then set a June deadline 
to go 100% EDI, which Lucas character- 
ized as now being “almost as pervasive 
as the telephone.” 

However, while EDI is common in the 


New, improved SNMP still has 
a way to go, but products emerge 


By Elisabeth Horwitt 


The networking industry’s movement to 
embrace Simple Network Management 
Protocol (SNMP) Version 2 has so far 
been more of an amble than a rush. How- 
ever, at least two vendors, Sun Microsys- 
tems, Inc.’s SunConnect division and The 
Wollongong Group, Inc., have promised 
that their enterprise network manage- 
ment platforms will support the emerg- 
ing standard by year’s end. 

Once in product form, the enhanced 
version will provide major advantages 
over the original version of SNMP, among 
them: the ability to secure management 
systems and tasks against unauthorized 
access, more efficient gathering of bulk 
files from managed stations and interac- 
tion among different network manage- 
ment systems (see chart). 

Unfortunately, the first SNMP 2-com- 
patible platforms will make use of the 
above features in a limited fashion until 
managed network devices also support 
the standard. 

Sun expects the industry to rally 
around SNMP Version 2 within the next 
six months, said Joe Matibag, senior 
product manager. Initially, two Sun part- 
ners, Nynex Allink and Isicad, Inc., have 
committed to support SNMP 2 with their 
products, which they are integrating 
with SunNet Manager Version 2.2. Cisco 


Enterprise Networking 


Retailer swings its partners to EDI 


retail industry, systems that include ev- 
ery trading partner arerare. 

“About 95% of the trading partners of 
the Top 15 retailers are on EDI,” said Tor- 
rey Byles, EDI/electronic commerce pro- 
gram director for Input, a consulting 
company in Mountain 
View, Calif. “In retail 
and distribution, it is 
de rigueur to have EDI, 
especially in dis- 
count retailing, be- 
cause price is the 
competitive differ- 
entiator.” 

And saving mon- 
ey by eliminating pa- 
perwork helps retail- 
ers cut prices, he 
explained. 

But in most retail companies, the last 
5% of trading partners, which typically 
represents a “trivial amount of their 
business,” does not make it onto the big 
retailer’s EDI systems, Byles said. 

In Target’s case, the non-EDI trading 
partners represented only 14% of busi- 


Systems, Inc. and Banyan Systems, Inc. 
are rumored to be readying SNMP 2 
announcements. 

Allink provides a network manage- 
ment platform; Isicad offers software for 
trouble ticketing and problem manage- 
ment. 

However, Sun’s SunNet Manager 2.2, 
scheduled for release next month, only 
supports two major SNMP 2 features: 
bulk retrieval and security. 


Sun makes plans 

Sun will roll out full support of SNMP 2, 
along with other major standards such 
as the Common Object Request Broker 
Architecture and Common Management 
Information Protocol, with its upcoming 
distributed management platform, Sun 
spokesmen indicated. 

Meanwhile, SunNet Manager 2.2 will 
offer other advantages over its predeces- 
sors, including the ability to pinpoint 
problems across links between routers 
and other internetworking devices. 

SunNet Manager 2.2 will be available 
in October on Solaris 2.x at a suggested 
retail price of $3,995. 

Wollongong, meanwhile, is claiming 
full SNMP Version 2 compatibility for its 
PathWay Management Station 3.1. The 
Palo Alto, Calif., vendor is replacing a 
proprietary management information 
base with SNMP 2’s manager-to-manag- 


Target hits bull’s-eye with EDI 
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ness purchases but accounted for more 
than half the retailer’s 2,700 suppliers. 
Lucas said one key component to get- 
ting them to use EDI was complying with 
Voluntary Interindustry Communica- 
tions standards, a subsegment of the 
ANSI X.12 EDI stan- 
dard aimed at the 
retail, apparel and 
textile industries. 
X.12 standards pro- 
vide the syntax for 
business electronic 
transactions such 
as purchase orders. 
Even so, there 
was a crunch at the 
end of the conver- 
sion process. 
Though Target had 
announced last New Year’s Day that it 
wanted to go paperless by June, as of 
May about 700 business partners still 
straggied behind on paper systems. The 
biggest conversion challenge, then, was 
having Target specialists set up all those 
companies’ profiles in one month. 


Going 
100% EDI 
eliminates 
Paper, 
reduces 
work load 
and ups 
customer 
service 


However, the benefits, including an un- 
quantified reduced work load, increased 
accuracy and speedier processing, far 
outweighed one uncomfortable month, 
Lucas said. 

Internally, Target uses Gentran soft- 
ware from Sterling Software, Inc. in Dub- 
lin, Ohio, to translate incoming docu- 
ments into a form used by the company’s 
order-processing systems. 

Trading partners have the option of 
exchanging documents with Target 
using a value-added network (VAN) — ei- 
ther General Electric Information Ser- 
vices in Rockland, Md., or Sterling Soft- 
ware’s Ordernet. Smaller partners can 
also use TargetDirect, a mailbox service 
provided by Target so they do not have to 
pay for VAN services. 

Life in the EDI world is becoming less 
cumbersome for smaller businesses, 
Byles said. 

This is because newer EDI software 
makes it easier to tie EDI information to 
PC-based spreadsheets and database 
applications using Windows, according 
to Byles. 
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The major enhancements of SNMP Version 2 compared 


with Version 1 





A 10-times-or-better speed and efficiency improvement in 
bulk data retrievals. 





er protocol so distrib- 
uted management 
nodes can communi- 
cate with one anoth- 
er, according to Joe 
Hielscher, director of 
product marketing. fi 

Once the major 
vendors support 5) 
SNMP 2, Wollon- 
gongs management 
nodes will potentially 
be able to communicate with other ven- 
dors’ nodes. Then users will be able to set 
up multivendor domain management 
systems, each specializing in a different 
type of application or network and to 
share information as needed. 

First, however, the industry needs to 
do further standardization work, partic- 
ularly in the area of defining how various 
network objects are managed, industry 
analysts said. 

Meanwhile, Wollongong has used 
SNMP 2 to beef up the interaction among 
its distributed management nodes, 
Hielscher said. For example: 
¢The get-bulk feature will allow PathWay 
Management Station Nodes to exchange 
large amounts of data more efficiently. 
¢The security feature will allow users to 
guard interactions between distributed 
nodes against unauthorized intrusions. 

In addition, the new version of the 
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Source: SNMP Research, Inc. 


Trilevel security, configurable by the network administrator. 


Improved support for communications among different 
vendors’ network management stations. For example, the 
management — now have a standard way to 
negotiate whic 


stations will handle which services. 


Improved “set” capability, the function of a manager’s 
workstation to write to a remote management station. 


An SNMP shift from “TCP/IP-centric” to “protocol-neutral.” 


product can correlate, filter and ac- 
knowledge alarms from routers to pre- 
vent alarm broadcast storms, Wollon- 
gong said. It also features a distributed 
rule-based expert system and report 
generator that enables users to custom- 
ize reporting functions. 

When network hardware and net- 
worked system vendors implement the 
new version of the standard, the system 
will be able to extend security and get- 
bulk features out to managed devices as 
well, Hielscher said. 

PathWay Management Station 3.1 runs 
on Sun’s SunOS and Solaris, Novell, Inc.’s 
UnixWare, Digital Equipment Corp.'s Ul- 
trix and Motorola, Inc.’s Unix System V 
Release 4-based operating system. It 
supports Motif/X Window System-based 
interfaces for applications and is avail- 
able 90 days after receipt of order at alist 
price of $10,000. 
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TPC Benchmarks” 
Published to Date. 


Hardware vendors that have used INFORMIX-OnLine 
to publish TPC benchmarks include: 


° AT&T eICL 
* Bull ¢ MIPS 
* Control Data * Motorola 
Corporation «NCR 
* Data General * Olivetti li) TPC-B Benchmarks 
* Digital Equipment »*Sequent 
Corporation * Siemens Nixdorf li TPC-C Benchmarks 
¢ Fujitsu ¢ Sun Microsystems 
¢ Hewlett-Packard ¢ Texas Instruments 
° IBM ¢ Unisys 





@ TPC-A Benchmarks 


*UNIX TPC-audited benchmarks published by hardware manu- 
facturers as of 9/1/93. 
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When they want to show high performance, hardware 
vendors choose the database that delivers. Time after 
time, the choice is Informix. Whether it’s TPC-A, TPC-B, 
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INFORMIX-OnLine to publish TPC-C results. 
Informix has been providing information management 
software for open systems for more than a decade—includ- 
ing UNIX} NetWare} and 
Windows’ NT” With fully 
scalable, high performance 


database servers, application 


that their systems provide a 
competitive advantage. 
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environments—a fact that’s 
evident in new TPC-C benchmark results. Unlike TPC-A 
and TPC-B, TPC-C was specially designed to include 
transaction types that more accurately mirror real-world 
transaction processing. In other words, TPC-C results 
are a realistic look at how an RDBMS will perform in 


your own business. And hardware vendors are using 
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Package promises to back 
up LAN data on mainirame 


By Jean S. Bozman 
RANCHOCORDOVA, CALIF 


Sterling Software, Inc. said last week it 
has begun shipping an enterprisewide 
client/server storage management sys- 
tem code-named Galil, which was an- 
nounced nearly a year ago [CW, Oct. 26, 
1992]. The software was designed to 
back up data on corporatewide LANs and 
to ship the data to mainframes. 

Now called SAMS:Expert, the LAN- 
based software allows users to fill out a 
software menu that identifies files for en- 
terprise backup and storage. A compan- 
ion product, SAMS:Vantage, supports 
central-site reporting and data recovery 
on IBM/MVS mainframes. 

Still missing from the client/server 
package is SAMS:Control, which has 
middleware that supports LAN backup 
on the mainframe. SAMS:Expert and 
SAMS:Vantage are in Release 1.0, which 
has limited data security and support for 
network backbones. SAMS:Control is 


due to ship in 1994, Sterling said. 

The Sterling product package ad- 
dresses an important information sys- 
tems challenge — enterprisewide data 
management — but faces competition 
from established LAN backup packages, 
said Patrick McBride, a program director 
at market research firm Meta Group, 
Inc.’s service and systems management 
strategies group in Westport, Conn. 

The first release supports Novell, Inc. 
NetWare LANs. But Sterling plans to ship 
Release 2.0 in March 1994, said Bob 
Brown, director of product marketing at 
Sterling’s Storage Management Divi- 
sion. Release 2.0 will support TCP/IP and 
IBM’s LU6.2 protocol, as well as Banyan 
Systems, Inc.’s Vines LANs, IBM’s LAN 
Server and Microsoft Corp.’s LAN Man- 
ager network operating systems. 

SAMS:Expert is priced at $2,995 for the 
LAN Server and at $250 for 10 PC users. 
SAMS:Vantage for the mainframe is 
priced at $35,000 for a mid-size IBM 
mainframe. 








Inmac offers catalog globally 


By Gary H. Anthes 
SANTACLARA, CALIF 


Inmac Corp., a direct marketer of com- 
puter products, has published an inter- 
national catalog of networking products 
and services that stretch beyond equip- 
ment offerings to full-scale network de- 
sign. It will be translated into several lan- 
guages, marking the $300 million com- 
pany’s entry into non-U:S. markets. 

Inmac’s networking offerings include 
services such as network planning, in- 
stallation, integration and maintenance. 
These services will be provided on behalf 
of Inmac by Memorex Telex Corp. 

“The catalog serves the primary mar- 
ket of customers who do not have any 
kind of LAN installation — and we can 
take them soup to nuts including pulling 
the wire if they need that — and the after- 
market, where customers need incre- 


mental components,” said Jeff Heim- 
buck, Inmac president. 

The catalog lists 3,000 items from mo- 
dem cables to complete network sys- 
tems, including hardware, software, test 
equipment, power backups and the like. 
It includes mainstream U.S. products as 
well as products unique to European 
markets, Heimbuck said. 


One of a kind 

Heimbuck noted that Inmac is unique 
in its combination of broad geographic- 
al reach and vendor-independence. 
Most multivendor LAN value-added re- 
sellers operate in local markets only, he 
said. 

“If you want to get something going 
across the U.S., you have to deal with a 
single vendor like Novell or IBM or 3Com, 
and you're stuck with whoever they’re 
partnered with,” he said. 














Start-up rolls out enterprise net product 


Arkhon Technologies, Inc. in Cerritos, 
Calif., said it intends to go up against the 
big guys with an enterprise network and 
systems management platform. 

An eight-person start-up, the company 
is planning to roll out next year a kitchen 
sink-type of product that will manage 
networks, networked systems and appli- 
cations, as well as security, validation 
and encryption functions. 

It will also perform these functions: 
*Consolidation and correlation of infor- 
mation from the leading network man- 
agement systems. 

*Expert system technology to automati- 
cally zero in on and take care of common 


network problems based on rules de- 
rived from discussions with human ex- 
perts. 

Neural network technology, which al- 
lows automated systems to learn from 
network events and gain experience in 
solving common problems. 

¢Distributed domain managers that will 
cooperate using the Common Object Re- 
quest Broker Architecture. 

The product will support industry 
standards such as the Open Software 
Foundation’s Distributed Management 
Environment and Distributed Comput- 
ing Environment, as well as SNMP, the 
company said. 
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Florist’s revamped system 
blooms with new WAN link 


By Thomas Hoffman 
WESTBURY,N.Y. 





In 1984 the owner of Flora Plenty, a retail 
floral chain in New York, purchased Dal- 
las-based 800-Flowers, a struggling glob- 
al floral service that was losing more 
than $400,000 per month. 

Since then, James McCann and his 
brother Chris, the company’s vice presi- 
dent of operations, have leveraged a mix 
of marketing entrepreneurism and infor- 
mation technology to return the now $50 
mnillion organization to profitability. 

The company’s next information tech- 
nology project is to swap out an IBM 
AS/400 at one call center in favor of an 
NCR Corp. Unix-based server to allow 
portability of tele- 
marketing appli- 
cations between 
the firm’s two pri- 
mary  telecenter 
locations. The in- 
tersite connectiv- 
ity medium will be 
a fractional T1 
link, slated to go 
live in December. 

The goal of the 
$250,000 hard- 
ware/software 
wide-area net- 
work project is to 
provide tighter 
communication 
ties between the 
company’s two 
800-Flowers call 
centers, one in 


Worcester, Mass., Chris McCann (left), vice president of oper- 


According to McCann, Unix has some 
other advantages over the AS/400. 
“Because we ramp up our order process- 
ing by a magnitude of 10 during the holi- 
days, it’s easier to process orders with 
dumb terminals linked to Unix hosts 
than with PCs linked to the AS/400,” he 
said. 

Also, for telemarketing representa- 
tives, “it’s easier to call up Help screens 
and different windows under Unix,” 
McCann said. 


Screen prompts 

800-Flowers customized its telemarket- 
ing software three years ago so an order 
screen would prompt a telemarketer to 
ask the customer a full range of sales 
questions, make 
suggestions for 
floral arrange- 
ments in different 
price ranges and 
provide informa- 
tion about vari- 
ous packages 
offered for birth- 
days and other 
special occa- 
sions. 

Those types of 
capabilities have 
helped 800-Flow- 
ers vault to the 
top of the indus- 
try, according to 
Frances Porter- 
field, publisher of 
Florist’s Review, 
a monthly floral 


and one here, ations, discussesoperationalplanswith zine in Topeka, 
where the compa- James McCann, president of 800-Flowers Kan. 


ny moved its head- 
quarters in 1987. 

The WAN project is also expected to 
help consolidate the processing of all 
sales information on an NCR 3550 server 
in Westbury in time for the holiday order 
rush. 

“By having all these processes done in 
one facility, we anticipate better control 
of our data and better service to our cus- 
tomers,” Chris McCann said. 


Separate order processing 

In the past, each telecenter handled in- 
bound sales orders, outplacement of or- 
ders to networked florists and customer 
satisfaction ratings separately. This 
posed a problem because the Worcester 
telecenter processed its sales informa- 
tion using an AS/400 and the Westbury fa- 
cility used an NCR 3550 server. 

Application software had to be recon- 
figured for the AS/400 environment — a 
time-consuming and costly endeavor — 
and the two telecenters were not able to 
communicate well with each other. 

To better integrate these facilities, the 
company plans to replace Worcester’s 
AS/400 with an NCR 3450 server early 
next month. 


Although Flo- 
rist Transworld Delivery Association — 
better known as FTD — and other play- 


ers have entered the 800-market during | 


the past 12 to 18 months, 800-Flowers’ 
technical and marketing savvy has 
placed it well ahead of its competitors, 
Porterfield said. 

For example, she said the 800-Flowers 
customized telemarketing software ap- 
pears to be more user-friendly and cov- 
ers a wider range of customer needs than 
what the competition has developed. 

Once the NCR 3450 is installed in 
Worcester, the file server will be linked 
via Ethernet over a 384K bit/sec. fraction- 
al T1 connection to the company’s pri- 
vate-branch exchange and NCR 3550 in 
Westbury. This will allow the company to 
more quickly and easily download sales 
information to Westbury. Also, both tele- 
centers can now share a common data- 
base. 

Once the WAN is installed, orders tak- 
en by the Worcester telecenter will con- 
tinue to be processed on an IBM 3090. 
From there, they will be downloaded to 
the NCR 3450 and transmitted to the NCR 
3550 in Westbury, where the sales will be 
processed and finalized. 


industry maga- | 
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Firm to go virtual with frame relay 


By Gary H. Anthes 
RESTQN,VA. 


When DynCorp calls itself a “diversified” 
professional and technical services firm, 
it is not kidding. 

The billion-dollar company’s 21,000 
employees at 188 worldwide sites work 
at a broad array of jobs: baggage han- 
dlingat airports, medical research at the 
National Cancer Institute, 
the operation of the Strate- 
gic Petroleum Reserve along 
the Gulf Coast and others. 

And now DynCorp has a 
highly distributed comput- 
ing and communications in- 
frastructure that supports 
that geographical and func- 
tional diversity. 

When DynCorp down- 
sized in 1990, it did not just 
set in motion a gradual 
move to client/server com- 
puting with the idea of post- 
poning the inevitable up- 
grade to the next main- 
frame. In 10 months, the 
company set up LANs at 11 major sites, 
moved all applications off two IBM main- 
frames and sent the machines out the 
door — one to ascrap dealer. 

The company even had an “unplug- 
ging party” on the day the machines 


Butch Fernstrom, M/S 
director: The WAN 
will blend geograph- 
ically diverse pock- 
ets of expertise 


were removed. People involved in the 
process drank champagne and toasted a 
new era in information systems. 

DynCorp hired or appointed LAN ad- 
ministrators at each of the 11 sites but 
still reduced its IS staff from 66 to 22 peo- 
ple. The $3.5 million up-front investment 
cut the $4 million annual IS budget in 
half. The alternative to client/server — a 
move to a distributed, complex instruc- 
tion set computing main- 
frame system — would have 
boosted outlays by 25% to 
50%. 

Now DynCorp is taking 
another big step to bring its 
information systems more 
in line with the way it does 
business. It is tying together 
its LANs through a frame-re- 
lay wide-area network pro- 
vided by Sprint Corp, 

“The WAN provides the 
communication medium for 

. a virtual corporation,” 
said Butch Fernstrom, MIS 
director. 

According to Fernstrom, 
this is because the U.S. network will al- 
low standardization and wider deploy- 
ment of the company’s electronic-mail 
system and will allow the implementa- 
tion of groupware, work-flow automa- 
tion, videoconferencing and other mod- 





Single station shows bird’s-eye view of vast net 


 software-defined 


ern practices. 

In particular, he said, it will make it 
easier to form far-flung teams of experts 
to collaborate on large, complex propos- 
als, which for the govern- 
ment can run to thousands 
of pages and may be won or 
lost on bid differences of 
less than 1%. 

“Big companies like us 
have a lot of expertise, but 
the pockets of expertise are 
hard totap into,” Fernstrom 
said. 


Easier to update 

He said frame relay was 
less costly than the older 
point-to-point private line 
network approach and that 
frame-relay technology's 
circuits 
made it easier to alter net- 
work topology as connectivity require- 
ments changed. 

Currently, “we are at the mercy of fax- 
es and overnight mail,” said Paul V. Lom- 
bardi, president of DynCorp’s Govern- 
ment Services Group. “Federal Express 
has got us by the neck.” 

Lombardi declined to predict how 
much of the company’s $18 million annu- 
al travel budget and $1 million in over- 
night delivery outlays might be saved by 


Paul Lombardi, presi- 
dent of DynCorp’s 
Government Services 
Group: ‘Ifyoucan’t 
communicate, you 
can’t operate’ 


the network. But he did say cost savings 
were not the major objective of either the 
move to client/server or the move to the 
WAN. He said the moves were vital to the 

firm’s success as a business. 


Efficiency gains 

“If you can’t communicate, 
you can’t operate. This will 
lead to a significant im- 
provement in efficiency,” 
Lombardi said. 

He said the WAN will en- 
able DynCorp to set up a 
companywide marketing 
management information 
system that will, for exam- 
ple, easily convey sales leads 
unearthed in one part of the 
country to interested parties 
elsewhere. 

DynCorp has six sites on 
the WAN now. Novell, Inc. 
LANs connect to the Sprint frame-relay 
network via Wellfleet Communications, 
Inc. routers. Two more sites will be add- 
ed during the next year, Fernstrom said. 
Other sites will dial in to the WAN. 

He said it costs $6,000 per facility — 
mostly for the routers — to set up the 
WAN and will cost $150,000 a year to op- 
erate the network. The operations costs 
mostly represent fees to Sprint, accord- 
ing to Fernstrom. 


By Jean S. Bozman 
CHICAGO 


From a lone computer console, 
Stone Container Corp. can survey 
the sprawling network that sup- 
ports its $5.5 billion paper-and- 
corrugated container manufac- 
turing empire. 

The company achieves this 
through network alert-unifying 
software it runs on a Sun Microsys- 
tems, Inc. workstation. 

Boole & Babbage, Inc.’s Com- 
mand/Post software allows the 


Sun workstation to display all ma- - 


jor nodes in the company’s enter- 
prise network, according to infor- 
mation systems staff members at 
Stone. These include an IBM 3090 
Model 200 E at corporate head- 
quarters, approximately 50 IBM 
AS/400s and 60 Hewlett-Packard 
Co. HP 3000s scattered across the 
U.S. and Canada. 

Each computer has been wired 
to send a network alert to the cen- 
tral-site console in the event of an 
operational failure or an environ- 
mental disaster. The benefit of see- 
ing all computers from one spot is 
that end users experience less 
downtime and outages are report- 
ed quickly, according to Rich Anto- 
nini, manager of computer re- 
sources. 
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Four Sun IPC workstations, 
used by data center operators 
here, display the same informa- 
tion shown on the console screen. 
Routine restarts are handled auto- 
matically, although operators can 
also intervene. 

The sweep of the information 
on-screen is wide, but IS managers 
here would like to improve the 
depth of information represented 
by each network alert. Detail is 
missing today because the wide 
variety of systems — gained 
through corporate acquisitions of 
smaller companies — do not inter- 
operate. Instead, they report up to 
the IBM mainframe, seven AS/400s 
and a large HP 3000 at headquar- 
ters. 


Better integration 

The goal is to have a fully integrat- 
ed system console; currently, oper- 
ators have to log on to remote sys- 
tems to access performance data, 
Antonini explained. 

Stone aims to improve the situa- 
tion in two ways: by interfacing 
more of the system-specific perfor- 
mance monitors into the central 
network console and by gradually 
migrating to open systems, includ- 
ing Unix servers, to improve inter- 
operability and application porta- 
bility. 
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Antonini said he expects Boole & 
Babbage to forge more links be- 
tween its Command/Post system 
and system-specific performance 
analysis tools. For example, 
Stone’s AS/400s run a monitoring 
tool from Help Systems, Inc. in 
Minnetonka, Minn., he said. Novell, 
Inc. LANs run another monitoring 
tool from Ungermann-Bass, Inc. in 
Santa Clara, Calif. 

Antonini, who acquired Com- 
mand/Post two years ago, said he 
expects Boole & Babbage to carry 
out much of the integration with 
other vendors’ monitors. 

“Boole is not going to go out and 
make automation tools live on ev- 
ery [type of] platform, but it will 
add hooks or connections to other 
vendors’ products,” he predicted. 

As it is, Stone’s 12-person oper- 
ations staff has to be versatile 
when it comes to operating sys- 
tems and languages, IS managers 
said. Operators trying to resolve a 
problem with a remote computer 
can open a window on the Boole & 
Babbage console to logon to there- 
mote system. 

Operations manager Jim Ullery 
said Stone’s integrated console is 
just one step toward a long-range 
goal of building a network based 
on open systems standards. “We 
are going tobe implementing a net- 


work strategy to try to get any-to- 
any connectivity,’ he said. The 
goal would be to allow “anybody in 
this office to log on [to the remote 
system] from their workstation.” 


Open systems hopes 

Open systems will also bring 
greater flexibility to application 
development, he said. ‘“We’re try- 
ing to get vendor independence so 
we can have portable program ex- 
pertise,” Ullery explained. “We’re 
hoping to achieve a universal de- 
velopment environment where it 
doesn’t matter what computing 
platform we're on.” 

Today, programmers specialize 
in machine-specific languages for 
the AS/400 and HP 3000 machines, 
he said. 

Given the small size of Stone’s 
operations staff, the console did 
not reduce the need for operators 
since it was installed in 1991. But 
it did improve overall efficiency, 
reducing the number of terminals 
on operators’ desks and support- 
ing preventive maintenance, Anto- 
nini said. 

“We were able to catch errors 
that might have gone unnoticed,” 
he said. “I expect we will become 
even more proactive as we use 
more of the system tools from 
Boole and other vendors.” 
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Challenge: To unify the 
data center's view of 
systems management 
software running on 
several different types of 
proprietary computer 
platforms. 


Technology: Boole & 
Babbage’s Command/ 
Post console software 
running on workstations 
from Sun Microsystems. 


Benefits: A network- 
at-a-glance view of more 
than 100 diverse host 
computers throughout 
North America, 
improved data center 
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the industry's top-rated word processor. 
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for presentation software. And cc-Mail™ is 


far and away the leader for electronic mail. 
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All in one box. 

All are native 32-bit applications that 
fully exploit the advantages of the OS/2 
platform. All support multitasking and multi- 
threading, so you can perform several tasks 
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oriented Workplace Shell, you'll see the 
kind of improvements in performance and 
productivity that OS/2 was built to deliver. 

SmartSuite has also set a high stand- 
ard for integration. All applications share a 
common interface, including Smartlcons* so 
when you know one, you know them all. All 


are integrated to easily share data, formats 
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Banks guard against electronic crimes 


By Mitch Betts 
WASHINGTON, D.¢ 





These days bank robbers are more likely 
to target financial networks with names 
such as Fedwire, Swift and Chips than 
break into a bank vault. Consequently, 
most major banks now carry insurance 
policies for electronic crimes, according 


to the American Bankers Association. 

An annual survey of 376 banks indicat- 
ed that better than 90% of medium-size 
and large banks have insurance policies 
that cover crimes involving computer 
systems or electronic funds transfer 
(EFT) networks. 

The vast majority get the electronic 
crime coverage via a rider that supple- 


ments their basic “financial institution 
bond” coverage for criminal acts. 

However, a handful of the banks sur- 
veyed (8%) carry a separate insurance 
policy specifically for electronic crimes, 
the Washington, D.C.-based trade associ- 
ation reported. 

“While electronic payment systems of- 
fer speed, cost efficiency and conve- 
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nience, they have replaced the bank 
vault as a target for criminal violations,” 
according to the association’s report on 
bank insurance. 

Smaller community banks were less 
likely to have insurance for high-tech 
crimes. 

For example, coverage for computer 
viruses and telephone toll fraud is grow- 
ingin popularity among the larger banks 
but has little acceptance among small 
community banks, the survey found. 


Bellcore to open ATM lab 
Bellcore, the research and techni- 
cal services arm of the regional 
Bell telephone companies, plans to 
open an Asynchronous Transfer 
Mode (ATM) interoperability lab- 
oratory at its Red Bank, N.J., facili- 
ty at the end of the month. The pur- 
pose of the installation is to spur 
deployment of mixed-vendor ATM 
networks. Customers who are in- 
terested in ATM can subscribe toa 
newsletter that tracks the interop- 
erability progress of participating 
vendors. 


Cisco tests switch 
Meanwhile, Cisco Systems, Inc. 
said it has successfully tested its 
high-end Cisco 7000 router with 
five vendors’ ATM switches: Fore 
Systems, Inc., GTE Corp., NEC 
Corp., Newbridge Networks 
Corp. and TRW, Inc. 


Intel picks Fourth Wave 
Intel Corp. has licensed Fourth 
Wave Technologies, Inc.’s wire- 
less messaging software with 
plans to incorporate it into its 
LANDesk Manager network moni- 
toring system. The idea is to allow 
companies to notify LAN adminis- 
trators of network conditions by 
alphanumeric pagers. 


Remote, mobile user help 
IBM and Shiva Corp. in Burling- 
ton, Mass., said they will jointly de- 
velop remote networking technol- 
ogy to allow mobile and remote 
users of IBM computers to access 
data and communicate with corpo- 
rate offices as though they were on 
the corporate internetwork. 
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Digital Communications Associates, 
Inc. has announced Remote LAN Node 
Version 2.0, client/server remote-access 
software. 

Remote LAN Node Version 2.0 features 
a new modular architecture plus en- 
hancements such as Token Ringsupport, 
Simple Network Management Protocol, 
an application programming interface 
(API) and a Windows client interface. 

A Remote LAN Node API is included 
that enables system administrators to 
write programs that integrate Remote 
LAN Node client functionality within 
their end-user application. According to 
the Alpharetta, Ga., company, Remote 
LAN Node Version 2.0 supports chal- 
lenge handshake authentication proto- 
col, enhanced data encryption, connec- 
tion time restrictions and password 
aging. 

Remote LAN Node Version 2.0 pro- 
vides an authentication services model 
that enables organizations to add multi- 
ple servers and communicate with one 
another to verify password information 
and user identification. 

Remote LAN NodeVersion 2.0 Ethernet 
prices begin at $795. Remote LAN Node 
Version 2.0 Token Ring prices start at 
$995. 

> Digital Communications 
Associates 

(404) 442-4000 





BlueLine Software, Inc. and Multi- 
Stream Systems, Inc. have introduced 
Hypertape — a multivendor, multiproto- 
col, automated network backup and re- 
covery software package. The product 
was developed by MultiStream. 

According to Minneapolis-based Blue- 
Line, Hypertape provides automatic, un- 
attended backup of workstations, de- 
partmental servers and _ enterprise 
servers. 

The product can copy data transpar- 
ently from local disks to tape, optical and 
other magnetic storage media. Through- 
out the enterprise, Hypertape enables 
organizations to centrally manage back- 
up and recovery procedures. Hypertape 
is used with a variety of Unix implemen- 
tations. 

Hypertape consists of three compo- 
nents: Control Node, Backup Node and 
Service Node. Supported network proco- 
tols such as Digital Equipment Corp.'s 
DECnet or TCP/IP can be used as a path 
between nodes. 

A permanent license for Hypertape 
starts at $35,000 for a three-node config- 
uration. 

p> BlueLine Software 

(612) 542-1072 





Frye Computer Systems, Inc. has an- 
nounced Version 1.5 of The Frye Utilities 
for Networks-NetWare Early Warning 
System, its network monitoring product. 

According to the Boston firm, this ver- 
sion offers the addition of file monitor- 
ing, multiple server configurations, auto- 
matic baselining, scheduled monitoring, 
print queue monitoring, more response 
and security options, automatic logging 








of all messages to screen and log files. 

The Frye Utilities for Networks-Net- 
Ware Early Warning System Version 1.5 
costs $495. 

» Frye Computer Systems 

(617) 451-5400 





Motorola/UDS has introduced Bit- 
RUNR, a family of high-performance, 
multiprotocol, dial-up internetworking 
routers. 

According to the Hunstville, Ala., com- 


pany, the BitRUNR Turbo CS and the Bit- 
RUNR XP are two of the industry’s first 
dial-up routers to simultaneously sup- 
port TCP/IP, Novell, Inc.’s NetWare IPX 
and Apple Computer, Inc.’s AppleTalk 
protocols for network access and high- 
speed wide-area network connections. 
Designed for central site applications, 
the Turbo CS is expandable from four to 
26 asynchronous ports, up to three T1/E1 
synchronous ports and up to six 128K 
bit/sec. WAN connections. Both products 


include connectivity options for both To- 
ken Ring and Ethernet networks. 

BitRUNR XP was created for remote of- 
fices or small central site networks. A ba- 
sie configuration of the unit provides 
three asynchronous WAN ports and one 
Ethernet card. BitRUNR can be expand- 
ed to accommodate up to 19 WAN connec- 
tions. 

Pricing begins at $2,495. 

> Motorola/UDS 

(205) 430-8000 








UDS is Fully Focused on 


Digital Datacomm. 


In the accelerating transition from analog to digital datacomm, only UDS has a full line of switched digital 

devices that communicate across all predominant access technologies (ISDN, Datapath, Switched DDS). 
Products are fully developed and ready for shipment to datacomm users whose systems utilize DDS, 

switched digital, T1, fractional T1, ISDN or any combination of these advanced communications 


technologies. 


UDS digital products include multi-rate DSU/CSUs with speeds to 56/64 kbps, DSU/CSUs for T1 and 
fractional T1 applications, frame relay, statistical and time-division multiplexers and a broad range of ISDN 
terminal adapters and network termination units. 

Standalone models of UDS digital datacomm products 


are easily convertible for space-saving, rack-mounted 
installation in UDS Data Shelf™ enclosures. 

Unlike other manufacturers who offer narrow product 
lines for limited applications, UDS offers a full migration 


path to all-digital networking. 


For complete product information and help in con- 
figuring your digital datacomm system, call 


800/451-2369 
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» _ “Suddenly, my notebook carries a lot 
OK mF | 
| Hook into an IBM AS/400° and you'll open your notebook to a new world of possibilities. 


With an AS/400 as your server, you'll have access to the information you need to be 


» more productive. Whether you're running DOS, Windows; OS/2° or Apple’s Seton 7 





there’s virtually no learning curve for the AS/400, just an interface you're already famil- 
iar with. You can even use Novell’s’ NetWare’ for SAAT And with ShowCase” VISTA, you 
can query the AS/400’s integrated relational database and view the results ee Tee 
The AS/400 has the sealability to grow as you grow, with maximum main storage of 
| a whopping 1.28GB. Plus 20,000 proven DST applications OE which to choose. And | 
industrial-strength systems management for superior backup, data protection a Nie Ken 
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e 


sands of systems installed and running. To learn more about how an 
AS/400 can increase your notebook’s stature, call your IBM represent- 
ative or dial 1 800 IBM-CALL, ext. 102-1. In Canada, call 

1 800 465-1234, ext. 735. 





The IBM AS/400. 


Success Isn't Gon 


EXACTLY WHAT DO PEOPLE 
NEED THESE DAYS TO GET THEM 
TO COME TOA MEETING? 


INTRODUCING ORGANIZER 1.1 
WITH GROUP SCHEDULING. 


If you've ever tried to pull a group meeting 
together you know all too well how frustrating 
it can be. Now Lotus Organizer™ 1.1 Personal 
Information Manager for Windows™ works across 
your existing cc-Mail™ network to make organizing 
a meeting — as well as organizing your day ~ 
easier than ever 

You simply choose who you want to attend 
from the mailbox list. Organizer shows you a 
graphical view of busy and free times so you 
can pick out the optimal meeting time. Then 
Organizer delivers an invitation via ccMail. Invitees 
can accept, decline or delegate to someone 
else — with a single mouse click. Organizer tracks 


responses automatically. No chasing people 


down in the halls. No phone tag. Just the easiest 


way ever to plan a meeting. 


Lotus Organizer with group scheduling takes the guesswork — 
and the footwork — out of meeting planning. 


FOR LAN ADMINISTRATORS, NO 
OTHER SCHEDULING SOLUTION 
IS NEARLY SO INVITING. 


For starters, Organizer uses existing cc-Mail 
directories to simplify installation. Invitations can be 


sent to anyone on the network, even if they dontt 





use Organizer. And because Organizers group 
scheduler displays a user's availability only, not the 


entire schedule, security and privacy are protected. 


2% Thasday 
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With an on-screen calendar, a to-do list, an address book, a 
note pad and an anniversary reminder built into one package. 
Organizer is a powerful personal tool that's fun to use. 


Both Organizer and cc-Mail have exceptionally 
friendly Windows interfaces — help calls are minimal, 


and your life is made a little easier. 





ORGANIZER DOES MORE 
THAN PLAN MEETINGS. 


Organizer 1.1 includes all the personal 
management tools that made Organizer 1.0 the 


best product of its kind for Windows. Essentially, 


Organizer is a day planner — a really smart day 


planner with the ability to 
link related tasks, names and 
phone numbers. It is an on- 
screen calendar, a to-do list, an 
address book, a note pad and an anniversary 
reminder, all rolled into one. Organizer will even 
sound an alarm to remind you of a commitment 
like that meeting youre invited to. 

Find out more about how Organizer could 
work for your organization, call 1-800-872-3387, 
ext. 9160, or visit your Lotus Authorized Reseller 


No invitation necessary. 


Working Together’ 


ige. MA 02142. All rights reserved. Lotus Organizer is a trademark of Lotus Development Corporation. ccMail is a trademark of ccMail. Inc. a wholly-owned subsidiary of Lotus Development Corporation. 
(O-LOTUS. 


Windows is a trademark of Microsoft Corporation. In Canada. call 1-800-GO-1 
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Piece of profit pie 
Key to Perot deal 


By Mark Halper 


PARIS 


through December. 
Perot and its subcontractors are 





When the information systems 
chief at Europcar International 
found his shop choking on costs, 
he decided it was time for the dras- 


tic Heimlich maneuver. 


To administer the jolt, he hired 


Perot Systems Corp. 
and embraced a cli- 
ent/server outsourc- 
ing agreement based 
on a radical concept 
that may breathe life 
into other IS partner- 
ships of the 90s: reve- 
nue sharing. 

Robert Veras- 
donck, director of IS 
at Europcar, recalled 
that before the Perot 
contract was signed 
in January 1991, “We 
were getting more 
and more strangled. 
We were looking at 
20% growth of IT costs 
and 14% revenue 
growth.” 

So Europcar and 
Perot worked out a 10- 
year deal that calls 
for the rental car com- 
pany—Europe’s larg- 
est — to pay Perot a 
percentage of Europ- 
car revenue after the 
second year. Pay- 
ments are fee-based 


in Seconds, On-line 
Fast Access to Documentation & HELP 


Solve MVS Operational Problems 


burning the midnight oil trying to 
transfer operations by that time 
from Europcar’s old, hierarchical 
systems to a distributed environ- 
ment built largely on NCR Corp. 


Unix computers. Perot is also re- 


Challenge: To replace 
outdated, incompatible 
systems in varied 
nations while keeping |S 
costs low. 


Strategy: Outsourcing 
agreement with Perot 
Systems under which 
Perot will carry out the 
system replacement for 
a share of Europcar’s 
increased revenue. 


Status: After delays, 
several new systems 
now on-line and others 
expected by year’s end. 


Without Tedious Searches 


Through Hard Copy Manuals. 


MVS/Quick-Ref™ gives you solu- 
tions to the most common MVS prob- 
lems in seconds . Over 700,000 lines of 
IBM reference material at your finger- 
tips! Quick-Ref supports MVS, CICS, 
DB2, IMS, COBOL, TSO, JCL, VTAM, 


REXX and more. 


sponsible for operating Europ- 


ear’s mainframes in 
the meantime. 


Piece of the pie 

While Verasdonck de- 
clined to disclose Per- 
ot’s exact revenue 
share, he saidit isless 
than half of the 6.8% of 
revenue that Europ- 
car’s information 
technology operation 
has been spending. 

The price thus pro- 
vides Perot’s guaran- 
tee that Europcar will 
improve its informa- 
tion technology ma- 
chinery by one of the 
most commonly ap- 
plied yardsticks: 
costs as a percentage 
ofrevenue. 

But the incentives 
built into the price 
model go beyond cost 
cutting. The revenue 
side of the equation 
gives Perot greater 
motivation to develop 

Europcar, page 101 


Solve 


Solve ISV Software Problems Too! 
Quick-Ref supports more than 25 
of the world’s leading software ven- 








IBM’s ‘no-price tags’ policy 
no problem for customers 


By Johanna Ambrosio 


Customers say IBM’s no-price tags policy for its 
new mainframes has pretty much meant busi- 
ness as usual. The policy has not played out 
along the lines that some had feared when the 
company abolished prices for its newest big 
machines in February. 

Back then, some had questioned IBM’s policy 
of each mainframe being essentially special or- 
dered, with prices negotiated depending on 
what the customer wanted for the total pack- 
age — including service and support — and 
how much business the customer did with IBM 
each year. Some users’ biggest gripe was they 
would not know what a “good” deal was if there 
was no basic price from which to start negoti- 
ating. 

But that has not happened, and instead, the 
large customer base has felt very little, if any, 
impact. “It hasn’t been an overly big deal,” said 
Larry Bacon, senior vice president at The Trav- 
elers Corp. in Hartford, Conn. “We never knew 
what the price really was anyway. So what’s 
new?” 

John Wood, vice president for computing and 
communications at the Royal Bank of Canada, 
agreed. “The list price is an incidental number. 
It’s really no different than it’s ever been,” 
Wood said. 


Where there’s a will, there’sa price 

IBM’s official stance notwithstanding, users 
have lots of sources for pricing information. 
Within a few weeks of the February announce- 
ment, analysts from International Data Corp., 
Gartner Group, Inc. and Meta Group, Inc. start- 
ed providing their best estimates as to what the 


dors with 800,000+ lines of messages 
and codes for over 125 products - and 
this database grows with each release. 


machines are selling for. Gartner Group’s cur- 
rent price, according to analyst Jim Cassell, is 
$62,500 per million instructions per second 
(MIPS). 

Craig Goldman, chief information officer at 
The Chase Manhattan Bank NA in New York, 
said the bank “has always found ways to get 
what we believe is good price/performance, in- 


Customers such as The Travelers’ Larry Bacon said 
they have noticed little change with IBM’s ‘no- 
price tags’ policy. ‘We never knew what the 
price really was anyway. So what's new?’ 


cluding purchasing non-IBM products.” 

Even with no price tags, customers said, the 
fundamentals still apply. Included among the 
tried-and-true negotiating tactics used by 
many of IBM’s largest accounts are the follow- 
ing: 
¢Looking at the per-MIPS prices of used equip- 
ment. 
¢Demanding that all competing players pro- 
vide one, and only one, bid rather than getting 
into a protracted price war. 

IBM, page 103 


Put an End to Manual Labor! 

Join thousands of satisfied 
MVS/Quick-Ref users who've improv- 
ed productivity at over 2,000 sites in 
more than 30 countries. 


Call or Fax Chicago-Soft, Ltd. 
Today for Your FREE Demo 
or 30-day Trial. 


GSA purchase-approved: #GSOOK92AGS55@ 


45 LYME ROAD # 307 ¢ HANOVER, NH 03755 ¢ FAX 603-643-4571 © 603-643-4002 
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IBM to allow AS/400 clustering 


By Craig Stedman 





IBM’s Application Business Systems unit 
plans next year to add clustering capa- 
bilities to the AS/400 that executives said 
would push the midrange computer 
line’s raw performance up into the rari- 
fied air occupied by the high end of the 


company’s ES/9000 mainframes. 

John Thompson, senior vice president 
and general manager of Application 
Business Systems, said at arecent press 
conference that pilot installations of 
AS/400s clustered via the Fibre Channel 
interconnect are scheduled at customer 
sites for the first quarter of 1994. He did 





Corporate America at the 


Making The Right IT Decisions For The ’90s 

For most companies, the evolution to open systems is no 
longer a question of “why”. It’s a matter of when and how. 
That’s why attending UniForum ’94 in San Francisco will 
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keep IT professionals in the driver’s seat when key decisions 


on corporate IT strategies must be made. 

Three days of exciting, informative conference sessions 
and product demonstrations — at the largest conference 
and exhibition of its kind — will bring you up to date on the 
iatest in UNIX and open systems technologies, strategies, 
and products. It’s information that will enhance your 
corporation’s performance. And your career. 


Networking. Interoperability. Connectivity. And More. 
At UniForum, you'll hear about the latest developments 
in open systems. Distributed Computing, Client/Server 


Yes, I want to keep my options open. 
Please send me more information about UniForum’94, | 
March 23-25, Moscone Center, San Francisco. 


not specify when general availability is 
expected. 

The AS/400 architecture allows clus- 
ters of up to 32 systems, but an unspeci- 
fied smaller number will be supported at 
first, Thompson said. He noted that max- 
imum AS/400 throughput, now about 
one-third the performance of a high-end, 


Crossroads 


OPEN SYSTEMS 


Call (800) 225-4698 for more information on attending 
or exhibiting, or fill in the coupon below and fax to (508) 
872-8237. Or mail to: UniForum ’94, IDG World Expo, P.O. 
Box 9107, Framingham, MA 01701-9107 


UniForum ’94. It’s the open systems conference and 
exhibition that helps you keep your options open. 


UNIFORUM 1994 


MARCH 23-25 * MOSCONE CENTER * SAN FRANCISCO 


Your Roadmap to an Open Future 


technologies, UNIX, “Open Proprietary” systems, Windows 
NT, Networking, Interoperability, Connectivity, Downsizing, 
and more. You'll also benefit from the real-life experiences 


of speakers whose successes will illustrate how you can create 


cost-effective open systems environments right for you. 
Plus, you'll see over 400 companies exhibiting thousands of 


products and services to increase your company’s productivity. 


Meet Us In San Francisco. 

Join tens of thousands of your fellow open systems 
professionals, from over 50 countries, at San Francisco’s 
Moscone Center from March 23-25, 1994. 
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air-cooled ES/9000, should increase by 
three or four times once clustering is 
available. 

Marc Cohn, senior vice president of in- 
formation systems at Enterprise Rent A 
Car Co. in St. Louis, said Application 
Business Systems officials talked in ear- 
ly briefings on the clustering concept 
about linking six to 10 machines out of 
the chute. However, that was not present- 
ed as a definite plan, he added. 

The first clusters may not support a 
single system image, under which they 
would look like one large machine, Cohn 
said. Instead, IBM appears to be plan- 
ning to set them up as client/server-style 
platforms where one AS/400 would act as 
a server for others; the single image con- 
cept would be added in a later release. 

Nevertheless, observers said the clus- 
tering capabilities should provide an up- 
grade path for large AS/400 shops and in- 
crease the line’s appeal as a downsizing 
platform for mainframe users. Clustered 
AS/400s “‘will attract a great number of 
people using traditional mainframes,” 
said David Andrews, managing partner 
of ADM Consulting, Inc. in Cheshire, 
Conn. 

Cohn said he expects clustering to be 
an “extraordinarily valuable” way to 
support larger transaction loads. Enter- 
prise Rent A Car has 10 AS/400s. 


DDM too slow 

AS/400 machines can already be linked 
in an ad hoc fashion through IBM’s Dis- 
tributed Data Management (DDM) soft- 
ware, which finds files on remote sys- 
tems and treats them as if they were 
stored locally, Cohn said. But perfor- 
mance is “intolerably slow” with DDM, 
he added. 

“You can look at 20-second response 
times, which are totally unacceptable in 
a point-of-sale application,” Cohn said. 
Implementing DDM also is a time-con- 
suming process, and the development 
tools for creating DDM-based applica- 
tions “aren’t very good,” he noted. 

Scott Plumer, technical support proj- 
ect manager at Gannett Co.’s data center 
in Silver Spring, Md., said the high-avail- 
ability features that are possible in a 
clustered system would be useful. The 
clustering approach also sounds more 
beneficial than just building larger mul- 
tiprocessors, he added. 

However, the AS/400’s storage capaci- 
ty and I/O throughput would have to be 
increased to make it a true mainframe- 
class system, Plumer noted. “They have 
some serious things besides [process- 
ing] power that they need to fix before 
they can even be considered” as an 
equivalent to a mainframe, he said. 

Downsizing from mainframes current- 
ly accounts for 600 to 700 AS/400 system 
sales a year, Thompson said. However, 
that business is coming primarily from 
users of IBM’s older 4300 series main- 
frames “who wouldn’t tend to go to an 
ES/9000 anyway,” he added. 

Application Business Systems is not 
looking to steal away much business 
from the ES/9000 line with the clustering 
plan, Thompson insisted. “I don’t ever 
expect to be able to do real large-scale 
computing’ with the AS/400, he said. 





While other mainframe disk companies 
have been slow to deliver high data avail- 
ability, the new Symmetrix 5500 ICDA™ 
from EMC now brings the unbeatable 


combination of superior performmance and 


tenance features, a full mirroring option 
and the ability to repair or upgrade the 
system with no loss of uptime, the 


Symmetrix 5500 offers the highest level 


of data availability you can find in the 


Never before has 
a disk storage system this 
fast been so available. 


continuous operation to 
high-end mainframe comput- 
ing. What’s more, EMC is 
shipping this product today. shetty 
The Symmetrix 5500 is 
the latest evolution of the high 
performance Symmetrix Series of Inte- 
grated Cached Disk Arrays (ICDA™), and was 
designed for IBM and compatible mainframe 
sites that 
need con- 
tinuous op- 


eration — 


The Symmetrix 5500 is part of an entire line of disk storage 


systems based on EMC’s Integrated Cached Disk Arrays (ICDA™) 24 hours 


a day, seven days a week. With redun- 


dant hardware components, proactive main- 


EMC, Symmetrix, Integrated Cached Disk Arrays and ICDA are trademarks o 


wil 
Hi 


500/1BM Maintr 


market today. 


And, the Symmetrix 


5500 incorporates the high 

gC ca acta performance, small footprint 

and low cost of ownership 

that has become the hallmark 

of the Symmetrix Series. Over 

1,000 Symmetrix installations worldwide 

are proof of the widespread acceptance of 
Symmetrix ICDA™ technology. 

To inquire about Symmetrix 5500 


availability, please call 1-800-424-EMC2, 


extension LM64C. 


2 


THE STORAGE ARCHITECTS 
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Is there a simol 
an enterprise- 


















er way to build 
wide network? 


Start with NetWare” as your foundation and simply add advanced capabilities 





when and where you see fit. With Novell, the investment and growth in your net- 
work can be gradual. That’s because Novell offers a set of modular software solu- 
tions which fit on top of your existing NetWare network. Exactly what advanced net- 
work services are we talking about? 


How about a way to integrate your mainframe and network-based applications? 


NetWare + = Satenpetoe- wide A way to unite your company’s differ- 
Networ 


All Novell products work together. So your NetWare network is a platform to build on 
for years to come. That’s why, now more than ever, NetWare /s networking. 






ent e-mails, workflow automation, 












scheduling and fax services. An extra safeguard to protect access to critical informa- 
tion. Integration of your PC and UNIX platforms. You get the idea. 
Of course, all Novell products work seamlessly together and leverage your 
existing investment in NetWare. And we wouldn't consider our job finished unless 
you could manage all these added capabilities as a single system. So we did that too. 
To find out more about building an enterprise-wide network, 


call 1-800-554-4446. And you'll see why, compared to Novell, others 







are still just toying with the idea. 


NetWare 





NW NOVELL. The Past, Present, and Future of Network Computing. 


WHEN REMOTE ACCESS PRODUCTS WERE 
TESTED IN THE ARIZONA DESERT, 
GUESS WHO HAD THE HOTTEST SOLUTION? 


The test was part of a comprehensive 
analysis of remote network access solutions 
done by ZD Labs. They packed up nine 
dial-in server products and sent a tech- 
nician out to do some real field testing— 
in the town of Sedona, Arizona, pop. 7940. 

He dialed in to the ZD Labs LAN in 
Foster City, California. And when he 
logged off, he had a winner: Remote LAN 
Node® (RLN™) from DCA’—a unique 
software solution that lets up to 16 remote 
users dial in at once and function just like 
locally connected PCs. 


RLN PROVED IT COULD 
TAKE THE HEAT. 


We'll let ZD Labs do the talking. “The 
best product was Remote LAN Node—a 
software solution that acts like a multi- 
protocol router when installed on a PC 
onaLAN’ 

The report went on to say, “Our winner, 
DCAs RLN, stood out for its capability to 
handle multiple communications proto- 
cols,’ commenting that “it won hands-down 
on flexibility, allowing our remote users 
to connect to both IPX and IP servers in 
the same call.” 

Allin all, the report concluded, 
if you're looking for versatility, 

“None of the other units we 
tested came close.” 


THE BEST SOLUTION 3a 
UNDER THE SUN. 


Remote LAN Node 
extends the full capability of 
the network to remote 


Acs an 


March 1997 


users, allowing them to function as true 
remote nodes. 

RLN is both protocol- and application- 
transparent. So you can access any net- 
work protocol, such as IPX/SPX (Novell®), 
SPP/IPC (Banyan), NetBEUI (Microsoft®) 
and TCP/IP—or any interconnected com- 
bination. And, as ZD Labs pointed out, 

ou can access them simultaneously. 

You only dedicate one PC as acomm 
server for 16 concurrent users. Remote 
LAN Node offers three levels of configur- 
able security, including the industry’ first 
Remote Security Adapter. 


GET IT WHILE 
IT'S HOT. 


Call us, and we'll 
send you a reprint of a 
Corporate Computing 
article detailing the ZD 
Labs test report. We'll 
also send an informative 


REMOTE LAN Nop 


booklet, “Just Like Being There—A Guide 
To Remote Network Access.” 

And finally, we'll send you a free copy of 
RLN client software, so you can dial in to 
our LAN Lab server and judge for yourself. 

You won't have to go to the desert. In 
fact, you won't have to leave your office. But 
you'll find yourself in a whole new world. 


1-800-348-3221, ext. 46E* 


THE FREEDOM 
TOC tos 


DCA 


a (404) 475- eo outside the U.S. and Canada, ©1993 Digital Communica- 

Associates, Inc. At rights reserved. DCA and Remote LAN are registered 

cannes and RLN is a trademark of Digital Communications Associates, Inc. All 
other trademarks are property of their owners. 
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Supercomputers 
sound storm alert 


Advanced warning 
model pinpoints severe 
weather systems 


By Ellis Booker 


WGHNGt 

: 55 As the summer's 
technolo devastating Mid- 
py western floods 
proved time and 
again, weather forecasts are valued not 
only for their accuracy but also for their 

timeliness. 

Almost nowhere is advance warning 
more important than in the case of se- 
vere weather, when a pinpoint prediction 
can mean the difference between life and 
death. 


Warning extension 

The University of Oklahoma recently 
pushed the science of forecasting severe 
storms to new heights with the aid of a 
Cray Research, Inc. supercomputer at 
the Pittsburgh Supercomputing Center. 
The collaboration resulted in a computer 
model — the Advanced Regional Predic- 


In a numerically modeled supercell storm, ‘he white 


tion System (ARPS) — that greatly ex- 
tends the amount of warning Oklahoma 
weather-watchers can give. 

The model could stretch the 30 min- 
utes of warning given today to four or five 
hours, according to its creators at the 
University of Oklahoma’s Center for 
Analysis and Prediction of Storms. 

In addition, ARPS should be able to 
identify individual storms and their po- 
tential for spawning tornadoes. 


Unique application 

Powerful computers are no strangers to 
weather forecasting, of course. However, 
the amount of computer horsepower de- 
voted to the Oklahoma project was 
unique. 

During a trial at the height of the storm 
season in May, forecasters at the Nation- 
al Weather Service’s Experimental Fore- 
cast Facility in Norman, Okla., transmit- 
ted local weather data across the 
Internet to a Cray C90 supercomputer in 
Pittsburgh. 

The results, calculated on four of the 
C90’s 16 processors over a 45-minute pe- 
riod, were available by 1 p.m. each day, 
in time for the afternoon 
forecast. 

A high point in the test was 
the model’s successful pre- 
diction of the general char- 
acteristics and motion of 
the severe storms that swept 
through Oklahoma on Moth- 
er’s Day weekend, May 8 and 
9. 

According to researchers, 
the test was also the first 
time such a complex, super- 
computer-based storm mod- 
el was made part of an 
“operational” weather fore- 


shows the cloud water field and the yellow contours cast. 


on the ground show the pour of rain-cooled air 


spreading out beneath the storm 


computer model that successfully 

re-created an observed 1992 un- 

dersea earthquake and subse- 

quent tidal wave, or tsunami, off 
the coast of Nicaragua has been ap- 
plied to the Northern California coast- 
line. 

It suggests that this area, too, might 
be vulnerable. 

“We're still working on a model to 
predict precisely the tsunami’s height 
and the coastline area [involved],” 
said Kenji Satake, an assistant pro- 
fessor at the University of Michigan's 
Department of Geological Sciences. 

The analysis does not seek to pre- 
dict where these catastrophic waves 





A full-scale ARPS trial is 
slated for next year. 


Predicting the worst 


will occur but rather simulates the ef- 
fects of such waves against different 
shorelines. 

Researchers wrote in the July 23 is- 
sue of Science magazine that the area 
near Cape Mendocino should be on 
the watch for tidal waves, which could 
lash the coastline for as long as eight 
hours. 

Tsunamis, generated by geological 
shocks, travel at speeds of approxi- 
mately 500 mph in the deep ocean and 
grow rapidly when they reach shallow 
waters. The April 1992 quake off the 
shore of Nicaragua resulted in 40-foot 
waves. 

—Ellis Booker 
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Europear 
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and apply technology that will make Eu- 
ropcar a livelier business. 

More money coming into the Europcar 
coffers means more money for Perot. 
Verasdonck estimates 
the value of the deal at 
around $500 million, 
but that figure stands 
to rise or fall with the 
fortunes of Europcar’s 
business. 

According to Veras- 
donck, the revenue as- 
pect of the deal will 
benefit Europcar more 
than the cost-saving 
side. While the compa- 
ny expects annual cost 
reductions of about $5 
nnillion, it anticipates 
revenue gains of “five 
to 10 times that,” Ve- 
rasdonck said. 

The IS director acknowledged that Eu- 
ropcear desperately needs the technology 
overhaul that Perot is bringing. Europcar 
has been running some 55 different sys- 
tems across Europe and other interna- 
tional sites, and many ofthe applications 
do not talk to one another effectively. 

Verasdonck explained that Europcar’s 
strength has been servicing customers 
traveling within countries, while the in- 
compatible systems have left support of 
international travelers as a weak spot. 

How is it all going as Perot and Europ- 
car approach the two-year cutover 
point? 

Perot is dismantling a system in which 
two IBM mainframes in Paris house sev- 
eral programs accessed by a multitude 
of country systems, each running their 
own databases. 

The mainframe operations are being 
moved to two NCR 3600 boxes and a half- 
dozen NCR 3550s housing a huge Oracle 
Corp. Oracle 7 database 

Perot and subcontractors are develop- 
ing and installing numerous applica- 
tions under the umbrella program 
known as Greenway. 

Greenway’s software elements in- 
clude reservations, sales and marketing, 
Oracle financials, fleet management, 
yield management, decision support, re- 
porting, control and cost-optimization 
programs, all drawing from massive 
databases housed and backed up on the 
NCR boxes. 

Perot is also developing hooks to other 
computerized reservation systems, 
some of which it has already completed. 

After recovering from an early stumble 
that pushed some deadlines back by two 
months [CW, March 1], the project is now 
on schedule, Verasdonck said. 

As evidence, he noted that Europcar’s 
reservation system went live in May, 
meaning the company is now using the 
NCR-based platform for the daily routine 
of booking cars for customers. 

The maiden voyage for counter sys- 
tems — the computers that process rent- 
als when customers arrive to pick up 





Europcar’s Robert Verasdonck: 
Europcar desperately needs the 
overhaul that Perot is bringing 


their cars — was launched on time in Ju- 
ly, when two sites went live in Germany. 

Since then, Perot has also turned on 
counter systems at six locations in Am- 
sterdam and is preparing for arapid roll- 
out that would entail switching 1,000 
sites to the new counter system by Dec. 6. 

An Oracle financial system is up and 
running in the Netherlands, and it is 
scheduled to come on- 
line in Belgium and the 
UK later this month, 
with installations to 
follow in most of the 
rest of Europe by the 
end of this year. The 
company’s fleet con- 
trol system went live in 
early July, although it 
is only useful to the 
sites where the coun- 
ter systems are live, 
Verasdonck said. 

The yield manage- 
ment system is also 
live but will take a year 
toserve its purpose be- 
cause it needs histori- 
cal data to perform its function: helping 
Europcar determine what rates work 
best so that cars are not sitting idle. 


Potholes 


Even the smallest client/server 
conversions seldom go off without 
a hitch, soit is not surprising that 
Perot Systems’ massive Europcar 
project has incurred setbacks. 

Among the surprises along the 
way, Europcar discovered that the 
memory management was faulty 
on the Oracle : database. Europ- 
car Director of IS Robert Veras- 
donck said Oracle supplied patch- 
es late last month, and he is 
confident the program will provide 
sufficient response times. 

Acouple of problems stemmed 
from outside factors. 

Forone, Germany’s public phone 
company, Deutsche Bundespost, 
has fallen behind in installing 
phone lines that would connect 
various locations in Germany both 
intra- and internationally. 

Another delay came from Europ- 
ear’s U.S. marketing partner, Na- 
tional Car Rental System, Inc., 
which balked at co-funding a proj- 
ect in which National’s outsourcer, 
Electronic Data Systems Corp., 
and Perot were to have linked the 
two companies’ systems. Veras- 
donck said National only recently 
committed funds, and work began 
about a year after the intended 
start date. é 

The Perot Europcar project got 
offto arocky start almost two 
years ago when changes in devel- 
opment tools and business plans 
for accommodating Europcar affil- 
iates pushed back deadlines [CW, 
March 1].—Mark Halper 











Large Systems 


IBM appointments 

IBM recently named Lutz E. Hahne to 
be IBM vice president and general 
manager, Application Solutions. 
Hahne will report to Patrick A. Toole, 
IBM senior vice president, manufac- 
turing and development. Hahne re- 
places M. Bernard Pucket, who in 
June was named IBM senior vice pres- 
ident, corporate strategy and devel- 
opment. Application Solutions is re- 
sponsible for developing software and 
hardware for specific industries. 


FileNet gains 

Document imaging pioneer FileNet 
Corp. in Costa Mesa, Calif., an- 
nounced it has made a record number 
of customer shipments in the second 
quarter, signing up nine new U.S. and 
14 new international accounts. 


Monsanto safety initiative 
Monsanto Co. has installed a docu- 
ment imaging system from FileNet at 
one of its chemical plants as part of a 
project to support the federal govern- 
ment’s process safety management 
guidelines and ISO 9000 quality initia- 
tives. Monsanto is looking at a range 
of other applications and may eventu- 
ally develop an enterprisewide imag- 
ing system, FileNet said. 


CA user group meeting 

The Information User Association 
(IUA), a Computer Associates Inter- 
national, Inc. user group, will hold its 
first annual practitioner’s workshop 
on Oct. 19 in Memphis. The workshop 


is intended to enable users io share 
experiences in working with various 
CA software products. 


Mortgage processing 
Western Bank has purchased NCR 
Corp.’s Document Management Sys- 
tem to facilitate its mortgage loan pro- 
cessing. 


Disaster recovery moves 

IBM is transferring operations of its 
disaster recovery center in Franklin 
Lakes, N.J., to Sterling Forest, N.Y. 
The new disaster recovery center was 
scheduled to open last week. 

IBM’s Business Recovery Services 
(BRS) hot-site unit for the AS/400 add- 
ed capabilities allowing AS/400 users 
whose computers have been knocked 
out of service to recover their data 
from remote system consoles that can 
be located on-site rather than at an 
IBM facility. The AS/400 Remote Sup- 
port Option is being included in the 
overall monthly cost of the BRS ser- 
vice, which ranges up to the $100,000 
level. BRS, which is part of IBM’s Inte- 
grated Systems Solutions Corp. sub- 
sidiary, also now supports the high- 
end AS/400 F95. 


Library license 

Concentric Data Systems, Inc. has 
licensed Q+E Software's Q+E Data- 
base Library software for use as the 
base technology in a new SQL version 
of Concentric’s R&R Report Writer 
data access and reporting tool for 
Windows PCs. Q+E’s other licensees 
include Microsoft Corp., Computer 
Associates and Lotus Development 
Corp. 
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They’re here. They’re everywhere. They’re 
the new IBM monitors. They're on Compags, 
on Dells, and on Gateways. There’re on any 
IBM-compatible PC out there. 

Windows never looked better. You'll see 
crisper characters. Large edge-to-edge 
image. Change the picture. It adjusts to you. 
Adjust the digital color. Adjust the screen 
geometry. No more re-adjusting. The micro- 
processor remembers it all. Look at any of 


our screens. They’re flicker-free. Always 


IBM Monitors 


ISO 9241-3 compliant. 
Exceeds existing standards. 


Energy Star compliant. 
Uses less power, runs cooler. 


MPR II compliant. 
Fewer electronic and 
magnetic emissions. 
Plug-and-run compatible. 
Works with all IBM and IBM- 
compatible PCs. 


IBM designed and engineered. 


No one knows 


IBM compatibility better. 


1024 x 768 resolution, 
.28 dot pitch, 75 Hz. 
Quality you can see. 


Compaq DeskPro 
with IBM 15P (Left) 


NEC. Powermate 
with IBM 14V (Top) 


AST PowerPremium 
with IBM 14P (Right) 


IBM introduces monitors that work with any PC. 
Suddenly, things are looking better all over. 


bright and sharp. All with low reflection. 

Look at our prices. Very competitive. 
Look at our support. Unsurpassed. Free on- 
site service. And a toll-free number for 
technical support and assistance. 

See the light. With the new IBM moni- 
tors, other PCs have never looked better. 
For additional information about new 
monitors, call 1 800 772-2227. To order, call 
toll free 1800 IBM-2YOU;* === = 


please refer to VBA. = 


*8 am—midnight, M-F, 8 am-7 pm, Sat, EDT. IBM is a registered trademark of !nternational Business Machines Corporation. All other products are trademarks and/or registered trademarks of their respective holders. © 1993 IBM Corp. 
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Software 





Platinum Technology, Inc. has an- 
nounced Platinum Package/It, a conver- 
sion, maintenance and analysis tool. 

According to the Oakbrook Terrace, 
Ill.-based company, Package/It was de- 
signed for database administrators who 
want to save resources by consolidating 
their database request modules into 
packages. 

Automated conversion and ongoing 
package maintenance facilities include 
an unconversion option for database ad- 
ministrators who want a packaged “un- 
packaged.” In addition, the product can 
perform after-conversion analysis of 
package use and misuse and load mod- 
ule analysis. 

Prices for Platinum’s Package/It range 
from $15,180 to $103,150, depending on 
CPU size. 

> Platinum Technology 

(708) 620-5000 


Mitchem Technologies, Inc. has intro- 
duced The Allocation Control Center 
(ACC) and The Space Recovery System 
(SRS). 

The products are fully compatible with 
all IBM MVS systems, including MVS/ESA 
and MVS/XA. 


IBM policy 
CONTINUED FROM PAGE 93 


¢Where possible, sharing information 
about recent deals among users. 

However, Cassell cautioned, “you have 
to keep very close track of the deals, so 
customers don’t have misleading expec- 
tations.” 

What one user pays for a single ma- 
chine may actually be higher per-MIPS 
than, say, a huge account that buys four 
mainframes with the promise to upgrade 
in 18 months, Cassell said. 

Still, there’s no doubt the bargaining 
process has changed irrevocably, with 
IBM’s no-prices policy playing very little 
role in that change. 

“In a sense, it almost becomes IBM’s 
responsibility to justify a price,” said 
Frank Bereznay, manager of technical 
services at the Auto Club of Southern Cal- 
ifornia in Costa Mesa, which buys most 
ofits gear on the used market. 





DO YOU SELL 
OUTSOURCING? 


Advertise in Computerworld’s 
Time and Services Classifieds. 


They work. 


800-343-6474 


x744 





According to the Madison, Ga.-based 
company, ACC and SRS provide an af- 
fordable way to manage data set alloca- 
tion and eliminate space abends. ACC is 
a full-featured allocation control pack- 
age, offering enhanced volume selection, 
direct-access storage device and tape 
pooling and extensive user-defined mes- 
saging facilities. 

Out-of-space conditions resulting in 
B37, D37 and E37 abends and VSAM er- 
rors are removed by SRS. 


Hey—Now NetWare 
can talk to a VAX! 


MultiWare Lets Your VAX Look 


Pricing begins at $4,500 for ACC and 
$8,500 for SRS. 


> Mitchem Technologies 
(706) 342-7600 


Hardware 





Xerox Corp. has introduced the Xerox 
4890 HighLight Color Laser Printing Sys- 
tem, a product that can operate up to 92 
pages per minute. 

The 4890 offers an enhanced electron- 


Dave, we made it 
work just like NetWare. 


ic subsystem with increased input op- 
tions, an expanded color palette, color 
job queue management facility and 300 
dot/in. resolution. 

According to the Stamford, Conn., 
company, the 4890 was designed for 
monthly print volumes of up to 2 million 
pages. 

An on-line configuration of the Xerox 
4890 costs $232,500. 

p> Xeroz Corp. 

(203) 968-3000 


l 


Just Like A NetWare Server. 


If you have a VAX™ in the back room, 


chances are good you also have a bunch 
of PCs running Novell® NetWare® 
Now your NetWare users can be 
VAX users too, with MultiWare™ That's 
because MultiWare lets you provide 
OpenVMS™ file and print services 
to your NetWare users — with total 
transparency. For NetWare users, the 
best part will be all those OpenVMS 
files appearing right on their screens. 
MultiWare 
is the very 
latest “drop 


_ ) “E> enhance- 
ay ment to the 
“Kors MultiNet® 
. multi-protocol 
environment for OpenVMS, including 
VAX and Alpha AXP™ systems. Since 
it’s completely supported on the server 


side, your PC users don’t need to do a 
thing. Other than sit back and enjoy 


in and run” 


the benefits of a lot more 
disk space, the use of any 
OpenVMS printer and 

the feeling of satisfaction 
they'll get from accessing 
OpenVMS files. 

MultiWare runs 
over the SPX/IPX protocol 
stack, so it doesn’t require TCP/IP 
or any alternate protocol. MultiWare 
even comes with a shareable library 
that lets developers write distributed 
OpenVMS applications with the look and 
feel of NetWare, integrating existing 
NetWare resources via SPX/IPX. 

In fact, MultiWare operates so 
much like native NetWare that your 
PC users will be amazed they’re 
talking to a VAX. MultiWare supports 
all the familiar login, file, and print 
requests your NetWare users already 
know. Moreover, MultiWare takes full 
advantage of Novell NetWare’s very 
fast data transfer rates. 
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We're so confident you'll 
like MultiWare, we'll let 
you try it FREE for 30 days. 
Then you can trade in your 

current host-based NetWare-to- 

VMS™ product and receive credit for 


AXP up to 100 percent of its value* 


Call us right now for the facts on 
the MultiWare NO-RISK 30-day FREE 
trial offer. It may look and act like 
NetWare, but that’s really your VAX 
talking to your NetWare users. 


1-800-TGV-3440 


Designed To Outrun The Competition 


*Not to exceed 50% of your MultiWare license fee. MultiNet is a 
registered trademark and MultiWare and TGV are trademarks of 
TGV, Inc. NetWare and Novell are registered trademarks of Novell 
Inc. The AXP mark, AXP, VAX, VMS and OpenVMS 

Digital Equipment Corporation. TGV, Inc., 603 Mission St., Sa 
€A95060. Tel (408) 427-4366, Fax (408) 427-4365. ©1993 TGV 
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Whatever Steps You Take, Only One ACL 
Guarantees Total Flexibility. 


FOCUS From Information Builders. 


The 4GL That Gives You The Options To Work With Any Database. 


IS YOUR DATA FUTURE PROOF? 


Right now almost 90% of your applications use 
TurboIMAGE database. But, as you move towards 
relational or object databases, how will you integrate 
this new technology with your existing data? 


WHERE TECHNOLOGY IS GOING, 
WE'RE ALREADY THERE 


Relax. Because now there’s a new solution that lets 
you develop with the database of your choice. You 
can develop new or maintain existing TurboIMAGE 
databases and join TurboIMAGE with ALLBASE/SQL 
and KSAM. Or, convert TurboIMAGE, KSAM or even 
flat files to ALLBASE/SQL. 


Whatever your preference is, we have the solution. 
It's FOCUS from Information Builders. The leading 
specialists in distributed information systems. FOCUS 
offers application development and decision support 
tools for integrating databases from HP, third parties 
such as Oracle, and in the future HP’s OpenODB. 

No other 4GL product comes with this breadth of 
functionality, bundled with an automatic database 
conversion tool! 


ACCESS ALL OF YOUR DATA 


FOCUS is the platform independent application 


development tool that gives you an unmatched ability 
to create, control and integrate critical information 
systems within your enterprise. 


All names and products mentioned are the trademarks or registered trademarks of their respective holders. FOCUS is a registered trademark of Information Builders, Inc. 1250 Broadway, New York, NY 10001 


And because FOCUS provides you with complete 
application portability and access to over 50 data 
structures across 35 operating systems, you can port 
any application to the HP and still have access to your 
legacy data. 

So for guaranteed database flexibility the next step 
is easy. Call Information Builders, an HP Premiere 
Solutions Provider, for more information on FOCUS 
or to attend a FREE Seminar... 


CALL 800-969-INFO 
In Canada call 1-416-364-2760 


FOCUS 


Information Builders, Inc. 
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Death of runtime fees 
promises price flexibility 


By Melinda-Carol Ballou 


As some tools vendors eliminate 
runtime licensing fees, users can 
expect to see a gradual shift to- 
ward less expensive and more 
flexible licensing practices that 
reflect the need to distribute appli- 
cations, analysts said. 

Neuron Data, Inc., for instance, 
announced earlier this month that 
it is eliminating its runtime licens- 
ingfees, a move that users have en- 
thusiastically embraced. And 
Progress Software Corp. will an- 
nounce pricing this month for Ver- 
sion 7.0 of the Progress 4GL, which 
will no longer have runtime fees. 

Some industry analysts said 
these moves are part of a broader 
trend toward higher-end develop- 
ment tools, following the lead of 
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lower-end tools providers such as 
Powersoft, Inc., which announced 
it was eliminating its runtime fees 
earlier this year [CW, June 14]. 
However, others warned it will 
take time for additional vendors to 
adapt their pricing structures and 
that users will feel the cost else- 
where, such as in increased costs 
for support and services. 


High fees 

Development licenses allow devel- 
opers to create applications, but in 
order to deploy or “run” those ap- 
plications, many tools vendors 
charge fees for runtime licenses 
that can range from 10% to 25% of 
the price of a developer’s license. 
Although volume discounts are 
available, these costs can mount 
considerably for those who deploy 
their applications across an enter- 
prise network of hundreds or even 
thousands of machines. 

The Aerospace and Defense Sec- 
tor of Hughes Aircraft Co. in Ful- 
lerton, Calif., will be able to save a 
significant amount of money on de- 


$2,500 
* alternative mn for 1EF 
‘considering pricing only client/server = 


ployment when Neuron Data elim- 
inates its runtime fees, said Pat 
Wright, a systems engineer there. 
“We do a lot of development for 
the military, and they are looking 
for ways to save money,” he said. 
“They are trying to cut costs wher- 
ever they can, and they don’t tend 
to [need only] one of a particular 
system — they want many. Espe- 
cially if they like it, they may want 
another 300,000 [copies].” 


Looking for lower prices 
Even if a tool offers significantly 
better functionality, information 
systems managers who are up 
against a budget wall have to at 
least consider the lower-priced op- 
tions, according to Don De Palma, 
an analyst at Forrester Research, 
Inc., a Cambridge, Mass., consult- 
ing firm. 

“PC software has 
set the pricing pace, 
with desktop  soft- 
ware in the $49 to 
$2,000 price range, 
and users now have 
the perception that 
software should cost 
less regardless of 
where it is. Users just 
don’t want to pay run- 
times, and the price 
deflation in the mar- 
ket is going to affect everyone,” De 
Palma said. He added that at a 
minimum, sales cycles are being 
extended to include the lower-end 
vendors. 

“Let’s say you have Powersoft at 
one quarter the price with 75% of 
the functionality — anyone will 
stop to think twice about that prop- 
osition,” he said. 

On the other hand, users are 
likely to pay the fees if it saves 
them development costs. 

“It would be wonderful [not to 
have to pay] the runtime fees be- 
cause we pay an awful lot for 
around 150 runtime licenses,” 
said Carro Meacham, a director at 
Johnson & Johnson who uses 
Progress 4GL. “But I would rather 
pay runtimes than double the cost 
of my development and mainte- 
nance [by using a less functional 
tool] — that would cripple me.” 

In any case, users are likely to 
feel the hit elsewhere. With 
Progress’ new pricing structure, 
for instance, runtime prices are 

Runtime, page 108 
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jump on replication 


By Kim S. Nash 


ALAMEDA, CALIF 


Data replication is the latest hot 
button for database vendors. The 
ASK Group, Inc. last week an- 
nounced a replicator designed to 
duplicate and synchronize data- 
bases spread out in remote user 
sites. Oracle Corp., meanwhile, 
plans to demonstrate enhance- 
ments to its replication features 
next week at its annual user con- 
ference. 

Taken with Sybase, Inc.’s prod- 
uct announcement in June [CW, 
June 7], one might think that users 
cannot wait to get their hands on 
this kind of technology. Truth is, 
while there are early adopters for 
whom database replication 
soothes a contorted client/server 
muscle, most database users do 
not need the technology right now, 
observers said. 

“Replication techniques are 
good, but we don’t need them for 
most applications,” said Bill Men- 
ger, a database consultant at Co- 


Ingres/Replicator is in 


beta testing at 10 sites 
and is priced at 35% of 
the cost ofan Ingres 
database until January. 
After that, prices will be 
adjusted, said The ASK 
Group’s Russ Don- 
ovan. Translation: 
Prices are going up, So 
if you want to buy, 
now’s the time. 


Product: In zres/ 
Replicator. Ship date: 
December. Product: 
Oracle enhancements. 
Ship date: Not 
available, but will be 
part of Oracle 7 
database. Product: 
Sybase Replication 
Server. Ship date: 
December. 


noco, Inc., an oil company in Hous- 
ton. Looking broadly at the range 
of applications Conoco runs, repli- 
cation is suitable for a specialized 
handful of systems, Menger said. 

For example, Conoco’s bulletin 
board-style system replicates oil 
drilling and processing data on 
ASK’s Ingres databases for ap- 
proximately 250 users at five sites 
worldwide (see story page 116). 
“There’s no need to do similar 
things with many of our systems, 
though,” Menger said, referring to 
applications such as accounting 
and manufacturing. 

Nevertheless, replication is sure 
to become more of an issue as cli- 
ent/server systems grow. So, too, 
will the subtleties of various repli- 
cation methods become more im- 
portant, said Mike Heylin, an ana- 
lyst at Creative Strategies 
Research International in San 
Jose, Calif. 

“You'll want to know exactly 
how your database is going to be 
replicating data in order to create 

Data replication, page 116 








Gupta links with CASE tools 


By Kim S. Nash 


SAN FRANCISCO 


graphical development tools are one part of 
TIE. Alsoon the agenda are several other meth- 





wit’s no Middle East peace accord, but 
client/server development companies are 
shaking hands with computer-aided software 


engineering (CASE) rivals. Gupta 
Corp. is the latest in a series of 
toolmakers to plan links between 
their application generation prod- 
ucts and the front-end analysis 
and design offerings of old-line 
CASE makers. 


Gupta’s CASE links are part of a 
five-step plan called Tools Inte- 
grated into the Enterprise (TIE), 
announced this month at the com- 
pany’s annual developers’ confer- 
ence here. 

“Generation tools [from] Gupta 
and Powersoft lack analysis and 


design capabilities that old-line CASE pro- 
vides,” said Aaron Zornes, an analyst at Meta 
Group, Inc. in Burlingame, Calif. “No one can 


get by alone nowadays.” 


TIE is a coherent effort to get Gupta tools 
talking to as many third-party development 
products as possible, said Umang Gupta, chair- 
man and chief executive officer. He stressed 
that bridges between Gupta database and 


Forming a team 


Rival Powersoft Corp. 


has also announced 
partnerships during 
the past few months 
with three of the same 
CASE vendors enlisted 
by Gupta: Bachman 
Information Systems, 
Inc., LBMS, Inc. and 
Intersolv, Inc. 


ods for bridging Gupta’s SQLBase database, 
SQLWindows fourth-generation language and 
TeamWindows project management program 
with popular databases and CASE tools. 


Other TIE components include 
the following: 
Open Database Connectivity, In- 
tegrated Database Application 
Programming Interface and other 
links to relational databases. 
eClass_ libraries connecting 
SQLWindows to _ information 
sources, such as bar code scan- 
ners, networking gear and Micro- 
soft Corp.’s Visual Basic develop- 
ment kit. 
eInterfaces to scripting lan- 
guages in future operating sys- 
tems such as IBM and Apple Com- 
puter, Inc.’s Taligent and Novell, 


Inc.’s AppWare. 
«Custom links requested by users. 
Work has begun on each of these initiatives, 


Gupta said. The company built several class li- 


COMPUTERWORLD 


braries into SQLWindows 4.0, which shipped in 
April. The company is also “working hard” with 
Novell on connections to the networking com- 
pany’s AppWare application development envi- 
ronment for building distributed systems. 
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Chent/Server, * 


Informationsystems 


Music. 


Based on IEF 
the number one 
integrated 
CASE tool 
inthe industry. 


Model-driven 
flexibility. 


The advent of sheet music created a revolu- 
tion. One that allowed different musicians 
using different instruments for different 
melodies to communicate together. One 
that provided common access to structured, 
rule-based information. One that tran- 
scended barriers of time and language, 
opening up a whole new world of creativity 
and productivity. 

In other words, a revolution exactly 
like the new IEF for Client/Server from 
Texas Instruments. 

Built on a 5-year track record, market 
leadership for rapid application development 
tools and a customer base that includes 50% 
of the Fortune 100, the IEF for Client/Server 
can integrate the desktop, midrange and 
mainframe for unparalleled performance. 

The entire application, including client, 
server and all communication components, 
are developed and maintained as a whole 
from within a single IEF model. What's more, 
components can be reused in new client/ 
server applications and deployed across 
different environments. 

The IEF for Client/Server allows in a 
single specification the flexibility to generate 


complete applications for a variety of execu- 
tion and database platforms. Which means 
you can go horizontally, vertically or cross- 
enterprise on systems such as Microsoft? 
HP™ IBM? Sun™ NCR™ Sequent™ Tandem? 
Digital™ Oracle® and Sybase™ All without 
missing a beat. 

The IEF for Client/Server allows 
IS managers and end users to work at a 
higher level of abstraction within the IEF 
information model. Alleviating the need to 
add languages, DBMS calls, and communica- 
tion protocols. Like sheet music, the IEF gives 
end users and IS professionals the ability 
to communicate in universal language. 

The IEF for Client/Server enables your 
business to rapidly respond to change which, 
in turn, increases your competitive position 
in the marketplace. And that’s not all. TI offers 
products and services that effectively 
reengineer business processes and transition 
legacy systems to client/server technology. 

All to extend your company’s reach. 
And to keep your information systems 
working in harmony. 

For more detailed information, call 
1-800-336-5236, extension 1423 today. 


wy TEXAS 


INSTRUMENTS 


*For 2 years in a row, IEF (Information Engineering Facility) has ranked first in the Integrated CASE Buyers Scorecard by Computerworld magazine. |EF and “Extending Your Reach With Integration” are trademarks of Texas Instruments. Microsoft is a registered trademark 
of Microsoft Corp. HP is a trademark of Hewlett-Packard Co. IBM is a registered trademark of International Business Machines Corp. Sun is a trademark of Sun Microsystems, Inc. NCR is a trademark of NCR Corp. Sequent is a trademark of Sequent ComputerSystems, Inc 
Tandem is a registered trademark of Tandem Computers, Inc. Digital is a trademark of Digital Equipment Corp. Oracle is a registered trademark of Oracle Corp. Sybase is a trademark of Sybase, Inc. ©1993 Tl. Manuscript: THE BETTMANN ARCHIVE 
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Windows-to-DOS tools get boost 


By Melinda-Carol Ballou 
MORRISTOWN,N.J 





Wingate Technologies, a division of Mi- 
tech Corp., is now shipping a low-level 
tool set that will allow users to integrate 
DOS programs with Windows 3.1 ser- 
vices and applications directly from 
DOS, company officials said. 


The set, also called Wingate, includes 
avirtual device driver that offers bidirec- 
tional pipelines to facilitate communica- 
tion among multiple DOS and Windows 
applications, they said. The device driver 
provides a global memory buffer for Win- 
dows and DOS programs. 

Users who communicate between DOS 
and Windows applications usually cre- 





ate their own message-based informa- 
tion-passing schemes that require the 
overhead of putting information into a 
file and then readingit. The direct access 
to data through the global memory with 
Wingate avoids an I/O bottleneck, ac- 
cording to Wingate officials. 

Also available with Wingate are appli- 
cation programming interfaces to 36 
Windows functions and support for a 
range of 16-bit or 32-bit class libraries 
and a series of Windows routines. These 





Help end 
the class struggle. 
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Here’s your chance to train the next 


generation of knowledge workers 

before they show up for work. 
Donate your unused computers, 

software, and peripherals directly to 

your local school. e 
Or contact Computers 

for Classrooms at one of the 

numbers below, and we'll 

direct your donations for you. 


Because instead of tossing your 
equipment out, or selling it for a few 
cents on the dollar, you'll be provid- 
ing our classrooms with the most 
powerful teaching aid since teachers. 

}) And getting a tax deduc- 
| tion in the bargain. 

So donate the best—and 

most—equipment you can 


afford. When you do, you'll 


EEE 
Either way, your generos- COMPUTERS FOR be helping a whole new class 


ity will pay off in gigabytes. 


CLASSROOMS of people to succeed. 
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include WGCLip for accessing the Win- 
dows clipboard from DOS, WGSpawn for 
launching Windows applications from 
DOS, WGKill for terminating those appli- 
cations and WGDDE for sending data and 
Dynamic Data Exchange commands 
from DOS to Windows servers. 

Corporate sites with a range of DOS 
applications seeking to bring in Win- 
dows said they need a seamless link be- 
tween the two operating environments. 

“Tn a nutshell, the issue is that we have 
DOS systems that are too large to re- 
write,” said Wally Bockholdt, manager of 
information technology at Aetna Life & 
Casualty Co. in Windsor, Conn. “We are 
looking to use Windows as an umbrella 
and we want to fit our DOS [applications] 
beneath Windows, but we need to have 
the applications talk to each other with- 
out a lot of hassles. We need a very seam- 
less DOS-to-Windows transport which is 
fast and not apparent to the user.” 

Aetna is evaluating the Wingate tools. 
Industry analysts said the Wingate prod- 
uct may be useful as an interim tool until 
Microsoft ships Chicago, its next-gener- 
ation operating system. 

“There’s no doubt that if you have a 
DOS-to-Windows problem today, Win- 
gate sure looks like it beats rolling your 
own code. But over the long term, Micro- 
soft’s stated direction is to make this 
[connection] nearly transparent with 
Chicago,” said Peter Kastner, a vice pres- 
ident at Aberdeen Group, a Boston con- 
sulting firm. 

He added, however, that developers 
and independent software vendors con- 
fused about their long-term Windows mi- 
gration strategy and whether or not to 
use Win32, Win32s or Win32c, “might 
want to spend $300 on Wingate to see 
how they can put a Windows face on their 
existing code” with minimal effort. 

The Wingate developer’s tool kit costs 
$295. Wingate offers libraries forC,C++, 
Pascal, Basic, and Microsoft Corp.’s Visu- 
al Basic, Visual C+ + and Foxpro, among 
other languages. 


Runtime fees 
CONTINUED FROM PAGE 105 


eliminated, but the tiered, user-based 
pricing the company is now introducing 
will make the shift a “wash” for some us- 
ers and may cost others more, company 
officials said. 

Other analysts said the real push for a 
change in licensing structures is unlikely 
to come on the Unix side unless and until 
Microsoft Corp.’s Windows NT begins 
competing against Unix, and vendors 
such as Borland International, Inc. and 
Microsoft begin competing in this space. 

“In the third-party 4GL market, there’s 
no dominant player who can cause the 
prices to go drastically down and control 
the market,” said Rich Finkelstein, pres- 
ident of Performance Computing, a mar- 
ket research firm in Chicago. He added 
that Sybase, Inc. and Oracle Corp. tend 
to keep their prices high but could force 
the third-party market prices down if 
they chose to do so. 
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‘Source: Aberdeen Group. ine March, 1993, 


Here’ Why Were A 


INTRODUCING THE WORLD’S BROADEST, THE POWER OF SCALABILITY. 


Most POWERFUL MIDRANGE SERVER FAMILY. : ; sa 
Our midrange family offers complete scalability 


Last year we sold over $1 billion of servers to from a 5 mainframe MIPS departmental server to multi- 


become the world’s second-largest processor enterprise servers running at several hundred 


supplier of commercial multiuser MIPS. You can easily configure our servers to deliver 


Unix® servers. exactly the power you need in any given application. With 


Now we're introducing an extended full confidence that you'll never outgrow our capacity. 


midrange family offering more choices, better price/ 
THe Wor.pD’s Most BULLET-PROOF UNIX. 


performance, and a better-defined growth path than 
any other open systems vendor in the world. Our servers run both Unix and Microsoft's new 


Windows NT.” In fact, Microsoft® used an NCR System 


MIN! DATA Ope eers/ CORPORATE SERVERS 
3520 3525 3550 


Our entry-level mini data center system offers Fast response for large, complex databases. Sets new standards of price/ performance between 
exceptional price/ performance, optional high- Excellent for on-line transaction processing and departmental servers and our high-end, massively 
reliability /availability features, and can be decision support. Upgradeable to 3550 and parallel enterprise servers. 

upgraded to 3525, 3550, or 3555 levels. 3555 levels. 






















Tbout To Become #1. 


3550 to design and develop their newest operating Including several models rated first in their class by 
system. Since we committed to Unix in 1980, we’ve been Transaction Processing Council benchmarks. 
adding mainframe reliability features to optimize it Tue Future Is Bunt IN. 
for mission-critical applications. The result j ; 
; F : ; Our servers are designed to be easily upgraded to 
is the first commercial Unix that meets the f ; i 
s ; Intel's new Pentium” microprocessor. And its successor. 
U.S. government’s tough B-1 standard. Our 





, th The System 3000 family further protects your invest- 
LifeKeeper™ software and advanced RAID tech- : 
: _ 7 ; ment with numerous components that are upgradeable 
nology add unmatched fault-resiliency. With a goal of i F eae : 
ae Te in place, making expandability fast and simple. 
99.99% system availability. ae ; ae 
For more information on the System 3000 family, 


OUTSTANDING PRICE/PERFORMANCE. phone 1800 CALL-NCR. 


All our servers offer exceptional price/performance. 


3555 3570 3575 

Up to 16 Pentium chips deliver more power for From 2 to 16 i486 processors in a tightly-coupled archi- The top of our midrange line isn’t the end 
on-line transaction processing, decision support, tecture plus dual 64-bit system buses and LifeKeeper FRS of our family. Up to 32 Pentium chips deliver 
and large database applications. add up to a world-class server just a step below our exceptional power, while LifeKeeper FRS 


massively-parallel systems. offers mainframe-class reliability. 









Up osx Fentium processosin our industry _ 
tecture. An aggressive entry price and superior FRS for industry-leading installations. Supports from 2 
investment protection. 


But Wait. 
There’s More. 


ONLY THE SysTEM 3000 Takes You FROM 
MoBILE PCs To SUPER MAINFRAMES. 


Our servers are part of a scalable family based on cost-effective 
industry-standard microprocessor technology that extends from 
mobile PCs to massively-parallel enterprise systems offering over 
1000 mainframe MIPS. The System 3000 connects to your current 
computing environment, so you can preserve your investment in pro- 
prietary systems while moving toward a more flexible, open future. 


THE WorLD’s Most COMPREHENSIVE SUITE OF 
NETWORKING PRODUCTS. 


No other company in the world can match our global communi- 
cations and networking expertise. Our advanced networking solutions 
are easy to choose, deploy, and reconfigure. They're designed to give 
you transparent, enterprise-wide access across multiple networks, 
machines, and software, no matter what proprietary or transitional 
environment you may currently be using. Creating open, global 
computer networks that are as easy to use, as efficient, and as 
accessible as the telephone network. 

We CAN HELP You INTEGRATE Our SysTeEMs INTO 
YOUR ENTERPRISE. ANYWHERE IN THE WORLD. 

AT&I/NCR’s global presence means we can help you quickly take 
advantage of our new, more cost-efficient technology anywhere in 
the world. Our representatives can work with your staff to develop 
solutions tailored to your enterprise’s particular needs. We'll interme 
multi-vendor environments and maintain them as well. 

That makes us the best possible choice for you. Whereve 
whenever you need us. For more information, phone 1800 


— 
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An AT&T Company 


NCR is the name and mark of NCR Corporation. AI&d and the AI& globe design are registered service marks and trademarks of American Telephone and Telegraph Company. Intel and the Intel Inside Logo are registered trademarks of Intel Corporation. 
All other trademarks are property of their respective owners. © 1993 NCR Corporation. 





Scott H. Koehler 


Howto handle 
objects 


Many companies are 
diving into object- 
oriented develop- 
ment. Unfortunately, 
as is the case with 
any new and radi- 
cally different devel- 
opment approach, a 
certain percentage of those efforts will 
crash and burn. In the interest of mini- 
mizing the casualties, I’d like to describe 
a successful project I worked on at a 
large insurance company, starting in 
June 1991. 

The system being built was a business 
application that models and processes 
the company’s insurance products. This 
system was one part ofa larger initiative, 
but it was a critical part that could have 
thrown off the effort. 

What the company did to contribute to 
that success was approach object tech- 
nology in a limited and controlled way 
appropriate to the political climate and 
the circumstances of the project. It did 
not jump in with both feet, declaring, 
“We’re doing objects now,” but confined 
the work with objects to a well-bounded 
application. 

Although other areas later suffered 
from not being objectified (my assess- 
ment), limiting the exposure was proper 
given staffing restrictions and the need 
to limit risk as well as the unexplored 
state of object-oriented programming at 
the time. (In 1991, there weren’t a lot of 
companies working with it, particularly 
outside the GUI arena.) 

The feasibility of working with objects 
was tested repeatedly, before any real 
work began. A paper-based design was 
produced and evaluated. When this 
showed promise, a C+ + prototype ofa 
portion of the application was built to de- 
termine if the unconventional design 
was indeed “codable.” Once the first two 
tests were passed, the object approach 
became the preferred solution, and a tra- 
ditional effort that had also been pro- 
ceeding in parallel was discontinued. 

The project was placed in an applica- 
tion group, rather than an advanced 
technology group. Initially, a small num- 
ber of people were involved, including 
some of the best people in the company. 

These decisions were appropriate in 
that the personnel were bright and will- 
ing to learn new techniques and at least 
one member had a vision of the end prod- 
uct and the experience to get there. The 
single significant mistake was that some 
individuals were required to participate 
involuntarily. 

The project was not complicated by 
rigid methodologies, CASE tools, ad- 
vanced development environments 
and/or object-oriented databases. In- 
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stead, the focus was on the “core” object 
technology: namely, C+ + business ob- 
jects, their behavior, attributes and their 
interactions. This approach eliminated 
many potential time-wasters on a project 
where timely completion was a necessity. 
Much time was spent “selling” the 
technology throughout the company. 
This was critical because to say there 
were skeptics would be an understate- 
ment. As an outsider, [was amazed at the 
extent to which thinking could be influ- 











enced by company culture. When one’s 
understanding of the business is based 
on Cobol modules that have existed over 
the years, seeing alternative solutions is 
difficult. 

Development followed an incremental 
and iterative model. Construction some- 
times actually outpaced the analysis and 
design. Management was not particular- 
ly pleased with this result because it 
made it difficult to track completed phas- 
es on a project plan. In retrospect, our 


method of monitoring progress and con- 
veying status could have been better, al- 
though I would argue that this more dy- 
namic method reflects the natural way to 
develop software. 

Although the road was not without 
bumps and shocks, the resulting design 
has proved to be resilient and extensible 
to newly introduced products. 





Koehler is the principal at Koehler Consulting 
in Holliston, Mass. 
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If It’s Critical To Your Business, 
You'll Find It At NetWorld’Dallas. 


October 5-7, 1993 « Dallas Convention Center 


Today’s business leaders want a place to network about net- 
working. To learn about burgeoning strategies without totally 
abandoning current investments in hardware and software. 

To find experts with the know-how and companies with the 
how-to. To meet influential decision makers who make decisions. 


Find Out What You’re Looking For At NetWorld Dallas. 


NetWorld Dallas is today’s premier network computing trade 
show and conference. An explosive three-day event where 
attendees and exhibitors find logical solutions, not complex 
theories or pie-in-the-sky concepts. A cutting-edge show where 
qualified attendees, high-profile exhibitors, interactive product 
showcases and multifaceted educational seminars are the norm, 
not the exception. 


NetWorld Dallas is a business-proven resource center for a host 
of rising new networking developments including client/server 
computing, mobile networking services and advanced peer-to-peer 
networking. Whether you’re downsizing or rightsizing or looking 
for a UNIX-to-PC connection, NetWorld Dallas is the perfect 
environment to find the right products, services and solutions. 


NetWorld® is a registered trademark of Novell, Inc. which has been licensed to Bruno Blenheim Inc. 
through October 14, 1993. 


Find Out What You Need To Know At NetWorld Dallas. 


NetWorld Dallas brings it all right to you via the most compre- 
hensive educational conference and exhibit program available 
today. Take advantage of a business and learning forum where 
industry experts and international product vendors provide 
up-to-the-minute, relevant information to the people who need 
it to make their business work. And witness our unparalleled 
ShowNet®System, which places mission-critical information 
right at your fingers. 


Find Out How You Can Be A Part Of Net World Dallas. 


At NetWorld Dallas, you’ll find more than just critical informa- 
tion. You'll find just how critical a networking event this is 

for your business’ computing plans. For additional show 
infor-mation call 800-829-3976 X9580, 201-346-1400 or 

Fax 201-346-1602. 


NETW®RLD 


NetWorld ’93 Dallas is produced and managed by Bruno Blenheim Inc 


BLENHEIM — Fort Lee Executive Park, One Executive Drive, Fort Lee, NJ 07024 
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HOW CAN YOU 
CAPITALIZE 


ON DATA SYSTEMS 
AND SOLUTIONS? 


1-800-756-4636 
I'LL TELL YOU 


HOW BELL ATLANTIC 


PAID OFF 


Were Crestar. With more than 260 branches 
in Maryland, Virginia and Washington, D.C., 
we're convenient to all the places our customers 
live, work or shop. Customer service is the key 
to our success. And the companies of Bell 
Atlantic* play a significant role in applying 
technology to provide superior customer service. 
One way is our Retail Automation Network 
that depends on Bell Atlantic’s High Speed 
Data Network. Only Bell Atlantic had the infra- 
structure in place to provide the data solutions 
we needed. Thanks to Bell Atlantic, every 
location has immediate access to all customer 
information, at all times. This allows the 
branches to open accounts and cross sell addi- 
tional services faster, improving productivity 
along the way. As we acquire new branches, 
Bell Atlantic is there to help bring them on-line 
and integrate them into our network within 
72 hours, sometimes within 24 hours. And 
Bell Atlantic monitors the entire network 24 
hours a day. The network has proven reliable— 
on-line an astounding 99.8%. Even now, they're 
installing LANs and workstations that integrate 
many of our locations. Pleasing the customer is 
our main goal. Obviously, it’s Bell Atlantic’s 
goal too. So call me, I'll tell you how Bell Atlantic 


was right on the money. 


@ Bell Atlantic 
We're More Than Just Talk. 


Callers will hear a recorded message from Mr. Ginther, and will be given the opportunity to leave a message for him or to speak with a Bell Atlantic representative. *The Bell Atlantic family of companies includes the Bell 
Atlantic Systems Group, New Jersey Bell, Bell of Pennsylvania, Diamond State Telephone, the C&P Telephone Companies and other communications and information management companies. © 1993 Bell Atlantic 
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the most efficient replication scenario,” 
Heylin said. “It’s tough to understand all 
the varieties,” he added. 

Users would need to know whether 
they could replicate portions of a table to 
two different sites. If not, then two sepa- 
rate tables would have to be created and 
maintained, Heylin said. 


Ingres and Oracle approach replica- | 


tion in decidedly different manners, he 


said. First of all, Ingres/Replicator is a | 


separate product from the database. Or- 
acle plans to enhance replication fea- 
tures within its Oracle 7 database. 

Next, Ingres replicates information 
down to the row and column level, with 
the ability to copy and synchronize dif- 
ferent parts of the same table to different 
locations. Currently, Oracle replicates 
and disperses data by taking a picture or 


snapshot of an entire database, then | 
sendingit out at set intervals. Two-phase | 


commit is the mechanism for regulating 
which sites get updated snapshots and 
when. Two-phase commit requires that 
each set of sender and receiver sites on 


One way to 


Conoco uses Ingres/Replicator to 
copy and synchronize an internal 
bulictin board-style system at five 
sites worldwide. The system, run- 


adatabase consultant at Conoco. 

Before setting up the pseudo- 
bulletin board service, employees 
in one part of the world had no 
ready access to helpful oil produc- 
tion insights of colleagues in other 
locations, he explained. “We hada 
guy drilling in Norway doing some- 
thing similar to what people were 
doing in west Texas,” Menger said, 
“but he had no way to get areport 
tothem.” 

Now, the Norwegian engineer 
can put an abstract into the system 
and attach existing files on the 
project for the rest of Conoco to 
read. The system has moved as 
much as 3,000 items overnight, 
with each item containing an aver- 
age of 2K bytes of data. 

Conoco prototyped the system 
for about $15,000, including con- 
sulting help from Ingres, Menger 
said. A production version, which 
took about six months tocreate, ul- 
timately cost more than $100,000, 
he added.— Kim S. Nash 
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the replication schedule electronically 
agrees to the data transfer. 

That means networks have to be up. If 
Receiver A cannot commit to Sender B’s 
signal for some reason — because of a 
malfunctioning network, for example — 
then replication scheduled for sites C, D, 
E andso onis held up. 

Replication using the Ingres product is 
done on a transaction basis: Ingres/Rep- 
licator will move through a replication 
“to do” list, item by item, until each one 


is done. If network troubles prevent a 
connection from happening, the product 
puts that item aside and continues down 
the list, completing all the transactions 
it can. Replication at all locations is not 
waylaid by a lost connection at one, ac- 
cording to Russ Donovan, director of In- 
gres product marketing. 
Transaction-based features that Ora- 
cle expects to show users next week veer 
away from two-phase commit functional- 
ity. The approach is a “hybrid” that in- 


cludes an extension of the Oracle Coop- 
erative Server’s ability to process dis- 
tributed queries, said David Knight, se- 
nior marketing manager for Oracle 
servers. 

Generally, Oracle’s changes step clos- 
er to the method Ingres employs, accord- 
ing to a source familiar with Oracle’s 
plans. That way Oracle replication will 
no longer be restricted by unpredictable 
networks, the source said. Oracle de- 
clined to comment. 


You call it Wreck 
We call it Re 
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Yes, I'd like a copy of Answers to Business 
Process Reengineering questions. 
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Aetech, Inc. has announced IntegrAda 
for Windows. 

The product provides Ada program- 
mers with the ability to write Windows- 
based applications using Ada. IntegrAda 
for Windows combines Aetech’s propri- 
etary Ada language-sensitive tools with 
Windows interface features. 
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The product offers tools that include 
interactive error correction, point and 
click code generation, colored source 
code, the ability to cut and paste from 
standard Ada or Windows libraries and 
complete control over the editor, librar- 
ies, compiler (DOS or Windows), binder 
and linker, according to the Carlsbad, 
Calif., company. 

Standard features include automatic 
indentation, “block commenting,” real- 
time error detection and automatic capi- 


talization to a chosen standard. 
IntegrAda for Windows costs $495. 
p> Aetech 
(619) 431-7714 





CASE Methods Development Corp. has 
announced Synergy 2.1, a graphical user 
interface (GUI) computer-aided software 
engineering (CASE) management and 
control application. 

Synergy 2.1 is a client/server-based 
product designed for both OS/2 and Win- 





nd Rebuild. 
engineering. 


EITHER WAY, BUSINESS PROCESS 
REENGINEERING CREATES A 
STEEP LEARNING CURVE 
50% to 70% of all reengineering 
efforts fail. Why? Because senior man- 
agement often needs more informa- 
tion on the commitment required to 
implement Business Process Reengi- 
neering (BPR)...and IT staff requires 
specific skills to enhance the produc- 

tivity of technology users. 

When you're reengineering busi- 
ness processes (not to be confused 
with software reengineering), technol- 
ogy plays a central role. ..as evidenced 
by widespread downsizing, client/ 
server, GUI training and other IT dis- 
ciplines that support reengineering. 

For many organizations the quality 
of training will determine whether or 
not reengineering succeeds. 


NETG HAS THE BLUEPRINTS TO 

HELP YOU REBUILD 
The NETG mission is to provide pro- 
fessionals with the training solutions 
required for effective reengineering. 
Exposure to our professional educa- 
tion and training solutions can dra- 
matically increase your chances for 
success. Courses range from hands-on, 
skills-based training, to courses which 
build awareness or provide a theoreti- 
cal understanding of today’s business 
developments. 


NETG—PROVIDING TRAINING 
SOLUTIONS FOR OVER 25 YEARS 
As the world’s largest resource for 
training and education, we're not above 
the need for reengineering ourselves. 
Recent key business partnerships and 
co-development agreements with 
leading industry experts have signifi- 
cantly increased the variety of solu- 

tions we offer. 

We have training for the most 
sought-after technologies. Our courses 
are there when you need them, can be 
designed to fit specific needs, and will 
increase your productivity. gem 


A SAMPLING OF BPR COURSES 

* Leading Teams 

* The Deming Library ox 

* Business Process Reengineering 

+ Using IT to Reengineer Business Processes 

+ A Business Process Reengineering 
Methodology: IDEF 


FOR THE ANSWERS, JUST ASK 


NETG is your largest single source for 
education and training. For more infor- 
mation on Business Process Reengi- 
neering please mail the attached card, 
call for our ANSWERS brochure at 
1-800-457-6993, or write: National 
Education Training Group, Inc., Attn: 
Marketing Dept., 1751 West Diehl 
Road, Naperville, IL 60563-9099. 


Call 1-800-457-6993 


NETG. 


RESKILLING FOR 
REENGINEERING 
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dows environments. Synergy 2.1 was cre- 
ated for organizations that are looking 
for a vehicle to address their full devel- 
opment life cycles, according to the Rich- 
ardson, Texas, company. 

The product comes equipped with 
CASE/Framework, a comprehensive In- 
formation Engineering Methodology that 
covers a variety of development paths, 
including information strategy planning 
through production, and alternate paths 
for rapid application development, 
client/server development, maintenance 
and purchase product integration. 

Other features include an integrated 
interface toa user’s project management 
system, intuitive GUI and direct access 
to CASE tools such as KnowledgeWare, 
Inec.’s Application Development Work- 
bench and Information Engineering 
Workbench and Texas Instruments, 
Inc.’s Information Engineering Facility. 

Synergy 2.1 costs $42,000 for five 
users. 

> Case Methods Development 

(214) 644-8173 


Product shorts 





Rational has introduced Rational Apex, 
its Ada software engineering environ- 
ment designed for Sun Microsystems, 
Inc.’s SPARC workstations. The product 
features program browsing, editing, de- 
bugging, compilation along with team- 
oriented configuration management and 
architectural support. Cost: $21,000 per 
license. Rational, Santa Clara, Calif. 
(408) 496-3600. . . . Ideas, Inc. has an- 
nounced D-Make, a software develop- 
ment tool designed to reduce the total 
compilation time of Ada programs. D- 
Make provides integrated source file 
management and reporting tools that en- 
able users to organize Ada source files 
into projects, generate static analysis re- 
ports on projects and monitor and log 
compilation results. Cost: ranges from 
$1,195 to $1,495. Ideas, Columbia, Md. 
(410) 312-2000. . . . National Instru- 
ments has introduced its LabWindows/C 
for Virtual Instrumentation, scientific 
and engineering software for developing 
instrumentation applications using the 
ANSI C programming language under 
Sun Microsystems Computer Corp.'s Sol- 
aris for SPARCstations and Windows. 
The product contains all of the necessary 
tools required to construct C-compatible 
test, measurement and control applica- 
tions using Windows on a PC or X Win- 
dow System on a Unix-based SPARCsta- 
tion. Cost: $1,995. National Instruments, 
Austin, Texas (512) 794-0100. 


HOW TO 
SELL USED 
EQUIPMENT. 


Advertise in Computerworld’s 
Classifieds. They work. 


800-343-6474 
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IT’S AMAZING WHAT PEOPLE CAN ACCOMPLISH 
WHEN THEY WORK TOGETHER. 


We can get your people working 
together like they've never worked 
together before. HM How? By realign- 
ing your information systems with 
your organizational goals, so you 
have the flexibility to react quickly 
to changing market conditions and 
customer demands. ™ You see, asa 
systems integrator we can provide the 
powerful, tailored solutions you need 
to make the transition from a legacy 
system to a client-server environment 
— planning, designing and imple- 
menting for open systems. i But more 
importantly, we can provide the 
Brainware —thatis, an ability to 
integrate the most intelligent solu- 
tions into your environment. M@ As an 
independent evaluator of technology 
we are free of vendor bias, so we can 
guide you to the most effective stan- 
dards and solutions. @ And unlike 
most vendors, we can provide you 
with ongoing services — networks 
checks, systems administration, 
maintenance. Whatever you need 
to ensure continued operational 
effectiveness, we'll do. M@ Interested? 
Then call us at 1-800-257-OPEN. With 
our help, who knows what amazing 
things your people can accomplish. 


€> 


CONTROL 
DATA 


The Integration Company 
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BY MARK MEHLER 


he one-stop shop is 
the Holy Grail of in- 
formation sys- 
tems, the chief in- 
formation officer’s 
ticket to fast, pain- 
less re-engineer- 
ing and, ultimately, Easy Street. 

“Who wouldn’t want to bring in 
a single, qualified vendor to do ev- 
erything?” asks Bob Habig, vice 
president of IS at Pepsi-Cola North 
America. “It’s easier, you have on- 
ly one voice. It eliminates the need 
for all coordination and logistics 
and collaborative concerns. Con- 
ceptually, it’s a CIO’s dream.” 

Mel Bergstein, vice chairman of 
systems integration at Technology 
Solutions Co. (TSC) in Chicago, 
adds, “Buyers love one-stop shop- 
ping. It’s the ultimate realization 
of their goal of building continuous, long-term partnerships 
with their software and service providers.” 

Smart vendors know it’s an appealing fantasy, especially 
as more organizations race ahead with business process re- 
engineering, downsizing projects and client/server conver- 
sions. Many continue to take active steps toward making 
single-sourcing for services a reality (see chart page 120). 

But there’s a big problem. Despite the fervent desires of 
both CIOs and vendors, one-stop shopping for computer ser- 
vices appears to be dead on arrival. 


Mehler is a free-lance writer based in Jackson Heights, N.Y. 
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Diamond is 
ore Cel Vece-Lolelihg 
using a single 
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Flect-CBie) 
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Despite vendors’ best 
pitches, one-stop shopping 
for re-engineering and 
client/server services isn’t 
making ClOs hoot yet 


SHONNA VALESKA 


Adozen CIOs interviewed by Computerworld are all but 
unanimous in rejecting the notion that any single vendor 
can be best-of-breed in every discipline. 

Instead, IS executives say they would much rather expe- 
rience the headaches of dealing with multiple vendors than 
risk getting second-rate service. 

Indeed, only one CIO could recall a single example of a 
one-stop approach to re-engineering, undoubtedly this sea- 
son’s most in-demand service. 

Keith Kebel, vice president of information management 
for the $6 billion Pharmaceutical Group of Bristol-Myers 
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One-stop shop 
CONTINUED FROM PAGE 119 


Squibb Co., says he sought inte- 
grated services to help the drug 
company re-engineer to compete 
better in a harsh new regulatory 
environment. 

Computer Sciences Corp. (CSC), 
Price Waterhouse and McKinsey & 
Co. all pitched their total re-engi- 
neering capabilities, but Kebel 
wasn’t buying. 

Bristol-Myers Squibb wound up 
choosing McKinsey to do a strate- 
gic evaluation of the business, 
Price Waterhouse to do some con- 
sulting on manufacturing work 
flows, CSC to do some sales/mar- 
keting automation work and 
American Management Systems, 
Inc. to build a managed care infor- 
mation system. 

“Each would have loved to be 
our sole source,” Kebel says. “But 
I don’t believe that any of them is 
good enough across the full spec- 
trum of our [re-engineering activi- 
ties] to handle the whole job.” 

Ed Diamond, vice president and 
CIO at Matthew Bender & Co., a le- 
gal publisher, says he too believes 
in fostering close relationships 
with vendors. But he also doesn’t 
buy into the one-stop shop idea for 
a minute. 

Bender, a division of Times-Mir- 
ror Co., brought in front-end strat- 
egist Booz, Allen & Hamilton, Inc. 
for a process overview. The consul- 
tancy studied every internal busi- 
ness process. 

When it came time to select a 
vendor to design and implement a 
technical plan to support those 


recommendations, Booz, natural- 
ly, was among the bidders. But af- 
ter evaluating at least four poten- 
tial vendors — Booz, Andersen 
Consulting, Deloitte & Touche and 
TSC — Bender went with TSC. 

“I thought a number of them 
could have probably done the sys- 
tems integration portion,” Dia- 
mond says, “but what we didn’t 
want was to relinquish control.” 

Having TSC and Booz in at dif- 
ferent stages, he said, provided a 
system of checks and balances. 
“Specifically, TSC, while not cri- 
tiquing Booz’s strategy work, 
came in with its own insights into 
the re-engineering process and 
found potential areas of cost sav- 
ing that Booz had overlooked.” 

For example, Diamond says, 
TSC was able to pinpoint a few 
problem spots within the order ful- 
fillment process where handoffs 
(elapsed time) could be eliminat- 
ed, or at least reduced. 

“You can always find new areas 
for improvement,” Diamond says. 


CIO pitfalls 

While IS executives report success 
in adopting this “best-of-breed” 
approach to re-engineering, they 
also acknowledge the problems. 

Chief among them is managing 
a web of ongoing vendor alliances 
to make sure customers get what 
they pay for. 

Fred Forman, executive vice 
president of Arlington, Va.-based 
American Management Systems, 
suggests that customers not wan- 
der into the project management 
minefield without three critical 
elements — an IS department ca- 
pable of coordinating many activi- 
ties in parallel, a strong business 


What vendors are doing 


Nearly everyone in the industry is trying to beef up their array of services 
to tempt organizations tackling re-engineering, client/server and other hot 
projects. Here’s a quick rundown of major tactics: 


eLarge integrators such as Electronic Data Systems Corp. and Andersen 
Consulting have been selling themselves for years as total solutions 
providers, offering a range of services from strategic consulting to 
applications software to functional outsourcing. They will continue to do 


so. 


«Big hardware and software vendors have begun emphasizing software 
suites they claim will provide soup-to-nuts process re-engineering 


capability. 


High interest in re-engineering among the Fortune 1,000 is a big 
motivator. Vendors aim to combine numerous consulting and technical 
disciplines into a seamless package. That's why IBM, Unisys Corp., Digital 
Equipment Corp. and others are making huge investments in consulting. 

Add to this growing list Oracle Corp., Microsoft Corp. and Lotus 
Development Corp., all angling for a piece of re-engineering action through 
their own fledgling consulting practices. 


eLeading strategists, including CSC Index, Inc., Coopers & Lybrand, 
McKinsey & Co. and Bain & Co., have been scrambling to beef up their 
technical skills via internal development, acquisitions or strategic 


alliances. 
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What youshould do 


eForm a steering committee. Include senior management 
and representatives from user, information systems and 
vendor constituencies. Chaired by the chief information 
officer, the committee should meet at least four or five times 
a year. Its mission is to ensure that overall business and IS 
goals mesh and that users gradually assume ownership of 
the re-engineered process. The group should also keep 
rough tabs on the project’s progress. 


¢Create 10- to 12-person “team leaders” committees. 
These should meet at least weekly to chart daily progress of 
each individual re-engineering project. 

Again, be sure to include users, IS staffers and vendors. 
Monitoring should focus on deliverables such as screen 
designs and database records design, not tasks. Groups 
should also ensure that the project team has sufficient PC 
and local-area network support. 


Convene a joint vendor/client steering committee that 
meets monthly, tracks costs and schedules against 
deliverables. 


Software not so simple 


s enticing as the possibility of one-stop 

shopping is on the services end, it’s doubly 

so on the software side. 

Larry Gunther, CIO of Gillette Co.’s North 

Atlantic Group, says he’d love to solve, once and for 
all, the problem of integrating disparate vendor ap- 
plications and databases — a problem that is particu- 
larly acute in the open systems, client/server realm. 

However, while Gunther says he does not envision 
any re-engineer ever achieving cross-disciplinary 
best-of-breed status, he holds out some hope that a 
single software vendor might one day come through 
with a suite of best-of-breed applications that could 
meet, say, his entire manufacturing/distribution re- 
quirement (manufacturing resource planning, inven- 
tory, capacity planning, purchasing, production plan- 
ning, etc.). 

“Right now, we’re beginning to see [some progress 
on this score] in Europe, but you've still got a problem 
in interfacing with multiple databases. The interfaces 
add complexity, and the only solutions [to data redun- 
dancy] are batch-oriented, which means for a period 
of time, you’re not running in syne.” 

Bill Lodge, a project manager at Turner Corp., a 
construction management firm, holds out no hope for 
any such development in the software industry. 

“No one single source is ever going to be best for 
every application,” he says. “Excel might be the best 
spreadsheet, Notes, the best groupware, Word the 
best word processing package. ... Every vendor does 
one thing well.” 

Lodge, for his part, asks for no more than software 
that is compliant with Messaging Application Pro- 
gramming Interface, Vendor-Independent Messaging 
and other standards. 

“After that, we could care less,” he says. “We want 
to build our own off-the-shelf applications that work 
together as a suite.” 

As for suite software in general, a widely held view 
is offered by Computer Associates International, Inc. 
Executive Vice President Sanjay Kumar. 

“Suite software is a marketing concept, that’s all. 
Instead of having three application products, a com- 
pany takes five and packages it in a suite. It means 
nothing,” he says. 

— Mark Mehler 


mission statement and an equally 
solid statement of architectural 
standards that jibes with the busi- 
ness goals. 

Forman and several of his coun- 
terparts further advocate several 
steps, including forming a senior 
management steering committee 
and a ‘team leaders” committee. 

“If someone tells you a task is 
30% complete, you have no way of 
knowing if they are making that 
number up,” says Forman, citing 
an all-too-familiar complaint. 
“Typically, in a systems integra- 
tion job, the first 90% is easy. But 
that last 10% can take forever 
... there has to be a concrete way 
of measuring progress.” 

“There’s no magic to it,” says 
Bristol-Myers Squibb’s_ Kebel, 
whose company has established a 
joint vendor/client committee that 
meets monthly. “It’s a matter of 
paying attention to what’s hap- 
pening all around you.” 


Culture vultures 

Nevertheless, IS managers warn 
that personnel issues in managing 
multiple vendors can torpedo even 
the best-laid organizational plans. 

Specifically, how do you get 
fierce competitors like Andersen, 
IBM and EDS to sit in the same 
room, let alone cooperate and 
share ideas? 

“Other industries, like aero- 
space, do very well forming con- 
sortia to sell to customers,” says 
Doug Brockway, a partner at No- 
lan, Norton & Co. “‘A few years ago, 
we did a bid jointly with Peat Mar- 
wick and EDS on a job at Apple 
where we did the strategic archi- 
tecture piece. But outside of that, 
we haven't seen this kind of coop- 
eration taking place in the [infor- 
mation technology] consulting in- 
dustry.” 

Habig, who is spearheading a 
far-reaching re-engineering pro- 
gram at Pepsi-Cola, has devoted 
considerable time to solving this 
problem. 

“By nature, our vendors are a 
witches’ brew,” he says, rattling 
off a roster that includes IBM, An- 
dersen, TSC, CSC Index, Inc. and 
CSC Partners and NCR Corp. 

“We had to make it very clear to 
each of them before signing any 
agreement that we expected them 
to operationalize their client-first 
rhetoric. The philosophy going in 
has to be, “We all wear Pepsi uni- 
forms or we don’t do business to- 
gether.” 

Some intervendor relationships 
are more important than others, 
Habig says. For example, Ander- 
sen, brought in to do some pilot re- 
engineering work, has not had to 
interact much with other consul- 
tants such as CSC Index. 

But CSC Partners and TSC, both 
of which are deep in coding, risk 
assessment and other ground-lev- 
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Forty-five 
trillion bytes of data, 
the hands 


of a surgeon, and 
the best brains 
in the business. 
It’s not just 


a tape librarian. 


It's poetry in motion. 


You've never seen data handled this elegantly. Or this efficiently. 
Meet the IBM 3495 Tape Library Dataserver: a complete, 
automated tape solution that reduces the cost of storing and 
retrieving large volumes of data while it maximizes speed, 
flexibility and expandability. 

The 3495’s brain is an ingenious tape library manager 
that, when coupled with our unique Data Facility Storage 
Management Subsystem, acts as a “traffic cop” to control data 
and get it where it’s needed, short and long-term. You also get 
the most from your media, thanks to industry-leading tape 
drives that use “smart” compaction to boost capacity and 
performance. 

The physical chores are handled by an engineering marvel 
that took first place in BusinessWeek’s IDEA93 National Design 
Competition. This expandable, automated tape library can 
support up to 64 tape transports or house as many as 18,900 
cartridges. And the 3495’s open systems connectivity means 
many diverse clients can share the same library. 

To get the facts about this superhuman librarian, call 


1 800 IBM-6676, ext. 675 today. 
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el implementation tasks, must work to- 
gether as interchangeable parts of a 
task-oriented, skills-based team. Habig 
reports things are working out wonder- 
fully. 

Other CIOs argue that the best way of 
keeping a lid on cultural clashes is to des- 


ignate one vendor as prime contractor, 
responsible for keeping everybody else 
in line and interfacing with the client. 

Harvey Shrednick, senior vice presi- 
dent of IS at Corning, Inc., is a proponent 
of this approach.“You’ve got to have one 
face to speak to,” he says. “Otherwise, it 
gets unwieldy.” 


Extra tips : 
A couple of additional tips on managing 
multiple re-engineering consultants in- 











clude the following: 

¢Keep close tabs on scope changes in ev- 
ery ongoing project. Forman says it is 
wise to count “function points” (a metric 
for measuring the size of the system by 
tracking inputs, files, etc.). 

“This is a lot easier than filling in 
change orders constantly and spending 
80% of your time negotiating those 
changes with the customer,” he says. 
¢Draw up contracts that steer away from 
a fixed-price mentality and emphasize 


Finding the Solution You Need 
Gets Easier on September 27 


Announcing Computerworld’s 1994 Consultants Directory 


COMPUTERWORLD 


Annual 
TEST ILS 


Directory 


A special pullout-and-save 


section appearing in 


Computerworld's 


September 27 issue 


The solution you’re looking for 
is now at your fingertips. 
Computerworld’s Consultants 
Directory is a comprehensive 
listing of solutions providers 


across the U.S. Our Consultants 
Directory gives you quick and 
easy access to outside IT 
providers including systems 
integrators, consultants, and 
application developers. 


Solutions providers whose 





risk/reward sharing. Call them “bonus 
pools” or “incentive clauses.” 

¢ Another example of a mutually reward- 
ing financial incentive: joint software de- 
velopment deals that permit both parties 
to share in future revenue streams when 
the product is marketed commercially. 
¢Finally, while re-engineering presents 
executives with the biggest project man- 
agement challenges, some CIOs say they 
are just as reluctant to depend on a sin- 
gle vendor for more routine integration 
or outsourcing engagements. Gerry 
Hogue, who manages Air Canada’s finan- 
cial services operations, says the airline 
farms out IS functions but avoids putting 
“all our eggs in one basket.” 

Air Canada has already selected An- 
dersen Consulting to handle its revenue 
accounting operation but is looking at 
EDS, among others, to run its data cen- 
ters, Hogue says. 

“Even within the [relatively small 
world] of outsourcing,” he adds, “one 
company can be best at applications de- 
velopment, another at operations. The 
one thing I’m most concerned about is 
giving any vendor an opportunity to hold 
a gun to our head.” = 


Calendar 


OCT. 3-OCT.9 


The Ninth International Congress on Advances in 
Nonimpact Printing Technologies/jJapan Hard- 
copy ’93. Yokohama, Japan, Oct. 4-8 — Contact: 
The Society for Imaging Science and Technol- 
ogy, Springfield, Va. (703) 642-9090. 


Networld ’93. Dallas, Oct. 5-7 — Contact: Bruno 
Blenheim, Inc., Fort Lee, N.J. (201) 346-1400. 


The College of Healthcare Information Manage- 
ment Executives (CHIME) Fall ClO Forum: “Critical 
Issues for ClOs.” Longboat Key, Fla., Oct. 7-9 — 
Contact: Gail Arnett, CHIME, Ann Arbor, Mich. 
(313) 665-0000. 


OCT. 10 - OCT. 16 


services cover the range of your 
information technology concerns 
— from client/server computing, 
CASE, 4GL, applications devel- 
opment to education/training 
and information reengineering. 
With listings referenced by state 
and by speciality, this is one 
reference source you'll want on 
your desk throughout the year. 





Design/West. Anaheim, Calif., Oct. 10-12 — Con- 
tact: Karl Steidl, Reed Exhibition Cos., Stam- 
ford, Conn. (203) 964-0000. 


RisCON ’93. Chicago, Oct. 10-13 — Contact: Na- 
tional Retail Federation, Carrolton, Texas (800) 
222-8734. 


CLASS ’93 (Client/Server Applications and Sys- 
tems Solutions). New York, Oct. 12-15—Contact: 
Technology Transfer Institute, Santa Monica, 
Calif. (310) 394-8305. 


COMPUTERWORLD 
The Newspaper of |S 


Fourth Annual Computer Publishing and Market- 
ing Conference ’93. San Francisco, Oct. 14 — 
Contact: Computer Publishing and Marketing 
Conference, Stamford, Conn. (800) 927-5007. 


National User Applications Seminar. Atlanta, Oct. 
14-15 — Contact: Bellcore TEC, Lisle, Ill. (708) 
960-6000. 


Hypertext ’93. Seattle, Oct. 14-18 — Contact: As- 
sociation for Computing Machinery, New York, 
N.Y. (212) 869-7440. 


= An International Data Group Publication 
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Hardware compression 
with or without the extra gear 


An enterprise-wide solution available now — DATA PACKER* 


You've got to have extra gear to get 
hardware compression — processor 
and software upgrades and ESCON 
cabling. And even then you may not 
be able to deliver the benefit across your 
enterprise. But now, you can pick up 
the benefits of hardware compression 
with or without all the gear — with 


DATA PACKER?® from BMC Software, Inc. 


Up to 80% 


DATA PACKER can achieve com- 
pression up to 80% by exploiting the 
hardware compression facility of IBM®’s 
newest ES/9000 processors. Or, when 


BMC 


The Experience. The Technology. 


al offices are located 
ademark of BMC Softwar 
registered trademark 


hardware is not available, it 
provides software emulation. 

Plus, by offering four addi- 
tional compression algorithms, 
DATA PACKER can give you com- 
pression up to 90%, depending on your 
data. 


Across your 
enterprise 
DATA PACKER's method of hardware 


compression also can be used across 
multiple CPUs, giving you an enterprise- 


BMG) 


SOFTWARE 


F 


Australia, Canada y apan, Ne 
IBM and DB2 are registered trademarks of IBM ( Mt 
1 service marks of their respective cor 


wide compression solution 
— with or without the extra 
hardware. 

Excellent compression. Across your 
enterprise. For all major platforms — 
MVS, DB2®, IMS and VSAM. And with 
DATA PACKER you never need to worry 
that your mission-critical data is put at 
risk. All available today. 

To find out more, call BMC Software 
at 713 240-8800 or 1 800 841-2031. 


he Future. 
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Announcing COMPUTERWORLD on CD 


Here’s What You Get When You Subscribe: 


* Over four years worth of full text articles from 
COMPUTERWORLD. 

* Selected graphics from each issue showing 
industry trends, product comparisons and more. 

* Articles from COMPUTERWORLD’s annual 
Premier 100 and Computer Careers magazines. 

* Detailed information from Premier 100 — data 
about IS budgets, profit growth, total scores and 
company highlights about all the Premier 100 
companies. 

* Over five years worth of articles from the Journal 
of Information Systems Education, published 
by DPMA’s Special Interest Group on Education 
(EDSIG). 

¢ Annual subscription includes four discs updated 
quarterly. 


COMPUTERWORLD on CD Helps You: 


¢ Search comprehensive product and vendor 
information quickly. 

¢ Follow critical technology trends. 

e Analyze top company IS profiles. 

e Execute key word searches on any topic in 
seconds. 

¢ Eliminate mass paper storage. 


Easy-To-Use 


Our powerful search and retrieval capability will 
deliver exactly what you are looking for in a matter 
of seconds . . . it’s simple . . . all you need to do is 
type in either a word or phrase related to your 
questions. 


Plus, COMPUTERWORLD on CD features multi- 
platform compatibility on PC (DOS and OS/2), 
Windows, and Multimedia Player environments. 
And, coming in October 1993, COMPUTERWORLD 
on CD will also run in a Mac environment. 


‘Two Ways To Become A Charter 
Subscriber and SAVE $ 


1. SAVE $100 

Subscribe today and become a charter subscriber for just 
$295. You save $100 off the regular annual subscription 
rate of $395. 


2. Order a Sony Multimedia CD Player and Get a 
FREE Charter Subscription 


Sony Corporation has just announced a special offer only 
for COMPUTERWORLD subscribers. 


Now Sony’s spectacular, new, portable, PIX-100 
Multimedia CD Player is available at the specially packaged 
price of just $995. This is no ordinary CD-ROM player. 
The Sony PIX-100 combines audio with text, graphics, and 
animation. It plays multimedia CD-ROM software and 
features CD music playback capability. 


PLUS, with your Sony Multimedia CD-ROM player, you'll 
get a 1 year subscription to COMPUTERWORLD on CD 
absolutely FREE. 


Don’t miss this opportunity to have quick access to the 
most powerful news 
source on information 
systems. Order today 
by completing and 
returning the form 
below. For faster 
service call: 

(800) 285-3821. 
(Outside the U.S. call 
(508) 879-0006). 


first quarterly disk. 


What users like about 


Computerworld on CD: 


“It can look up products and company 
names ... indispensable.” 


“.. finds product information and client 
information quickly.” 

“.. full base text, good graphical start for 
each article.” 


“Can search across multiple issues and find 
the thing I’m looking for. Makes life 
“The sheer volume of what's in it. Easy 


access without having to go to a library 
service.” 


“It has information not found on 
Computer Select.” 
Source: Survey of Computerworld on CD subscribers, May 1993. 


COMPUTERWORLD on CD 


Yes! Please reserve my Charter Subscription to COMPUTERWORLD on CD and send me my 


_ Please enter my subscription to COMPUTERWORLD on CD. I'll pay just $295*, a savings 
of $100 off the regular annual rate. Send no money now. We'll bill you later. 

_! Please send me my Sony Multimedia CD-ROM Player. Enclosed is my check for $995*. 
And, with this purchase I'll also receive a FREE subscription to COMPUTERWORLD on CD. 





FIRST NAME 





LAST NAME 





TITLE 
ADDRESS 


CITY 


*U.S. Only. 


COMPANY 


STATE ZIP 


To complete your order, mail this form to: Emerging Technology Applications, ATTN: Sales Department, 
111 Speen Street, Framingham, MA 01701. For Credit Card orders call: (800)285-3821. 
Checks should be made payable to: Emerging Technology Applications. CD/9-20 





51 Issues for 


Yes, | want more. | accept your offer of $42.95* for 51 weekly issues. =a |ATM prices fall 
That's a savings of over $5.00 off the basic subscription rate. {-<- 


= 


First Name Mi Last Name 
Title Company 


Address 


9 to roll 
City State Zip B 


Address Shown: LJ Home [J Business a New J Renew Basic Rate:-$48 per year 


* U.S. Only. Canada $74.97, Central/South America $130, Europe $195, all other countries $295. 
Foreign orders must be prepaid in U.S. dollars. 


Please complete the questions below to qualify for this special rate. 


. BUSINESSANDUSTRY (Circle one) 2. TITLE/FUNCTION (Circle one) DEPARTMENTAL MANAGEMENT 
Manufacturer (other than computer) IS/MIS/DP MANAGEMENT 51. Sales & Mktg. Management 
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A 
KNOW... 











... that the average sales rep 
spends nine to 11 minutes per 
day on paperwork for each 


account? In one week, that can add up toa 
full day’s work. According to InfoMarketing 
Systems Corp., Tampa, Fla. 

... that the average sales call now costs 
more than $200, triple that in 1975? 


According to Intormation Systems Marketing, 


Inc., Washington, D.C. 


... that CEOs name “sales and marketing” 
as their top concern for re-engineering 

business processes? According to this year’s 
respondents to the Computerworld Premier 100. 


No wonder most Fortune 1,000 
companies today have either em- 
barked on or are seriously consid- 
ering a sales force automation sys- 
tem. 

But there’s something 
else you should know: 
People are spending 
$7,500 to $15,000 per 
salesperson to initially 
develop a sales force 
automation system and then 
$2,500 to $3,500 per salesperson 
per year for ongoing maintenance 
and support, according to Peter 


MM THE ULTIMATE + BEST-SELLER 


SYSTEM. 
Page 127. 


BY 
MARY 
Hae 


Perera of The Perera Group, a 
sales and marketing consulting 
firm in Boston. These costs include 
hardware, software, communica- 
tions links, mainte- 
nance, loading and con- 
verting data, telecommu- 
nications, lost productiv- 
ity during start-up and 
ongoing training and 
support. 

That adds up to a multimillion- 
dollar project for most large and 
medium-size firms. Obviously, 
we're not just talking about a 





scheduler, some word processing 
functions and a way to keep track 
of account histories. 

With streamlined staffs, shrink- 
ing budgets and fierce competi- 
tion, most companies are redefin- 
ing how they target and keep 
customers, and that often means 
expanding the role of sales. 

Take Sensormatic Corp. in Deer- 
field Beach, Fla., which manufac- 
tures electronic security devices. 
Its sales reps will eventually be us- 
ing custom-designed PC-based 
electronic entry tools to monitor 
customers’ changing internal and 
external demographics. They look 


ALL EYES ARE ON SALES/ 
MARKETING DEPARTMENTS 
AS THE NEXT RE-ENGINEER- 
ING TARGET. UNFORTUNATELY, 
TODAY’S SOFTWARE 
OFFERINGS CAN ONLY DO 

SO MUCH TO HELP 


Mayros, president of InfoMarket- 
ing Systems Corp. in Tampa, Fla., 
who helped Sensormatic develop 
its system. ‘We want to arm them 
with tools and technologies to eas- 
ily identify the range of opportuni- 
ty that exists at a prospect.” 

The most important part, then, 
ofasales force automation system 
is its ability to increase revenue, 
not just count it, Mayros says. 

Pfizer Corp. in New York has a 
similar attitude. “We don’t want 
analytical reps out there in the 
field,” says Kevin Butler, manager 
of field operations at the company. 
“‘We want people reps. But the hu- 


many report in-house development 


Sales force automation 
software users report the 
following kinds installed 
at their sites: 
Off-the-shelf 
software 


56% 


In-house 
system 


44% 


Response base: 50 users 


for clues of budget growth — add- 
ed doors, exits, cash registers and 
phone systems — that indicate a 
need for more Sensormatic prod- 
ucts. They record these findings in 
a database that is then accessed 
by the marketing group. 

“That’s the role of the sales rep 
in the 1990s and beyond,” says Van 


COMPUTERWORLD 


Why do you develop your own? 
44% 
Nothing like it on the market 24% 
It’s integrated with all our systems §% 
4% 
20% 


Our needs are unique 


Our systems are easier 
Other 


man person in the loop doesn’t do 
an effective job of targeting pros- 
pects.” Pfizer was finding that 
salespeople were very good at 
maintaining relationships with 
long-standing customers but were 
less adept at securing new busi- 
ness. 

The hardest sell, page 127 
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d STEPS 


in the 
right 
direction 


Off-the-shelf packages 
ean’t “do it all.” But 
many people (56% of 
the respondents to our 


iA 
BRANDEL Buyers’ Scorecard sur- 
vey) use this software 


as a base from which to build or as the 
first installed component ofa larger stra- 
tegic project. 

What’s important, then, is to be able to 
twist the package into a shape that sup- 
ports your company’s unique sales pro- 
cedures. Here are three areas that de- 
serve most of your attention: 


ABILITY TO CUSTOMIZE 


Whether you do it yourself, work with the 
vendor or hire a consultant, the harsh re- 
ality is that you will have to customize. 
“Most software gives you the core 80%: 
recording calls, electronic mail, sending 
and receiving reports, lists of customers 
and basic customer targeting,” says Ke- 
vin Butler, manager of field operations at 
Pfizer Corp. in New York. “But the last 
20% is where you have to come up with 
your own ideas to get a sustainable com- 
petitive advantage.” 

Realizing this, some software firms 
leave a lot of room for customization, 
says Van Mayros, an independent con- 
sultant in Tampa, Fla. “Take National 
Management Systems,” he says. “It’s a 
typical software platform but with unlim- 
ited free-form fields that the client puts 
in.” Another approach is to provide a tool 
kit, such as that provided by Brock Con- 
trol Systems, Inc. 

What it comes down to, says Peter Per- 
era, an independent consultant in Bos- 
ton, is the extent to which you can or can- 
not change the data model without 
programming or changing the source 
code. For instance, Contact Software In- 
ternational, Inc.’s Act data model is 
based on “contact name”; if you have 
more than one contact per site, Act would 
store them as separate records. It’s a rig- 
id data model. With a product such as 
Sales Technologies, Inc.’s Snap, the data 
model is based on an account. That 
means you can attach multiple contact 
names and many other related, user-de- 
finable files of information. The data 
model is more complex and so provides 
more room for change and adaptability 
to more sophisticated data needs. 

Perera’s advice is to look for a product 
that breaks the application into two 
parts. This way, the functionality of the 


BY 
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applications is separate from the data- 
base definition so you can change the 
database definition without touching the 
mechanics of the application, which Per- 
era strongly advises against. 

Another way to increase flexibility is 
to look for adherence to technical stan- 
dards, says Barton Goldenberg, presi- 
dent of Information Systems Marketing, 
Inc. in Washington, D.C. This includes the 
use of the C++ programming language, 
graphical user interface standards such 
as Windows, relational 
database standards such as 
SQL and network standards 
such as Ethernet and X.25. 

Some users say they pre- 
fer to hand the customiza- 
tion duty to the vendor. 

That’s the case at Ciba- 
Geigy Pigments in Newport, 

Del. The firm was using 
some basic scheduling, 
E-mail, file transfer and re- 
port distribution modules 
from Envoy Systems Corp., 

but only as the first phase in 

a project to forge aclose link 
between salespeople, technical and ser- 
vice laboratories and marketing. 

Envoy was part of the core team that 
developed specifications, and “in the end 
was the hands that built the system,” 
says Bob Yetto, an information services 
consultant at the company. Now, sales- 
people (who act more as consultants 
than as order takers) can send customer 
queries as “action items” directly to lab 
technicians. The technicians complete 
the assignment — determining how a 
product runs under certain conditions, 
for instance — and the results are sent 
to the originator’s database. 

Down the road, Ciba-Geigy plans to 
add a competitive database. But no 
changes to the original system will be in 
the firm’s domain, as the source code be- 
longs to Envoy. That’s fine with Yetto, “as 
it fits with the company’s direction.” 

If you choose a third party to custom- 
ize your system, there are some caution- 
ary measures you should take. For one, 
users say, be as exact as you can when 


specifying features and functionality. 
Otherwise, costs can run amok as each 
change is labeled “an enhancement in- 
stead of a bug fix,” according to one user. 


DATABASE SHARING 


To many, the ultimate sales force system 
would allow marketing, customer ser- 
vice, telemarketing, field salespeople 
and corporate executives to work with 
the same database so that all groups are 
in syne. This requires the 
product database to have 
synchronization and mul- 
tifunctionality. 


Database synchronization 
The idea behind database 
synchronization is for all 
parties to work with the 
same information, no mat- 
ter how many changes oc- 
cur toit. The customer ser- 
vice agent on a LAN may 
update a record by chang- 
ing the customer’s phone 
number or adding a note; 
the field salesperson may add or edit 
some other piece of information on the 
same customer. Somehow, users must 
get one another’s changes without over- 
writing one another’s database. “In or- 
der to do that, you need some mechanism 
that will synchronize — merge or con- 
solidate — the information above and be- 
yond the more straightforward ap- 
proach of import/export,” Perera says. 
Unfortunately, few of the vendors do 
this very well yet. Most are working on 
data synchronization, and there are at 
least 16 vendors that can provide it to 
some extent (see chart page 127). 


Multifunctional databases 

It’s also critical for different user groyps 
to get their own view of the database. For 
example, Goldenberg says, ‘‘a salesper- 
son’s window into the application is driv- 
en by concerns like time, contact and ac- 
count management, calendaring and 
scheduling. When they turn on the sys- 
tem, that’s what they want to see.” 


side effects 


Users of contact management software were asked 
about the benefits of sales automation software 


Has your use of the software 
increased sales? 


ee 


Has it resulted in better 
customer service? 
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Has it resulted in better 
targeted sales calls? 


yA) 


74% 6% 


Has it delivered the 
expected return on 
investment? 


Yes 


If customer service turns on the same 
system, he says, they want the same 
database files, but they want insight into 
customer complaints with a particular 
product so they can be proactive about 
responding. In marketing, “the windows 
might look into market intelligence, com- 
petitive activity or marketplace trends,” 
he adds. Executives will want to see fi- 
nancial performance and regional, peo- 
ple, revenue and market comparisons. 

It is unlikely that any single sales force 
package will provide the desired inter- 
faces right out of the box. But if the data- 
base is separate from the application, it 
is fairly simple to modify the interface 
and present each kind of user with the 
right window. 


SOFTWARE THAT MATCHES 
YOUR BUSINESS PROCESSES 


If the above sounds too good to be true, 
that’s because it probably is. There are 
very few (and possibly no) exceptions to 
the rule that no product can perform all 
business functions equally well. Most are 
strongest in one or two areas — say, tele- 
marketing or field sales. It’s best to nar- 
row down the most important business 
functions and make sure the vendor can 
support those really well, Perera says. 

It’s also a good idea to select a vendor 
with a good balance of technical exper- 
tise and sales/marketing know-how. “It’s 
a real cowboy industry,’ Goldenberg 
says, noting that the average age of ven- 
dors is five to six years old, with the old- 
est vendors being only 10 to 12 years old. 
“The most successful vendors are those 
whose sole mission is to develop and sell 
sales/marketing software applications.” 

Some business functions have just 
never made it into software. Sales reps 
at eyewear vendor Bausch & Lomb in 
Rochester, N.Y., for instance, follow a 
typical method for expense reimburse- 
ment: They cut a check themselves and 
send it along with an expense report for 
management approval. When Bausch & 
Lomb went looking for asales force auto- 
mation package, they found that few sup- 
ported that method, says Jonathan Wit- 
mer, project leader at the company. 

Instead, Bausch & Lomb developed its 
own communications system and report 
forms: Off-the-shelf modules such as a 
pure contact management package will 
eventually be plugged in. 

A final caution from those who have 
been through the sales force automation 
development process: Business methods 
and principles are susceptible to change. 
A user at a large pharmaceutical firm 
says his company chose in-house devel- 
opment for its sales force of close to 1,000 
because the changes in the health care 
industry have rendered most packages 
obsolete. “The shift toward managed 
long-term care is making fundamental 
changes in the way pharmaceutical com- 
panies sell,” he says. 

Changes are more likely given the time 
span over which projects are implement- 
ed. Whether you buy a shrink-wrapped 
solution or build from scratch, make sure 
your system adapts well to change. 5 

Assistant editor Derek Slater con- 
tributed to this story. 
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the ultimate sales force system 


dispersed users to make and then exchange changes 


would allow 





geographically 
to information with other users of the same database. This requires “database 
synchronization,” which vendors offer to varying degrees. 


Sales & marketing department 


Customer service: 
Receives complaint 
from customer. 


@ Telemarketing: Receives 
inquiry; assigns lead to 
rep in regicnal office. 


Field services: Installs 
equipment at customer 
site; logs service call. 


} Marketing: Sends new 

product literature to 
customer with installed 
equipment recently 
serviced; logs event. 


Regional sales office 


Secretary: Takes order; 
checks product 
availability for customer. 


Sales manager: Reviews 
customer activity; adds 
action item for field rep. 


Sales rep: Records product 
requirement for new lead 
from telemarketing; adds 
contact name. 


Source: The Perera Group, Boston 


The hardest sell 


CONTINUED FROM PAGE 125 


Because the company has been work- 
ing with a pharmaceutical-specific sys- 
tem from Dendrite Systems, Inc. for five 
years, Pfizer has decided to customize 
the system further to provide a facility 
for prospect targeting. 

“We at headquarters will feed param- 
eters into the system — product empha- 
sis, third-party information — and the 
computer will sift through it and figure 
out who the rep should be calling on,” 
Butler says. “Our vision is for the com- 
puter to tell the rep who to call on, in what 
order, what marketing messages should 
be given to that particular customer. The 
rep would be an executor, not a planner.” 


Importance of integration 

The most important part, then, of today’s 
sales force automation systems is the tie- 
in of salespeople with one another and 
with key members of other departments. 
“The hot trend,” says Barton Golden- 
berg, president of Information Systems 
Marketing, “is software that offers inte- 
grated functionality between sales rep- 
resentatives, sales management, cus- 
tomer service personnel, marketing 
personnel and executive personnel, 
thereby breaking down the traditional 
power kingdoms notable within sales 
and marketing functions.” 

Goldenberg describes a common sce- 
nario for people buying off-the-shelf 
packages: “Too often, a company goes 
out and buys a particular package for, 
say, contact management. Somewhere 
along the way, a customer complains 
about a service. The salesperson doesn’t 


Headquarters 


Mainframe 


Updates sales 


histories, order 
status, product 


availability. 


Resolves cus- 


tomer complaint; 
checks status of 
last order; com- 

pletes manager's 


action item. 


know how to log the complaint because 
the package doesn’t do customer ser- 
vice. After five such occurrences, the 
company might end up buying a custom- 
er service package. 

“Then, the customer says, ‘Your com- 
petition was in here yesterday offering a 
30% price reduction.’ Suddenly, there’s a 
whole new type of competition out in the 
marketplace, but the per- 
son who has the customer 
service package doesn’t 
know what to do with that 
information. So the compa- 
ny buys a marketing auto- 
mation system. 

“By this time, none of 
[the systems] are compati- 
ble. One uses Oracle, one 
uses its own database, one 
uses Informix. One is Win- 
dows-based, one is DOS- 
based. The company is left 
with no ability to share in- 
formation across depart- 
ments.” 

Not a good situation. But guess what? 
Of the 600 or so packages on the market 
today, there’s not one that you can pop in 
to start running a strategic sales force 
automation system. Most vendors have 
by now caught on to the selling point of 
sales/marketing/customer service inte- 
gration. But, most experts say, the major- 
ity of products simply supply a very basic 
functionality, leaving the other strategic 
part, the part that has to be customized, 
up to you. 

“The nature of the off-the-shelf soft- 
ware is very crude,” Mayros says. “Even 
some of the largest vendors... simply de- 
liver me-too products that don’t help 
salespeople.” 

It’s little wonder, then, that 44% of peo- 


The following software vendors 
claim database synchronization 
beyond a conventional import/ 
export facility. Note that each 
provides a different level of 
synchronization capabilities: 


e Appintec Corp.'s Telemagic, 
Oakland, Calif. 

* Brock Control Systems, Inc.'s 
Brock Activity Manager, Atlanta 
© Contact Software Interna- 
tional’s Act, Carrollton, Texas 

* Cornet, Inc.’s Corscan, 
Springfield, Va. 

¢ Data System Support’s SIRS, 
Orange, Calif. 

¢ Delta Business Systems, Inc.’s 
Profits, Lanham, Md. 

* GE Information Services, 
Engelwood, Colo. 

© HWA International, Inc.’s ASIS, 
Memphis 

e Lotus Development Corp.'s 
Notes, Cambridge, Mass. 

¢ Market Power, Inc.’s Matrix, 
Nevada City, Calif. 

e National Management Systems 
Ltd.’s Sales Manager's 
Workstation Builder, Vienna, Va. 
e Richmond Technologies & 
Software, Inc.’s Maximizer, 
Burnaby, British Colombia 

© SalesKit Software Corp., St. 
Louis 

© Sales Technology, Inc.'s Snap, 
Manchester, N.H. 

© Saratoga System's SPS, 
Campbell, Calif. 

© Software of the Future, Inc.'s 
MarketForce Plus, Grand Prairie, 
Texas 


ple who responded to the Buyers’ Score- 
card said they have built their own sys- 
tems (see page 130). “The products we 
looked at had limited corporate value,” 
says Carlton Shufflebarger, project man- 
ager at the U.S. Postal Service, which de- 
veloped its own system based on an Ora- 
cle Corp. database. Not that the off- 
the-shelf products didn’t have merit: 
“Act [from Contact Soft- 
ware International, Inc.] is 
a leading-edge, state-of- 
the-art contact manager,” 
Shufflebarger says. “It’s 
got a lot of nice calendars, 
word processing, schedul- 
ing, which means a lot to 
the salesperson. But when 
you’re looking at a multi- 
million-dollar investment, 
the payback wasn’t there to 
justify it.” 

But building from 
scratch can be a time-con- 
suming and inevitably very 

expensive endeavor that many compa- 
nies won’t want to attempt. 

Goldenberg’s solution is for vendors to 
change how they build products. In addi- 
tion to being a consultant, Goldenberg is 
working with a related company that is 
responsible for a customizable product. 
It starts with a database platform and al- 
lows customers to build their system 
modularly, adding components such as 
customer service on an as-needed basis. 

A little less than half of the companies 
that install sales force automation sys- 
tems do accept the base functionality of 
a carefully chosen off-the-shelf package 
and build in their own functionality from 
there. The secret, of course, is selecting 
one that makes customizing possible, 
cost-effective and quick. a 
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A LOOK INTO 
THE CRYSTAL BALL 


Here’s a look at what will likely be 
the upcoming trends in sales auto- 
mation software. The predictions 
are based on the assumption that 
today’s software leaders will con- 
tinue their key role in setting in- 
dustry direction and also a good 
knowledge of the current products 
and vendor intentions. 


POSITIVE TRENDS: 

+A preponderance of graphical 
user interfaces with common me- 
nu commands and features across 
multiple applications. 

*An increase in information shar- 
ing across functional lines, among 
functional levels and between loca- 
tions as a result of knowledge net- 
works and relational and distrib- 
uted database configurations. 

*A greater number of high value- 
added vertical market software 
packages for specific industries. 
«An increasing number of group 
software features that permit us- 
ers to communicate information 
and ideas, access and work with 
data files concurrently, schedule 
joint activities and exchange mes- 
sages electronically. 

«Astrategic role for mobile and 
wireless computing that shortens 
response cycles for customers and 
speeds up information flow and 
throughput of information. 
*Cross-platform integration of da- 
ta, image and sound that provides 
greater flexibility in selecting the 
best technology platform. 
*Seamless integration of popular 
packages (such as word process- 
ing, spreadsheets, accounting) 
through a shared environment. 


NEGATIVE TRENDS: 
*Overselling of outdated software 
and technologies at alow price. 
¢Preselling of new programs that 
have not been thoroughly tested. 
Slick salesmanship and presen- 
tations by vendors at trade shows 
that pit excited users against sys- 
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128 


SOFTWARE 
TIERS 


It’s a sloppy process to categorize the 
600-plus software packages that call 
themselves “sales automation soft- 
ware.” Nonetheless, here’s a rough 
idea of how to look at the market. 
ment software 


LAUR terete 


: sic call reporting, 
note history and 
word processing functions. 

Most of the sales and marketing soft- 
ware packages fall into this category. 
These packages tend to do “one” busi- 
ness function very well and usually 
have predefined features, files, screens 
and processing routines. Because they 
often use proprietary database man- 
agement systems or are writien in their 
own language, they can be difficult to 


Contact manage- 


IT Ss BUILT ON A FOUNDATION OF OVER 1,000,000 


Ce] 
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integrate with other systems. 

The complexity and functionality of 
these packages vary considerably. A 
growing number offer some sort of cus- 
tomizability, from the ability to change 
fields in a screen to the ability to create 
new screens. 

Sample packages: Action Plus Soft- 
ware’s Action Plus; Contact Software 
International, Inc.’s Act; Richmond 
Technology & Software, Inc.’s Maxi- 
mizer; and SaleMaker Corp.’s Sale- 
Maker. 

Cost: $250 to $500 per user. Customi- 
zation and training cost extra. 


Off-the-shelf soft- 

ware “systems” 

that interact with 

relational data- 

bases to allow 
more flexibility and use of more 
information. 

This category usually runs on more 
than one operating system, as well as 
on many types of hardware. The pack- 
ages are often targeted at companies 
with medium-size to large sales forces 
and support remote data uploading 
and downloading. Because of demand, 
many of today’s Level 1 contact manag- 
ers are upgrading to position them- 
selves in this category, which is becom- 
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ingincreasingly Windows-based. 
Functionality varies widely at this 
level. All the packages tend to be very 
good at the basics, such as customer 
name, tracking one or more contacts 
within that company and keeping arun- 
ning log with those contacts. When it 
comes to more advanced things such as 
cross-referencing information (for in- 
stance, all customers you haven't spo- 
ken with in the past six months that live 
in Cincinnati), the packages vary wide- 
ly. Other “added” functionality in- 
cludes executive reporting and links to 
external sources of data. 
Sample packages: Advanced Con- 
cepts, Inc.’s SalesCTRL2; The August 
Group’s Frontline; Brock Control Sys- 
tems, Inc.’s Brock Activity Manager; 
Data Code, Inc.’s Project Management 
System; Data Systems Support’s SIRS; 
and Elan Software Corp.’s Goldmine. 
Cost: $1,500 to $30,000. Customization 
and training may be extra. 


Software thatis 
available in pre- 
written but still 
highly customiza- 
ble database- 
independent modules. 
With these packages, the database is 
like a foundation to which you can add 


sales, marketing, customer service or 
executive application modules as you 
need them. Some of these packages of- 
fer an extensive DBMS tool kit that al- 
lows you to modify screens, fields, re- 
ports and Help menus or build yourown 
modules without changing the source 
code. 

Prewritten modules include func- 
tions such as account management, 
contact management, contract man- 
agement, expense reports, business 
opportunities, market intelligence, 
telemarketing, lead tracking and cus- 
tomer service monitoring. 

There are actually very few of these 
packages available, but this is where 
much of the market is headed, so we'll 
see more vendors coming out with 
products in the near future. 

Sample packages: Information Mar- 
keting Association, Inc.’s Telemar; In- 
formation Systems Marketing, Inc.’s 
Homerun; National Management Sys- 
tems’ Sales Manager Workstation; and 
SalesBook Systems’ SalesBook and 
SalesLink. 

Cost: $1,500 to $2,500 per user, with a 
predefined amount of customization 
and training included. a 


Barton Goldenbergis president of Information 
Systems Marketing, Inc. in Washington, D.C. 
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Sais Wile inc-acdesinen, abit ea aebatsiegiaal 

5. Can any orall subsets of the database be easily and 
readily exported using conventional formats? 

6. Can information from other sources be easily and 

readily importedintothe database? __ 

7. Does the software provide data synchronization so 
multiple users on remote computer platforms can own, 
share and edit the same information that is periodical- 


Payback is 
difficult to 
quantify 


There’s one 
thing you can 
count on with a 
sales force auto- 
mation project: 
It will cost you 
big bucks. Most 
implementors talk in terms of mil- 
lions of dollars, with time invest- 
ments stated in years. 

That makes up-front cost justi- 
fication tricky — if it is possible 
at all. “I have my doubts that any- 
one can quantify return on invest- 
ment,” says Kevin Butler, manag- 
er of field operations at Pfizer 
Corp. 

Just the same, Pfizer did con- 
duct a pilot for its international 
sales automation strategy to 
compare performance of users 
and nonusers. “We're going to be 
spending close to $20 million over 
time, so we want to be damn sure 
of the outcome,’ says Gary 


ata 
Sma 


Schmid sociate director of 
field force planning in the inter- 
national pharmaceutical area. 
Others who have implemented 
sales systems report a broad 
range of benefits and paybacks — 
some concrete, some intangible. 


@ Better customer service 
Benefits aren’t alwe ; 
expect them to be. That’s what 
Ciba-Geigy Pigments found when 
its: lower-revenue customers 
stopped falling off the roster. Bob 
Yetto, information services con- 
sultant at the company, had 
expected increased productivity 
and higher profits but not a solu- 
tion to the attrition problem. 

But because sales representa- 
tives were freed up to spend more 
time — and more effective time — 
oneach account, they were better 
able to satisfy and hang on to 
those clien 

“The increase in time spent on 
each account wasn’t as much as 
we anticipated — maybe 15% to 
20% more. But the value of tha 
time is much greater, more direct 
ed and effective,” Yetto says. 


@ Reduced cost of making 
asale 


Voice system vendor Executone 


Information Systems, Inc. is one 
company that calculated anexa 
return on investment. Based on a 
pilot, Executone found it could 
slash the average cost per sale to 
less than one-third of its original 
cost via a lead-qualification sys- 
tem. 

Prior to instailing its system, 
salespeople made an average of 
11 calls to qualify a lead and turn 
it into asale. 

At $250 per call — a conserva- 
tive estimate, based on previous 
in-house surveys — that put the 
cost per sale at 

The lead-qualification system 
analyzes marketing surveys con- 
ducted by telemarketing to deter- 
mine appropriate sales leads. 


@ Staying alive 

In highly competitive industries, 
it’s less a matter of cost-jus 

a sales system and more a matter 
of survival. 

“We had to dothis to maintain a 
level of competitiveness in terms 
of managing information,” says a 
sales force automation manager 
at another large pharmaceutical 
company. “Timeliness is a Key i 
our industry, and we were using a 
very cumbersome paper sys- 
tem.” a 
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Contact dominates with Aet 


QriERy, By Kevin Burden 


saps 
vu © Contact Software In- 
ternational, Inc.’s 


Act is the best-sell- 
ing contact manage- 
ment software pack- 
age in the very 
popular sales force 
automation catego- 
ry (see story next page). 

With over 92% market share, Act’s in- 
stalled base has risen on the wave of low- 
end sales force package sales, which 
grew 79% in 1992 to $31 million, accord- 
ing to International Data Corp. 

Contact Software doubled its revenue 
in 1992, selling $11 million worth of Act 
DOS and Windows versions. A Macintosh 
version, released late last year, further 
bolstered Act’s position. 


eT Sy 
SATISFACTION 
Se Sey 


A varied Act 

Developed in C, Act runs on Novell, Inc. 
LANs with a minimum of 2M bytes of RAM 
for its Windows version. File formats 
compatible with dBase are provided, 
alongwith Dynamic Data Exchange links 
to Microsoft Corp.’s Word for Windows, 
Lotus Development Corp.’s Ami Pro and 
WordPerfect Corp.’s WordPerfect for 


130 CompuTERWORLD 


Windows. The software costs $395 for a 
single user and $1,295 for five users. 

x percent surveyed use Act pri- 
marily for Windows for contact manage- 
ment. Sales force manage- 
ment was the second most 
popular application. 

So what do users like best 
about Act? They said they 
find it easy to use and like its 
performance in primary con- 
tact management functions 
such as tracking client con- 
tacts and building profiles. 

These functions are performed 
through extensive predefined fields com- 
prising data files of up to 4,000 contacts. 
Linked to other screens, the contact pro- 


Would you purchase this product again? 


LIKELY 
REASON: 
Easy to 
use, good 
database 
capabilities 


RATINGS ARE BASED ON A 1-TO-10 SCALE, WHERE 10 IS BEST. 


RESPONSE BASE: 50 USERS 
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Overall score | 


- DON’T KNOW 


files also provide historical information 
about each client. 

Act is more than a contact manager, 
however. It also supports functions for 
account and sales force man- 
agement. 

Users found these func- 
tions to be less impressive but 
still above average. Features 
include activity history, an or- 
der entry template and cus- 
tom sales reports. Sales man- 
agement features range from 
reporting and tracking to act 
ing. 

The bottom line of a package of this 
sort is the bottom line. Sixty-six percent 
of the respondents claimed that using 
the package has 
helped them to in- 
crease the number of 
sales calls made, fol- 
lowed by 64% who 
have shown an in- 
crease in actual sales. 

User names were 
obtained from non- 
vendor sources. First 
Market Research 
Corp., an independent 
market research com- 


UNLIKELY 
REASON: 
Newer 
products on 
the market 


Contact Software’s Act 


SMU CCl) 


Ability to track when a 
client was contacted 


Daily planner capabilities 


US Ng 
aa 


Ft ee ms 


NC Ral eel 


Ability to 
eile ome Lahey 


DBMS capabilities 
Responsiveness of 
Ciel me ada) 
a Tas 

ates Cours Leeda 


BASED ON A 1-TO-10 SCALE, 
WHERE 10 IS MOST IMPORTANT 
RESPONSE BASE: 50 USERS 


pany in Austin, Texas, conducted the sur- 
vey and tabulated the results. 

Fifty users of the market-leading soft- 
ware packages were contacted and rat- 
ed Act in 18 different categories which 
were all factored into the final score. 

For acomplete methodology of Buyers’ 
Satisfaction Scorecard, contact Michael 
Sullivan-Trainor at Computerworld, 
(800) 343-6474, ext. 229, 375 Cochituate 
Road, Framingham, Mass., 01701. * 
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Ease of use, database 
control high on users’ lists 


By Michael Sullivan-Trainor 

Users of contact management software 
ask two things of their packages: simplic- 
ity in managing client lists and activities 
and the ability to customize according to 
their needs. 

These low-tier applications are far 
less complex than the highly integrated, 
high-cost, host-based systems. For this 
reason, this is where many companies 
first test the waters of automation. Their 
simple but effective operations and the 
recent surge of notebook computer sales 
have made contact management pack- 
ages the most prevalent type of off-the- 
shelf sales force automation software. 

While Contact Software International, 
Inc.’s Act leads the market, other contact 
management packages include Chang 
Laboratories, Inc.’s CAT4 and Sherrer 
Resources’ Sales Ally. Contact manage- 
ment is also a major component of multi- 
module packages such as Brock Control 
Systems, Inc.’s Brock Activity Manager 
and Sales Technologies, Inc.’s Snap. 

Key components of contact manage- 
ment include constructing profiles and 
tracking client backgrounds; providing 


aCe) mele tey gies) 


The 10 most important aspects of contact 
management software 


Ease of use 


Om Cr ae) 
ae Ce maliie lars) 


Ease of movement 
Elem) 


DBMS capabilities 

Ability to build client profiles 
a ume ire i) 
SO MOC la) 


Pm COM Altre Cathal) 


Reh ef 
mea 


TMU mele tel itd 


BASED ON A 1-TO-10 SCALE, 
WHERE 10 IS MOST IMPORTANT 
RESPONSE BASE: 50 USERS 


histories of clients; the ability to manip- 
ulate the screens and databases; and the 
ability to link client information to other 
features, such as a daily planner. a 


Many uses . . . many users 


PV el ume aM UT hae een 
ideally suited for the sales force... 


Is the package being used for 
a large sales force effort? 


63% 27% 
~" No ; 


‘o 
Yes ~ 


° 
\10% 
Don’t know 
. .. and the idea to implement 
ESOL Meme] MCC | 
otter Tatu (11 aoe 


Who initiated the 
decision to implement? 


44% 
End-user departments 24% 


cEO 


Head of sales 


COMPUTERWORLD 


Are salespeople the sole users 
of the software? 


61% 


as 


Yes 


. .. the application’s diverse feature 
components make it useful for 
many different departments. 


Who are the other 
employees who use it? 


Sales executives 
Customer service 
Marketing 

Other 


Don't know 
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Brock Activity Manager: 


Kasy to customize, power-hungry 


Brock Activity Manager 


Computerworld’s Firing Line is an evaluation based on interviews with 
major users at corporate and educational installations. The product 
under evaluation is being used in live application environments. 


= Brock Control Systems, Inc.’s Brock Activity 
Manager is strong in ease of use, but users cau- 
tioned that the package is expensive. 


Few sales force automation pack- 
ages span the multiple functions and 
multiple platforms necessary to pro- 
vide an enterprisewide sales manage- 
ment system. Brock Control Systems’ 
Brock Activity Manager (BAM) is one 
of the few that succeeds at this diffi- 
cult feat. 

BAM runs on a variety of Unix plat- 
forms and provides a comprehensive 
set of modules to address everything 


from account and sales force manage- 
ment to telemarketing. 

Users in this Firing Line run BAM 
to manage their customer databases, 
track complaints, provide customer 
service, perform telemarketing and 
make collections. They have any- 
where from 16 to 44 users working on 
the system. Their platforms include 
The Santa Cruz Operation’s Unixrun- 
ningon aCompag Computer Corp. 486 


server, with DOS 386-based laptops in 
the field; AIX running on a Bull DPX, 
with PCs and dumb terminals; and 
Sun Microsystems, Inc.’s SunOS run- 
ning on a Sun server, with 386-based 
laptops. 

All evaluators were using BAM Ver- 
sion 7.0 or greater. They had three 
months’ to three years’ experience 
with the product. The companies in- 
volved were three manufacturers and 
one transportation firm. 

The format for this Firing Line was 
developed with the assistance of How- 
ard Rubin Associates and Technology 
Investment Strategies Corp. 


Ease of use 

Dealing with a range of user experi- 

ences, the evaluators gave BAM 

strong ratings in this category, except 

one user who struggled with hard- 

ware and configuration problems. 
Manufacturer 1: ‘““We’ve had inter- 


nal problems with bugs and hard- 
ware problems. On our laptops we 
found we couldn’t run both our demo 
applications and our sales force soft- 
ware. We had a number of problems 
with the synchronization routines. 
Switching between Windows and 
DOS makes the system a little clumsy 
to use for phone work. It’s been a 
battle.” 

One of the main issues for the man- 
ufacturer was an initial attempt to 
run BAM on a Digital Equipment 
Corp. VMS-based VAX. In addition to 
technical problems, Brock had too 
few VAX accounts to provide suffi- 
cient VMS support, the user said. The 
firm ended up switching to Unix with 
an associated change in hardware. 

By contrast, the only complaints 
from other users were the need to 
provide a hot key to switch between 
BAM and in-house systems and that 
the number of features made it a little 





IT'S AN OPEN SOFTWARE ENVIRONMENT THAT'S BASED ON INDUSTRY 
IT’S READY TO RIGHTSIZE YOUR ENTIRE ENTERPRISE RIGHT NOW. FOR 
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more difficult to manage than a single 
module package 


Ease of installation 

The VMS problem also colored Manu- 

facturer 1’s view of installation, but 
agreed with other users that the 


Brock Control Systems’ 
Teele aaa mrt 


Ratings are based on user expectations 
on a 1-to-5 scale, where 1 is below 
expectations and 5 is above expectations. 


Ratings are presented in order of 
importance to users. 


Overall rating 
Ease of use 

Ease of installation 
Reliability 


Performance 


Unix installation went smoothly. 

Transportation: “It took us about 
250 man-hours and the bulk of that 
was interfacing with our existing sys- 
tem.” 


Reliability 

One user found runtime errors in 
some of the utilities of the Field Activ- 
ity Manager (FAM) portion of BAM 
Version 7.4 that would bomb the prod- 
uct. Training was also needed for in- 
tegrating FAM with Unix. Lack of 
knowledge caused some data incon- 
sistencies, Manufacturer 3 said. 


Performance 

Users found 386SX-based hardware 
too slow for BAM. Brock’s initial rec- 
ommendation of that platform caused 
them to purchase 386-based laptops 
that need to be upgraded before 
running the latest version of 
BAM, Version 8.0, which requires 

a 486-based system. 

On the other hand, the trans- 
portation user was pleased with 
achieving subsecond response time 
in integrating BAM with his in-house 
sales systems. 


Technical support 

Even the VMS user gave this area top 
marks. “They bent over backward to 
give us what we needed,” he said. 


Price and value 

Users were satisfied with the price 
and value. The transportation user 
said his company budgeted $150,000 
for in-house development and was 
able to obtain BAM for $103,000. 

The company also exceeded its pro- 
jected 25% productivity improvement 
estimate. It is gaining 30% to 35% pro- 
ductivity improvement, plus added 
functionality. 

Manufacturer 3 said his company 
did not anticipate the high cost of 
maintenance and upgrading due to 


Brock responds 


The following are Brock Control 
Systems’ responses to issues 
raised in this evaluation: 


> Ease of Use: Brock made a deci- 
sion to stop offering new releases 
on VMS when Informix Software 
Corp. announced that Infor- 
mix 2.1 would be its last release 
supporting VMS and that it was 
discontinuing support of that plat- 
form. 

Brock is still providing hot-line 
support to remaining VMS custom- 


lack of nee with large soft- 
ware applications. 


Sales support features 
Users found many features that were 
very useful and others that were of no 
help. Included among the most useful 
were the FAM package, prospect 
tracking with notation and the ability 
to synchronize data on different sys- 
tems. 

Least useful were FAM’s appoint- 
ment scheduler and call queues for 
calling campaigns. 


ers but has encouraged those VMS 
customers to move to Ultrix. 

The last Brock release support- 
ing VMS is Release 7.4. 


Laptop performance: Espe- 
cially in a Windows environment, 
Brock recommends a minimum 
laptop configuration of a 486DX, 
12M to 16M bytes of RAM, a 100M- 
byte hard disk, a mouse and an 
IBM Video Graphics Array moni- 
tor. 


New version: BAM has been 
available for both Windows as 
well as Novell, Inc. LANs since 
April 1. 





STANDARDS. IT RUNS WINDOWS APPLICATIONS” AND 


wS 
DETAILS AND A FREE DEMO DISK, CALL 1-800-SUNSOFT. & SunSoft 
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pr ovided free to 
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AMORA. 
WE CUSTOM-BUILD. SO YOU DONT HAVE TO. 


Complete customization — at no extra cost. 


Sorry to disappoint all you hands-on, do-it-yourself 
types. Likewise, you people whorjnsist on paying for 
every service that comes your wayt,When it comes to 
customizing AMBRA” computers, yot,can leave your 
tools in the box and your money : 

in the bank. Just send us your 

specs. We'll build you a ready-to- 

run computing solution including 

everything from your choice of 

processor to your choice of word 

processor. Plus your choice of 

options, preinstalled. And you 

won't pay an extra penny for the 


service, or wait an extra day. 


High-powered technology — 

without high prices. 

A word to the power-hungry: You 

can put away that huge purchase order. AMBRA offers 
the latest and leading industry-standard technology — 
like blazing-fast IBM® Blue Lightning™ processors, 

Intel® Pentium™ complexes, advanced video 
subsystems, high-speed local bus architecture, and 


lots more — for lots less. 


Here's how: Sourcing worldwide from the best 
suppliers, we buy smart and bargain aggressively. And 


because we keep our overhead low, when you buy 


direct from us, we pass our savings directly along to you. 


fn. 


Prompt service and support — 

no empty promises. 

Now, for you sawy buyers: We know you're looking for 

more than a mere computing "bargain." Quite rightly, you 

want to be sure of receiving rapid service and ready 

support. That's why we've contracted with IBM to back 
AMBRA systems with rock-solid 
one-year warvanties. You can count 
on expert technicians nationwide to 
deliver onsite service within two 
days of your call, Monday through 
Saturday.’ You can also rely on a 
toll-free support line for answers 
any time you need them — 
technical representatives are 
standing by to assist you 24 hours a 


day, every day. 


Money-back guarantees — 

ie not gimmicks. 
Finally, to all our ne and soon-to-be-new friends: We 
absolutely want you td be satisfied with your customized 
AMBRA system. If, for amy reason you're not, you can 
simply return it within 30 deys for a full refund.'? We're 
committed to delivering exactly the computer you want, 
exactly the way you want it, at a price that's only 
surprising in terms of its thriftiness. We build it your way. 
To meet your needs. And, if you're not happy, we'll give 


your money back. 


ee 





@MBRA invites you to design 
the world’s most important computer. 
Yours. 


SLIMLINE (3x3) 


Processor []486SLC2,50MHz [J486SX, 25 MHz 


486DX, 33 MHz 
Memory _J4MB 8MB LII6MB L)Other___MB 
Hard disk [(J/20MB I7OMB ()240MB ()340MB 


DESKTOP (5x5) 


Processor [1486 Blue Lightning, 66 MHz 


L]486DX2, 66 MHz 
Memory 4MB CI8MB CII6MB (132MB L164MB 
Hard disk (CII7OMB L1240MB L)340MB (L/440MB 


MINITOWER (8x6) 


Processor [1486 Blue Lightning, 66 MHz 
(1486DX2, 66 MHz 


Memory 4MB LI8MB LII6MB LJ32MB LI6&4MB 
Hard disk (CJI7OMB )240MB (1340MB LJ440MB 


EISA DESKTOP (8x6) 


Processor [|)486DX2,66MHz [)Pentium,60 MHz 
Memory. C/8MB CII6MB (132MB LI64MB 


Hard disk 170OMB (1240MB (1340MB 
11440MB (1540MB SCSI-2* 


EISA TOWER (8x12) 


Processor [(|/486DX2,66 MHz [JPentium, 60 MHz 


Memory (J8MB I6MB (132MB LI64MB 
L]Other MB 


Hard disk (JI7OMB [1240MB 
- [)440MB 


L]340MB 
540MB SCSI-2 


*Not available with 486DX2, 66 MHz processor. 


MONITORS 


14-inch LIVGA color LISVGA color 
LJUVGA color 


_JAMBRA Flat Square Tube 
LINEC Multisync 4FGE 


LJAMBRA Flat Square Tube 
LINEC Multisync 5FG 


LINEC Multisync 6FG 


OPTIONS 


CD-ROM 


15-inch 





17-inch 


21-inch 


LJInternal drive and software 
LjMultimedia Kit 


_] Data/Fax internal [12400 bps internal 


Tape backup [_||20MB internal/external 
drive |]250MB internal/external 


LJATI Ultra Pro Graphics 





Modems 


Graphics 
accelerator 





Printers 


_]IBM Personal Printer II (24-pin) 
& scanners 


_JIBM LaserPrinter 4039 (12 ppm) 
LJIBM LaserPrinter 4029 (10 ppm, 6 ppm) 
[_]Calera WS Complete PC Scanner 


SOFTWARE 


Word ; LlLotus Ami Pro [Microsoft Word® 
processing = [_] WordPerfect 


(J Quicken 


Spreadsheet []Microsoft Excel® [lLotus |-2-3 
|] Quattro Pro 














Accounting 


Graphics/ _]Lotus Freelance Graphics 
presentation [Microsoft PowerPoint® 


Comm/fax _|WinFax Pro 








@ustomized computers at uncommonly smart prices. 


Slimline SuperSavers 


486SLC2, 50 MHz 

4MB RAM max: |6MB 
64KB processor cache 
3.5" |.44MB diskette drive 
|20MB (19ms) hard disk 
Windows™ accelerator 
with |MB video memory 
3 16-bit ISA slots 

14" VGA Color Monitor 
Slimline casing (3 x 3) 
MS-DOS® 6.0, 

Windows 3.1, mouse 


$ 1,179 


486DX, 33 MHz 

4MB RAM max: 36MB 
|28KB processor cache 
3.5" |.44MB diskette drive 
|70MB (1 7ms) hard disk 
2 VESA local bus slots 
Windows™ accelerator 


Do-More Desktop 


486 Blue Lightning, 

66 MHz 

Upgradeable to Pentium 
technology 

8MB RAM max: 64MB 
256KB processor cache 
3.5" |.44MB diskette drive 
240MB (1 5ms) hard disk 
Onboard SCSI 

5 16-bit ISA slots (2 VESA 
on local bus) 

Windows accelerator with 
IMB video memory 

15" Flat Square LR color 
monitor, NI 
Network-ready 

(Ethernet | OBaseT) 
Desktop casing (5 x 5) 
MS-DOS 6.0, 

Windows 3.1, mouse 


Multimedia Minitower 


486 Blue Lightning, 66 MHz 
Upgradeable to Pentium 
technology 

8MB RAM max: 64MB 
256KB processor cache 
3.5" |.44MB diskette drive 
440MB (1 2ms) hard disk 
Onboard SCS! 

8 16-bit ISA slots (2 VESA 
on local bus) 

Windows accelerator with 
IMB video memory 
CD-ROM drive 

Media Vision | 6-bit 
sound card 

Stereo speakers 

15" Flat Square LR color 
monitor, NI 
Network-ready 

(Ethernet | OBaseT) 
Minitower casing (8 x 6) 





Pentium Processing 
Powerhouse 


Intel Pentium processor, 
60 MHz 

64-bit processor complex 
8MB RAM max: 64MB 
256KB processor cache 
3.5" |.44MB diskette drive 
540MB SCSI hard disk 
Onboard dual-channel 
fast SCSI 

8 32-bit EISA slots 

(2 VESA on local bus) 
ATI Ultra Pro Mach 32, 
2MB VRAM 

15" Flat Square LR color 
monitor, NI 

Desktop casing (8 x 6; 
convertible to minitower) 
MS-DOS 6.0, 

Windows 3.1, mouse 


$ 1,979 $ 4,259 


(For 8 x 6 minitower, add $50) 


MS-DOS 6.0, 
Windows 3.1, mouse 


$ 2,549 


with |MB video memory 
14" SVGA LR Color Monitor 
MS-DOS 6.0, 

Windows 3.1, mouse 


$ 1,539 


@pPeEcIaAL OFFER: GET THE BIGGER PICTURE! 


* We're upgrading the view on every AMBRA model with a 66 MHz or Pentium processor — without raising the price! With these systems, 
instead of the standard 14-inch SVGA, you get a 15-inch Flat Square color monitor. At no extra cost. Limited-time offer. Call for details. 


In Canada; call |-800-363-0066, ext. 853 


GALE *4-80060-2862-@CG272, S2AT.276 


ee 


' Please call 1-800-252-6272 for details regarding AMBRA's money-back guarantee and limited warranty. Onsite service may 
Not be available in certain locations. 

2 Return shipping and insurance charges are the responsibility of the customer 

3 Offerings may differ in Canada 


AMBRA is a trademark of ICPI Ltd. and used under license therefrom. The AMBRA logo and logotype are trademarks of 
AMBRA Computer Corporation. IBM is a registered trademark and Blue Lightning is a trademark of International Business 
Machines Corporation. Intel is a registered trademark and Pentium is a trademark of Intel Corporation. Microsoft Word,Money 
Excel, PowerPoint, and MS-DOS are registered trademarks and Windows is a trademark of Microsoft Corporation. All other 
product names are trademarks or registered trademarks of their respective suppliers. Offerings, prices and products are 


©1993 AMBRA Computer Corporation subject to change or withdrawal without prior notice. Prices do not include shipping 





BRANCH office 


CONNECTIVITY 


Until today the prospect of integrating a branch office into your corporate 


network has always seemed hopelessly far off. There are now unparalleled 


zs FINALLY 


connectivity solutions that bring your branches and headquarters much closer - within REACH 


together. 


Eicon Technology, a world leader in PC-based connectivity, offers a family of 


internetworking and host access products for linking remote offices along with some of the best 3270, 5250 and APPC emulations 


EICON 


for use on your favorite PC platform. Eicon’s new InterConnect Server 
extends your Cisco, Wellfleet or IBM backbone network across the enterprise. 
It fuses traditional router and gateway technologies by integrating LAN 
interconnection for Novell NetWare and TCP/IP networks, access to any host, 
as well as conversion and concentration of non-LAN communications—all 
supported by comprehensive SNMP network management. 

So, if you are interested in connecting your branch offices—whether they are 
in San Francisco, New York, or anywhere else in the world—call 1-800-80- 


EICON for the Branch Office Connectivity booklet. 
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RECIPE FOR A POOR SYSTEMS GROUP: 
A NARROW PERSPECTIVE, SLAVISH 
DEVOTION TO MEANINGLESS MEASURES 
AND THINKING LIKE A MONOPOLY 


hese aren’t the good old days 
for information systems. 
Take, for example, the na- 
tional retailer that out- 
sourced its entire IS depart- 
ment to Electronic Data 
Systems Corp., or the large 
Chicago bank that  out- 
sourced its IS group to IBM. 
Or there’s the story a friend of mine at an out- 
placement company told me about two chief in- 
formation officers who lost their jobs — be- 
cause their CEOs couldn’t understand what 
they were talking about! 

We, as the chief information overseers in our 
companies, have to take this bloodletting to 
heart. It’s time for a little introspection. It’s 
time to find out what we are doing wrong. 

Here’s what I think: 





Runge is ClO at Wheels, Inc., a fleet leasing and services 
company in Des Plaines, Ill. 


WE THINK IN TERMS OF “USER,” NOT “CUS- 


TOMER.” Auser is someone who ignores Nancy 
Reagan’s plea to “Just say no” to drugs and 
says “Yes!” instead. 

Customers, on the other hand, are a different 
breed. All they ask is that we do our job well 
and efficiently. Then, in return, they pay our 
mortgages, buy our groceries, help send our 
kids to college and give us money to buy that 
boat or stereo we've always wanted. 

Frankly, if our customers are willing to pay 
for the good life we enjoy in return for a bit of 
programming, then they deserve our respect 
and our best efforts to get them what they want, 
when they want it. 


WE DON'T BASE OUR MEASUREMENT AND 
REWARD SYSTEM EXTERNALLY, ON THE CUS- 


TOMER. Most of our measurements are focused 
internally, on things such as schedules, lines of 
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COUNTERPOINT 


WHAT’S RIGHT WITH US? 


“All we talked about in the 
70s and beyond — the fact 
that we should become less 
of the technician and more of 
the businessperson — has 
come to pass. When I meet 
with my peers these days, I 
notice they have really taken 
past criticism to heart and 
have become darn good 
businesspeople who happen 
to know a lot about 
technology.” 


Dick Lester 

Vice president, information 
services 

Associated Grocers, Inc. 
Seattle 
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Narrow perspective 
CONTINUED FROM PAGE 139 


code and so forth. These measures ignore the 
customer completely. We are drinking our own 
bathwater. 

Admittedly, many corporations force this 
type of thing on the IS group, but we need to do 
all we can to change that thinking. Forexample, 
I know of a situation in which a financial ser- 
vices company — the leader in its marketplace 
— began re-engineering an ordering system 
crucial to its business. The system handled 
about $1.2 billior worth of orders per year. 

IS figured out a budget and set schedules. But 
the budget and schedules were cast in con- 
crete, without regard to the customer. The 
project ran into difficulties, of course. 

The head of systems was in a quandary be- 
cause she had a window to hit, andifshe missed 
it, she would have to delay implementation for 
several months — at a cost of $200,000 for a six- 
month period — until the peak ordering season 
passed. And she could kiss off her incentive bo- 
nus because meeting the schedule was one of 
the areas in which she would be measured. 

Yet the head of systems and everyone else in 
her organization knew the new system wasn’t 
ready to goin. 

So what happened? She shoehorned the sys- 
tem into production, of course. The result was 
an error-ridden and failure-prone system that 
takes twice the time and twice the people to pro- 
cess an order, compared with the old system. 
Clients dropped like flies. 

Did the head of systems make the right deci- 
sion? From the perspective of her bonus and 
the mortgage payments on her house, yes. 
From the perspective of the measurements her 
company had imposed on her, yes. From the 
perspective of the customers, a definite no. 

Our measurements and rewards have to be 
based on meeting the customer’s needs. Any- 
thing else will be counterproductive to our goal 
of serving the customer. 


WE DON'T THINK OF A QUALITY PRODUCT AS A 
CUSTOMER’S RIGHT. Our customers have a right 
to a quality product. Unfortunately, quality is 
often the last thing our profession considers or 
measures. We tend to give more weight to 
schedules than to quality, yet what good is it to 
deliver something on time if it doesn’t work? 

I hate to say this, but many of us have a dou- 
ble standard: one we apply to our own perfor- 
mance and one we apply to everyone else’s. The 
attitude is, ‘““Toss it over the transom; if it has 
problems, they'll find them and send it back.” 

Excuse my bluntness, but only a fool would 
want his customers to serve as his quality con- 
trol department. There’s no faster way to put 
ourselves out of business. 

This situation brings to mind my first brand- 
new car. It was so riddled with problems, I had 
to get it fixed again and again, even after the 
warranty expired. I'm on my eighth car since 
those unhappy days, and not one of them has 
come from the manufacturer who did such a 
shoddy job on that first car. Frankly, I'll never 
buy acar from those turkeys again. 

We in corporate IS have had it easy. We’ve had 
a monopoly. Our users haven’t had any choice 
but to buy our products, regardless of how 
shoddy or poorly supported they were. 

This is no longer the case. There is an entire 
outsourcing industry more than willing to do a 
better job for our customers than we can if they 
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COUNTERPOINT 


WHAT’S RIGHT WITH US? 


“What we’ve got going for us now is 
experience. We’ve been caterpillars 
and have the opportunity to become 
butterflies. We’re metamorphsizing! 
We are coupling our 25 years of 
legacy systems experience with the 
new tools of today — Le., 
client/server. We’re better armed and 
experienced. It’s never been a better 
time to be in this profession.” 


“We’re pushing a lot more information 
out to users these days with LANs. 
This has increased user/IS 
interaction in that users need the 
expertise that IS has to manage the 
LAN. This is expertise that was 
cultivated with mainframes. There 
has been a coming together of the 
user community and IS because of the 
downsizing phenomenon.” 


Roger Harris 

Manager, data center 
Ross Products Division 
Abbot Laboratories 
Columbus, Ohio 


“We as a profession show a great 
ability to do our own introspective 
analysis and seek ways to improve 
the way we provide service to our 

customers. We’re much more process- 
oriented in our thinking now; we look 
at improving the business work flow.” 


Norm Ziesman 
Systems director 
Aetna Information 
Technology 
Minneapolis 


only get the chance. If we demand that our cus- 
tomers serve as our quality control depart- 
ment, the outsourcers will get their chance. 


WE ARE NOT REALISTIC ABOUT ESTIMATES AND 
SCHEDULES. Let’s face it, software estimates 
are just that — estimates. Unfortunately, sys- 
tems folks have a tendency to ignore this un- 
certainty when presenting schedule and bud- 
get estimates to upper management. Part of 
this is because of a tendency toward excess op- 
timism on the part of the systems organization; 
part of it is because of the decided 'ack of en- 
thusiasm that business leaders exhibit for 
“hedged” or “qualified” estimates. 

The inaccuracy of the estimating process 
and the reluctance of the system organization 
to admit it aren’t the only problems. What com- 
plicates things further is that many senior man- 
agers believe software estimates are a self-ful- 
filling prophecy. Regardless of how large the 
estimates, we will require all of the available 
time to do the job. Give us six more months to 
do the job and we'll take six more to do it. 

Building a system is not the same as putting 
new sod in the front of company headquarters. 
We must estimate accurately and then make 
sure the business leaders understand that pre- 
dicting software schedules and budgets is not 
unlike predicting the weather. It’s not that the 
bear dances well but that it dances at all. 


WE DON'T ALWAYS PROVIDE THE BEST POSSIBLE 
PRODUCT AT THE BEST POSSIBLE PRICE. This 
again goes back to the fact that corporate IS, 
as an industryrhas been able to depend too long 
on having a captive market for our products. 
We've gotten lazy, and our lethargy is encour- 
aging company after company to outsource its 
entire IS organization out of sheer frustration. 

While working at NASA on the shuttle pro- 
gram in the early 1980s, I decided I would write 
a few computer games, get rich and spend the 
rest of my life sitting on a Galveston beach 
drinking Mai Tais. It was then that I learned an 
invaluable lesson: In an open market, it’s not 
enough just to have a product. You have to have 
a product that’s better than everyone else’s. 
Otherwise, your customer will buy the compet- 
itor’s product and not yours. 

That is not a lesson well-learned in the cor- 
porate IS world. Here, it doesn’t matter what 
the customer wants. He has to take whatever 
we give him, and he has to wait until we get 
around to delivering it. And if it doesn’t fit his 
needs? Well, sorry, but the budget has already 
been spent and you’re just plain out of luck. 

Holy computer chips, Batman, no wonder so 
many CEOs are firing their CIOs and then out- 
sourcing the entire IS organization! 

No longer should we depend on a captive 
market, acustomer that has to accept whatever 
we deliver, whenever we decide to deliver it. 
Our customers should be allowed to look on the 
open market for better values than we offer. 
Why not? We have nothing to fear if we’re pro- 
viding the best product at the best price. 

We should be able to do that. We have a lot in 
our favor: Most of us don’t have to make a profit, 
we're close to our customer base and we under- 
stand the business. The only thing working 
against us is 30 years of doing it the wrong way. 

The old ways and habits are no longer appro- 
priate for the world we live in today. Were they 
ever? Most were an offshoot of the arrogance 
we've developed through having a captive mar- 
ket for our wares. We have to change with the 
times, regardless of how successful we were in 
the old world. a 








How to pass the 
bar exam. 


Scan this bar code with your eye. 
Notice how clearly defined its 
characters are. A scanner will find 

no trouble in this bar. 


An impressive lineup. Our toners 
perform in extreme temperatures. 


Nice to know when your printer’s 
on-line for hours on end. 
Perfect consistency of blackness 
from beginning to end is typical of 
IBM toners by Lexmark. 
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Our high-quality toners 
virtually eliminate “bridging” 
between scan lines. 


These days, there’s a code we all must live by. The bar 
code. And as common as the bar code is, it is the very devil 
to render properly. One tiny error, and a spool of thread 
becomes an entire suit. 

Lexmark strives to surpass the precision that is expected 
of our IBM?° toners. The IBM toners that many industries 
rely upon for crisp bar codes can make your printing look 
sharp, too. Insist on original IBM toners by Lexmark. You'll 
be using the best, bar none. 

To locate the dealer nearest you, to order, or to receive 
your free catalog, call 1-800-438-2468, ext. 50. (In Canada, 
call 1-800-663-7662.) 





Lexmark International, a former subsidiary of IBM, is IBM Supplies by 
an independent, worldwide company that develops, manu- 
factures, and markets IBM personal printers, IBM typewriters, LEXM ARK. 


related supplies and keyboards. 
Make Your Mark 


IBM is a registered trademark of Intemational Business Machines Corporation in the United States and/or other countries and is used under license. Lexmark is a trademark of Lexmark Intemational, inc. ©1993 Lexmark International, Inc. 


IBM SUPPLIES BY LEXMARK. TAKE A CLOSER LOOK. 
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FF ‘THERE'S NEVER BEEN ANOTHER MUSEUM LIKE THIS. A MUSEUM OF THI 
FUTURE, NOT THE PAST. A MUSEUM WHERE THERE ARE NO VAULTS, NO 
GUARDS. WHERE A MASTERPIECE DONE TWENTY YEARS AGO IS ANCIENT 
HISTORY. WHERE KIDS OF ALL AGES CAN TOUCH THE WORKS OF ART. ra 


The Computer Museum, Museum Wharf, 300 Congress Street,»Boston, MA 02210 © (617) 423-675 


A poster of this ad suitable for framing is $15.00 including shipping. To order, please call (617) 426-2800, x306 or 307. 
Ad created by Mullen Advertising for The Computer Museum. 
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Is SrLF-STUDY right FOR YOU? 


computer-based training 
and other self-paced 
the results but often 
need additional hands-on 
dinor: By Alice Bredin 
SELF-STUDY pack- 
Soul 2 fer it all. They’re in- 
expensive, flexible 
teach what’s necessary when it comes to 
heady technologies such as networking? 
is while self-study packages — books or 
computer-based training — are compre- 
classes and hands-on experience. 
“[Self-study] is a good introduction 
ing and education analyst at Internation- 
al Data Corp., a Framingham, Mass., 
have human interaction to bounce ideas 
around and to ask questions of.” 


Students using 
methods are happy with 
experience 

ages appear to of- 

and comprehensive. But do they really 
Theverdict from trainers and students 
hensive, they often require supplemental 
and refresher,” says Ellen Hersh, train- 
market research firm. “But it doesn’t 
Even so, many information systems 








departments are using self-paced train- 
ing as a first step in teaching a technol- 
ogy. Dale Jenkins, a technical training co- 
ordinator at Advanced Technology Ser- 
vices, Inc. in Peoria, Ill., prepared 40 of 
his field service engineers for Novell, 
Inc.’s Certified NetWare Administrator 
test this way. 

“No one comes out of the self-paced 
training with any knowledge gaps. How- 
ever, classes are good reinforcement,” 
Jenkins says. For instance, students can 
see firsthand how to set up privileges, es- 
tablish security levels and investigate 
connections such as Ethernet, “which 
they can’t get otherwise,” he adds. 


One student, Jose Colon, a senior cus- 
tomer service engineer at Olivetti North 
America, Inc. in Spokane, Wash., recent- 
ly spent three days completing the first 
part of a Novell computer-based training 
program designed to teach NetWare 
v3.11. He has yet to start the second half, 
which simulates hands-on work, but he 
says he has learned the basics. “It didn’t 
gloss over any details, but I still need to 
learn how NetWare actually works and 
makes things operate,” he explains. 

Classes and hands-on experience ex- 
pose students to situations not always 
covered in self-paced programs, includ- 
ing unusual error messages in system 


’ “For them it’s a chance to learn or re- 


view the specifics.” 
— Alice Bredin 


setup and how to change variables, says 
John Merlino, a training account manag- 
er at East Coast Network Training Ser- 
vices in Lincoln, R.I. Computer-based 
training “is limited to a certain amount of 
information because of time and cost lim- 
itations on making [programs].” 

Paul Thomas, president of Blue Whale 


Biel it-ae-l(e| 


In a survey of 1,600 companies with more 
than 100 employees, 43% use computer- 
based training. The primary use is for 
teaching technical skills. 


computer- 
related skills 


other 
technical skills* 


nontechnical 
skills 
*time management, 


accounting, project 
management 


MucTiPLe 
RESPONSES 
ALLOWED 





Source: Training Magazine, Minneapolis 


Technologies in Bay Point, Calif., agrees. 
By actually working on NetWare, Thom- 
as, who is preparing for the Certified Net- 
Ware Engineer test, has picked up details 
on what error messages to expect and 
how to work out quirks that are difficult 
to learn and remember. However, the lev- 
els of understanding beneath NetWare’s 
surface still elude him. “All of the infor- 
mation is probably in the books, but it’s 
50 pounds of books,” Thomas says. 





Bredin is a free-lance writer in New York. 





CONSULTANTS 


MVS 
JES2 or 3 SYSTEMS 
CREDIT CARD 
TERADATA 
NCR 3XXX SYSTEMS 
& NETWORKING 
EF 
PROGRESS 
NEXT STEP/OBJECTIVE C 


IMMEDIATE OPENINGS 


RESOURCE SOLUTIONS INT'L. 
3030 LBJ FRWY., SUITE 300 
DALLAS, TX 75234 


800-288-1110 FAX 214-243-8316 


PROGRAMMERS 


SSI offers pore the best working environment east of the 
Rockies. A leading provider of financial software, we are looking for: 


Product Development Programmers - Strong \BM 
Assembler and COBOL skills to work on product development and 
customer support projects. Five years experience required, with IBM 
CPCS and banking experience a plus 


CPCS Technicians - Responsible for CPCS installations 
and modifications, third party vendor product installations and 
CPCS support and onsite analysis. Prospects must be self moti- 
vated with five years CPCS programming experience, in-depth IBM 
Assembler knowledge, technical! eo and project management 
skills and top-notch communication skills. 


SSI is based in Norcross, Ga., a suburb of Atlanta. The company 
offers excelient benefits oe extensive medical coverage, re- 
tirement and 401(k) packages, free lunch and casual dress. For 
consideration, send resume and salary requirements to SSI, Attn: 
Personnel, 4411 East Jones Bridge Road, Norcross, GA 
30092.E.0.€ 


SOFTWARE CONSULTANTS/ 
DEVELOPERS 


Positions Available - Permanent/Temporary 


Powerbulider DB2 

- PM/Developer/Trainer - PM/OBA/SSA/PA 

- Sybase/Oracle/Unix/RS6000 - CSP/CICS/RAMIS/FOCUS 
SQL Windows - C/SQL/DS/0S2/DIS 

- PM/Developer/Trainer Datacom /ideal 

- Sybase/Oracle AS400/RPG/JDEdwards/EDI 
C++ SAS 

- Win/VisBasic/Unix/RS6000 zim 

- Sybase/Nextstep/Bachman LIFE70/VANTAGE 
MAC /Multimedia FoxPro/4th Dimension 
Smalitalk SHAW 
PROGRESS 4GL Cellular Billing 
Dataease/Data Express DBS/M&D 


FAX resume to location of your choice: 
Atlanta 404-804-3105 310-396-0061 
Austin 512-469-0245 405-842-6259 
Dallas 214-980-0076 510-416-1567 
Houston 713-781-1604 813-281-4698 


or mail to resource center headquarters 


IG/CW SYSTEMS INC 


2800 28th St. #250, Santa Monica, CA 90405 


Los Angeles 
Oklahoma City 
San Francisco 
Tampa 


A ak PROFESSIONALS 


CTS has , both contract and ——. for ao 
sionals with developed skills. The: 

with Fortune 500 clients and offer cunehent pay, Oe benefits on 
= to the most current technologies. Our needs in- 


ms (o8-0C TANDEM N/S Banking 
HP/MPE Insurance 

hs A-series Manuf., Billing 
Powerbuilder D&B (all) 
UNIX, ¢c, Gul SYBASE Hogan 
Special eet for Banki its Project Manage- 
ment cuaetitemen tone origination a Credit it Cards. 

Gruges. Central Techni- 

cal Services, 1380-15 ‘Wells Rd, i Onaee ark, FL 32073 


Ph: (904) 264-4251 FAX: (904) 264-7541 


“SU-PE-RI- OR”, (LAT. superus, upper), 
of great value or excellence; extraordinary 


SUPERIOR CONSULTANT COMPANY, INC., 
healthcare challenges, seeks professionals with that “superior” background to 
join the most exciting environment in America. 


a leader in meeting today’s 


Current engagements require skills in the entire range of operations and pro- 


cesses, for example: 


INFORMATION: and how to use it better. Experience with software from 
vendors (HBOC, SMS, First Coast, GTE, TDS, First Data Corp, and others) is 
helpful; so is object-oriented design/development, LAN/WAN/MAN and 


client-server technology. 


QUALITY: Diagnosis and implementation of TQM/CQI projects. 

PATIENT CARE: Patient focused care, nursing department reorganiza- 
tions, bedside terminal selection/installation 

MANAGED CARE: HMOs, PPOs, TPAs, PHOs and more 

PHYSICIAN PRACTICE MANAGEMENT: Improvement and strategy 

RE-ENGINEERING: From a “blank sheet of paper” to completion 


With consultants residing in 28 states, we know that relocation isn’t required 
but travel is. With a nationally-managed practice, we provide consultants with 
a wide range of professional colleagues and growth opportunities. With a 
dynamic and growing firm, we offer job security and premium income. 


ARE YOU SUPERIOR? 


Talk to us in complete confidence for a frank assessment of present opportu- 


nity. Call our recruiters: 


eae eg 
313-932-2262 


Or write to us: 

SUPERIOR CONSULTANT COMPANY, INC. 
31731 NORTHWESTERN HIGHWAY, SUITE 250 WEST 
FARMINGTON HILLS, MI 48334 

313-855-0960 

Offices in principal cities. Opportunities and 
consultants everywhere. 


NY eat 


CONSULTANT 


Sy 


MEALTHCARE 
INFORMATION 
MANAGEMENT 


By rime 7s 
404-984-9933 


ELT s mel aC 
314-725-1654 
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AGS, a NYNEX® Company, is ar 
tation of applications and systems so’ 


group of AGS's top performers 
in any of the following: 


e PowerBuilder 

e VISUAL BASIC 
e SQL WINDOWS 
e EASEL 

e GUI, C++ 

. ObjectView 

© pon Vindows 





AGS offers competitive salaries along with a 
comprehensive benefits package. Please call, 
fax or mail your resume /to 

National Recrui ting 

1139 Spruce Drive Mountainside, NJ 07092 
FAX: 908-654-9794 1-800-HIRE-AGS 


FN 


A NYNE= Company 


Add to our 
eeu ieee Cee 


SYNTEL is a growing software 
consulting company. We owe our 
growth to the efforts and dedication of 
our human resource base of over 
700 talented employees. 

Our continued success has led to 
the following opportunities across the 
U.S. for growth oriented software 
professionals with a minimum of 3 
years’ relevant experience in: 


¢ Sun OS, X-View, Open Look with 
imaging applications 
* C++, X-Windows, Motif 
* MS Windows, Visual Basic, C 
* Oracle / Sybase / Powerbullder 
¢ IMS DB/DC, DB2, CICS 


n Search of Excellence 


nized leader in the design and implemen- 
re. We employ over 2,000 computer 
professionals in 50 offices in the U.S., Canada and England. 


We currently have opportunities nationwide in all of our 50 offices for Client/ 
Server professionals who are oy to begin a world-class career by joining a 
mediate opportunities exist for professionals 


CONSULTANTS 


for Sacramento and 
San Francisco 
Bay area. 


Full time 
employment with 
excellent benefits 


Mail or fax resumes to: 


Edge Consulting 


Group, Inc. 
1827 Powers Ferry Rd. 
Building 3, Suite 300 
Marietta, GA 30067 
404-952-4881 
Fax 916-983-8676 





PROGRAMMER 
PUNT OS 


(Object Oriented Client/ 
Server Technology) 


oa abound with our client, a large 
financial services firm committed to utilizing 
Information Technology as the key to main- 
taining their market leadership and prof- 
itability. These positions will require you to 
help transfer key technologies to existing 
staff while developing innovative ap mal 
tions. Location is a cosmopolitan m 

city that has affordable housing, bountiful 
recreation and excellent educational facili- 
ties. 


Successful candidates will have 2 or more 
years object oriented programmin > eri- 
ence in C++, Smalltalk or LISP an ast 
five years total experience in design of com- 
plex business applications. 


Opportunities exist in gettin 
and runnin 
training in 
design. 


projects up 
, methodology development, 
, or on specific applications 


For additional information about the oppor- 
tunities, competitive compensation, excel- 
lent benefits package and liberal relocation, 
send your resume today to: 


Paul T. Unger 
Paul T. Unger Associates 
Department CW920 
1550 McLean Commons Ct. 
McLean, VA 22101 


Representing an Equal Opportunity Employer 


STRATUS/DEC 
PROFESSIONALS 
eee CHICAGO ++ 


he Chicago Board Options 

Exchange, a leader in our 
industry, is seeking several systems 
professionals to join our MIS staff in 
downtown Chicago. 


We seek individuals with a minimum of 
three years of experience in STRATUS 
or DEC, "C", COBOL and/or PL1 
programming. Basic understanding of 
communication protocols and concepts 
is necessary. You will be performing the 


Research ap gg Routing 

responsible for appl 

tions research and i ah 

neering me’ and 

ples to develop robust large scale 

Object-oriented applications and 

mode! scheduling and sequencing 

Problems to support airline deci- 
Fetaemena a 


ition 

within a UNIX operating environ- 

ment; and maintaining existi 

—— in an IBM 3090 MVS/TS! 

mainframe system. 

must possess Master ahaa 
ee in Operations Research & 
lustrial Engineering plus 1 year 
on experience in job offered or 1 
ear as Grad. Res. Asst. and/or 
rad. Teach. Asst. or any combi- 
nation thereof. Will accept appli- 
cants with Masters degree in one 
of the following areas: Systems 
pee Operations Research 
Systems Analysis; Operations 
Research; Transportation Sys- 
tems. Applicants must have com- 
ted 1 Course in each of the fol- 


wing: 
simulation; neering program- 
peck mpage — ee 
sequencit sched 
Gena peje hath ciecges me 
po Sane use of C++ and ~ 
-onier ri 
cepts as well as research and oe de- 
velopment of 


SENIOR SOFTWARE ENGI- 
$45,200/y. To analyze user re 
yr. To @ user re- 

and de- 


software application des! - 
development 
3090, MVS/XA,_IDMS, CICS 
and COBOL. ' 


415, Detroit, MI 48202. Ref. 
No: 62693. 


ENGINEER, Software Develop- 
ment -- Responsible for 

cation, gy supertng & test of 
pt cciens a sul 1 ert al 


cau coe Kis ~— to 
adv. microprocessors, to be 
supported in a variety of CAE 
apps., incl. digital logic_simula- 
tion, ic synthesis, & auto- 
=| = rE pcr ie 

for- 
mats for models, compilation 
units to create efficient binary 


working 
h/w suppliers, & developers o 
customer CAE apps. $42, 509) 
yt.; 40 hrs./wk. Req. M.S. in E.E. 
x C.E. Acad 
ek background ~ ane é 
im tation of -ori- 
ented s/w module using C++; 
writing s/w for digital logic simu- 
lation systems; developing be- 
havioral & structural models of 
one iw using oe 
h a 


VHDL or wrt ss dose 
comp. arch SI design; CAE 
Sy on elec. circuits; o— 
ca elec.; program lan- 
guages: oper. ‘systems; also, 
in-depth knowledge of C++ & 
DFT techniques; using UNIX OS 
on workstations si as SUN 
Sparcstation, HP, etc; —o 
Pace i mo t and 8 = 
ice of em| inter- 
view: Wilsonville, OR. If offered 
employment, must show legal 


sume to: Attn: Job der 
#5550567, 875 Union Street, 
NE, Room #201, Salem, OR 
97311. The company ia an ual 
opportunity employer 
supports etfiemative action prac. 


nt Staff Member 
aton, FL). Engage in re- 
and development efforts 


ae aesanaen tapamrt 
ef advanced mutimedia file serv- 


Computerworld 
recruitment 
advertising 


works! 


* DB2, CICS, COBOL 
¢ OS/2 Presentation Manager 


Arizona systems. (These are not consulting 
Opportunities positions). 


Applications 
Development 


® CICS/VSAM/COBOL 

® VSAM/COBOL/Batch 
© DB2/CICS or DB2/CSP 
® Banking P/As (37 pos) 
® Hogan Banking 


That's because more computer 
professionals read more recruit- 
ment ads in Computerworld than 
in any other newspaper. 


If you are willing to relocate and ready 
to advance In the Industry, as well as 
your career, we would like to hear from 
you. Please send your detailed resume 
to: Manager, Recruiting 
SYNTEL, Inc., 5700 Crooks Road 
Sulte 301, Troy, MI 48098 
Fax: (313) 828-3307 or cal! 
(313) 828-3290 


Equal Opportunity Employer M/F/D/V 


We provide an excellent benefits and 
relocation package. Qualified applicants 
should mail or fax resume to: 


CHICAGO BOARD OPTIONS EXCHANGE 
400 S. LASALLE, CHICAGO, IL 60605 
FAX (312) 786-7367 


“ 
Cy PS ace 


For more information or to place 
your ad, Call Lisa McGrath at 800- 
343-6474 (in MA, 508-879-0700). 


Technical 
Support 
DB2 and IMS DBA’s 
DB2 Systems Programmers 
MVS/ESA Systems Programmers 





Weekly. Regional. National. 
And it works. 


oe 
| 
Colorado m= design, implementation, support and 
Oregon | documentation of existing and new 
ee 
= 


DATRONICS, Inc. 
Western Regi 
Recruitment ter 
151 Kalmus Dr., Ste. C-200 
Costa Mesa, CA 92626 


Phone: (714) 751-3262 
Fax: (714) 751-3902 


AnIDG 
Communications Publication 





SYNITEL 
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WINDOW 
SERVICE 


Throw out traditional trouble- 
shooting and support methods. 
Windows has its own, and 
they’re very different from 
single-tasking environments. 


By Jeff McGroary 


IF YOUR COMPANY is 
moving from DOS to 
Windows as its stan- 
dard desktop environ- 
ment, be forewarned. Your troubleshoot- 
ing duties just got harder. Most support 
technicians will tell you that Windows is 
more difficult to support than single- 
tasking environments, especially in the 
detection of software problems. 

Unfortunately, previous DOS support 
experience is of little help. Where DOS is 
static and single-task-oriented, Win- 
dows is dynamic and supports limited 
multitasking. Where DOS is a character- 
based operating system, Windows sup- 
ports a graphical user interface. 

Of these differences, it is critical to 
understand the multitasking concept 
and its implications for configuring sys- 
tem hardware and software trouble- 
shooting. 

The following three areas should con- 
cern new Windows troubleshooters the 


Computer Careers 


most. If you have a PC capable of running 
Windows, you might even consider pur- 
chasing a copy of Windows to get a feel 
for the environment. 
TROUB '- Diagnosing soft- 
ware problems on a 

Windows worksta- 
tion is undoubtedly 


SHOOTING 
SA the most difficult 
skill to hone. If a 


DOS workstation locks up, the error 
most likely occurred in the single DOS 
application. With Windows, it could be in 
any of the applications running at the 
time. 

First, you must develop the ability to 
isolate the problem application and de- 
termine whether it is a software error or 
ahardware problem in disguise. You’d be 
wise to get to know the utilities that ad- 
dress this issue. Microsoft Corp.’s Dr. 
Watson, for instance, when added to a 
workstation’s Windows Startup group, 
will look for and trace the events leading 
up to any errors. 

However, Dr. Watson does not always 
uncover the exact source of the problem. 
In this case, try one of my favorite tools 
— Bounds Checker for Windows from Nu- 
Mega Technologies, Inc. in Nashua N.H. 
Once a problem has been isolated to an 
application, Bounds Checker tracks ev- 
ery move of the application and reports 
the precise location of the error. 


US 
STATION 
TUNING 


The single-tasking 
DOS environment re- 
quires little system 
tuning. To optimize a 
Windows worksta- 
tion’s performance, 
however, you must 
tune the Windows software to take 
full advantage of any given hardware 





configuration. 

A support technician must be inti- 

mately familiar with WIN.INI (Windows 
initialization) and SYSTEM.INI (system 
initialization) files. Each contain switch- 
es and settings used to tune the Windows 
environment for a particular machine. 
Although these ASCII text files share a 
common format, they have different pur- 
poses, including the following: 
@WIN.INI is primarily used to record us- 
er preferences. Most changes made via 
the Windows Control Panel, such as a us- 
er’s choice of system colors, are stored 
here. 

Applications also use WIN.INI to store 

information. If your Windows environ- 
ment or individual applications are er- 
ratic, it is often a sign of a corrupted 
WIN.INI file. 
@SYSTEM.INI contains hardware-relat- 
ed information. For example, the 
SYSTEM.INI file identifies the video, 
mouse and network drivers used for a 
given configuration. It does not change 
as frequently as the WIN.INI file and is 
most often updated by the Windows Set- 
up program. 

Problems with the video display, 


BOOKS AND RESOURCES 


mouse operation and network connec- 
tions can often be traced to incorrect 
SYSTEM.INI settings. To determine how 
a specific application makes use of both 
of these files, check its documentation. 


The performance and 
smooth operation of a 
Windows workstation is 
much more dependent on 
its hardware configura- 
tion than is a DOS ma- 
chine. A good Windows 
support technician must configure the 
workstation to meet all processing re- 
quirements. 

Under DOS, this task is relatively sim- 
ple. You determine the requirements of 
the most demanding application and pro- 
vide enough random-access memory and 
disk space to handle it. 

With Windows, however, any combina- 
tion of applications may be running at 
any given time. Determining the opti- 
mum hardware configuration under 
Windows usually requires performance 
benchmarking on several hardware con- 
figurations. 

Although the hardware components 
for a Windows workstation will essen- 
tially be the same for a PC running DOS, 
there will be more of them. DOS-based 
PCs with 1M to 2M bytes of RAM will be 
replaced or upgraded with PCs outfitted 
with at least 4M bytes of RAM. 

Disk drive requirements will also in- 
crease. A 70M-byte hard drive is proba- 
bly sufficient for a DOS PC, but Windows 
workstations require capacities of 170M 
bytes or higher. A mouse will also become 
standard equipment. 





McGroary is a software developer and president 
of The Aristos Co., a graphical software develop- 
ment firm in West Hartford, Conn. 





Data Programmer/Analyst II: Cre- 
ate, debug & maintain SAS pro- 
grams to produce reports & sub- 
Stantive analysis, based on clinical 
indicator databases for non-profit 
organization engaged in the evalu- 
ation & accreditation of healthcare 
facilities. Develop computer pro- 
gram flowcharts & database dic- 
tionaries for enn tasks. Per- 
form programming database 
analysis, ~—s SAS program- 
ming language, AiX operating sbi 
tems & other tools —— Si 


PROGRAMMERS, ANALYSTS & SYSTEMS DESIGNERS 


SOFTWARE PROFESSIONALS 


SUMMIT DATA GROUP is & young, progressive software engineering 
services company specializing in Relational Database and Object Oriented 
Technologies. We have a very atiractive employee benefits package including 
health insurance, PCS card, long term disability insurance, paid vacations and 
holidays. We have immediate opportunities in several geographical areas for 
professionals with a minimum of 2 years experience in the areas listed below: 


StaffWare Consulting, a leadi 
sulting firm in Houston, Texas for more than 10 years, 
is seeking computer professionals with the following 
skills for contract and permanent positions. 


e ALC, DB2 INTERNALS 
°C, C++, OOP 

o C PC FIRMWARE 

° HP3000, FORTRAN 





data processing con- 


¢ NATURAL/ADABAS 

e ORACLE FINANCIALS 
«PC ROM BIOS 

e PC TEST SOFTWARE 


Structured eee on inguage’ 
AS Macro, SAS/IML & eaphics 
software. Design appropriate al- 
gorithms required to manipulate 
hospital indicator data. Produce 
periodic aggregate reports regard- 
ing content, quality & limitations of 
indicator databases. Maintain ap- 
propriate written documentation 
for indicator programs, reports, 
variable formats & labels. Address 
data management issues on RS/ 
6000. 35hrs/wk, 9am to 5pm 
$31,400/ re Must have 5 years of 
college ree in Com- 
puter ae lege course- 
work must include at least 1 
course each in: Database ge . 
2) Database Programmi 3) 

Data Analysis & Regression 

SAS, 4) Advanced Data Analysis, 
5) Information Systems Modeling, 
AND 6) Information Systems Anal- 
ysis & Design. Must have com- 
pleted 1 major project each in: 1) 
Database design & mgmt on UNIX 
w/data cleaning & 

using SQL, A 


ting analysis. 

Must have 6 months experience in 
the job offered or as Computer 
Lab Consultant/Graduate Asst. 
Experience must include use of 
PC database & graphics software 
packages. Must have proof of le- 
jal au’ ity to work permanenily 
Pithe US. Send resume to: Illinois 
Department of Employment Secu- 
ay. 401 South State Street - 3 

South, Chi IL_ 60605, Attn: 
Len Boksa, Ref# V-IL-10685-B. 
NO CALLS. AN EMPLOYER PAID 
AD - SEND 2 COPIES OF RE- 
SUME. 


Unix Systems, C, C++, Client Server, Distributed Database 
Networking, TCP/IP, LAN/WAN, X.25, GOSIP 
INFORMIX (4GL, SQL, Online, ESQL/C) 

SYBASE, ORACLE (Pro"C, SQL*Forms) 

ObjectView, MS-Windows, SDK, PowerBuilder 


For immediate consideration mail or FAX resume to: 


¢, 1111 North Loop West 
Suite 800 
Houston, TX 77008 


fe StaffWare, inc. 





We would like to talk to you about your future with our innovative company. 
Please call or send your resume to: DEPT. PS! 


SUMMIT DATA GROUP 


12934 Harbor Dr., Ste. 108, Lake Ridge, VA 22192 


Fax: (703)491-4567 


x GET OUT x 


OF TOWN 
NATIONWIDE 


OPPORTUNITIES 
YOUR HOME TOWN MAY HAVE 
MANY JOBS, BUT HOT XOUR 
CAREER OPPORTUNITY. THE COM. 
PUTER-TECH NETWORK OF © 
NATIONAL COMPUTER SEARCH 
AGENCIES SPECIALIZES IN THE 
PLACEMENT AND PAID RELOCA- 
TION OF COMPUTER PERSONNEL 
TOALLAREASOPTHEUB.A, 

(216)-356-9990 
FAX #(216)-356-9991 
TOLL-FREE 1-800-752-3674 


21010 Center Ridge Rd. 
beer Se Siro ee Bt 


Tele: (703) 490-4598 


Programmer Analysts 
Salaries to $70 


HOGAN 
OB2/APS/CSP 
CICS/BANKING 
OS/2, UNIX, C, C++ 

TANDEM 


COMMERCIAL/ 
RETAIL LOANS 
SYSTEMATICS 
FOXPRO, PARADOX 
SMALLTALK 


\DMS/ADSO 
DB2-DBA 


AS/400 
ORACLE/FOCUS 
Contact David Kirk, JASTECH, 
6100 Fairview Rd., Suite 1140, 
Charlotte, NC 28210. 704-552- 
9896, 800-849-9896, Fax 704- 
553-7435. Equal Opportunity 
& . Minorities encour- 





Phone: 713-880-0232 


FAX: 713-880-8938 


Member NACCB 


CONSULTANTS 


inte Interviews 


MAINFRAME: DB82/CICS 
Natural 2 @ internals ¢ CSP 
Bachman @ DASD @ Fed/Chips 
CASE ® VAX/RDB @ Telon 

. 


CICS/Broki 
IDMS/SAS @ it © Focus 
UNISYS 2200 Trans Proc 


CLIENT SERVER: Informix 
e 


DataEase 
Cisco ®@ Visual C/C++ ® HP 
Reha Rogers Conaing 
1212.6 ™ Ave, 9th FI, WYC 10036 


800-338-5995 
212-921-1319 
Fox 212-302-4363 


Please 
Let us help you find a 
better job! 
Nationwide Opportunities 
Permanent and/or Contract 


SMALLTALK 

ORACLE / UNIX DBA’s 
ORACLE / UNIX P/A’s 
AS/400 SYNON 


IMS / DB2 P/A’s 
VISUAL BASIC 
GUPTA / SQL 


Please mail/fax resume to: 
ABSI 
P.O. Box 26242 
O.P., KS 66225-6242 
Fax (913) 681-2237 
Call (800) 775-6177 


COMPUTERWORLD SEPTEMBER 20,1993 145 


IMMEDIATE 


Contract & Perm Jobs: 


A 


Nationwide Opportunities 


MINDBANK () 


8500 Leesburg Pike, Ste 7800 
Vienna, VA 22182 
Call Margaret Manley or Carole Shafer: 
1-800-444-2234 Fax: 703-761-3038 
IEF is a registered trademark of Texas Instruments 


Sunbelt Opportunities 
30 Positions 

@ UNIX, C, C++ 

® Sybase 

1m X-Windows 

& Motif 

@ TCP/IP 


ProTecu Systems 


Group, INC. 


Attn: Dept. HRCW-13 SUNBELT RECRUITERS 


5545 Murray Road, Suite 300 2235-400F E. Flamingo Road 


Las Vegas, NV 89119 = (702) 369-2066 
Attn: Rick Young, C.P.C. 
FAX: 901/767/9350 
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have both.” 





“For one thing, there's a strong 
loyalty factor here that starts at the 
top. There’s an entrepreneurial spirit. 
And while the company is big, and 
getting bigger, there’s a lot of 
opportunity for individual growth 
and contribution. 

Typically, you'd have to choose 
between a small company for growth 
potential or a large company for 
stability. At Compuware, you can 


Regional Manager Chip Davis 
is one of 2,000 computer profes- 
sionals at Compuware. If you think 
you might like to be one, get in 
touch with us. 


Programmer/Analysts wit 
IMS, DB2, CICS, ORACLE 


Product Support 


Representatives/Developers 


M71 Ga 


ee TA BOA 


© CICS 


¢ ASSEMBLER 


Call Recruiting at (800) 292-7432. 
Or send your resume and 

Salary expectations to: 
Compuware Corporation, 
Department CW20, 

31440 Northwestern Highway, 
Farmington Hills, Mi 48334. 

Fax: (313) 737-7676 


Si 
% 
© 


Software Engineer li, 40 hrs/wk 
9am - Spm, $40,500/year. Design, 
develop, and administer software 
for proprietary data communica- 
tion products on DOS/UNIX/NET- 
WARE. platforms. Meet with 
shared access group to determine 
needs, boundaries, complexity 
and priorities of system develop- 
ment projects. Coordinate com- 
munication between hardware 
and software platforms. Evaluate 
new software products. User 
training. Additional tools: MS 
Windows; X-Windows; C; C++ 
TurboPascal; C-Worthy; Borland 
Owl and Zinc; Novell Netware: 
IPX/SPX; TCP/IP; DOS extenders 
Omniview; Double DOS. M.S. in 
Computer Engineering as weil as 
one year experience as a Soft- 
ware Engineer II or Software Engi- 
meer required. Previous experi- 
ence must include: real-time pro- 
eS in C, C++, Turbo- 
ascal in DOS and UNIX: MS 
Windows to develop user inter- 
faces with Boriand Owl and Zinc; 
Novell Netware; IPX/SPX; TCP/IP. 
DOS extenders Omniview; Double 
DOS. Must have proof of legal au- 
thority to work permanently in the 
U.S. Send two copies of resume 
to: ILLINOIS DEPARTMENT OF 
EMPLOYMENT SECURITY, 401 
South State Street - 3 South, Chi- 
cago, IL 60605, Attention: Maxine 
Counts, Reference #V-IL- 
10696-C. NO CALLS. An Em- 
ployer Paid Ad 
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CONSULTANTS 


AiC has over 35 locations 
servicing our Fortune 500 clients, 
ina wide range o 

logies. We offera 


en compensation 
—— on — project or 


sive benefits foriniidel with 
2+ years professional experience. 
EOE. Send or fax penne: 


“The culture 


is unique for 
a company 
this size.” 


- Chip Davis, 
Regional Manager 


COMPUWARE. 


AN EQUAL OPPORTUNITY EMPLOYER 


zaakKkK kK kk 
* APPLICATION x 
x ALLSTARS x 
oe Kk we 
ASSIGNMENTS NATIONWIDE USING: 
* PEOPLESOFT * MARCAM 
* IDE * MAPICS * DBS 

*ASK * BPCS * CA x ISI 
* CYBORG % SW/2000 * SAP 


461 Chestnut Ridge Rd. Sulte 308 
Woodcilff Lake, NJ. 07875 


(201) 391-6270 FAX 391-6740 


Systems Analyst to design, devel- 
op, test and document an inte- 
grated computer manufacturing 
wre using INFORMIX/C in 

IX environment. Porting some 
modules from !8M mainframe to 
UNIX environment. Analysis of 
user requirements using struc- 
tured systems methodologies. 
Software development and en- 
hancements_ using UNIX, DOS/ 
VSE, INFORMIX-4GL, ESQL/C, 
SQL, Shell programming, C, JCL 
and COBOL. wire: B.S. in 
Computer Science/Engineering/In- 
formation Systems with two years 
experience in the above described 
jod duties. Salary: $36,000/year. 
Apply with resume to: Georgia De- 
oartment of Labor, 2972 Ask-Kay 


| Prive, Smyrna, GA 30082, or to 


the nearest Georgia Job Service 


| Center. Job Order #GA 5653168. 





CA & AZ 
Contracts 


P. Murphy 
& Assoc. 
4405 Riverside Dr. #100, 
Burbank CA 91505 
(818) 841-2002 
FAX (818) 841-2122 
Member NACCB 





+— 
ANALYST/PROGRAMMER - 


Meet with client management to 
determine requirements, from re- 
quirements develop  specifica- 
tions. Analysis, design, develop- 
ment, installation, implementation 
& testing of software controlling 
automated mfg. & processing sys- 
tems. Req. Master's Elec. E: 
& 6 months exp. in job or ri fated 
occupation such as Systems En- 
gineer. Exp must incl. Local & 
Wide Area Networking, C, ORA- 
CLE, CIM, JIT, & DISCRETE Man- 
ufacturing Systems, Piant Floor 
Production, RF Communication 
Softwares. $35,000/yr. 40 hrs/wk. 
seg to — ; ae 
‘eggy Dostal, it. for Employ- 
Services, 600 W. Cedar 
Louisville, KY 40202- 
2 “EQUAL OPPORTUNITY 
EMPLOYER" 


PROGRAMMER/ANALYST - 40 
hrs.jwk., 8am-Spm, $36,100/yr. 
To develop software application 
systems on the IBM 3090 main- 
frame utilizing CICS and DB2. 
Create unit test plans & test on- 
line programs utilizing Work- 
station Interactive Test Tool 
(WITT). Require Bachelor's de- 
= in “org Science or 
lectronics Communications 
Engineering, e. expr. in job of- 
fered or 2 yrs. expr. as Systems 
Analyst/Programmer/Assistant 
System Analyst. Experi i 
systems analysis, 
opment on the IBM ‘ 
MVS, Lag 4 = DBZ. * anne 
paid ad 0.E. Send resumes 
to: 7310 Woodware Ave., Rm. 
415, Detroit, MI 48202. Ref. No: 
72693. 





Member of Technical Staff - ie 
for software design necessary for 
developing new broadband multi- 
media applications using TCP/IP 
protocol suite. Develop & imple- 
ment capability for transport & 
processing of digital images incl 
medical images over local & wide 
area, computer & telecommunica- 
tion networks. Develop software 
modules for archiving medical im- 
ages using TIFF format & con- 
verting existing archives from 
ize da- 
tabase of flat or hierarchical medi- 
cal records to new Oracle Rela- 
tional database. Establish com- 
puter networks of Unix work- 
Stations & Macintosh computers 
& establish communications betw 
computers on geographically dis- 
‘sed local area networks. Pro- 
- efficient communications 
betw software applications on 
these computers using TCP/IP 
protocol. Work w/variety of com- 
puter architectures as related to 
software development. Req’s: 
MS Computer Sci or Elec E: 6 
mos exp in job or 6 mos as 
puter Engineer. Must have com- 
pleted grad level coursework in 
computer & data communications 
networks, Digital Image Process- 
ing & Computer Architecture. Ad- 
vanced grad level project work in 
Broadband Communications & 
Digital image Processing, inc! ap- 
plications software development 
in C, is required. Also req’s aca- 
demic/professional exp w/com- 
puter architecture & communica- 
tions over local or wide area net- 
works, installations from single 
computer to networks, terminalis 
& other peripheral equipment, & 
associated network anon, 
ment. 35 hrs/wk; $50,100/yr. 
Send resume/ietter in dup! to 
Case #30818, P.O. Box 8968, 
Boston, MA 02114. 


a. ¢ 40 __hrs/ 


$40,000/year. Design, fae on 
implement and test customized 


t Veniee 
sy oa 
a 


analysis for eee 


agen Be System By, Sok: UN 


ico. APG RPG “bo 
COBOL; cana ans — 
station; TCP/IP; X-Windows; 
C++; MOTIF; Microsoft Wind- 
ows; OPENLOOK; POST- 
SCRIPT. M.S. in Computer Sci- 
ence as well as one year experi- 
ence as a Programmer/Analyst 
vai Graduate Assistant ee 
revious experience mus 
clude: Sun workstation; TCP/IP; 
X-Windows; C++; oom Wits. 
work iS 

MOTIFS PORTSC 


IPT. aoa 
have proof of authori 
work permanently in the s 
Send two s of resume to: 
ILLINOIS DEPARTMENT OF 
EMPLOYMENT SECURITY, 401 
South State Street - 3 South, 
os iL ae Attention: 
Janet Aschenbr Refer- 
ence #V- iL-10779-A. NO 
CALLS. An Employer Paid Ad. 





ATTENTION? 


Corporate 
Recruiters 


Now you can access 
resumes from computer 
professionals with your 
computer modem! Just dial 
1-508-879-4700 with your 
computer and you can search 
for the skills you need on 
Computerworld’s Careers 
On-line Bulletin Board. It’s 
where hundreds of computer 
professionals have left their 
resumes just for corporate 
recruiters like you. 


For more information, call 
John Corrigan of 
Computerworld at 
1-800-343-6474 x201. 


COMPUTERWORLD 


CAREERS 
ON-LINE 


508-879-4700 











How about consistent growth year after year. A diversity of assignments 
simply not available at other organizations. Or, the compensation, 
training and variety you need to get the most out of your systems career. 
You'll find it all at Computer People Unlimited. Because at CPU, we give 
our systems professionals the freedom and resources they need to 
achieve their personal and professional goals. If you're looking for an 
exciting opportunity in the consulting industry, CPU has what you're 


looking for. 


SOFTWARE PROFESSIONALS 
ADABAS  ADS/0 @ AION @ AS/400 COBOL & RPG 
BANKING EXPERIENCE © CICS ¢ CULLINET MFG. SYS. ¢ DB2 ¢ EFTS 
FOCUS © IDMS ¢ IMS DB/DC @ LAN SERVER NETWORK ENGINEER 
MICROSOFT WINDOWS DEVELOPERS @ NATURAL 2 
PC DEVELOPERS @ PL/1 © PROGRESS ¢ SAS 


In return for your contribution, we'll provide a very competitive salary, 
comprehensive benefits, and ample opportunity for continued career 
growth. For information, or for prompt consideration, please contact Bill 
Rudd, Joyce Mosetic or Julie Endlich at 414-225-4000, or call 
1-800-527-8462 for Milwaukee, Madison, Appleton or Green Bay posi- 
tions. Or send your resume in confidence to: CPU, Dept. CW-0919, 732 N. 
Jackson St., Milwaukee, WI 53202. Fax: 414-225-4011. Sorry, no entry- 
level positions are available. We are an equal opportunity employer. 


CONSULTING / 
PERMANENT 


Nationwide Opportunities for For- 
tune 1000's. If you are skilled 
with any of the following you may 
qualify: 


@ Nat/Adabas-Financial or MRP 
Mgrs, Sr P/A, DBA, CSP Sys 

©@ DBS E Series (MSA) 
HRMS, PR, GL, IE, EMR, 
MARS-G & others 
DBS M Series (M&D) 
HR/PR, AR/AP, GL, SDT, PDL, 
Millenium 


* AS400/RPG400, Unix/C, P/A’s, 
LAN, GUI ORACLE/Sybase/Client- 
Serv, VisualBasic, COBOL, CICS, 
0B2, IMSDB/DC, ADW, IEF, HBO 
Medipac, SMS, PeopleSoft, 
Tesseract, Genesys & American 
Software 


For immediate consideration call: 
Virginia Smith 
EN-DATA CORPORATION 
203 E. 3rd St. Ste. 204 
Sanford, FL 32771 
PH (407) 323-0033 
FAX (407) 323-0685 


Sunbelt Opportunities 


40-60K 

40-50K 

45-65K 

40-45K 

+ BS-4EK 

soe BOK 

Opportunities in the Southeast 
and nationwide. Fee Paid 


CORPORATE STAFFING 
CONSULTANTS, INC. 


(704) 366-1800 
Attn: Don Mullis 


le 
g bn 
putt 
a 


STATE OF MAINE 
DATA PROCESSING CAREER OPPORTUNITIES 


Senior Database Analyst (088300) $31,819 - 43,662/yr. 


The State of Maine is accepting applications for current vacancies 
within the Bureau of Information Services in Augusta, Maine. 


Senior Database Analyst - This position is responsible for design- 
ing, implementing, and maintaining complex databases as well as 
serving as a consultant and technical resource to other profession- 
al/technical data processing personnel. Preference will be given to 
applicants with substantial experience with DB2 and/or Oracle. 
Qualifications include 8 years of progressively responsible program- 
ming experience to include a minimum of 4 years experience in 
database analysis, design, maintenance and tuning as described in 
the Careers Opportunity Bulletin. 


Completed applications and supplemental qualifications must be re- 

ceived in the Bureau of Human Resources by 5:00 p.m., October 

18, 1993. Application materials, career opportunity bulletins, and 

supplemental qualification sheets are available at all Maine Job Ser- 
vice Offices or by contacting: 


STATE OF MAINE 

BUREAU OF HUMAN RESOURCES 
STATE HOUSE STATION NO. 4 
AUGUSTA, ME 04333-0004 

(207) 287-4421 


AN EEO/AA EMPLOYER M/F/H 
a 


COBOL, PATHWAY, TAL, 
SEs 
Mas 
DSM, ISM, MSM, GTM, 
1BM RISC/6000, q 
MF Powerbu 
available in the US/ABROAD 
SIG 
800-582-JOBS 
TEL (212)967-2910 
FAX (212)967-4205 


124 W. 30th St. Suite #302 
New York, N.Y.10001 


Opportunities available for 
individuals with the fol- 
lowing backgrounds. 


¢ IDMS/ADSO 

© POWERBUILDER 

®@ POWERHOUSE 

® VISUAL BASIC 

® QUALITY ASSURANCE 
® VISUAL C++ 


ECOM 


10333 N.W. Frwy, #414 
Houston, TX 77092 


(713) 686-9740 
Fax (713) 686-9454 
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« EXCELLENCE IN 
A SOFTWARE CONSULTING 


Our solid reputation is built on our commitment to understand and meet the needs of our clients and 
consultants, and to provide superior service to both on a day-to-day basis 


Contact: Dan {800) 248-9119 FAX (617) 527-8805 
UNIX INTERNALS * VAX/C/RDB/DECFORMS * ORACLE/FORMS 3.0 # 
ORACLE DBA * SYBASE/UNIX/C++ # IDEAL/DATACOM ® SAS 


SEINE MCT. Contact: Jeff — (800) 255-9119 FAX (404) 257-0566 
anes I D82/IMS * STRATUS/COBOL * ORACLE SOL * SYBASE JAM # 
: ASSEMBLER/CICS ® MS-WINDOWS/C++ 


3¥eh3 <0) a MP. Contact: Kevin (800) 248-9119 FAX (617) 527-8805 
= DB2/TELON-MULTIPLE © IBM/CICS/DB2 » IBMi/COBOL/SAS « 
; SYBASE/SOR * ORACLE/UNIX/PARADOX 


Contact: Bill (800) 677-9119 FAX (312) 558-1388 
UNIFACE/ORACLE ® TECH WRITERS » AS400 ASI © 
ADABAS/NATURAL * SYBASE/POWERBUILDER 


felCSY7-) F tale mm@) say Contact: Ed (216) 328-9900 FAX (216) 328-9338 
an ee EXPERT SYSTEMS # IEF/IEW/ADW * MODEL 204 « 
MICROFOCUS COBOL/UNIX * ORACLE » POWERBUILDER 


PTET Rae Contact: Chris (800) 456-9119 FAX (214)497-9053 
ree C++ NETWORK SWITCH * POWERBUILDER/SYBASE « 
UNIX/SUN SYS. AM. © UNIX/SMALLTALK » TESTERS/MICROSOFT TEST 


Contact: Lori (800) 338-9119 FAX (919) 544-9668 
POWERBUILDER * HP/UX 9.0 * VMS or UNIX ORACLE ® 
DB2/IMS/COBOL * SYBASE TRANSACT SOL ® UNIX/C+ 


Contact: Sue 1800) 544-9149 FAX (914] 937-3314 
EASEL » POWERBUILDER * DATA MODELER * NOMAD # HOGAN « 
ORACLE * MS-WINDOWS/SDK * ADA/SYBASE « IEF or BACHMAN 


Contact: Skip (800) 220-9119 FAX (804) 346-0510 
DB2/APS » IMS DB/DC * DB2/COBOL/CICS = BUS. ANALYST/MORTGAGE © 
VISUAL BASIC * C/XENIX * COBOL/PC/MF © IMS DBA 


Contact: Mike (800) 248-9119 FAX (617) 527-8805 
MS-WINDOWS 3.1/SDK * ORACLE/FORMS 3.0 = OS-2/PM/C « 
ORACLE DBA/UNIX ® VAX/RDB/DECFORMS 


AYol haem dlelaler me contact: Tony (305) 779-1500 FAX (305) 728-3457 
‘ ORACLE FINANCIALS * SPEEDWARE * POWERBUILDER * SYBASE * 
; C++ ® VISUAL BASIC » ADW « CICS/DB2 * AS400/RPG or COBOL 


Washington, ‘elem Contact: Kris (800) 367-9119 FAX (703) 790-8467 
' IEF/IEW * UNIX/C/INFORMIX * ORACLE DBA * PROGRESS * 
ORACLE/SOL * ASK MANMAN 


National 


Chicago, IL 


Find out what it’s like to consult with a company that’s building long-term 


relationships based on quality, strength, integrity and vision. - 


The Registry 


Turning 
Technology 
Into Power 


Immediate professional careers for 
permanent placement and consulting. 


The Registry 
189 Wells Avenue, Newton, MA 02159 
(617) 527-9119 FAX: (617) 527-8805 


Member NACCB An Affirmative Action/ Equal Opportunity Employer 


fi AIBLOLEELA PEERAGE 


ORACLE ® e SYBASE ® 
CONSULTANTS & TRAINERS 
EXPANSION OPPORTUNTIES 

MIACO is gaining national and international r 


nition leading the Fortune 500 to success with R 
—— We have oe regional opportunities for 
professionals with 5+ experience in applica- 
tons deepen and Deyree arid witngness to 
or bi 's ee ili jo 
travel required. EOE. 


Fax or send resumes: ATTENTION CW2 


MIACGs>— 


corporation ® 


Western Division 


IBM Applications Programmers 

CICS/VSAM, IMS DB/DC, IDMS/ADSO, Pacbase, 
Powerbuilder, Oracle, IEF, JEW, ADW, and AS400 
TANDEM 

Cobol/Scobol/Pathway, TAL, C/UNIX/SQL 
Client Server 

C/UNIX, X Windows/GUI, OS2/Windows, 
C++/Sybase, Oracle 


Turn to Florida’s Leader 
Computerpeople, Dept. 531 

Orlando Area 

201 S. Orange Ave., Suite 1020 + Criando, FL 32801 
800-299-9953 * FAX 407-843-8153 

Jacksonville Area 

pa ress Green Dr. * Jacksonville, FL 32256 
800-71 8045 * FAX 904-737-7369 

Ft. Lauderdale Area 

3265 Meridian Pkwy.. Suite 122 Ft. Lauderdale. FL 33331 
800-777-8603 * FAX 305-389-0204 

Tampa Bay Area 

12225 28th Sureet North, Suite A * St. Petersburg, FL 33716 
800-329-2626 + FAX 813-572-1153 


Eastern Division 
= Corporate Drive 
Englewood, CO 80111 Landover, MD 20785 
Fax (303) 741-5901 Fax (301) 731-6645 
Phone (303) 741-0381 Phone (301) 731-6640 


info@miaco.com 


€> COMPUTERPEOPLE 
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FEELING 
WORLDLY? 


Help Develop New 
On-Line Products For 
Global Application. 


We're one of the world’s recognized lead- 
ers in customer driven, quality products 
and services. 


We've just put the finishing touches on a 
long term strategic plan to create sub- 

scriber access, on-line systems that offer 
product information, customer order entry 
and automated invoicing. 


Now, we want to build a team of individ- 
uals who are well-versed in user-friendly 
graphical interfaces to develop these ser- 
vices around a large-scale database. 


PC DEVELOPERS— 


MS WINDOWS/MACINTOSH 
Must have at least 4 years of experi- 
ence in applications devel t 
using “C”, C++, and related object-ori- 
ented programming tools. Visual C++ 
is preferred. Excel area en prob- 
lem solving and writt | commu- 
nications skills a must. 


TECHNICAL WRITER 

Requires at least 5 years of MAC or 
IBM/PC experience involving Desktop 
Publishing and creating user help 
screens. Must have demonstrated cre- 
ative skills and leadership ability. 


DISTRIBUTED SYSTEMS 
TECHNICAL SUPPORT 
ANALYST 

Must have at least 3-5 years of HP-UX 
or IBM AIX technical experience. 
TCP/IP, LAN design and software/hard- 
ware interoperability skills also 
required. 


We're located in suburban Chicago and 
provide an se compensation 
package. Join this high visibility team 
now—while we're still on the ground 
floor. Send your resume to our represen- 
tatives in strictest confidence: BB&L 
Confidential as Dept. $4561, 
420 N. Wabash,Chicago, IL 60611. 
Equal Opportunity Employer 





OVERALL GROWTH RATE 3 i 


STABLE 


GROWING AT 


United Nations Rellef and Works Agency for Pales- 
tine Refugees in the Near East providing educa- 
tion, health and relief and social services to a large 
refugees population In the Middle East requires... 


SYSTEMS ANALYST/ 


DATA BASE ADMINISTRATOR 


....for the Agency’s Data Base Applications. The 
incumbent must have solid Relational Data Base 
experience preferably Sybase. He/she will have the 
ability to perform systems analysis and design and 
to implement data base systems. He/she must 
also have knowledge and experience of SQL and 
UNIX. Ideally the incumbent will also have experi- 
ence in Client/Server Application Development. 
Excellent communication skills in English are 
essentials as well as the ability to interact with 
users and other analysts and programmers. 


ESSENTIAL REQUIREMENTS: 


. University graduate in Computer Science. Masters 
Degree in Computer Science desirable. 

. Technical training in Relational Data base. 

. Seven years experience in computer system 
development witii at least four years experience 
in Relational Data Base Administration and data 
base design and at least two years experience with 
the SYBASE Relational Data Base System. 

4. Knowledge of complex computer applications for 

mainframe, minicomputer and microcomputers. 


5. Excellent knowledge of spoken and written English. 


Monthly remuneration (tax free) starting from 
US$52,641 plus fringe benefits. Initial appointment will 
be for one year with a possibility of extension. 


Application before 22 October 1993 to: 


Chief, Recruitment and 
Staff Development Division (VN/13/93) 
UNRWA-HQ-Vienna 
Vienna International Centre 
P.O. Box 700, A-1400 Vienna, Austria 
Fax No. (0222) 230 74 87 


The incumbent of the post will be required to travel fre- 
quently in the Agency's Area of Operations in the Middle 
East. UNRWA, Vienna is o smoke-free environment. 


UNRWA is an equal opportunity employer and welcomes 
applications equally from men and women. Normally 
many applications are received. We will only be able to 
respond to those applicants in whom the Agency hos o 
further interest. 


ANOTHER 

REASON WHY 
COMPUTERWORLD 
RECRUITMENT 
ADVERTISING WORKS ... 


For over two decades, Computerworld has 
delivered qualified job candidates to Ameri- 
ca’s employers. 


And ever since Computerworld’s first 
weekly issue in 1967, America’s companies 
have relied on Computerworld to target 
America’s most qualified computer job can- 
didates. 


To place your ad regionally or nationally, 
call John Corrigan, Vice President/Classified 
Advertising, at 800/343-6474 (in MA, 
508/879-0700). 


Where the qualified candidates look. Every week. 


NAS ee AA erm i lime uA ELC 


INDUSTRY HIRING TRENDS REGIONAL GROWTH ANALYSIS 


14.9% 


6.4% 6.1% 


LESS THAN 25% 


GROWING AT 


MORE THAN 25% 


BUSINESS FAILURES 


SHRINKING 


SURVEY BASE: 245 TECHNOLOGY FIRMS 
INVOLVED IN PHARMACEUTICALS 


SOUTHERN New Soutn- 
CatirormiA jersey & WEST U.S. 
DELAWARE Us. 

VALLEY 


CENTRAL 


4.8% 4.6% 


(.2)% 


(1.8)% 


NorTHERN SouTH- 
New East 
ENGLAND US. 


EASTERN Mip- 
Lakes ATLANTIC 


NORTHERN New 
Cauirormia =—- YORK 
METRO 


Great 
Laxes 


NowvH- 


us, ‘te 


ea 


‘SURVEY ' BETWEEN JUNE "93 AND AUGUST 
"93 TO COVER GROWTH DURING A ONE-YEAR PERIOD CORPTECH, A DIRECTORY PUBLISHER BASED IN WOBURN, MASS., TRACKS THE 
ace , 35,000 TECHNOLOGY MANUFACTURERS IN THE U.S. THIS SURVEY RELATES TO 


© Copyright 1993, Corporate Technology Information Services, Inc., Woburn, Mass. THE 24,585 TRACKED FIRMS WITH FEWER THAN 1,000 EMPLOYEES. 
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How to place your 
recruitment ad in 
Computerworld 


It's easy. All the information you need is 
right here. Just fill out the form and send 
it in. Or call Lisa McGrath at (800) 343- 
6474 (in MA, (508) 879-0700). (You can 
even fax the form to us at (508) 620- 
7739). 


Rates: 
C One Region - $199.42 per column inch 
OEast OMid-West O West 


0 Two Regions - $251.57 per column inch 


DO East/Midwest DO Midwest/West 
O East/West 


0 Nat’! Edition - $276.73 per column inch 


All closings for space, camera-ready 
materials, and telephoned copy for 
pub-set advertisements are 3 p.m. 
Thursday (all continental U.S. time 
zones) 2 working days prior to the Mon- 
day issue. Blind box charges are $100 
(U.S.) and $200 (Foreign). 


Copy: 


We'll typeset your ad at no extra 
charge. Please attach clean, typewritten 
copy. Figure about 25 words to a col- 
umn inch, not including headlines. Mini- 
mum ad size is 2 column inches. Any 
special artwork should be enclosed with 
your ad also. Logos must be submitted 
on white bond paper for best reproduc- 
tion. 


Issue Date(s): 
(issued every Monday) 


Name: 
Title: 
Company: 


Address: 


Telephone: 


CLASSIFIED ADVERTISING 


Box 9171 
Framingham, MA 01701-9171 





Computer Careers 


CATIA CAD/CAM Design 
Engineer wanted to pro- 
vide training and experti 
to personnel on IBM CATIA 
software package as a 
computer aided and 
manufacturing tool for the 
auto industry; requires 2 
yrs. exp. in job offered, in- 
Cluding use of CATIA soft- 
ware; $41.00/hr., $51.00/ 
hr. O.T., 40 hrs./wk., 10 
hrs./wk. O.T. Send resume 
to 7310 Woodward Ave., 
Room 415, Detroit, Mi 
48202. Ref. #71893. 
“Employer Paid Ad.” 


PLV9-EVe-008 


in MA., 
508-879-0700, 
ask for 
John Corrigan, 
Vice President 
Classified 
Advertising. 


COMPUTERWORLD 


Weekly. 
Regional. 
National. 


And it Works! 


Midwest 


SYSTEMS ENGINEER 


Rand Technologies is North America’s largest CAD/CAM sys- 
tem reseller. We have a preferred provider status with the me- 


chanical CAD 


leading software developers, and with 


industry's 
the worid's best UNIX hardware providers. Due to strong 
growth in the central U.S. “re + ne a ch ae a 


ccoaciaiaemnaane 


this position will include; 


responding to cus- 
operating system problems, config- 


tegrating and installing hardware and software, and 
wading conten reaver rowers This posi- 


(Sie the ath 


researc net 


systems 
ta 


akils, the a Sense iooeeise 


'earn new skills and t 


beneficial 
of Novell and TCP/IP internetworking 


PC experience, UNIX shell 
troubleshoo 


seine administration, ae 


ting skills to the unit 


level, a knowledge of X-windows, and a basic knowledge of 


CAD software. 


To be considered for this position, respond by resume to the 
below: 


address 
Rand Tech: 


1920 North Thoreau Drive, Suite 175 
Schaumburg, iL 60173, ATTN: Walt Burton 


Please, no phone calls or faxed resumes. 


( work ) us- 
ing C, ORACLE, & DBASE IV. De- 
sign, implement, & ade NOV- 
ELL network & TCP/IP software 
using ASSEMBLY - replace ex- 
isting software modules. Design, 
implement, & upgrade a 
user interface using C in 
CROSOFT Windows & X wind: 
ows. Maintain & upgrade existing 
softwares using a & ae 
query languages. Min reqs: in 
aan aaa: 1 yr in the job 
offered or 1 yr in prograi in 
C, ASSEMBLY (intel x86 & bo. 
torola 68xxx), & database query 
languages in a windows environ- 
ment, in igning graphical user 
interfaces & database systems, & 
in computer system integration & 
administration in PC LAN & UNIX 
workstation environments. 6 col- 
lege credit hrs in database cours- 
es. Apply at the Texas Empiloy- 
ment Commission, Dallas, Texas, 
or send resume to the Texas Em- 
ployment Commission, TEC Build- 
ing, Austin, Texas 78778, J.O. 
#1X6888452. Ad Paid by an 
Equal Opportunity Employer. 


SOFTWARE ENGINEER, Ann Ar- 
bor, Mi - Develop CAI D/CAM appii- 
a for product design and 
Analyze & develop solu- 

Sonn to CAD problems involving 
surface development for free form 
aaa based on oma. & ana- 
| surfaces. utilities 
—o surface stag aon 
at program- 

mang in Cr C++, C and Fortran on 


platforms ae 
PRIME ope system. Req’ 
Bachelors in on Sci or E 


ware Eng 


exp as 
ae messstant Ps - to in- 
mathematics of surfaces 


based on ae NURBS & ana- 
ee have 


, Detroit, 
Mi 48202. Relerence No. 67393. 


NEW CAREERS 


or FAX 614-847-5633 
AS/400 P/As & S/As 
INFORMIX DBA 


Cincinnati, OH © 513-821-8275 
1429-8 Springfield Pike, 45215 


Associates 


Software Development 
, and modi ob- 


experience mus must include develop- 
ment of aqunateed interface 
modules 


MS (Microsoft) Windows. Educa 

tion to include completion of one 

course in each of the following: 

Artificial Intelligence; Compiler De- 

In of Computing ~ od 
Computer Archi 


an 
ture. ‘Hours: 9:00 a.m. - 5:00 
eae ae ee on 
oe 
wh social ecru 0: 
diana Department of Workforce 
Devetoorant 10 North — 


indianapolis, 
4204, ATTN: Matera Pichonond, 
3288589, An Employer Paid 


Systems Analyst. Convert various 
applic. sys. from Unisys A-10 to 
18M-9021 DASDL, GEM- 
cos oe O° CANDE, 


Software 
Professionals 


National Strateqic 
Resources, Inc 


CLIENT/SERVER 
DEVELOPMENT 


We are looking for developers experienced with 
relational technology to play a critical role in 
building new systems. 


Project Leaders 
Database Administrators 
LAN Administrators 
Programmer/Analysts 
Programmers 
We are a oem any, headquartered in 
the western subu icago, with a commit- 
ment to putting information technology to work 

in our operation. 

Several large projects are underway which will 
reengineer our custom systems for a new era of 
networked computing. Our Systems Department 
is writing applications using: 


CICS and DB2 
Powerbuilder and Visual Basic 


If you have a record of superior academic and 
professional achievement and are highly moti- 
vated, forward a letter and resume to: 


McMASTER-CARR 
supply company 


Chicago, IL 60680-4355 
Equal Opportunity Employer 


ONE RESUME — 100's of 


Assignment Possibilities 


Keep working by simply forwarding a resume to our National 
Recruiting Center. Get a world of attention with just one contact. 
Our National contract 


Our programmers and software engineering employees 
weekly pay, culpvulip asaine meneame 
ee and star treatment. Many positions are salaried with 


aiceeiemeaniiiaaiaal : 
* UNIXIC * SMALLTALK 
* PEOPLESOFT * ADW 27 
* POWERBUILDER * ORACLE 
* OS2 "C° * HP 3000 POWERHOUSE 
* PRESENTATION MGR. * ENVISION 
* PARADOX 
* ADABAS/SOL 
* STRATUS/PL-1 
° MG > c 
* BUSINESS SYSTEMS ANALYST 
* M&D/MSA * INQUIRE/MACRO/SPF 


At The Experts - time is money!! Don't waste either - Fax or 
Mail resume tereg er | to The Experts National 

200 Reservoir St, Needham, MA 
02194. Ped mombar: (817) 40-0716. 


Academic Computing Coordinator 


Emporia Campus box 4018, 1200 Commercial Street, 
Emporia, KS 66801-5087. y 
ESUis an Affirmative Action/Equal Opportunity Employer. 
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a EACLE irectors 


ing economic climate, contracting seems to define 

of the future. If you have 1+ years of experience in the 

‘areas of Software Engineeri ing or Information 
Systems, we would like to meet with you. 


SOFTWARE INFORMATION SYSTEMS 
we MS WINDOWS/C++/TEST OR DDK mm SQR/DATABASE DESIGN Tel: 617/227-1212 
. UNIX/StS ADMIN/NETWORK wm SYBASE/UNIX/JAM Fox: 617/227-6837 
m PC/PROGRESS Woburn, MA 
wm _ 4P3000/POWERHOUSE/COBOL Poo 
mw CICS/COBOL/FINANCIALS 33 


ANALYST (TRUST & cusToDy) “hileago, IL 
ble for a variety of projects directed towards s on DB/DC a (STRONG) ’ Tek: 312/214-6100 
enhancing our Symmetrix (ICDA) product line. Fox: 312/214-3756 


Your involvement will include the definition, . ot GA 
pr and debugging of these products. Tek 404/551-8130 
A with 3 years’ experience programming 

for embedded systems in 68k ASM and C/C++ is Fax OH/SS1-41T7 YH) 6.474 (in MA, 508-879- 
required. Experience with IBM Channel, DASD, sean Tysons Comer, VA}) 0700) 

and SCSI would be a plus. Familiarity with . : Tek: 703/847. 

UNIX, configuration management, real-time OS @ afin: In Fax: 703/761-7095 


(pSOS), and In-Circuit Emlators is essential. : 
ae) ~NEW BOSTON 


Dept. DS-CW. 
Systems Inc. 
A BILL EIS IR 


Manager 


Take on management responsibility for an IBM 
mainframe computer room with 25 CPUs and 5 
terabytes of data used for our unparalleled 
Symmetrix development effort. Your background 
includes experience and knowledge in system 
management and IBM operating systems. MVS 
and VM essential. A BA in Computer Science and 
related areas combined with 5 years’ experience 
in computer room management are required. 


Dept. MY-CW. 
Senior Software Engineer 


Be a key contributor as part of a team responsi- 


If you need good peo- 
ple, we've got them. 
Computerworld reaches 
more than 629,000 com- 
puter professionals ev- 
ery week. That's more 
qualified computer pros 
than any newspaper can 
deliver. And you can se- 
lect either a nao edi- 
tion or national edition of 
Computerworld’s Com- 
puter Careers section for 
your advertisement. 


Tek: 800/676-9559 
Fox: 617/935-7041 
MA 


Where there's 
a way, there's 
a better way. 


As we continue to establish our pre- 
eminence in the competitive storage 
technology industry, all of us at 


For more recruitment in- 
formation, or to place 
your ad regionally or na- 
tionally, call lisa 
McGrath at 800-343- 





EMC take continuous improvement, 
very seriously. Our philosophy of Compu terworl d 


Weekly 
Regional 
National. 


And it works. 


achieving excellence is clearly not 
lip service, but a daily reality. We’re 
as interested in what we're doing 


PaaS 3 Amur Sa 


Call for details 


CONSULTING 


IBM Mainframe 
System Programmer 


This position requires 2-3 years’ experience with 
knowledge of MVS, DASD, I/O subsystems, con- 
figurations and Assembler language. TPF experi- 
ence a plus. Dept. HB-CW. 


wrong because we're serious about 
getting it right the first time, and get- 
ting it better the second. It’s a 
process that calls for exceptional 
people. People with the ability to go 


beyond the mindsets of yesterday. 
Whether your background is engi- 
neering or professional, EMC has a 
dynamic environment ready to 
stretch your talents and test your 


Software Engineer 

As a member of the Software Team, you will be 
developing software for leading-edge high perfor- 
mance/high availability disk array products. You 
must have a BSCS or BSEE, 1-3 years of C pro- 
gramming experience at a driver level, pSOS expe- 
rience and I/O Subsystem development. 
Experience developing a product which was 


mettle, as far as you'll let it. 


EMC offers highly competitive salaries and a wide range of 
company benefits including a stock-purchase plan. For imme- 
diate consideration, please fax or send resumes, quoting the 
appropriate dept. code, to: Human Resources, EMC 
Corporation, 171 South Street, Hopkinton, MA 01748-9103; 
Fax: (508) 435-8884. In an effort to acknowledge your 
response more expediently, we thank you in advance for not 
calling. An Equal Opportunity Employer. 
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As New England's leading cellular communications 
compony ond o subsidiary of Southwestern Bell, 
CELLULAR ONE is ot the forefront of introducing 
innovative and exciting technologies to the area. 


Systems Analyst 


In this position, you will provide software support 
for our Cellular Subscriber Management System as 
well as design and develop enhancements to exist- 
ing systems. 


To qualify, you will need o Bachelor's degree and 
3-5 years of system development/support experi- FF 
ence in a VAX/VMS environment. Knowledge of [i 
Rdb, COBOL and BASIC ore required. Experience fF 
with ACMS is a plus. 


End User Support Specialist 


In this position, you will provide software and hard- 
ware support to the personal computer users. In Bf 
addition, you will evaluate new personal computer 
hardwore and software tools. 


The successful candidate will have a B.S. degree in 
a computer related field ond 1-2 years of technicol IF 
support experience. Familiarity with MS-DOS, MS FF 
Windows, Lotus 1-2-3, WordPerfect, Horvard 
Graphics, DecPathworks, and Novell Netware is 
desirable : 
We offer competitive salories and on excellent 7 
benefits program plus an exciting work environ- FF 
ment. Please send or fax your resume with salary 
requirements to: Cellulor One, Human Resources, ff 
100 Lowder Brook Drive, Westwood, MA 02090. 
FAX (617) 462-5072. We are an equal opportunity 
employer (M/F/D/V). Principals, please. 


CELLULARONE’ 


The One For — A Career. 
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taken to market is also required. Dept. MR-CW. 


EMC 


THE STORAGE 
ARCHITECTS 


Computerworld 
recruitment 
advertising 
works! 


That's because 
more computer 
professionals 
read more re- 
cruitment ads in 
Computerworld 
than in any other 
newspaper. 


For more infor- 
mation or to 
place your ad, 
call Lisa McGrath 
at 800-343- 

6474 (in MA, 
508-879-0700). 


Weekly. Regional. 
National. 
And it works. 


An |10G Communications 
Publication 





Contract Solutions is offering long—term consulting opportuni- 
ties throughout the United States. We are actively recruiting 
for professionals with expertise in RDBMS, Client/Server, 
Communications and Graphical User Interface technologies. 


@ ADABAS © RDB 
© MSS © DB2 
@ CNCOM @ IMS 


SELECT POSITIONS PAY UPTO $130,000 PER YEAR 
COMMUNICATIONS 


@ AM © NOVELL XB 
© FDI © BANYAN @ X400/X.500 
@ Te/P © PATHWORKS © © SONET 


@ ORACLE 
@ PROGRESS 
© SYBASE 


603-893-6776 


Fax 603-893-4208 
Seem, at 0at9-4515 = 1-800-998- CSI 1 (2741) 


Computerworld, the leading cana celihee 
tion for the computer industry hos an opportunity 
in its Database Division. You will be responsible 
for software development and ongoing client 
technical support, enhancing QC and dato entry 
systems, as well as participating in new system de- 
velopment efforts. This position requires 1+ years 
experience in Xbase language, exposure to 
Windows, data communicotions and hardware 
upgrades. Exposure to a Unix environment and 
database tools (Sybase, Informix, Oracle) a plus. 
Exposure to graphics and OOP tools (Compel, 
Toolbook or Harvard Graphics) and C or C++ 
also beneficial. 


Computerworld, an IDG company, offers a prog- 
ressive benefits package, including participation in 
our Employee Stock Ownership Plan, and actively 
seeks to diversify its workforce. 


Please send a resume with salary history to: Susan 
Perry, Director of Human Resources, COMPUT- 
ERWORLD, 375 Cochituate Road, Framingham, 
MA 01701. 


REASON WHY 
COMPUTERWORLD 
RECRUITMENT 








ADVERTISING 
WORKS ... 


A late advertising close means you get 
quick response. Computerworld needs 
just 2 working days notice for your ad 
to appear in the next weekly issue! 


In fact, when we receive your materi- 
als or faxed copy for your ad by 3 p.m. 
the Thursday before the Monday issue 
date, your ad will appear that Mon- 
day!* (Space reservations closing date 
is the same time the previous day). 


* Holiday closings may vary. Please call for details. 


To place your ad regionally or national- 
ly, call John Corrigan, Vice President/ 
Classified Advertising, at 800/343- 
6474 (in MA, 508/879-0700). 


Where the qualified candidates look. Every week. 








CONSULTANTS 
TECH WRITERS 


Networking 
Netware, TCP/IP 
Encryption algorithm 
Print Server, Sharin 
Streams Drivers, TU 


Documentation 
Lotus - all packages 
DCE, OSF, UNIX 
MOTIF, C, ADA 
HW DOCS, VME bus 


Programming 
VAX 1032, Basic 
Con UNIX, PC, VMS 
Stratus Financial App! 
OS/2 Input/Output 


Contact Katherine Boulton at: 


Business Logic, Inc. 
121 Mystic Avenue 
Medford, MA 02155 

617-391-7322 
617-391-2381 (fax) 


MEMBER NACCB 


VLVI-EVE-008 


in MA., 
508-879-0700, 
ask for 
John Corrigan, 
Vice President 
Classified 
Advertising. 


COMPUTERWORLD 


Weekly. 
Regional. 
National. 


And it Works! 
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Midwest 


-con-ven-tion-al 


THE DICTIONARY DEFINES IT AS not bound by con- 
vention. it also describes the kind of exciting temporary positions 
we're offering experienced self-starters who like to think and work in 
non-traditional ways. We think we've created a systems person’s dream 
environment here at Fidelity. And, if you’re the type who would like to 
work with unsurpassed technological tools and exceptional people, in 
an unconventional position, please consider the following openings: 


BAe CO ee 


In these positions, averaging six months or more, you'll work directly for 
an established world-class development organization with an ongoing com- 
mitment to systems technology. We are seeking people with experience in 
anv of the following areas: 


MAINFRAME MID-RANGE CLIENT/SERVER 
COBOL AS 400 Sybase 

Microfocus COBOL VAX COBOL Oracle 

cIcs C, C++ 

Easvtrieve Plus Pc : LAN Visual Basic 

DB2 FC Support X Motif 


Focus Novell Windows 


IDMS MS Access 


Please note that all temporary assignments are W-2. To qualify, please 
send your resume to: 
Fidelity TempSource, Department CW, 
82 Devonshire Street, A3C, Boston, Massachusetts 02109 
fax 617-772-4398 


Fidelity é” Investments: 








TECHNICALLY, 


PHCS 
SPEAKS 
YOUR LANGUAGE. 


PHCS - PEopte 


MANAGING 


PHCS has established an exciting record of growth and success as a national 
managed healthcare organization positioned on the leading edge of today’s 
technology. If you're looking for opportunity, challenge and the chance to 
work with the latest, most advanced technologies - it's time to talk to PHCS. 
We will relocate to our new facility at Bay Colony Corporate Center in 
Waltham this year. 


4GL PROGRAMMER/ ANALYSTS —BUSINESS APPLICATIONS 


Many of our IS teams are still expanding and we need experienced and highly 
motivated technical professionals to interface with end users, analyze prob- 
lems, and develop and maintain information systems using state-of-the-art 
tools, including PROGRESS, ORACLE and UNIX. The ideal candidates will 
have 2 plus years of programming experience in business applications utiliz- 
ing structured development techniques and knowledge of 4GL relational 
database systems on UNIX platforms. Experience in healthcare or insurance 
industry a plus. 


PHCS offers competitive salaries and excellent benefits including health/ 
dental insurance, 3 weeks’ vacation, on-site aerobics, tuition reimbursement, 
and a non- smoking work environment. Please submit your resume to: Human 
Resources, Private Healthcare Systems Inc., Dept. CW/4GL, 20 Maguire Rd., 
Lexington, MA 02173, An Equal Opportunity Employer, M/F/D/V. 


PRIVATE HEALTHCARE SYSTEMS 








MISSION 


Career Growth 


Biogen is a profitable fifteen year old biotechnology company 

engaged principally in developing genetically engineered human 

pharmaceuticals. As a result of its early research, Biogen now derives 

revenues from five products being sold by its licensees or affiliates in various coun- 

tries. Biogen currently directs its research and development into areas where the 

company has particular strength - inflammation, cardiovascular disease, AIDS and 
certain cancers and viruses. 


Manager, Systems and Network 


This position requires a proven network/systems professional with 10+ years’ expe- 
rience in VAX/VMS systems management to supervise and manage a variety of daily 
computer operations, DECnet operations and systems projects within a “produc- 
tion” systems management environment. Specifically, you will configure and tune 
VMS and pathworks (DOS & MAC); perform DCL programming; and install/support 
third-party applications, VAX/VMS clusters and RDBMS (Oracle preferred). 
Candidates should also have 4-5 years’ network management experience, including 
knowledge of DECnet , LAST and LAT, plus the ability to configure and support ter- 
minal servers, hubs and bridges. Preference will be given to applicants who possess 
experience in the following: UNIX systems management, TCP/IP installation and 
management, installation and support of third party UNIX applications, Novell 
Netware management and configuration, and "C* and Fortran programming. 


Senior Scientific Applications Developer 


We seek a goal and technology-oriented professional with a basic understanding of 
molecular biology and chemistry to assume overall project management responsibil- 
ities on a variety technical and scientific applications, such as chemistry databases, 
laboratory automation, DNA analysis and molecular modeling. This will involve per- 
forming requirements analysis, system design and integration of scientific systems; 
designing, developing, testing and documenting scientific and technical software 
applications; and evaluating technical software applications, tools, databases and 
languages. To qualify, candidates should possess a BS in Computer Science or an 
advanced science degree, advanced course work or a degree in Molecular Biol 
and/or Chemistry, plus 10+ years’ experience in scientific applications analysis, soft- 
ware development and systems integration within a similar environment. Specific 
technological requirements include familiarity with database design and develop- 
ment in Paradox, 4th Dimension and Oracle; experience programming statistical 
analysis algorithms using SAS and RS1; experience installing, managing and manip- 
ulating scientific data and data structures; and demonstrated expertise in digital sig- 
nal processing techniques. 


Desktop Specialist 


We currently seek a highly skilled PC professional to perform a broad spectrum of 
functions such as providing first line enduser troubleshooting support, upgrading 
software applications and working with endusers to build database applications 
using Paradox and 4th Dimension. Additional responsibilities include conductin: 
inventory maintenance and verification, as well as installing and configuring |B 
PC/Macintosh/UNIX® hardware and software.To qualify, applicants must possess a 
BS degree along with PC, Macintosh and UNIX hardware/software experience, 
including solid installation and troubleshooting skills. Experience with DOS 5.0 and 
System 7 required, as is thorough knowledge of the following software packages: 
QEMM386, Windows 3.1, WordPerfect (DOS 5.1 & Mac 2.1 Windows), Excel 4.0, 
Paradox, 4th Dimension and Microsoft Projects 3.0. Experience with Digital 
Pathworks (PC & Mac), UNIX and VMS operating systems preferred. 


Biogen offers what few companies in our industry can - Stability, Profitability, 
and Growth. In addition, our compensation and benefits package, which 
includes relocation assistance, is one of the best in the industry, and is 
designed to attract and retain the finest talent available. If you are one of the 
best, you have an opportunity to join us now. Please forward your resume to: 
Joe Mini, Biogen, Inc., 14 Cambridge Center, Cambridge, MA 02142, 
FAX# (617) 252-9595. Biogen is an Equal Opportunity Employer. 


BIGEEN 


Results. 


Computerworld gives recruitment advertisers results. 
Weekly. Regionally. And Nationally. 


To place your ad, call Lisa McGrath at 800-343-6474 
(in MA, 508-879-0700). 


Weekly. Regional. National. 
And it works. 
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Looking for 
qualified 
computer 
professionals? 


Look no further. More than 629,000 
computer professionals read Comput- 
erworld every week. And you can reach 
all of them -- or just the ones in your 
region -- with a regional or national 
recruitment advertisement in Comput- 
erworld’s Computer Careers section. 


WE HAvE More OPPORTUNITIES 
Across THE NATION 

BECAUSE WE Are 

Across THE NATION. 


AS/400, BPCS...CASE ¢ AS/400, TCP-IP * DB2/CICS/TELON ¢ MF COBOL & FOCUS P/As ¢ 
COBOL/UNIX ¢ MS WINDOWS/VISUAL BASIC ¢ POWERBUILDER/SYSBASE ¢ 
FOXPRO/CLIPPER/PROGRESS ¢ ADABASE/NATURAL ¢ OSF/ADA « ADA COMPILER ¢ 
TANDEM ¢ ACMS ¢ C/UNIX/JAM ¢ SAS ¢ PL/I-SQLDS P/As * BANKING (ALL AREAS) ¢ 
NETWORK ADMIN ¢ UNIX SYS ADMIN ¢ ALPHA ENG’R ¢ UNIX/TRUSTED SYSTEMS ¢ 
UNIX/RELEASE ENG’R * DG/AOS SYS MGR «¢ C/UNIX/PERL SCRIPT ¢ VAX/PROJ MGR 
OS2/LAN SVR/GUI ¢ NOVELL CNE ¢ UNIX/NT PORTING *SYSBASE/DB-LIB/C « 
PC/FORTRAN P/A *RAMIS/SBX ¢ MS ACCESS 


For more information, call Lisa McGrath 
at 800-343-6474 {in MA, 508-879- 
0700); or call your local sales office 
listed below: 


BOSTON: 375 Cochituate Road, Box 
9171, Framingham, MA 01701-9171, 
Nancy Percival, 508-879-0700. 


NEW YORK: Mack Center 1, 365 West 
Passaic St., Rochelle Park, NJ 07662, 
Valerie Galbo, 201-587-0090. 


If you are seeking quality software consulting 
opportunities in your area, The Computer Merchant, 
Ltd. can provide them to you. With opportunities 
throughout the United States in big cities and small towns 
alike. you won't have to travel far to enjoy the By maintaining open lines of communication among our 
challenging consulting projects The Computer Merchant regional offices, our consultants, and our clients, project 
offers success is assured. 

As a Computer Merchant consultant, you'll be part Expertise, experience, teamwork, and service are 
of the recognized source for expert consulting services. the keys to success for Computer Merchant consultants. 
Since 1978. Fortune 500 companies have called on Software professionals with at least 3 years of experience 
Computer Merchant consultants for immediate short-term looking for a chance to move ahead without moving 
help and long-term solutions in both standalone and around, contact The Computer Merchant, Ltd. 
networked environments. The majority of our clients DS office in your area, or fax your resume to 
are repeat business and referrals and include all us at our corporate headquarters 


major computer vendors. 

Computer Merchant consultants know that with 
regional offices in Chicago, Atlanta, Los Angeles, and 
headquarters in Norwell, MA, support is always available. 


WASHINGTON, D.C.: 8304 Profes- 
sional Hill Drive, Fairfax, VA 22031, Katie 
Kress, 703-573-4115. 


CHICAGO: 10400 West Higgins Road, 
Suite 300, Rosemont, IL 60018, Patricia 
Powers, 708-827-4433 

LOS ANGELES: 18008 Sky Park Circle 


Murphy, 714-250-0164. 


be Suite 145, Ivine, CA 92714, Barbara 


THE COMPUTER MERCHANT, LTD. 


CORPORATE HEADQUARTERS 
80 Washington St., Bldg. S, Norwell, MA 02061, (617) 878-1070, FAX: (617) 878-4712 


SAN FRANCISCO: 18008 Sky Park 
Circle, Suite 145, Irvine, CA 92714, 
Barbara Murphy, 714-250-0164. 


ATLANTA 
449 Pleasant Hill Rd.. Suite 301 
Lilburn. GA 30247 
(404) 279-8009 


LOS ANGELES CHICAGO 
180 Newport Center Dr., Suite 180 625 North Michigan Ave. 
Newport Beach, CA 92660 Chicag 


0, IL 60611 
(714) 720-8435 (312) 751-4299 


Where the qualified candidates look. Every week. 
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ATTENTION: 
PROGRAMMERS 
Exciting opportunity 


IS Director 


Challenging career opportunity in Florida for 


SYSTEMS ANALYST 


Our People Are The Answer. 
IMI Systems, Inc., is a leading international 
Information Technology Consulting firm. We offer 
exciting opportunities in implementing solutions 
using new technology and in the outsourcing of 
Mainframe systems. 


OBJECT ORIENTED DESIGN 
©C++ ¢ Smalltalk 


JENT-SERVER ARCHITECT: MENTERS 


experienced manager to lead staff through 
client/server migration. Must have proven 
track record and hands on experience with 
Relational databases and knowledge of GUI 
development. Sybase, Powerbuilder, and 
VMS desirable. Send resume in confidence 
to Don Collins: 


Technology Partners, Inc. 
1460 Golden Gate Porkway, Ste. 258, Naples, Fl 33942 


LAN/WAN ¢CNE 


¢ Open Systems 
T 
eiIMS ¢DB2 





IMI Systems Inc. 


1500 Broadway, New York, NY 10036 
Phone: (212) 944-1555 Fax (212) 944-1720 


¢ MultiPlatform/Distributed Systems 


°IDMS 


We offer a competitive benefits package, 
including 401k and training. For confidential 
consideration, send your resume to or call 


Programmer-C/Senior Analyst 


CD-ROM 
GROWTH OPPTY 


Exceptional ground-floor oppor- 
tunity to join information industry 
innovators in support of new 
technology development. Need 
personnel at either Rockville, MD 
or New Providence, NJ locations. 
Require 2+ years exp with CD- 
ROM, S&R, and SGML coding for 
DOS and Windows. Offering 
competitive 

stock options. EO! 

resume and salary 

SST, 11400 Rockville Pike, 

750, Rockville, MD 20852 or fax 
301-231-0192. 
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OP STAFFING SINCE 1969 
ata ‘ 


AVAILABILITY, 

Dept. C.P.O. Box 25434 
Tampa, Florida 33622 
813/286-8800 
7 ee R IPs: b era 


with an industry 
leader... 


CMS/Data Corporation, a 
leading developer of law 
office automation prod- 
ucts, is searching for pro- 
gramming talent. Candi- 
dates should have experi- 
ence in BASIC (preferably 
Business skingkon and 


Portunity. Qi 
dates are ons tosenda 
resume to: 


C. McCray 
124 Marriott Dr., Suite 200 
em 
‘ax: 


wee Eat ones Ee carding Emp: 


ment Securi 


Job Order #SC2000125. 
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PROGRAMMER/ 
ANALYST 


At Computer Power Group, our 
commitment to career develop- 
ment sets us apart from the com- 
petition. We're the Sarmeton 
systems consulting firm ri 

nized nationally for our service 
specialties in quality assurance, 


ailable 

FLORIDA for those with 2+ years 
experience: 

© IMS DB/DC & COBOL Ii 

© DB2 & COBOL Ii 

© POWERBUILDER 

@ SYBASE 

©@ SMALLTALK 80 

© ORACLE w/C++ 
FAX your resume NOW to: (813) 
951-1049 Attn: Caria or send to: 
Computer Power Group, 406 
Sarasota san Sarasota, FL, 
34236, or call (813) 955-5399. 


NY / NJ / CT 
Contract Positions 


@ UNIX System Administration 
@ FOCUS 
@ DB2, CICS, IMS, ED! 
@ POWERBUILDER, 
VISUAL BASIC 
@ SYBASE, ORACLE 
@ WINDOWS, C++ 
@ IEF, ADW 
@ C,C++,0S/2 PM 


COMPUTER 
CONSULTING 
ASSOCIATES 

578 Post Road. Sutie 503 
Westport, CT 06880 

Tel. (203) 255-8966 

Fax (203) 255-8501 


Results. 


Computer- 
world gives 
recruitment 
advertisers 
results. Week- 
ly. Regionally. 
And Nationally. 


To place your 
ad, call Lisa 
McGrath at 
800-343-6474 
(in MA, 508- 
879-0700). 


Weekly. Regional. 
National. 
And it works. 


An IDG 
Communications 
Publication 





RESOURCES INTERNATIONAL, INC. 
Information Technology Specialists 
Our expanding list of clients has created the need to 
add significantly to our current staff of outstanding 
systems professionals in Florida and the Carolinas. 
Resources International, Inc. known for it's expertise 
in the Digital Equipment arena, has been expanding 
into Windows/SQL, and Client Server/OpenSystems 
development in order to continue to meet new 


technological challenges. 


Our corporate offices and Software Development 
Center are headquartered in Atlanta, with satellite 
offices in Florida and North Carolina. Resources 
Intemational, Inc. offers competitive salaries, and a 


plan. 


| comprehensive benefits package, including a 401K 


Software professionals with at least three years of 
experience, call, fax, or send your resume to our 
corporate headquarters for immediate consideration. 


*VMS/Rdb/FORTRAN 
*VMS/ORACLE 

*Rdb DBA's 
*VMS/C++/Rdb 
*VMS/GEMBASE 
*VMS/SmartStar 
*VMS/Rdb/COBOL/C 


*Client Server/Windows 
*C++/Windows 
*GIS/ARCINFO 

*PC Networking 
*IMAGING 

*LIMS 
*NOVELL/Oracle 


*VISUAL BASIC 


RESOURCES INTERNATIONAL, INC. 
301-570 Colonial Park Drive 
Roswell, GA 30075 
404-594-7500 
FAX 404-587-1932 


Southeast 


Computer Consulting Group, has 

immediate openings on its south- 

east consulting staff for talented 

Programmer/Analysts. We're es- 

pecially seeking 

¢ IMS or CICS or DB-2 

° APS or CSP 

* UNISYS MAPPER 

* TESSERACT 

° VISUAL BASIC 

° IMS System 
Programmer 


Computer 
Consulting 
Group 

Contract Professional Services 
"-@109Wake Forest Rd. 


Suite 307 
Raleigh, NC 27609 


1-800-222-1273 


FAX (803) 738-9123 
Member NACCB 


Systems Analyst: analyze, oan 
develop, test & implement finan: 
cial, inventory management & 
commercial tions software, 
voice response de- 
vices using systems such as 
Prime 50 series, Prime EXL, & 
1BM PC platforms under UNIX, 
VAX/VMS, PRIMOS, OS/2, MS- 
DOS opera systems & X.25, 
SNA-RJE, & SNA-LU6.2 commu- 
ae Protocols and software 
qua S such as ORACLE, Pi+, 
Pr jLACKSMITH, COBOL, C, 
SOL” 4GLs, & FORTRAN. Pre- 
pare technical reports & user 
manuals. Debug, modify, fine 
tune, code optimization & on-site 
support of various customized 
software pack ee $36,000/yr. 
40 eee BSCS or equiv. degree 
that includes sre, in 


fon Syetumne of Oem of Data Br 


& 2 yrs. exp. in softwere design 
development. Back: 


include proficiency in PRIMOS 
systems administration & data- 


ware for use on Unix operat 
— Proficiency in ieee 

database & skills in CO- 
BOL, FORTRAN, Blacksmith, 
Prime EXL, & X.25 communica- 
tions. Submit — to the Ke 
gia ewes Labor, Job 
der #GA 5654819 ee Atkinson 
Road, Lawrenceville, GA oe 
to the nearest Georgia Job Ser- 
vice Center. 


Computerworld 
recruitment 
advertising 
works! 


That's because more computer profes- 
sionals read more recruitment ads in 
Computerworld than in any other news- 


paper. 


For more information or to place your ad, 
call Lisa McGrath at 800-343-6474 (in 


MA, 508-879-0700). 


Weekly. Regional. National. 
And it works. 


An IDG Communications Publication 


Midwest 


Contracting is more 
permanent than 
you think! 


if you have ever considered becoming a @onsk 
now is the time! ‘* 


Our clients have clearly forecasted and 


long-term contract programming need 

trends indicate that, contracting is thew 
offering financial reward, greater stability than € 
and the opportunity to explore varied Work ¢ 


Contact: James 


SOFTWARE MIS _ 
C++ CO 
WINDOWS DB2 = 
SYBASE IMS 
SMALLTALK CELLU 


SOFTWARE 
ORACLE 

UNIX KERNEL 

C++ / MS WINDOWS 
HW / VIEWLOGIC 


SOFTWARE 
C ++/UNIX 
SMALLTALK 
INFORMIX 
NOVELL CNE 


Cate kd es 


Contacts: Pam 
Peter 


Contact: Stephanie 


= 
MF /CIGS/ FINANCIAL 


MIS 

APS / DB2 
BANKING 
SYBASE DBA 
CLIENT / SERVER 


- TSG Technical Services - 


“"® Branch Office 


~ 6845 Fairview Rd-c 

~ Charlotte, NC 28210 
704-362-2410 
800-249-7269 
Fax: 704-362-2805 


Branch Office 

92 Montvale Ave. 
Suite 1000-C 
Stoneham, MA. 
02180-3625 
617-438-5900 
800-992-3032 

Fax: 617-438-4836 


Branch Office 
2970 Clairmont Rd 
Suite 520-c 
Atlanta, Ga 30329 
404-633-0646 

Fax: 404-633-7765 


Equal Opportunity Employer 
phnical Services a division of The Systems Group Inc. 


oe, vee 
IS PROFESSIONALS tS: 
Opportunities abound in the 
Southeast for talented, experi- 
enced (3 years minimum) Pro- 

ammers, Senior PA's and 

A's. Join our talented staff 
and work in state-of-the-art en- 
wronments on challenging 
projects: 


- DB2, CICS, COBOL lt 

- APS, CICS, SQL 

- PL/1, IMS DB/DC 

- COBOL Ii, IMS DB/DC 
+ 


og? doce 
Sos0 


. 
° 


Fs 


blink of an eye, our screen-based financial information 


‘ds cimcicaname With a broad spectrum of new development work at 


compensa- 
tion, relocation assistance, full 
benefit package and educa- 
tion reimbursement. Send your 
resume TODAY! 


= "A= 


AMERICAN 
COMPUTER 
PROFESSIONALS 
140 Si Orive 

Suite 3: 
Columbia, SC 29210 


design and development projects. 
To be successful, you must have at least 2 years C a 


oe 
See dees ‘see 
. . 


gece cece see 
Seoe 3 

See: 
Seed “s cee’ 


packages. 


history and requirements to: Employment Manager 


We are an equal opportunity employer M/F, 


RELI TERS BPE 


800-933-9227 
Fax: 803-779-1955 
Equal Opportunity Employer 


For consideration, please send your resume which MUST include salary 


Information Technology, 88 Parkway Drive South, Hauppauge, NY 11788. 


eee es seeccesees sees see 
"3 ss 


: 2 ee 
S geee sees coe 
s 3 oo 
3S Seco ° 


‘THE WORLD'S EYES 
ARE FOCUSED 


ON REUTERS 
Why Don't You Take A Look? 


High-speed communications technology and sophisticated software 
applications are creating an exciting career environment at Reuters. In the 


systems, and PC 


workstations that run in Microsoft Windows tell the entire world what's up. 


our Long Island 


Technical Center, we're looking for people like you for state-of-the-art 


nd MS Windows 


programming experience plus a solid understanding of PC architecture. A 
BS in Computer Science is required, MS degree preferred. 


Reuters offers a quality environment with all the dynamics for success 
including a technical career path and competitive compensation/benefits 


geees 
Sees eons 


. 
ee 0008 coe esses 


CW-96, Reuters 


oe e 
‘eee 


ION. 


2 presen gees gees, ma 
: gree ge 
Mae Seced “soe” 
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Data Processing 


following: C. C++. 


support the applications devel 


relational database technology. 


KnowledgeWare. Inc.. 


Instructors 


tants 


ent to 
it and support activities of the 


parent company’s corporate staff departments 


Candidates should possess a strong background in coaching infor- 
mation systems professionals in the design, development and impie- 
mentation of financial and human resources systems. Individuals 
should have significant information systems experience in an inte- 
grated ae environment utilizing client server architecture and 


If you are interested in exploring our opportunity further, send your 
resume with salary requirements to: Ingram industries inc., Atten- 
tion: Human Resources Department, 4400 Harding Road, Nash- 
ville, TN 37205. An Equal Opportunity Employer. 





a 

Software Engineer: Design, de- 
velop, analyze, and enhance 
software utilized in electronic 
wholesale banking, cash man- 
agement, account reconcilia- 
tion, customer service, and reg- 
ulatory compliance. Must have 
minimum Master's in Electrical 
Engineering or Computer Sci- 
ence, 1 year experience in job 
or 2 years in computer system 
engineering, be thoroughly fa- 
miliar with, and proficient in, C 
C++, DEC/VMS Assembler. 
Unix, VMS, X Windows, Data- 
base Design, Communication/ 
Network, and Graphics User In- 
terface, and present proof of le- 
gal authority for full-time em- 
ployment in the U.S. M-F, 9AM- 
5PM, $32,728.00/yr. Those in- 
terested and qualified, send re- 
sume, or apply in person, to GA 
Dept. of Labor, 2943 N. Druid 
Hills Rd., Atlanta, GA 30329- 
3909. Job Order # GA 
| 5648223. Employer paid ad 
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Noblestar Systems Corporation 


has been actively involved in cii- 


ent-server development efforts 
using PowerBuilder since early 
1991 (Version 1.0). We are also a 
certified PowerBuilder training 
partner. and one of the earliest 
members of Powersoft's consult- 
ing partners program. Our on-go- 
ing efforts currently provide op- 
portunities for expenenced Pow- 
erBuilder developers to join our 
firm. For more information or to 
discuss your qualifications, 
please call Marlin Schrock at 


| NOBLESTAR SYSTEMS 


CORPORATION 
3141 Fairview Park Dr.. #400 
Falis Church, VA 22042 


Telephone: (703) 641-8511 
Fax: (703) 641-8517 


EOE/M/F/H/V, PRINCIPALS ONLY 
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All of the usual challenges — 
None of the usual solutions. 
Consulting for KnowledgeWare 


When it comes to. providing answers:for today’s complex 
business problems, here’s a company that’s developing sophisticated 
solutions with full force. KnowledgeWare, one of the country’s leading 
vendors of highly advanced application development tools, is 
reshaping itself to better support the industry's.needs, as well as the 
demands of our diverse customer base. By-offering highly 
sophisticated products, methodologies:and consulting and-training 
services, we're positioned better than ever to protect and enhance our 
customer's CASE investment. If you have a technical background, 
business savvy anda mind for creative thinking, you'll appreciate 
KnowledgeWare's entrepreneurial environment, which is anything but 
usual. We currently have openings available across the country. These 
positions require approximately 50%-75% travel. 


This position requires someone with 3+ years Programming/ 
Systems Analyst experience in one or more of the following: 
Windows; Client Server Communication; GUI Design; and/or Network 
Database Server. You'll also need knowledge of one or more of the 
and ADA: Objectview or other 
Windows/Presentation Manager application development tools 
Previous training or “a aa ence a plus 


For this position you must have a strong application 
development background and a track record of proven consulting 
performance. A strong working knowledge of KWI products (ADW, 
IEW, Objectview. Flashpoint) is required. A minimum of three years 
consulting experience in the following environments is required: 
mainframe, AS/400 or client server. You must also have a strong 
working knowledge of analysis to design and construction transition, 
encyclopedia management and associated technical issues in at least 
one of the following database environments: DB2, Oracle or Sybase. 


In return. we offer a competitive salary, comprehensive benefits 
and the opportunity for career advancement in a rapidly growing and 
exciting company. If you are an energetic and self-motivated 
professional, we're ready to learn more. Send your resume to: 

Attn: HR/JR, 3340 Peachtree Road, NE, Atlanta, 
GA 30326. You may fax your resume to (404)365-0239. An Equal 
Opportunity Employer. M’F/D/V. No phone calls or agency inquiries. 


KnowledgeWare’ 


DIRECTOR OF CORPORATE SYSTEMS 


As one of America’s largest privately held companies, Ingram’s di- 
versified business activities include wholesale distribution of micro- 
computer products, books and video tapes, iniand marine transpor- 
tation, manufacture of oil and gas wellhead equipment, and insur- 
ance. We currently have an opportunity for a systems and program- 
ming professional with proven expenence in project man: 


Software Consultant: Assist cus- 
tomers to determine solutions to 
Ethernet and Token Ring LAN Sys- 
tems computer issues for achieving 
short and long range solutions un- 

der OS/2-Noveli NetWare. Develop 
fix patch standardization for Edu- 


pack- 
ages for OS/2 Base Platform under 
NetWare environment using Pres- 
12. Perform C tan- 

iS ee File 


ramming, experience with 
S/2_Novell Netware, C aguas 
and Batch File programming, and 
with Ethernet Token Ring 
LANs. Must have a Bachelor's de- 
gree in Computer Science and one 
ear ex) in the sition. 
50,000/yr. 40 hrs/wk, 8:50 
5:30 pm. Send resume to: Job Ser- 
vice of Florida, 2660 West Oakland 
Park Bivd., Fort Lauderdale, FL 
33311-1347. Attn: Job Order # FL 
75, 


Programmer/Analyst - 
Harpswell, ME - Analyze and 
define needs of users; imple- 
ment vertical software pack- 
ages and systems for apparel 
material production/account- 
ing; enhance and modify exist- 
ing packages; implement Bar 
Coded Data Collection Sys- 
tem; prepare specifications; 
use Clipper, Novell Netware, 
SBT Windows applications. 3 
years experience required. 40 
hour/week (9am-6pm); 
$30,000/year. Send resume/ 
apply: Labor Certification Unit, 
Maine Department of Labor, 
20 Union Street, Augusta, 
Maine 04003. Refer to Job Or- 
der #2990671. 





Midwest 


ANOTHER 

REASON WHY 
COMPUTERWORLD 
RECRUITMENT 
ADVERTISING WORKS ... 


Computerworld reaches more highly skilled computer profession- 
als than any other newspaper or magazine -- Sunday, daily, or 
trade. 


629,204 of them to be exact. And from JCL to Unix profession- 
als, DEC VAX to IBM PC professionals, these job candidates have 
the skills your company needs. 


Some Key Skills of 
Computerworld’s Readers. 


Hardware IBM PC Compatible 


507,673 
Hewlett-Packard 


146,361 


Languages/ 


405,325 
Utilities 


160,295 


Operating 
Systems 


Windows 


327,404 
MS-DOS 


504,203 


Databases 180,974 


292,486 


Communications 343,327 


99,769 


Local Area 
Networks (LANs) 


Novell/Netware 


417,231 
Ethernet 


284,618 


SOURCE: Skill Survey of Computerworld’s Audience, August 1992. 


Call for a copy of our Skill Survey. 


Computerworld erred. A similar advertisement ran in the Decem- 
ber 21, 1992 issue of Computerworld. That advertisement incor- 
rectly stated that the Skill Survey had been verified by the Audit 
Bureau of Circulations. 


It is a fact that ABC audits our circulation figures but this study, 
conducted by IDG Research Services, was not verified by ABC. 


To place your ad regionally or nationally, call John Corrigan, Vice 
President/Classified Advertising, at 800/343-6474 (in MA, 


508/879-0700). 
COMPUTERWORLD 


Where the qualified candidates look. Every week. 





Marketplace 








A safer route to client/server 











THREE LOW-RISK, LOW-COST MIGRATION STRATEGIES 


By Alan Radding 


WHEN IT COMES TO 
client/server comput- 
ing, low cost and low 
risk are highly rela- 
tive terms. Client/ 
server is never simple and easy. It’s a dif- 
ferent approach to application design 
and development that involves new tools 
and technologies and requires substan- 
tial retraining. Still, the following strate- 
gies allow you to wet your feet without 
betting the company or taking the risk of 
bringing your career to acrashing halt. 


Relational database 
Best choice if planning to 
expand client/server efforts 
Most risk; requires 
commitment to a data 
architecture 


“We recommend companies get into 
client/server through database products 
like Informix and Oracle,” says Tom 
Nolle, president of CIMI Corp., a technol- 
ogy consulting company in Vorhees, N.J. 
Nolle advises his clients to standardize 
on one of the leading server-based data- 
bases and install a gateway to the host 
for the purpose of accessing host data. 
This model, he says, offers the most 
general utility when you are ready to ex- 
pand your initial client/server effort. 
Jens Pedersen, vice president of infor- 


mation systems at Great-West Life & An- 
nuity Insurance Co. in Englewood, Colo., 
had this strategy in mind when his com- 
pany standardized on Oracle Corp.’s 
database and tools running on a Sun Mi- 
crosystems, Inc. platform four years ago. 
He conceived a small-scale client/server 
computing project as a way to begin mov- 
ing applications off the mainframe. 

“We were looking for a low-cost imple- 
mentation compared to our mainframe,” 
Pedersen recalls. However, the effort 
quickly snowballed when a major appli- 
cation involving 200 workstations sud- 
denly came along. 

To avoid getting in over your head, fo- 
cus initial efforts on small decision-sup- 
port applications using snapshots and 
extracts of host databases. “People de- 
cide to access production databases, and 
that just increases the problems,” says 
Lynn Berg, program director of mid- 
range computing strategies at Gartner 
Group, Inc. in Stamford, Conn. 


Front-end tools that straddle both 
client/server and traditional 
development 
Least risk; easiest to 
implement 
Least gains; expansion is 
limited 
“You can get your feet wet with tools like 
Microsoft’s Visual Basic,” advises Judith 
Hurwitz, president of Hurwitz Consult- 





ing in Newton, Mass. This approach al- 
lows the company’s developers to ex- 
periment with client/server technology 
and gain experience on a small scale us- 
ing familiar technology. 

“There are a lot of tools if you want to 
get started on the client side. Even ad- 
vanced spreadsheets from Borland and 
Lotus have direct SQL access capabili- 
ties,” Berg notes. With this approach, an 
initial low-risk foray into client/server 
computing might involve little more than 
a Lotus Development Corp. 1-2-3 applica- 
tion with a generic data access add-on 
tool to access a remote database. 

The danger with the tool-based ap- 
proach, however, is scalability. “You 
might build one application but then 
have trouble expanding it,” Nolle says. 
By focusing on the client side of client/ 
server computing, companies may fail to 
implement a robust back-end database 
architecture. 


Off-the-shelf client/server- 
enabled software 
Eliminates research 
investment in nonstrategic 
applications 
© Limited product selection; 
retraining still required 
“Off-the-shelf products are a way to 
jump-start client/server development,” 
says David Klimetz, manager of financial 
control systems at Federal Express 
Corp. in Memphis. Federal Express opt- 
ed for Dun & Bradstreet Software Ser- 
vices, Inc.’s financial software enabled 
for client/server computing. Fixed As- 
sets was chosen as the first application, 
he explains, “because it was a low-risk 
way to start.” The application involved 


only a few users and a limited amount of 
daily activity. 

Similarly, Associated Grocers, Inc. in 
Seattle turned to Lawson Software’s fi- 
nancial software “as part of our strategy 
to get to client/server computing,” re- 
ports Richard Lester, vice president of 
information services. Although the com- 
pany is painstakingly developing most of 
its client/server applications from 
scratch, the availability of Unix-based, 
client/ server-enabled core financial 
software saves a lot of work. “Everything 
we do now is client/server, but we never 
want to write a general ledger or payroll 
application from scratch,” he says. 

Unfortunately, the product selection is 
limited to a few core applications, and 
you still have to standardize on your da- 
tabase architecture or “‘you’ll end up 
with a hodgepodge of different databas- 
es,” Nolle warns. Off-the-shelf software 
also doesn’t eliminate what many believe 
to be the biggest cost in client/server de- 
velopment retraining. “You still have to 
retrain everybody because you are going 
to have to modify and support the off-the- 
shelf application,” Klimetz says. 

If you want the benefits of client/server 
computing, sooner or later you will have 
to take the plunge. The best way to re- 
duce the risk is to go slow. 

Client/server computingisn’t an all-or- 
nothing proposition. You can add cli- 
ent/server applications to your existing 
application portfolio, learn as you go and 
gain the experience to tackle the big, mis- 
sion-critical production jobs. At that 
point, it won’t be such a high-risk under- 
taking. 





Raddingis a free-lance writer in Newton, Mass. 
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leaving your desk. 


H introduces CW Online, a comprehensive, fully 


ary of Computerworld articles. With CW Online, you 
three most recent years of Computerworld issues. 

e is updated weekly, so you can access new 

ery week. Research has never been so easy, so 

) economical. Right from your personal computer. 
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A library of COMPUTERWORLD articles 


_ Formore information or to order call 800-643-4668 today. 
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Buy/Sell/Lease  ~ Education & Training 


BUY, SELL, LEASE & RENT 


Systems, Peripherals, Parts & Services 

Specializing in: 

e RISC System/6000 
(1 month rentals 
available) 

¢ Workstations 

¢ AS/400 

¢ System/36 


¢ Personal Computers 
© Data Communications 
e U. P. S. Systems 

* Peripherals 

¢ Upgrades 

© Parts 


800-858-1144 Ext. 97 


Computer Marketplace prides itself on being 
your one call computer hardware solution. 


Corporate Headquarters 
205 E. 5th St., Corona, CA 91719 © 909-735-2102 
Computer Market e East Communication Division 
209-742 609-730-1145 ie 
Official UDS/Motorola Distributor aj 


Executive Infosource! 


AE eA 


LARGE INVENTORY INCLUDING: 


Ws 9221/120 ME 9221/150 
HE 9221/130 MERE Extensive stock of features 
Call us for your 9370/9221 needs. 


Executive Infosource! 
Offering full service technical support. 


708 215-9370 


Fax: 708 215-9992 


Over 629,000 
computer 
professionals read 
Computerworld 
weekly. 


CMa 
CLL /i 
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1-800-426-5499 
oe 


REFURBISHED USED 


© STANDBY GEN SETS 
© LIEBERT A/C 
© ACCESS FLOORING 


262 S. Miltary Trail 
Deerfield Beach, FL 33442 


sl tps rer) 
305-425-0638 


it’s the 


PRODUCT CLASSIFIED 
PAGES 


Reach Computer 
Professionals Where 
They Shop For: 


Buy/Sell/Lease 
Conversions 
O Training/Education 
O Hardware 
Peripherals/S 

eri is/Supplies 
Communications 
OD Time/Services 
O Solutions Directory 
Business Opportunities 


















































Real Estate 


(800) 343-6474 
(in MA., 508/879-0700) 








Product 
Classified 
Pages 


showcase your ad 
by product category! 


Whether it's used equip- 
ment, software, time, 
services or just about 
any other category of 
computer product or ser- 
vice, | Computerworld's 
Product Classified Pages 
are organized to make 
your ad visible and to 
make buying your prod- 
uct easy. 


Just look! 
Computerworld’s 
Product 
Classified Pages 
Catagories 
software 
hardware 
conversions 
time/services 
buy/sell/lease 
training/education 
communications 
‘ bids/proposals/real estate 
graphics/desktop publishing 
peripherals/supplies 
business opportunities 
solutions directory 
used equipment listings 
So if you're selling com- 
puter products or servic- 
es, advertise in the news- 
paper that showcases 
YOUR product or ser- 
vice. Advertise in Com- 


puterworld's Product 
Classified Pages! 


For more 
information, call 


800/343-6474 


lin MA, 508/879-0700) 


Wasting time because your users don't know which keys to 
od) push? Let Hooleon replace the generic keys on your keyboards 


OULU ebsy 


Mats with software specific commands and color coded prompts. 
For very little cost, you can reduce training time and keyboard 
errors, and increase user acceptance of new systems. This 
upgrade is available for new or existing keyboards. Call today 
for your free custom key kit. 


800/937-1337 
Fax 602/634-4620 
Dept. COMW 
260 Justin Dr.* Cottonwood, AZ 86326 


I+ CORPORATION 





is the ESSENTIAL reference’ 


desks, tech writers, trainers at 
award-winning, mini-encyclope 
contains more than 6,000 detin 
mainframes, C6mmunications, LA 
syntax, UNIX, n 

let you include ai 


Fat $100 for 25 users. 


ly. Single user only $29.95 


(215) 297-5999 


FAX: (215)297-8424 








Product Classified Pages give you buyers 
with extensive purchase influence. 


In fact, a full 95% are involved in purchase decision making for their organizations. 
They determine needs, evaluate technologies, identify solutions, and select products 
and vendors for the entire range of information systems, as well as related products 


and services. 


So if you’re selling computer products and services, advertise in the newspaper that 
delivers buyers with volume purchasing influence. Advertise in Computerworld’s 
Product Classified Pages! 


For more information, call 
(800) 343-6474 


lin MA, 508/879-0700) 
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aicaier ener uvs || Most vendors 

have well-equipped data centers... 
COMPUTERWORLD’S Ik i ee 
PRODUCT CLASSIFIED VSE need, plenty of MIPS, and UPS systems. 


VM 
PAGES WORK eee COM Pp U T i N G — | a “a 


Extensive Software Library | Only one runs your work as its own. Only one 
‘ ¢ - | minimizes your risk and maximizes your cash 
Computerworld is the only computer publication to give Telnet  Twrnet 


> - ey | flow. Only one will get the job done totally. 
readers an established classified advertising resource Searsnet IBM Information Network 


CSC CompuSource - dedicated to outsourcing 
for over two decades! And since Computerworld has Extraordinary Customer Service | since 1900. 


been the weekly computer newspaper of choice since Migration Management YOURE IN CONTROL 
1967 - that means Computerworld’s loyal readers will FANEUIL ' WHEN YOU PUT US IN CONTROL 


expect to see your classified message in Computer- (formerly) INFORMATION 
world's Product Classified Pages! SYSTEMS G { Ssemre 


They have large systems with the software you 





Your best choice for mainframe computing services. 
To place your ad, call John Corrigan, Vice President/ 815 Commerce Drive, Oak Brook, IL 60521 708-574-3636 


Classified Advertising, at 800/343-6474 (in MA, 508/ New England 617-595-8000 CSC CompuSource 
879-0700). A Unit of Computer Sciences Corporation 


Cary, North Carolina 27511 
COMPUTERWORLD Remote Computin = 
FRODUCT CLASSIFIED | j | ; $0 R | N G == ALICOMBP, INC. 


919. 481. 9341 
NEVER a charge to the Buyer, The “Boutique” of the Computer Services World 
because our fee is paid by the Seller. 


We broker COMPUTER TIME and Se 
Se Seen ane e broker an Outsourcing/Timesharing/Consulting 
COMPUTERWORLD i SERVICES on ALL platforms. Remote and On Site 
PRODUCT CLASSIFIED PAGES ite Sto Since 1968 we have found your k 
: 3 . > LOWEST prices from over 2000 Two State of the Art Locations 
Examines the issues while computer 


. ; i ‘ nationwide data centers. Manhattan 
professionals examine our ae i cag ere 


Ms. ; 100,000 sq. ft. Se ; 1 
message. Call for Janet Zerill et 12) 2069216, Call Don Seiden at: “4 ee 


all the details. " a ae cenine “ | COMPUTER RESERVES,INC || “Our Platform is Excellence” 
(800) 343-6474 a Ss f Bid Submiion may te fom | BOO) 882-0988 201) 222-9700 cunctni Chasis thin ttl 


(In MA., 508/879-0700) ST F Conference will be held on 
cae Somme « (212) 886-3600 © (800) 274-5556 











ax | 
Optical Dis 
ATT 


prepped for | jam 
transfusion | @ 
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ae 
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‘Drege Corp demonsinshons 13) o0 Windows | Coe 
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Custom Keyboards . ae 30¢/MB+LIFETIME WARRANTY! 


... For Custom Applications + 3.5" 128MB rewritable optical OPTO ADVANTAGE 
* Custom Key Caps, Legends, * Sun Compatible Keyboards disk drive is FAST and operates 4 98x48 Internal Drive $ 799. 
Just ask Duane Aman, Vice President of Marketing Coters and Hewsings + Engineering, Development «Meets ISO-ANSI standards -«*128MB External SCS... $ 899. 
for Pro/Sim. According to Duane, ~... 50% of alll * Custom Cables and Connectors and Production . 13 t0 1/6 the out of 5) /Ovest Portable 128MB 999 
leads generated by our Computerworld Product * Integrated Bar Code and * Quick Turnaround and aT 


or Bernoulli Parailel Port Intertace. works with desktop or portable PCs 
* No cheaper way to add disk Rewritable Optical Disk 
storage, backup and exchange 5 Pak (640MB) ceed 190. 
SOLUTIONS FOR YOUR SYSTEM INTEGRATION NEEDS se or build multimedia 
For more information, please call: KeySource International PARTNERS libraries 


ane 
| 
IN > OHEREY * OPTICAL DISK is the a = 2 
Division of United Plastics Corporation audi ! 
800/343-6474 2391 American Avenue TEL: 510-783-6066 ae acs : 


Hayward, CA 94545 800-722-6066 FAX: 510-783-2993 


Showcase advertisements are quickly converted into Mag Card Readers Prototypes 
sales.” * Iso Point® Pointing Device * 3 Year Limited Warranty 


me warranty applies to rewritable optical disk media only 
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Solutions Directory 


® Consultants @ Value Added Resellers @ Marketing Partners @ OEMs ® Systems Integrators @ Distributors 


To list your company so that Computerworld’s readers can contact you directly, 
dial 800/343-6474, x744. Basic company listings will appear 26 consecutive weeks for just $499. 


401(k) ADMINISTRATION 


Delta Data Services, Inc. complete 401(k) 
Admin Software Columbus, Ga (800) 451-9188 


4GL 


CompuSoive Associates 


River Edge, N (800) 847-6583 


ACCOUNTING/PAYROLL 
Arthur Ellingsen & Co 


Arlington Heights, IL (708) 506-0555 


ACCTG SOFTWARE/SERVICES 


Management Information Consulting, Inc 

Falls Church, VA . (703) 845-5800 
Myers-Holum, Inc. 

New York, NY (212) 753-5353 
OPEN SYSTEMS® Accounting Software 

Open Systems Holdings Corp. . (800) 328-2276 
Phase 2 Consulting, Inc 

Cumberland, RI . .(401) 333-4536 


APPLICATIONS CONVERSION 


Forecros Corporation 
San Francisco, CA (415) 543-1515 


APPLICATIONS DEVELOPMENT 
Avalon Engineering, Inc 

Boston, MA .(617) 247-7668 
INTERBASE/PARADOX Consulting 

Avalon Solutions, Inc . .(508) 520-1711 
CompuSolve Associates 
River Edge, NJ 
GREENBRIER & RUSSEL 
PowerBuilder VAR . (800) 453-0347 
Mastech Corporation: Nationwide 
ORACLE, Sybase, Informix (412) 279-6400 
Software Sourcing Company 

Atlanta, Georgia (404) 898-7900 
Planet Data/Paradox Windows Programmin 
Moriches, New York (516) 878-6603 


CABLING SERVICES 

DATA CONNECTION WORLDWIDE-Design & Install 
Throughout the World . . . .(800) 283-2821 
Nationwide, 250+ Local Service Locations 
Premises One LAN SERV . . . .(800) LAN-SERV 


CLIENT SERVER DEVELOPERS 
ACR Inc. (PowerBuilder VAR) 

New York, NY (212) 629-3370 
INTERBASE/ PARADOX Consulting 

Avalon Solutions, Inc (508) 520-1711 
R.M. Boerma, Inc 

Hazleton, PA .(717) 454-8159 
Chen & Assoc., inc.: PowerBuilder, Visual Basic, etc. 
Baton Rouge, LA (504) 928-5765 


Client Server Systems, Inc 
Wellesley, MA : , 


Greenbrier & Russel 


(800) 847-6583 


. . .(617) 239-8065 
(800) 453-0347 


tt server application development in 
ehensive mainframe and midrange con 
education programs for AS/400 DB2 
entserver, and software products. 


Mastech Corporation: Nationwide 
PowerBuilder, Gupta, Visual Basic . (412) 279-6400 
INFORMIX/ORACLE/SYBASE/POWERBUILDER 
NexGen Si (PowerBuilder VAR) .(404) 551-8210 
PowerCerv (PowerBuilder VAR) 

Tampa, FL . (813) 281-2990 
SOFTWORLD Corp. (407) 995-8436 
OS/2 Software Development & Consulting 
WATERFIELD: PowerBuilder Sales & Consulting 
Lexington, MA (617) 863-8400 
Zeitech, Inc 

Stamford, CT (203) 359-9807 


CONTRACT PROGRAMMING 
INFORMIX/ORACLE/SYBASE/UNIX 

ACJ & Associates (800) 264-6686 
MS Windows/C/C++ experts! 

Eureka Springs, AR (501) 253-8087 


Jerry Cohen & Associates 
Portland, OR ... . (503) 289-7706 
Oracle/C/Cobol/Unix/Forte/OO - |.S. Consultants 
Minneapolis, MN . .(612) 851-9544 
ORACLE/PARADOX-Offsite Work Preferred 
Laurel Hill Software Inc... . .(800) 554-2676 
Mastech Corporation: Nationwide 

UNIX, RDBMS, GUI (412) 279-6400 
PowerCerv (PowerBuilder Specialists) 

Tampa, FL . .(813) 281-2990 
Software Sourcing Company 


Atlanta, Georgia .... (404) 898-7900 


CORPORATE/GOVERNMENT BBS 


Summit Software Services, Inc. 
Camarillo, CA . (800) 307-0034 


CUSTOMER SERVICE 

The Help Desk, Inc 

Phoenix, AZ (602) 460-1926 
PowerCerv (PowerBuilder-based application) 
Tampa, FL (813) 281-2990 


DATA CONVERSION 


Data Conversion, Inc. 
Minneapolis, MN.......... 


DBMS 


nced DataManagement (800) 962-4377 

ent DATABASE Tool for the Professionals. We 

e VAR and Dist — available. Call/Write 15 
Main St. Kingston, NJ 08528 


(612) 525-0649 


INTERBASE/PARADOX Consulting 

Avalon Solutions, Inc. (508) 520-1711 
CompuSolve Associates 
River Edge, NJ 

On-Line Systems Group 

St. Petersburg, FL 


(800) 847-6583 
(800) 322-5265 
DISASTER RECOVERY 


Computer Security Consultants, Inc. 

Ridgefield, CT . . (800) 925-2724 
Advanced Information Management (703) 643-1002 
Woodbridge, VA FAX (703) 643-2722 


Raymond Professional Management, Inc. 
Roswell, GA (404) 587-4090 


Recovery Management, Inc. 

REXSYS® Software (800) RMI-8866 
Strohl Systems 

LDRPS Software (800) 634-2016 


EDUCATION & TRAINING 
GREENBRIER & RUSSEL 
AS/400, DB2, Client Server (800) 453-0347 


IS Training Services (508) 635-9819 
Specializing in technical and non-technical training solu 
tions and educational consulting services designed to 
support the entire IS function -- including the clients of IS 
40+ years of experi ¥ Contact BoyTan & Asso- 
ciates, 5 Old Meadow Lane, Acton, MA 01720 


Skill Dynamics, An IBM Company 

vice training company that specializes in techni: 
cal and business training, consulting, outsourcing and 
customized offerings. Call 1800 IBM-TEACh for a free 
catalog 


MIS Training Institute (508) 879-7999 
Framingham, MA... . . .Fax(508) 872-1153 
Object Oriented Preparation Services, Inc 

Robbinsville, NU . . (609) 259-0601 


ELECTRONIC DATA INTERCHANGE 


DNS Associates, Inc. 
Burlington, MA 

EDI Abie, Inc. 

Malvern,PA ... 

Impact Int’! Technologies, In 
Princeton, NJ 


(800) 624-6354 
a 5) 993-0813 


(609) 734-7411 


ENTERPRISE RESOURCE PLNG 


FOURTH SHIFT CORPORATION (JIT) 
Minneapolis, MN .. 2+... (800) 433-2467 
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EXECUTIVE INFORMATION SYSTEMS 


XENOS Corporation 
Dallas, TX 


EXPERT SYSTEMS 


FOUNDATION TECHNOLOGIES, INC. 
Boston, MA (617) 720-2760 


OXKO Corporation 
Annapolis, MD . 


FOCUS 


FOCAL SYSTEMS, INC.: Focus Consulting 
Seattle, WA (206) 788-4467 


GOV’T/MUNICIPALITIES 
Arthur Ellingsen & Co. 
Arlington Heights, IL 


MMA Consulting Group, Inc. 
Boston, MA 


(214) 869-9860 


(410) 224-3314 


(708) 506-0555 
(617) 426-8049 
GROUP WARE/E-MAIL 


ACR Inc.(Lotus Notes VAR) 
New York, NY 


GUI FRONT ENDS 


WATERFIELD: PowerBuilder Sales & Consulting 
Lexington, MA (617) 863-8400 


HELP DESK 

The Help Desk, Inc. 

Phoenix, AZ . (602) 460-1926 

PowerCerv (PowerBuilder-based applications) 
(813) 281-2990 


HUMAN RESOURCE SOFTWARE 


SPECTRUM Human Resource Systems Corporation 
Denver, CO (800) 334-5660 


HUMAN RESOURCE SYSTEMS 


PC/LAN Personnel, Benefit, and HR Systems 
STS, Inc. Rolling Meadows, IL . . (800) 227-2729 


INFO DELIVERY SOFTWARE/SVCS 


GenText, inc. 
Dallas, TX 


IMAGING 


Avalon Engineering, Inc. 
Boston, MA 

Grumman InfoConversion 
Holtsville, NY 

Imaging Expo, NY 

Sept. 28-30 


ISO 9000 


ISO 9000 Doc. Mgmt. Systems 
OXKO Corporation (410) 224-3314 


MANUFACTURING SOFTWARE 
RO! Systems, Inc.-MANAGE 2000 Product 
Minneapolis, MN 55426 (800) 544-7849 
Intrepid Software, Inc. 

Burlington, MA (617) 273-2920 
Man-Trak® - Management Tracking System 
Open Systems Holdings Corp. (800) 328-2276 
PowerCerv (PowerBuilder/Sybase application) 
Tampa, FL (813) 281-2990 
Silverline Industries, Inc. 

Oakbrook, IL (ORACLE VAR) . .(708) 571-5555 


MIGRATION SOFTWARE /CONSULTING 


GenText, inc. 
Dallas, TX 


(212) 629-3370 


(214) 691-0300 


(617) 247-7668 
(516) 737-7188 
800 44-IMAGE 


(214) 692-0300 
OBJECT ORIENTED DEV 


OOA/OOD/Forte trained OO Development 
|.S. Consultants (612) 851-9544 


OFF SHORE SOFTWARE DEV 
Mastech Corporation: Nationwide 
Excellent Quality - Cost Effective (412) 279-6400 


R Systems, Inc., California (916) 631-1503 
“Quality Software Developed in India” SAVE $$$!!! 
Software Sourcing Company 


Altanta, Georgia (404) 898-7900 


OFF-SITE SOFTWARE DEVELOPMENT 


ORACLE/INFORMIX/SYBASE/UNIFACE/Multimedia appins 
Silverline Industries, Inc., Oakbrook, IL (708) 571-5555 


OS/2 SERVICES 


SOFTWORLD Corp (407) 995-8436 
OS/2 Software Development & Consulting 


OUTSOURCING 


Advanced Data Management (800) 824-3772 
A full service system integrator. Design through im- 
plementation, all major databases and tools. Call/ 
Write 15 Main St. Kingston, NJ 08528. 


Computer Utilization Services Corp. 
Birmingham, AL (205) 933-0555 


MCRB Service Bureau, Inc. 
3090 Computer (800) 941-MCRB 


PAYROLL SYSTEMS 


SPECTRUM Human Resource Systems Corporation 
Denver, CO (800) 334-5660 


PC/LAN Payroll, HR, and Tax Systems 
STS, Inc. Rolling Meadows, IL . . (800) 227-2729 


PRODUCTIVITY 
Productivity Management Group, Inc. 
East Amherst, NY (716) 689-7724 


PROJECT MANAGEMENT 


Pitagorsky Consulting/Training 


New York, NY (212) 696-9687 


PURCHASING SOFTWARE 


Commerce Software, Inc. 
Elmsford, NY 


RIGHTSIZING 
UNIX, C, C++, DOS, WINDOWS, PRO-IV 
Avalon Solutions, Inc. ........ (508) 520-1711 


MCRB Service Bureau, Inc. 
3090 Computer Services . (800) 941-MCRB 


SALES FORCE AUTOMATION 


Scherrer Resources, Inc. (Sales Ally Software) 
Philadelphia, PA 19118 (800) 950-0190 


SECURITY 


National Computer Security Association 
Carlisle, PA (717) 258-1816 
Phase 2 Consulting, Inc. 
Cumberland, RI 

RSH Consulting, Inc. 
Newton, MA 

System 613, Inc. 
RACF/Systems (914) 425-7758 


pean ered ae Professionals 
information Security Admin & Audit (714) 939-0377 


(914) 592-2102x302 


(401) 333-4536 


(617) 969-9050 


SECURITY /PHYSICAL 


Z-Lock Manufacturing Co 
Redondo Beach, CA 90277 .. .(310) 372-4842 


SPEECH INTEGRATION 


Zeitech, Inc. 
Stamford, CT (203) 359-9807 


SUPPLY CHAIN MANAGEMENT 


American Software, Inc. 
Atlanta, GA (404) 264-5296 
WHOLESALE DISTRIBUTION 
Arthur Ellingsen & Co. 

Arlington Heights, IL (708) 506-0555 
ADD+ON® Software Advantage/V 

Open Systems Holdings Corp . (800) 328-2276 
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ExcH  52-WeEK RANGE Sept.17 Wk Net Wk Pct ExcH 52-Week RANGE Sept.17 Wk Net Wk Pct 
3PM CHANGE CHANGE 3pm CHANGE CHANGE 


e 
es . Co oTc 13.63 6.00 INTERLEAF INC. 6.50 -0.38 
Gainers Losers oie darinn kad censnassetidelcesheted tiled OTC 17.75 4.75 INTERSOLV INC. 8.13 -0.50 


OTC 40.00 13.50 3COMCorP 27.25 2.25 OTC 16.00 7.75 KNOWLEDGEWARE INC. 10.13 -0.13 


P t NYS 91.13 63.38 AMERICAN INFO TECHS Corp. (H) 89.63 0.88 OTC 54.75 15.50 LeGenTCorP. 19.13 0.00 
ercen NYS 65.00 40.63 AT&T 59.38 -1.38 OTC 40.13 14.75 Lotus DEVELOPMENT 38.25 1.50 
OTC 4.06 0.75 ARTEL COMMUNICATION CorRP. 3.31 0.19 


OTC 23.00 4.25 MatHSort(L) 5.25 0.63 
Cray COMPUTER 30.8 INTELLIGENT INFO. SYSTEMS - orc 24.50 12.50 BANYAN SYSTEMS INC. 18.50 -0.50 OTC 23.25 4.50 MCAFEE ASSOCIATES 8.25 -0.13 
NeTFRAME 26.9 STATE OF THE ART - NYS 64.88 44.56 BettATLanTic Corp. (H) 64.38 0.25 oTc 11.63 2.50 MECASOFTWARE 4.88 0.13 
Microcom INc. 26.3 Avose SYSTEMS INC. . NYS 62.63 46.75 BeLLsouTH Corp. (H) 61.63 0.50 OTC 12.00 5.25 MENTOR GRAPHICS 9.63 -0.13 
Gewerat DATACOMM INDS. 15.5 CHEYENNE SOFTWARE INC. - NYS 14.75 3.63 Bott, BERANEK & NEWMAN 10.50 -0.75 OTC 46.00 26.25 Micro Focus 26.50 -2.50 
STANDARD MICROSYSTEMS CORP 13.9 BGS Systems INC. -11. OTC 18.50 9.50 BROOKTROUT TECHNOLOGY 12.00 -0.25 OTC 13.25 4.38 MICROGRAFXINC. 6.75 0.50 
MaTHSorr(L) 13.5 CHIPS AND TECHNOLOGIES * NYS 119.00 56.63 CABLETRON SYSTEMS 102.88 -0.88 OTC 98.00 70.38 MicrosoFT Corp. 76.50 -1.38 
Ampani Corp.(L) 11.4 Group | SOFTWARE - OTC 35.00 6.63 CENTIGRAMCOMMUNICATIONS 30.75 -0.50 


OTC 56.88 18.25 Oracte Corp. 52.63 1.50 
TELEMATICS INT'L INC. 11.1 lomeca Corp.(L) OTC 55.50 20.25 CHiPcomCoRP. 50.00 3.50 OTC 40.00 21.50 PARAMETRIC TECHNOLOGY 36.75 -1.00 
OTC 59.25 24.00 Cisco SysTEms INC. 46.25 0.50 


OTC 40.50 22.50 PEOPLESOFT 32.25 -0.25 

D ll OTC 16.38 5.50 COMPRESSION LaBs INC 13.75 -0.25 OTC 7.13 3.75 PHOENIX TECHNOLOGIES 4.19 -0.13 
) ar OTC 36.00 17.00 CrossComm 27.50 1.50 
OTC 4.63 1.63 DataSwitc Corp. 2.50 -0.13 


OTC 40.00 22.00 Powersort 27.75 0.00 

OTC 30.25 11.34 PLaTinumSortware (H) 30.00 1.75 

Cxuipcom Corp. 3.50 INTELLIGENT INFO. SYSTEMS NYS 19.88 12.38 Dicitat Comm. Assoc. 13.63 0.00 OTC 25.00 10.75 PLATINUM TECHNOLOGY 11.13 -0.88 

NETFRAME 3.50 Dicitat Equipment Corp. \ oTc 12.75 3.75 DiGitat SYSTEMS INT’L INC 4.00 -0.25 OTC 61.50 32.25 PROGRESS SOFTWARE CoRP 46.63 -3.63 

STANDARD MicrROSYSTEMS CORP 2.63 CHEYENNE SOFTWARE INC. - oTc 67.88 9.38 DSC COMMUNICATIONS 59.50 -1.88 oTc 7.38 2.56 QUARTERDECK OFFice Sys. 2.81 0.06 

3 COM Corp. 2.25 Procress SOFTWARE CorP. ‘ oTc 9.50 4.75 FIBRONIXINT’L INC 6.50 -0.38 OTC 32.00 15.75 RAINBOW TECHNOLOGIES INC. 26.13 -1.38 

Atmet Corp. 1.88 SynOpsys ‘ OTC 24.00 8.75 FiLeNETCorP. 13.00 -1.00 oTc 11.38 4.00 RasTEROPS 10.25 0.38 
Pratinum Sorrware(H) 1.75 BGS Systems INC. : orc 4.38 1.50 GANDALF TECHNOLOGIES INC 2.31 -0.19 

GENERAL DATACOMM INDS 1.63 AMERICAN POWER CONVERSION -34 OTC 2.06 0.75 GATEWAY COMMUNICATIONS 0.88 -0.06 


OTC 15.25 3.63 RossSysTEemMs 11.00 0.25 

OTC 28.75 9.63 SAPIENS INTL. CorP.N.V. (H) 27.63 0.38 
EMC Corp. 1.63 NEWBRIDGE NETWORKS CorpP. “2. NYS 15.75 3.25 GENERAL DATACOMMINDS. 12.13 1.63 
ASE 3.75 2.00 GoViDEO 2.44 -0.13 


OTC 14.50 5.50 SOFTWARE PUBLISHING CorP. 6.50 -0.50 
OTC 14.25 2.63 SOFTWARE TOOLWORKS INC. 13.25 -0.50 
NYS 38.00 32.38 GTECorpP. 38.00 . 1.00 oTc 2.75 0.75 SPINNAKER SOFTWARE 1.56 0.00 
NYS 94.75 62.75 ITT Corp. 92.63 -0.88 OTC 13.75 3.25 STATE OF THEART 10.50 -2.25 - 
OTC 29.88 16.81 MCIiCommmunicaTions Corp. 28.38 0.50 NYS 24.63 15.00 STERLING SOFTWARE INC 22.00 -0.63 
oTc 6.50 1.50 Microcominc 3.00 0.63 OTC 21.63 8.00 Struct. DyNAmics RESEARCH 14.88 1.00 
OTC 24.25 3.50 NeTRix Corp 4.75 -0.25 
OTC 19.00 6.75 Network CompuTine Devices(lL) 7.00 -0.50 


OTC 77.50 32.75 SyYBASEINC. 55.50 -1.75 

OTC 18.63 5.88 Symantec Corp. 18.13 1.13 

NYS 15.00 5.38 Network Equipment TECH. 8.00 -0.88 OTC 25.50 10.00 SystemSortware Assoc 14.63 -0.88 

oTc 20.13 8.00 Network GENERAL 12.25 -0.13 oTc 6.38 2.75 TrinzicCorp. 4.00 0.00 
oTc 15.75 6.88 NeTworK Systems Corp. 7.75 -0.25 
oTc 73.88 8.94 NewsrioGe Networks Corp. 64.00 -2.88 


OTC 24.25 11.25 ViewLoGcic SYSTEMS 21.13 -1.13 

OTC 23.50 5.50 WALKER INTERACTIVE SYSTEMS 6.75 0.13 
NYS 46.00 21.38 NORTHERN TELECOMLTD. 25.50 -2.00 
OTC 35.25 17.63 NOveLLINC. 19.13 -0.63 


oTc 3.19 1.00 WorDsTAR 1.19 0.06 
. 
Analysts debate storage rivals OTC 30.00 14.50 Octet COMMUNICATIONS CORP. 21.00 0.50 “reamngesenretr pio 
e OTC 6.13 3.38 Penrit DaTACOMM NETWORKS 4.38 0.13 


NYS 32.88 10.63 ADVANCED Micro Devices 29.38 0.88 
oTc 30.50 12.50 PictureTet CorP 17.50 -0.25 NYS 26.88 9.75 ANALOG Devices INC. (H) 25.00 -1.50 
OTC 11.50 3.63 PROTEON INC 5.00 0.25 


oTc 35.00 10.50 Atmet Corp. 34.25 1.88 
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OTC 6.25 2.75 CHIPS AND TECHNOLOGIES 4.88 -0.63 
's (kK Vo chas TT »s track ic year 47.00 31.75 SouTHWESTERN Bet Corp. (H) 44.00 -2.00 oTC 39.75 13.00 CirrusLocic 27.13 0.50 
EMC Corp.'s (EMC) stock has burned up the track this year Sas 2205 “Seater Coe AO 3575 es 


NYS 16.75 7.88 CypRessSemiconductorCorP. 12.50 -1.50 - 
on the strength of the company’s Svmmetrix mainframe 27.00 12.50 STANDARD MicRosystTemSCorP. 21.50 2.63 NYS 19.00 10.38 DAttas SemiconDUCTOR 16.88 -0.50 
' S 18.50 9.25 STRATACOM INC 13.00 0.25 


F é OTC 67.25 30.38 InTeL Core. 64.75 -1.25 
disk arrays and Harmonix arrays for the AS/400. Storage 42.75 12.84 SyYNOPTICS COMMUNICATIONS 25.50 0.75 NYS 19.25 5.38 LSILocic Corp. 17.50 -0.25 
2 a 6.63 2.88 TeLesit Corp 5.13 0.38 


ss ‘ aaa OTC 25.75 11.66 LATTICE SEMICONDUCTOR 23.25 -0.75 
Technology Corp.’s (STK) stock, on the other hand, has 15.00 2.38 TELEMATICS INT'LINC. 15.00 1.50 NYS 58.25 14.38 MICRON TECHNOLOGY (H) 58.25 1.38 
32.75 15.25 USRosorics (H) 28.75 -1.00 


o 8 re NYS 99.13 41.38 MoTOROLAINC. 92.13 -1.63 
floundered as big-iron shops await its Iceberg product. The , 48.13 35.25 USWesTINc. 48.13 1.38 


NYS 20.88 10.13 NATIONAL SEMICONDUCTOR (H) 19.88 -0.63 
’ = * . * 56.00 19.50 WeLtiFLeET Com 46.00 1.00 oT 15.7' 6.50 SieRRASEMI 7.25 -0.25 
company’s massive mainframe disk array, announced in Seah. pas maken oman bem enoresk enon E.On as 


OTC 51.75 25.50 SynOpsys 46.13 -3.63 
¢ ¢ 710909 is > ¢ Te¢s ate S ea ceTek incts >, NYS 84.25 39.00 TExASINSTRUMENTS 76.13 -2.63 
January 1992, is more than a year late. StorageTek installed SA OOO eR Bie igaa ep ei tacoeotney D0 Aspe ap 
a test svstem in its own facilities this s r. Iceberg is OTC 13.25 2.63 WEITEK 12.75 0.00 
a test system = it wn facilities thi ummer. Icebe Tg} 5.56 2.50 ADVANCED LOGIC RESEARCH -0.13 ASE 9.63 3.63 WesTERN Dicitat Corp. 4.88 -0.13 
expected to ship early next year. 65.25 24.00 APPLE Computer INC. (L) -0.50 OTC 46.25 14.50 XILINX 44.25 -0.25 

"i , 24.25 12.75 AST RESEARCH INC. 0.00 OTC 33.25 18.00 ZiLoG INC. (H) 32.50 1.25 


9.25 2.50 COMMODORE INT'L -0.38 -1 
Pe eer) 


61.75 31.00 Compaq Computer Corp 0.13 

Joseph Payne 49.88 13.50 Dett Compurer Corp. 0.50 
OTC 48.00 15.75 AMERICAN POWER CONVERSION 38.75 -3.00 
OTC 20.16 15.50 BANCTECINC. 19.25 0.50 


Senior vice president, Kemper Securities, Ine. 89.25 50.25 HEWLETT PACKARD Co. -2.50 
OTC 18.00 3.50 CamBex Corp. 4.00 0.00 


41.00 17.63 SiticonGRaPHics -0.50 

y ‘ _ _ - a pane - > Vey atriv 41.00 24.00 Sun Microsystems INC. 2.25 

EMC has been on a product cycle run with the Symmetrix Mk. 3 SR Caren. Ass Ob 
NYS 25.50 9.00 CONNER PERIPHERALS 10.00 -0.38 


36.38 24.63 Tanpy Corp. (H) -0.38 
OTC 38.50 14.00 CREATIVE TECHNOLOGIES INC 19.13 -0.13 
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5500 [mainframe disk array]. The question is, is it going [in- 7.00 2.88 ZEOS INTERNATIONAL LTO. 0.06 


arena rere ner ene eee ae Sir 3873 495 pammunton> ae 
mental high-volume application, which is only about 10% of ASE 9.63 4.50 AMDAH: Cure. (L) 0.56 1 NYS 35.00 6.00 EMC Corp. 33.63 1.63 
tent® te wel ~ . sa a penne ae NYS 8.75 3.63 CONVEX COMPUTER 0.13 OTC 10.50 5.25 Emutex Corp. (L) 6.25 0.50 
the market? Is what they’re doing quickly filling their avail- 6.13 2.25 Cray COMPUTER 1.00 3 OTC 19.00 13.25 EVANS & SUTHERLAND 16.75 -0.50 
¢ ark are? av ’ s 7 acciv toninen. : 30.88 19.00 CRAY RESEARCH INC. 0.63 oTc 24.25 7.50 ExaByYTEe 9.38 -0.25 
able marketplac e? I haven't found any massive displace 13.88 7.75 DataGenerat Corp. -0.38 OTC 34.00 9.13 INTELLIGENT INFO. SYSTEMS 26.00 -6.25 - 
ment of 3990s 49.25 30.38 Dicitat Equipment Corp. -4.25 oTc 8.88 3.00 lomecaCorp. (L) 3.00 -0.38 - 
aig ce gia ; 44.00 28.75 Harris Corp. 0.25 OTC 15.25 5.75 IPLSysTEems INC. 7.25 -0.75 
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Computer Industry 








Televideo posts loss 
For its third fiscal quarter 
ended July 30, Televideo 
Systems, Inc. has recorded 
anet loss of $431,000, or 

1 cent per share, on net sales 
of $3.4 million. This com- 
pares with a loss of $94,000, 
or less than 1 cent per share, 
on net sales of $4.7 million 
for the similar period a year 
ago. The company blamed 
this on its exit from the com- 
puter systems business. 


Investors sue Apple 
Apple Computer, Inc. 
picked up another share- 
holder suit last week — its 
sixth since July — charging 
company officials with tak- 
ing advantage of insider in- 
formation to sell stock be- 
fore the price dropped 
significantly in July. 


Micropolis cuts force 
Micropolis Corp. last week 
cut about 14% — 205 work- 
ers — from its work force 
and said it expects to further 
reduce its manufacturing 
staff. Due to a combination 
of costs associated with the 
cuts and lower-than-expect- 
ed sales, the company ex- 
pects to post a larger net loss 
for the quarter ending Sept. 
24 than it had previously an- 
ticipated. It blamed “‘overca- 
pacity conditions” and an 
“intensely competitive” 
marketplace. 


Sun Data parts sold 
SunGard Recovery Ser- 
vices, Inc. acquired the di- 
saster recovery business of 
Sun Data, Inc. Separately, 
Sun Data said it sold a 99% 
stake in the company to Eric 
Prockow, formerly chief fi- 
nancial officer and vice pres- 
ident of operations. He was 
named chairman and chief 
executive officer. Details of 
the transactions were not 
disclosed. 


Stratus buys firm 
Stratus Computer, Inc. 
signed an agreement to buy 
Shared Financial Sys- 
tems, Inc., a Dallas vendor 
of financial, retail and 
health care applications, for 
$15 million. 


Export guides hinder U.S. eneryption trade 


U.S. software vendors say federal export controls giving foreign market leg up 


By James Daly 


WASHINGTON,D.C 





U.S. software companies building 
data encryption packages are los- 
ing an estimated millions of dol- 
lars each year because of strict 
and outdated federal export con- 
trol guidelines, according to a re- 
cent study by the Software Pub- 
lishers Association (SPA) in 
Washington, D.C. 

“We are going to be closed out of 
the [foreign] market and lose sales 
of noncontrolled software and 
maybe even hardware and ser- 
vices because we can’t provide the 
total package the customer 
wants,” said Lee Mercer, corpo- 
rate export manager at Digital 
Equipment Corp. 

At the root of the problem is a 
type of package that uses mathe- 
matical formulas or algorithms — 
sometimes called keys—to scram- 
ble data, making it hard for unau- 
thorized recipients to read. The 


insecurity 
Vendors say federal 
regulations have 
inhibited them from 
putting security 
features into their 
products: They fear 
being prevented from 
exporting the features. 
ornot affording the 
laborious export 
approval process. The 
feds allow a watered- 
down version of DES to 
be exported, but many 
manufacturers cannot 
support two versions 
oftheir encryption 
packages. And many 
foreign customers 
demand to have their 
products protected by 
the use of DES or its 


federal government puts strict 
control on the export of such pack- 
ages, fearing they may prevent 
U.S. security agencies from inter- 
cepting foreign communications. 


Brisk overseas business 
But the SPA’s study found that 
such encryption packages are 
flourishing overseas. Earlier this 
month, in testimony before the Na- 
tional Institute of Standards and 
Technology’s Computer Systems 
Security and Privacy Advisory 
Board, the SPA’s Douglas Miller 
said at least 215 foreign hardware 
and software products from man- 
ufacturers in at least 20 foreign 
countries now encrypt text, files 
and data. He added that 84 of those 
products use the Data Encryption 
Standard (DES), an algorithm 
used by the federal government 
that is believed to be unbreakable. 
Miller also identified 33 foreign 
encryption software kits that em- 
ploy DES. The kits are installed by 


inserting a floppy disk, thus allow- 
ing DES capabilities to be pro- 
grammed into various applica- 
tions. In contrast, he identified 283 
encryption products from U.S. 
firms, 148 of which employ DES. 

While DES or DES-strength en- 
cryption is legal in the U.S., federal 
regulations prohibit its commer- 
cial export in most circumstances. 
But DES software is available 
worldwide via Internet, said the 
SPA’s general counsel Ilene Ro- 
senthal. “Current export regula- 
tions are not effective in prevent- 
ing the export of DES encryption 
technology,” she said. 

It’s a no-win situation for U.S. 
software makers, according to the 
SPA. “Export restrictions simply 
prevent U.S. companies from gen- 
erating foreign revenue and creat- 
ing new jobs,” said SPA executive 
director Ken Wasch. 

Senior correspondent Gary H. 
Anthes contributed to_ this 
report. 








Pace picks up in 
tech mergers; 
client/server hot 


By Derek Slater 
FORTLEE,N.J 





Information technology companies contin- 
ued to partner up at record rates in the first 
half of the year, according to a Broadview 
Associates study, which revealed a 30% 
rise in merger and acquisition activity. 

A total of 296 deals, worth $12.6 billion, 
were completed, compared with 227 trans- 
actions totaling $9 billion in the compara- 
ble period in 1992. 

Peter Stoneberg, managing director at 
Broadview Associates, said the largest 
number of deals were in the services and 
software sector. Client/server software 
companies were hot targets, as were PC ap- 
plication software developers. 

Telecommunications deals, while less 
numerous than software transactions, 
were more capital-intensive and account- 
ed for a whopping 60% of the dollar total in 
the six-month period. 

Among the pacesetters was networking 
giant Novell, Inc., which snapped up four 
acquisitions in six months, engulfing Unix 
System Laboratories, Inc., video-on-Net- 
Ware start-up Fluent, Inc. and develop- 
ment tool vendors Serius Corp. and Soft- 
ware Transformation, Inc. 


OpenVision Technologies, Inc., a well- 
heeled distributed systems management 
start-up, also bought four entire compa- 
nies during the same period, alongwith two 
divisions and Control Data Systems, Inc.’s 
Aria storage management product suite. 
One-year-old OpenVision is based in Pleas- 
anton, Calif. 

“Megadeals” worth $100 million or more 
included Sterling Soft- 
ware, Inc.’s $156 million 


Broadview’s report also noted that tax 
law changes should help fuel the fire. Good- 
will that is usually booked in asset acquisi- 
tions is now tax-deductible, meaning that 
an acquired company can make a more 
positive immediate contribution to after- 
tax earnings. Lower capital gains taxes 
also contribute to a healthy mergers and 
acquisitions environment, according to 


buyout of Systems Cen- 
ter, Inc. and AST Re- 
search, Ine.’s purchase 
of Tandy Corp.’s Grid 
subsidiary. Most of the 
transactions in the half- 
year, however, were val- 
ued at less than $10 mil- 
lion. 


Noend in sight 
Don’t expect the dance 
to end soon. 

For example, Bach- 
man Information Sys- 
tems, Inc. has an- 


Broadview’s report. 
Wee 


“The biggest thing 
Telecom-related mergers and 
acquisitions fell 16% in the first half of 
1993, but other information technology 
areas boomed 
Number of mergers and acquisitions 


Telecom 
services | 42 
Hardware and 
related services oT 
Information 9S 
— 
First six month totals 
1992 RS 227 
1993 296 


Source: Broadview Associates 
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that could slow things 
down would be a major. 
correction in the steck 
market,” Stoneberg 
said. The high prices of 
technology issues have 
made stock a preferred 
currency for acquisi- 
tions, he said. 

One factor driving 
the merger momentum 
is the surprising speed 
with which downsizing 
has taken root. “It’s a 
time to market issue,” 
Stoneberg said. “Cli- 


nounced it will acquire 

Cooperative Solutions [CW, Sept. 13]. No- 
vell is expected to keep shopping [CW, June 
14], as is Symantec Corp., which an- 
nounced plans to buy Fifth Generation Sys- 
tems, Inc. 

Stoneberg said he also expects internet- 
working companies to start pairing up. 
“Up until now, there have been pretty dis- 
tinct lines between hubs and routers, but 
now they are getting into each other’s ter- 
ritory,” Stoneberg said. 


COMPUTERWORLD 


ent/server has acceler- 
ated beyond what anyone expected, and to 
get a market position the big firms are hav- 
ing to buy smaller, innovative companies” 
rather than develop products from scratch. 
On the PC application front, Stoneberg 
noted that distribution channels are be- 
coming more defined, makingit difficult for 
smaller vendors to break in. New compa- 
nies are pushing to hook up with more es- 
tablished players in order to gain access to 
precious shelf space. 
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Overview 














Ht had to happen 


Computer Athlete, Inc. in Dublin, Ohio, is promoting PC 
software that works with any exercise equipment. 
According to the company, the equipment is attached 
to a PC, creating an areade-style game that enables a 
person’s motions to correspond to those of a video 
athlete. You score points by dodging hazards and 
passing menacing characters. 


id you know? 


They've started calling the 
Minneapolis/St. Paul area “the heart 
of the silicon tundra.” 


at my 
(Silicon) dust 


They take their technology seriously in Silicon 
Valley. On the way to a user group conference 
recently, one of our reporters saw a shiny 
black BMW speeding down the highway. Its 
vanity plate read: 


H8 ORACL. 


har she blows! 


Consultants, analysts and public relations 
people are often characterized as being, 
ahem, a bit long-winded and fond of 
doublespeak. Therefore, the following list 
of great names seems rather appropriate: 


¢ John Boring, president of SQL Designs, a consultancy. 

* Wyndi Ballard, director of public relations, Software Marketing Corp. 
* Robert Puffer, analyst, Gartner Group, Inc. 

* Dick Hackmeister, Hackmeister Advertising and Public Relations. 


WHAT'S THE BIGGEST LIE YOU EVER TOLD YOUR BOSS ABOUT YOUR SYSTEMS? 


WE WANT TO KNOW. CONTACT Lory Dix AT (800) 343-6474 (voice) OR 
594-8011 (MCI Matt). IF WE USE YOUR COMMENT, WE'LL SEND YOU A GIFT. 


The 5th Wave by Rich Tennant 
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Inside Lines 


True Blue? 

The IBM Consulting Group appears to be holding firm to its pledge 
to provide its customers with non-IBM equipment when required. 
This week the White Plains, N.Y.-based consulting firm will an- 
nounce plans to conduct a client/server project for a major data- 
base vendor with non-IBM hardware. 


First in line 

In the next month or two, Banyan Systems and Cisco Systems 
should be the first major network system vendors to announce 
support for Simple Network Management Protocol (SNMP) Version 
2.0, according to Jeff Case, who co-developed SNMP Versions 1.0 
and 2.0. Such support will give users something to manage with 
the new SNMP Version 2.0-based platforms recently announced by 
Sun and Wollongong. 


Potential bedfellows? 
Are we close to seeing Oracle sign a joint development pact with 
Lotus for an expanded Notes-style groupware product [CW, Sept. 
6]? Several database analysts think so. The database maker plans 
to announce “a major alliance” at the International Oracie User 
Week conference next week in Orlando, Fla., a spokeswoman ac- 
knowledged. One Wall Street analyst said the duo has been “talk- 
ing for months” about a groupware collaboration. An Oracle exec- 
utive acknowledged the talks but would neither confirm nor deny 
an impending partnership. 


Mehufactiiting planks Wil salar wane 

Sources say IBM is getting very close to peddling off its Kingston, 
Dil cases aumeutcaee nee ence a 
IBM’s ongoing consolidation efforts, 


igo 
“ation, 





ISSUES 


‘The One You Haven't Done 


wy RESOLVE PLATFORM — 


—(] DEAL wity 
ao DATA MANAGEMENT 









Could Be Your Undoing. 


As you move to client/server computing, you'll undoubtedly 


spend countless hours evaluating GUI tools, sorting through net- 


work solutions and resolving platform issues. But past experi- 
ence will tell you that managing your data is just as important. 
In fact, it's key to delivering information to your users when and 
where they need it-and making sure it's the right information. 
To help you address the issue of data management in a dis- 
tributed environment, we've developed a useful guide that's 
yours free. For your personal copy, return this coupon or phone 
us at |-800-BACHMAN. In Canada, call 1-800-445-0854. 
Successfully implementing client/server computing isn't easy. 
But if data management is high on your list, you'll be well on 
your way to getting the job done. 
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So what'll it be? A salary 
freeze? Reduced bonuses? 
Your company car? Ora 
new ROLM phone system? 


Stumped? We suggest you start 
with the ROLM phone system. 
It's the difference between 
merely trimming the fat around 
your company, and turning it 
into muscle. 
Talk to our customers. 
You'll hear before- 
after stories that 
sound like business 
school case 
studies. With 
operators handling 
four times as many calls 
per day. Collection 
agents making six weeks’ worth of calls 
in four days. And abandoned call rates 
down from 30% to under 1%. 
Then there are the infinitely more 


interesting stories of enormous revenue 


gains. West Capital Financial Services, 
for example, pulled in a colossal 357% 


of their previous year's revenues. 


In fact, many of our customers 


report their ROLM systems have paid 


o 


for themselves in a matter 


of months. 


, 


It's a tribute to the way we approach 
your business. We ask questions. We 
watch the way you work. Then we 
develop a customized solution that lets 
you work more productively. 

If you would like to receive a free 


video showing how we've helped a 


number of businesses 
work more profitably, give us a call 
at 1-800-ROLM-1 23. 


And you can leave all 


ROLM is part of the 


Not surprisingly, our 


Siemens family. 


those drastic, cost-cutting 


The world's largest 


customers awarded us the 


private communication 


morale-squashing measures 


systems manufacturer. 


highest overall ratings in 

the three most recent Customer 
Satisfaction Surveys conducted by 
Dataquest? a leading independent 


research firm. 


b 


to someone else. Your 


competitors, for instance. 


A Siemens Company 


©1993 ROLM. 





